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COMPUTERWC 


How  much  time  do  you 
plan  to  spend  training 
users  on  Windows  95? 

■  Up  to  two  hours 

More  than  2  to  3  hours 
Up  to  a  full  day 
Two  days 

More  than  two  days 

■  No  training/Users  will 
learn  on  their  own 

■  Don't  know 


,  Win  95? 


User  migration  cost  estimates  run  the  gamut  from  $500  to  $1,000+  per  PC 


15% 


By  Stuart  J.  Johnston 


30% 


11% 


Base:  100  Windows  95 
beta  users 


Most  corporate  users  gearing  up  for  Windows 
95  plan  to  spend  less  than  $1,000  per  machine 
to  get  their  PCs  in  shape,  according  to  an  ex¬ 
clusive  Computerworld  survey. 

When  it  comes  to  trying  to  put  a  nice  round 
figure  on  upgrade  costs,  however,  user  and  an¬ 
alyst  estimates  are  all  over  the  map.  That  goes 


Desktop  watch 


IBM  explains  away  the 
OS/2  uproar.  See  page  4. 

Stability  and  compatibility 
are  top  IS  concerns  with 

Win  95.  See  page  109. 


AT&T  opens  up 
WAN  bandwidth 
to  larger  apps 


By  Bob  Wallace 


AT&T  Corp.  has  confirmed  that  it  will  soon  an¬ 
nounce  Integrated  Services  Digital  Network 
Primary  Rate  Interface  capabilities  in  its  na¬ 
tionwide  network,  Computerworld  has 
learned.  This  will  enable  PRI  users  to  free  up 
sorely  needed  wide-area  network  capacity  for 
bigbandwidth  applications. 

According  to  a  source  close  to  the  company, 
these  capabilities  will  be  provided  via  user-to- 
user  signaling.  That  technology  will  let  users 
shift  remote  LAN  access/authentication  from  a 
data  transport  channel  that  is  in  heavy  demand 
to  a  lightly  used  signaling  channel. 

Much  attention  has  been  given  to  ISDN  Basic 
Rate  Interface,  which  is  sold  by  local  carriers 
and  is  used  to  give  small  sites  and  telecommut- 

AT&T,  page  109 


The  planned  features  for  AT&T’s  ISDN  PRI 
service  will  aid  in  remote  LAN  access 
authentication  and  offer  the 
following  benefits: 


►  An  extra  64K  bit/sec.  B  channel  for 
data  transmission  made  available 


^  A  CHE 

D  sigr 


►  A  cheaper  price  when  done  on  the 
D  signaling  channel,  not  a  B  channel 


►  Speedier  authentication 


►  More  security  on  the  D  channel 


Microsoft/DEC  deal 
to  buoy  NT,  Alpha 


By  Michael  Goldberg 
and  Jean  S.  Bozman 


Moving  to  bolster  its  reputation  at 
the  higher  reaches  of  the  enter¬ 
prise,  Microsoft  Corp.  last  week 
teamed  up  with  Digital  Equipment 
Corp.  to  build  Windows  NT  into  a 
standard  for  server  operating  sys¬ 
tems.  ______ 

Users  generally 
hailed  the  deal  as  a 
way  for  Microsoft  to 


oriented,”  said  Jonathan  Eunice, 
research  director  at  Illuminata,  a 
Hollis,  N.H.,  research  firm. 

In  exchange  for  paying  $50  mil¬ 
lion  to  $100  million  to  train  1,500 
Digital  staffers  in  Microsoft  sup¬ 
port,  the  Redmond,  Wash.-based 
vendor  gets  to  use  Digital’s  clus- 
Windows  NT,  page  14 


for  estimates  of  training  time, 
too. 

Computerworld  surveyed 
100  information  systems  deci¬ 
sion-makers  who  have  partici¬ 
pated  in  the  Microsoft  00131. 
Windows  95  beta  or  Preview 
programs.  The  survey  found 
that  49%  expect  to  spend  less 
than  $500  per  PC  to  upgrade 
hardware  and  software.  An  additional  20%  ex¬ 
pect  to  pay  between  $500  and  $1,000,  and  16% 
expect  to  pay  more  than  $1,000.  The  other  15% 
don’t  knowhowmuch  they  will  spend. 

Apples  and  oranges 

Part  of  the  reason  for  the  disparity  is  that  com¬ 
panies  have  all  kinds  of  machines,  from  286- 
based  units  to  Intel  Corp.  Pentium-based  units. 
The  cost  of  upgrading  will  depend  on  what  per¬ 
centage  of  the  machines  are  newer  technology, 
how  many  will  be  upgraded  and  what  upgrade 
path  will  be  taken.  For  example,  companies 
may  opt  to  buy  new  systems  rather  than  up¬ 
grade  old  ones. 

Microsoft  recommends  a  minimum  platform 
of  a  486-based  box  equipped  with  at  least 
Windows  95,  page  109 


ratchet  itself  upward 
from  the  desktop  by 
leveraging  Digital’s 
resources  in  corpo¬ 
rate-level  desktop  in¬ 
tegration,  service  and 
support. 

For  Digital,  the 
deeper  partnership 
with  the  software  gi¬ 
ant  should  boost  the 
fortunes  of  its  Alpha 
systems,  providing 
the  company  with  a 
more  solid  footing  on 
its  comeback  trail,  in¬ 
dustry  analysts  said. 

“They’ve  got  a  real 
partnership  with  the 
behemoth  of  the  PC  in¬ 
dustry,  and  the  indus¬ 
try  is  increasingly  PC- 


WHAT?  RE-ENGINEERING  THAT  WORKS? 


FLUSHEDwith 


Five  years  ago,  American  Standard,  Inc.  was  in  danger  of  going 
down  the  drain.  Today,  thanks  to  massive  re-engineering,  the 
world’s  largest  plumbing  supplier  is  overflowing  with  payoffs. 


“Most  companies  blink.  These  guys 
didn’t,”  says  Michael  Hammer,  president  of 
Hammer  and  Co.,  a  Cambridge,  Mass.,  re¬ 
engineering  training  firm.  “Few  companies 
are  undertaking  as  broad  and  deep  an  ef¬ 
fort.” 

Since  emerging  from  a  1989  leveraged 
buyout  $3.1  billion  in  debt,  the  Piscataway, 
N.J.,  maker  of  toilets,  air  conditioners  and 
bus  and  truck  brakes  has  tackled  more  than 


75  major  re-engineering  efforts,  according 
to  company  re-engineering  czar  Gus  Vess. 

Blending  widespread  redesign  with  “de¬ 
mand  flow  technology”  —  a  companywide 
cost  reduction  and  efficiencyprogram — the 
$4.5  billion  manufacturer  has  joined  the  rar¬ 
est  of  groups:  big  companies  that  success¬ 
fully  transform  themselves  without  major 
layoffs. 

Success,  page  79 
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SS  0S/2  imase 

IBMistoning 
down  0S/2’s 
snazzy consum- 
erimage,  but  it 
doesn’twantto 
scare  off  large  corpo¬ 
rate  customers. 


gQ  3Com/Chipcom  deal 

3Com  has  a  rough  ride  on  the 
road  to  acquiringChipcom  be¬ 
cause  of  users  and  rival  Cable¬ 
tron. 


§?g  Microsoft  Exchange 

Microsoft  ships  the  second  beta 
of  its  Exchange  electronic-mail 
platform. 

gflf  ATM  access 

Sprint  becomes  the  first  major 
long-distance  carrier  to  offer 
nationwide  access  to  ATM 
service  via  aTi  line. 


Multimedia  notebook 

Panasonic  unveils  a  multimedia 
notebook  —  a  Pentium  ma¬ 
chine  with  television-quality 
features. 


n  NT  dusters 

Microsoft  licenses  Digital  tech¬ 
nology  to  lash  multiple  Win¬ 
dows  NT  servers  together. 

m  Multiprocessing 

Bigger  isn’t  necessarily  better. 
The  performance  of  NT,  for  one, 
appears  to  taper  off  after  six 
processors. 

|Q  Auditing  the  IRS 

The  Internal  Revenue  Service  is 
not  makingwise  use  of  its  infor¬ 
mation  technology  investment, 
the  General  Accounting  Office 
has  concluded  —  again. 

El  Storage 

HP  announces 
its  highest-ca¬ 
pacity  s'A-inch 
magneto-opti¬ 
cal  jukebox. 

gQ  Bankingonthe’net 

Before  would-be  electronic 
bankers  can  jump  onto  the 
l-way,  they  have  a  host  of  con¬ 
nectivity  challenges  to  con¬ 
front. 
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Choice  Cuts 

54% 

of  IS  staffs  say  their 
companies  do  noth¬ 
ing  to  minimize 
turnover,  a  recent 
Computerworld  sur¬ 
vey  says.  So  why  DO 
employees  leave? 
Boredom,  money 
and  stress  are  top 
complaints. 
Careers, 

Page  88 


Would  you  believe  a 

swamp  bacterium 
that  revolutionizes 
optical  storage?  The 
biological  and  com¬ 
puting  sciences  are 
merging  like  never 
before.  In  Depth, 
Page  83 


Employee  retraining. 

Disaster  recovery. 

Pay-as-you-can 
plans.  Outsourcing 
contracts  are  taking 
on  a  diffemet  look. 
It's  an  opportunity 
for  IS  to  get  the  upper 
hand.  Management, 
Page  69 


COMPUTER  INDUSTRY 

El  CA/Legent 

The  Justice  Department’s  settle¬ 
ment  with  Computer  Associates 
causes  grumbling  among 
Legent  users  and  competitors. 

OPINION 

El  Desktop  wars 

Don’t  worry,  OS/2  users.  IBM 
won’t  pull  the  plug,  Bill  Laberis 
predicts. 

Electronic  commerce 

Jeffrey  C.  Frost  provides  an  in¬ 
side  look  at  how  the  dreams  of 
electronic  commerce  can  be 
quashed  by  the  realities  ofan 
immature  business  model. 

El  IBM/Lotus 

Patricia  B.  Seybold  gives 
IBM/Lotus  a  good  30-day  report 
card,  but  three  big  challenges 
loom:  Microsoft,  the  Internet 
and  bureaucracy. 

gQHI  Windows  95:  Just  say  no 

Skip  all  the  hassle  ofWindows 
95  and  go  directly  to  NT,  Charles 
Babcock  advises. 


Rich  Tennant's 
(iThe  5th  Wave” 
cartoon  is  on 
vacation  and  will 
be  moving  to 
another  location 
in  Computerworld. 
We'll  keep  you 
posted. 


Technical  Sections 


DESKTOP  COMPUTING 

Windows  95  support 

Forthose who 
can’t  bearthe  ;; 
thought  oflong 
phone  waits  for 
Windows95 sup-  *' 
port,  here  are  alternatives. 

Windows  95  utilities 

Symantec’s  Peter  Norton  Group 
is  releasing  a  trio  of  utilities  for 
Windows95. 

WORKGROUP  COMPUTING 

El  Client/server  RAID 

New  arrays  and  related  prod¬ 
ucts  are  making  RAID  cheaper 
and  more  user-friendly. 

El  UnixGUI 

It  took  two  years,  but  the  Com¬ 
mon  Desktop  Environment  is 
finally  ready  to  ship. 

ENTERPRISE  NETWORKING 

Wireless  computing 

Sabre  hawks  its  wireless  tech¬ 
nology  to  airlines;  long  waits  to 
check  in  for  flights  may  soon  be 
a  thing  of  the  past. 

El  Virtual  LANs 

Digital  is  selling  distributed  vir¬ 
tual  networking  products  that 
analysts  and  users  say  may 
have  a  leg  up  on  competitors. 

URGE  SYSTEMS 

El  Client/server  imaging 

Two  image-based  client/server 
systems  are  helping  transform 
St.  Vincent’s  Hospital. 


El  AS/400  software 

Lawson  Software’s  plan  to  ship 
newASMooand  Unix  versions 
of  its  software  ran  into  a  snag 
duetoan  IBM  delay. 

APPLICATION 

DEVELOPMENT 

El  Middleware 

Developers  have  new  options 
for  integrating  applications. 

El  Lotus  sells  tool 

Lotus  has  sold  its  visual  pro¬ 
gramming  language,  sparking 
speculation  that  the  company  is 
trying  to  off-load  its  peripheral 
products. 


Features 


MARKETPUCE 

UjJ!]  Outsourcing 

Help  desk  outsourcing  is  on  the 
rise,  but  what  goes?  Of  376  com¬ 
panies,  86%  outsource  hard¬ 
ware  support  and  repair;  30% 
outsource  shrink-wrapped  PC 
software  support;  15%  hand 
over  network-related  duties. 


Etc. 

Calendar 

77 

Company  Index 

106 

Editorial/Letters 

36 

Inside  Lines 

110 

Aug.  7  Stock  Ticker _ 
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How  to  contact  CW 

110 
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LOOKING  FOR  A  FASTER  WAY  TO  LOAD  YOUR  DATABASE? 

SyncSort  UNIX  can  help  you  complete  database  loads,  reorgs  and  reports  in  as  little  as  half  the  time. 
SyncSort  combines  high-speed  sorting,  versatile  data  manipulation  features  and  the  ability  to  handle  a 
variety  of  data  and  file  types.  The  result  is  a  powerful,  flexible  tool  for 
breaking  database  bottlenecks.  To  order  SyncSort  or  for  a  free  copy  of  our 

Tel  (201)  930-8200  dept.  124 

booklet,  “Sorting  and  Relational  Database  Performance,"  please  call  or  fax.  Fax  (201)930-8285  dept.  124 


News 


What’s  ahead  for  OS/2? 


IBM  shifts  focus  back  to  server  rather  than 
battle  Microsoft  for  desktop  supremacy 


ByLisaPicarille 


In  response  to  feedback  from  its  custom¬ 
ers,  IBM  seems  to  be  toning  down  OS/2 
Warp’s  snazzy  consumer  image  for  a 
more  corporate  look  so  as  not  to  scare 
off  large  customers. 

The  change  in  strategy  came  to  light 
when  Chairman  Louis  V  Gerstner  Jr.  last 
week  addressed  a  group  of  securities  an¬ 
alysts  and  said  IBM  is  focusing  its  OS/2 
efforts  on  “large-enterprise,  real  seri¬ 
ous,  line-of-business  applications.” 

Industry  watchers  quickly  interpreted 
Gerstner’s  remarks  as  a  concession  of 
the  desktop  operating  systems  environ¬ 
ment  to  Microsoft  Corp.  and  a  clear  shift 
in  IBM’s  OS/2  strategy. 


IBM  Chairman 
Louis  V.  Gerst¬ 
ner,  respond¬ 
ing  to  a 
question  dur¬ 
ing  a  meeting 
last  Monday 
with  securities 
analysts  in 
New  York: 
“Stand-alone  desktops  are  not 
our  primary  target.  There  are 
people  out  there  who  love  OS/2 
on  that  [kind  of]  desktop,  but  our 
focus  is  on  enterprise  customers 
and  real  serious  business  uses.  ” 

Gerstner  in  a  memo  issued  to  IBM 
sales  managers  the  following  day: 

“The  consumer  and  stand-alone 
desktop  markets  for  OS/2  are 
grow  ing  but  a  re  secondary  to  our 
emphasis  on  robust  line-of- 
business  client/server  applica¬ 
tions  for  our  enterprise  custom¬ 
ers.  ” 


In  defense 

Gerstner  responded  immediately  by  fir¬ 
ing  off  a  memo  to  more  than  3,500  IBM 
sales  representatives  that  insisted  that 
large  enterprise  customers,  not  stand¬ 
alone  desktop  users,  have  always  been 
OS/2’s  primary  target.  And  in  a  letter  to 
The  New  York  Times,  he  called  the 
stand-alone  OS/2  desktop  “secondary” 
to  the  enterprise  strategy. 

“He  must  have  forgotten  about  IBM’s 
‘Better  Windows  than  Windows’  promo¬ 
tion,”  said  Jeff  Tarter,  editor  of  “Soft  Let¬ 
ter,”  an  industiy  newsletter  in  Water- 
town,  Mass.  Tarter  was  referring  to 
IBM’s  onetime  vow  to  provide  users  with 
a  better  Windows  implementation  under 
OS/2  than  they  would  get  with  straight 
Windows. 

Some  analysts  said  they  see  IBM’s 
move  to  refocus  OS/2  back  on  the  server 
as  a  direct  result  of  the  impending  threat 


of  Microsoft’s  forthcoming 
Windows  95. 

"IBM  got  outmarketed  by  Mi 
crosoft,”  said  Frank  Dzubeck, 
president  of  Communications  Net 
work  Architects,  Inc.  “OS/2  hasn’t  found 
its  niche  yet,  which  is  likely  to  be  distrib¬ 
uted  computing.” 

Loss  of  faith 

But  some  said  it  was  “IBM’s  OS/2  strate¬ 
gy  du  jour”  that  scared  off  potential  soft¬ 
ware  developers  and  confused  big  busi¬ 
ness  customers. 

“A  lot  of  [high-end]  customers  lost 
faith  in  IBM  when  it  repositioned  OS/2  as 
a  low-end  product,”  said  Tarter,  refer¬ 
ring  to  IBM’s  push  behind  Warp,  its  most 
publicized  version  of  OS/2. 

For  example,  four  users  at  large  OS/2 
sites  at  Fortune  1,000  companies,  who 
declined  to  be  identified,  said  their 
corporations  were  thinking  about  drop¬ 
ping  OS/2  in  favor  of  Windows  95,  Win¬ 
dows  NT  or  a  combination  of  the  two. 
However,  most  said  no  decision  had  been 
made. 

And  IBM  is  even  losing  a  little  ground 
in  markets  where  it  has  a  strong  follow¬ 
ing,  such  as  the  banking  industry.  Ana¬ 
lysts  estimate  that  30  of  the  Top  50 
U.S.  banks  use  OS/2  somewhere  in  their 
organizations  but  that  Windows  NT 
is  starting  to  make  inroads  at  banks 
such  as  Bank  South  Corp.  located  in  At¬ 
lanta. 

IBM  claims  its  primary  focus  was  nev¬ 
er  the  consumer  market  anyway,  but  that 
small  office  and  home  users  liked  OS/2 
Warp. 

“We  felt  that  we  had  to  put  more  of  a 
fashion  spin  on  Warp,”  said  Steve  Mills, 
general  manager  of  the  Software  Solu¬ 
tions  division  at  IBM.  “That  certainly  got 
OS/2  a  lot  more  attention,  but  our  enter¬ 
prise  customers  were  quick  to  remind  us 
that  we  shouldn’t  lose  our  way.” 

One  longtime  OS/2  user  at  a  Fortune 
100  bank  said,  “We  are  a  big  OS/2  shop, 
and  the  first  time  I  saw  the  Warp  ads  with 
the  nuns  and  IBM’s  corporate  sponsor¬ 
ship  of  the  OS/2  Warp  Fiesta  Bowl,  I  got  a 
little  nervous  about  what  direction  IBM 
was  taking  OS/2  [in].” 

David  Card,  an  analyst  at  Internation¬ 
al  Data  Corp.  in  Mountain  View,  Calif., 
predicted  that  OS/2’s  push  into  the  con¬ 
sumer  market  may  ultimately  cost  it  the 
high-end  server  space  it  once  owned. 
“OS/2  was  in  the  catbird  seat;  now  NT  is 
ruling,”  he  said. 

Yet  some  industry  watchers  didn’t  see 
Gerstner’s  comments  as  an  about-face 
on  OS/2’s  positioning  at  all.  And  John  W. 
Thompson,  general  manager  at  IBM’s 
market  and  solution  developer  program, 
insisted,  “We  have  not  changed  anything 
—  our  marketing  and  development  bud¬ 
gets  for  OS/2  or  our  investment.” 

Senior  editor  Craig  Stedman  con¬ 
tributed  to  this  story. 


Enterprise  users  of  OS/2  won’t  hear  of  IBM 
abandoning  the  operating  system 


By  Craig  Stedman 


Even  if  Windows  95  and  Win¬ 
dows  NT  combine  to  stomp  the 
competition  in  the  desktop  and 
server  markets,  IBM  has  good  reason 
not  to  pull  the  plug  on  OS/2. 

Its  most  loyal  customers  are  demand¬ 
ing  the  oft-dismissed  operating  system 
be  kept  from  death’s  door. 

While  some  large  OS/2  us¬ 
ers  have  started  to  evaluate 
Microsoft  Corp.’s  tandem 
team  of  Windows  operating 
systems  as  future  platforms 
[CW,  Jan.  23],  a  half-dozen 
users  interviewed  last  week 
said  they  remain  devoted  to 
OS/2.  And  because  the  com¬ 
panies  with  heavy  invest¬ 
ments  in  OS/2  tend  to  be 
large,  mainframe-oriented 
businesses  that  run  mission- 
critical  applications  on  the 
platform,  IBM’s  hands  are 
pretty  tied  when  it  comes  to 
supportingits  desktop  rival  to  Windows. 

“We’d  be  furious”  if  IBM  stopped  devel¬ 
oping  OS/2,  said  Joe  Waynick,  assistant 
vice  president  of  technical  support  at  Un¬ 
ion  Bank  in  Monterey  Park,  Calif.  “But  I 
don’t  see  that  happening,  not  by  a  long 
shot.  They’re  not  going  to  pull  the  plug 
on  9  million  users.” 

Union  Bank,  which  still  runs  most  ap¬ 
plications  on  mainframes,  is  standardiz¬ 
ing  on  OS/2  as  its  LAN  and 
application  server,  Waynick 
said.  All  of  its  Novell,  Inc. 

NetWare  servers  are  being 
replaced  with  OS/2-based 
boxes.  Most  of  the  bank’s 
4,500  desktop  PCs  run  Win¬ 
dows,  but  a  branch  automa¬ 
tion  project  that  is  under 
way  uses  OS/2  for  both  desk¬ 
tops  and  servers,  he  added. 


IBM’s  Steve  Mills:  OS/2 
‘is  not  the  kind  of 
thing  we  ’re  going  to 
walk  a  way  from  ’ 


Rumor  mill 

With  the  official  release  of 
Windows  95  two  weeks 
away,  the  fate  of  OS/2  has  be¬ 
come  grist  for  the  specula¬ 
tion  mill.  IBM  Chairman  Lou¬ 
is  V.  Gerstner  Jr.’s  statement  last  week 
that  OS/2’s  main  focus  is  on  “serious 
business  uses”  (see  related  story  at  left) 


Guide  International’s 
Linda  Mainord: 

‘There ’s  a  lot  of  com 
mitment  to  OS/2  ’  at 
Guide 


was  seen  partly  as  an  attempt  to  salvage 
a  key  niche  for  the  operating  system  no 
matter  what  happens  in  the  general 
desktop  market. 

Large  corporate  customers  are  count¬ 
ing  on  IBM  to  do  j  ust  that. 

“There’s  a  lot  of  commitment  to  OS/2 
in  the  Guide  organization,  and  we’re  the 
ones  with  the  bigbucks,”  said  Linda  Mai¬ 
nord,  president  of  Guide  In¬ 
ternational  Corp.,  one  of 
two  mainframe-derived 
IBM  user  groups. 

Steve  Mills,  general  man- 
agerof  IBM’s  Software  Solu¬ 
tions  division,  agreed  that 
most  of  OS/2’s  success 
comes  in  “large  accounts 
and  classical  top-down,  de¬ 
cision-making  environ¬ 
ments.”  Those  customers 
typically  buy  “a  lot  more 
than  just  a  desktop  operat¬ 
ing  system,”  he  said.  “OS/2 
is  not  the  kind  of  thing  we’re 
going  to  walk  away  from  be¬ 
cause  it  impacts  our  total  business.” 

Robert  Djurdjevic,  an  analyst  at  Annex 
Research  in  Phoenix,  estimated  that 
OS/2 ’s  market  share  is  40%  or  more  in  the 
traditional  corporate  data  processing 
environments  that  are  IBM’s  biggest  cus¬ 
tomers.  That  compares  with  an  overall 
market  share  of  less  than  10%  for  the  IBM 
operating  system,  he  said. 

“IBM  is  worried  that  if  they  killed  OS/2, 
there  would  be  repercus¬ 
sions  in  other  areas,”  said 
Scott  Winkler,  an  analyst  at 
Gartner  Group,  Inc.  in 
Stamford,  Conn.  Abandon¬ 
ing  OS/2  would  be  “much 
harder  politically”  with 
customers  now  that  IBM  is 
solidly  profitable  again,  he 
added. 

“That  would  just  be  slit¬ 
ting  their  own  throats,” 
agreed  Cary  Serif,  manager 
of  applied  technologies  at 
Huntington  Bancshares, 
Inc.  in  Columbus,  Ohio.  But 
IBM  shows  no  sign  of  waver¬ 
ing  on  OS/2,  he  said. 


© 


IBM’S  PowerPC  is  a  screamer,  but  it 
lacks  some  ingredients.  See  page  40. 


Blue  about  OS/2 


What  is  your  primary  server  operating  system? 

NetWare  OS/2  LAN  Server  Windows  NT  Other 
Base:  200  Fortune  1,000  companies  I  58%  7%  10%  25% 


Base:  53  IBM  users  from  the  200  surveyed  |  60% 

15% 

8% 

17% 

What  is  your  primary  desktop  operating  system? 

Windows/DOS 

Base:  200  Fortune  1,000  companies  I  80% 

OS/2 

4% 

Windows  NT 

4% 

Other 

12% 

Base:  st  IBM  users  from  the  200  surveyed  |802?> 

12% 

2% 

6% 

Source:  Dataquest,  Inc.,  San  Jose,  Calif. 
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The  World’s  Leading  Manufacturing  Software  Can 
Help  You  Create  Ybur  Own  Industrial  Revolution. 


What  would  you  do  with  manufacturing  software  that  could  commu¬ 
nicate  real-time  changes  in  volumes  and  product  mix  to  plants  all  over 
the  world?  Or  switch  from  one  form  of  manufacturing  to  another, 
depending  on  changes  in  the  market? 

You’d  start  a  revolution.  And  Customer  Focused  Manufacturing 
(CFM) ,  created  by  Computer  Associates,  would  help  lead  the  way  A 
“blueprint”  for  enterprise  manufacturing  solutions,  CFM  lets  you  build 
closer  relationships  with  the  lifeblood  of  your  business:  your  customers. 

Because  with  CFM,  you’re  involved  in  an  ongoing  dialogue  with 
your  entire  supply  chain.  So  you  know  exactly  what  can  be  delivered 
and  when  the  delivery  can  take  place. 

And  with  CFM,  a  full  range  of  multi-platform  solutions  helps  you 
respond  to  customer  demands  both  quickly  and  profitably 

For  instance,  CA-PRMS® gives  you  the  flexibility  to  easily  meet 
your  co-existent  manufacturing  needs  with  support  for  discrete, 
process  and  repetitive  manufacturing. 

CA-KBM™  incorporates  and  automates  people-based  product 
knowledge  and  dimensionally  engineered-to-order  configuration 


where  it’s  needed  most:  throughout  the  entire  supply  chain. 

CA-MANMAN/X®  gives  you  the  power  to  manage  entire  product 
life  cycles  -  from  engineering  design  to  mass  production  -  with 
real-time  planning. 

CA-MANMAN®gives  you  immediate  access  to  timely  information 
and  the  ability  to  share  that  information  across  all  manufacturing  areas. 

CA-CAS®  is  an  enterprise-wide  manufacturing  and  financial  man¬ 
agement  system  that  decentralizes  decision-making  by  delivering 
critical  customer-based  information  right  to  your  users. 

CA-Warehouse  BOSS'"  is  a  comprehensive  warehouse  manage¬ 
ment  system  that  improves  customer  service  by  cutting  order  cycle 
times  and  increasing  shipping  accuracy 

For  More  Information  On  CFM, 

Please  Gall  1-800-225-5224.  Dept.  16102. 

So  phone  today  And  get  a  closer  look  at 
how  Customer  Focused  Manufacturing  can 
revolutionize  your  world. 


(Computer 

Associates 

Software  superior  by  design. 


Customer  Focused  Manufacturing  Software 

GA-FRMS  CA-KBM  GA-MANMAN/X  GA-MANMAN  CA-CAS  CA-WarehOUSe  BOSS 

©  1994  Computer  Associates  International.  Inc.,  islandia,  NY  11788-7DOO.  All  other  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


News 


3Com  faces  user  angst 


Customers  frown  on  Chipcom  deal;  Cabletron 
drops  own  bid  in  order  to  pursue  customer  base 


By  Bob  Wallace  and  Laura  DiDio 


3Com  Corp.’s  plan  to  acquire  switching 
hub  vendor  Chipcom  Corp.  for  $775  mil¬ 
lion  garnered  mainly  annoyed  and  be¬ 
fuddled  reactions  last  week  from  users 
of  both  vendors’  products. 

Internetworking  rival  Cabletron  Sys¬ 
tems,  Inc.  hopes  to  capitalize  on  those 
feelings  by  dropping  plans  to  acquire 
Chipcom  itself,  opting  instead  to  launch 
an  aggressive  cash  trade-in  program  for 
Chipcom  users. 

“The  reason  we  were  interested  in 
Chipcom  was  for  its  customer  base,  not 
its  technology,”  said  Cabletron  Chief  Ex¬ 
ecutive  Officer  Bob  Levine.  The  vendor 
will  give  details  of  the  program  this  week. 

The  acquisition  of  Chipcom  would 
make  3Com  a  $1.6  billion  company,  sec¬ 
ond  only  to  market  leader  Cisco  Systems, 
Inc.  in  the  frenzied  and  crowded  inter¬ 
networking  industry. 

But  details  of  the  plan 
raised  red  flags 
among  some  loyal 
and  long-standing 
3Com  customers. 

“I  don’t  see  any 
benefit  for  users  from 
3Com  acquiring  Chip¬ 
com,”  said  Steve  Lo¬ 
pez,  information  sys¬ 
tems  manager  at  the 
National  Board  of 
Medical  Examiners 
in  Philadelphia. 

“Chipcom  products 
can’t  hold  a  candle  to 
3Com’s  [switching 
hubs],  I  want  3Com  to 
focus  its  outstanding 
development  and 
support  efforts  on  its 
own  products. 


“3Com  doesn’t  stand  to  lose  anything 
if  the  deal  doesn’t  go  through,  and  I’ve  got 
technical  questions  about  product  strat¬ 
egy  if  it  does,”  Lopez  said. 

On  the  Chipcom  side,  customers  open¬ 
ly  balked  at  the  idea  of  being  forced  to  use 
3Com  switching  hubs  in  the  event  that 
Chipcom’s  Galactica  is  no  longer  sold. 
3Com  has  pledged  to  continue  selling  Ga¬ 
lactica  but  said  it  won’t  develop  any  new 
models. 

“We’re  very  happy  with  Chipcom  as  a 
solution.  If  3Com  tells  me  that  I  have  to 
buy  its  LANplex  switching  hub,  I’ll 
switch”  to  another  vendor,  said  Alan 
Robson,  director  of  information  services 
at  Val-Pak  Direct  Marketing  Services, 
Inc.  in  Largo,  Fla.  But  “as  long  as  3Com 
maintains  the  OnCore  and  Galactica 
lines,  we’ll  continue  to  be  a  customer.” 

When  asked  how  an  acquisition  of 
Chipcom  would  fit  into  3Com’s  grand 


, - - - — — — - 

What  if? 

3Com  could  win  big  financially  by  acquiring 
Chipcom,  and  both  vendors  could  expand 
their  presence  in  the  Fortune  1,000  club 

$4148 


$5138 


Total  modular 
hub  and  LAN 
switch  market 
revenue  ^ 

$i.96B 

$3.oiB 

Chipcom’s 
market  ^ 
share  ~ 

14% 

13% 

16% 

‘IB!! 

20% 

Potential 

’94 

’95* 

’96* 

’97* 

revenue  for 
3Com  from 
Chipcom  ► 

NA 

$39iM 

$66311/1 

$1.02B 

*Projected;  NA  =  Not  applicable 


Source:  Dell’Oro  Group,  Menlo  Park,  Calif. 


product  plan,  some  users  were  left 
scratching  their  heads. 

“I’ve  asked  myself  that  question,  and  I 
haven’t  been  able  to  come  up  with  an  an¬ 
swer,”  said  John  Holton,  a  vice  president 
at  Applications  Profile,  a  3Com  user  in  St. 
Petersburg,  Fla.,  that  provides  applica¬ 
tion  screening  and  background  investi¬ 
gation  services. 


Putting  it  together 

3Com  customers  were  also  unsure  how 
the  respective  3Com/Chipcom  product 
suites  might  be  integrated  if  the  deal 
goes  through  as  planned  in  October. 

“It  would  be  silly  to  drop  either  line, 
since  both  are  strong,”  said  Dennis  Bell, 
director  of  telecommunications  at  Santa 
Clara  University  in  Santa  Clara,  Calif. 
“I’ve  seen  them  integrate  multiple  prod¬ 
ucts  from  past  acquisitions,  and  it’s 
amazing.  They  could  meld  them  in  a  fu¬ 
ture  product  line.” 

The  university  uses  several  genera¬ 
tions  of  3Com  products,  including  the 
Cellplex  Asynchronous  Transfer  Mode 
switch  that  3Com  acquired  in  last  year’s 
purchase  of  NiceCom,  Inc. 

Still,  3Com  users  and  analysts  did 
agree  that  acquiring  Chipcom  would  give 
3Com  a  greater  presence  and  more  mus¬ 
cle  industrywide. 

“If  the  deal  goes  through,  3Com  will  be 
in  a  stronger  position  to  compete  as  the 
internetworking  community  consoli¬ 
dates.  The  competition  is  going  to  get 
fiercer  from  here  on,”  said  Steve  Konrad, 
a  network  services  manager  for  the 
Washington  Schools  Information  Pro- 
cessingCooperative  in  Seattle. 


T  alkback@cw.com 


Should  3Com  buy  Chipcom?  If  so,  will  you 
switch  vendors  and  will  you  consider  Cable¬ 


tron’s  trade-in  pitch?  Sound  off  to  us  attalk- 
back@cw.com.  Include  your  full  name.  We’ll 
publish  asamplingof  reader  opinions  in  an  up¬ 
coming  issue. 


Switching  market  gets 
some  Grand  additions 


By  Bob  Wallace 


“Fast”  Ethernet  pioneer  Grand  Junction 
Networks,  Inc.  will  introduce  this  week 
two  low-cost  switches  to  the  workgroup 
Ethernet  switching  market  and  slash  the 
price  of  its  existing  switch  by  50%. 

With  Ethernet  switching,  users  and  de¬ 
vices  that  had  been  forced  to  share  10M 
bit/sec.  Ethernet  LANs  can  now  have 
their  own  personal  10M  bit/sec.  of  band¬ 
width.  Or  they  can  get  more  capacity  by 
beingpart  of  a  small  subnetwork. 

Grand  Junction’s  FastSwitch  2100  has 
25  switched  ports  that  run  at  10M  bit/sec. 


and  two  fixed  100M  bit/sec.  ports.  It  has  a 
list  price  of  $6,495,  or  $241  per  port,  and  is 
shipping  now. 

The  FastSwitch  2100  also  has  25 
switched  10M  bit/sec.  ports  and  a  mini¬ 
mum  of  two  high-speed  expansion  slots 
for  100M  bit/sec.  ports.  In  the  future,  it 
will  support  Asynchronous  Transfer 
Mode.  It  costs  $6,295  to  $7,295  or  $252  to 
$292  per  port.  It  will  ship  this  month. 

Skip  MacAskill,  a  senior  research  ana¬ 
lyst  at  Gartner  Group,  Inc.  in  Stamford, 
Conn.,  said  that  at  $240  per  port,  the 
FastSwitch  2100  is  aggressively  priced 
compared  with  similar  switches  from 


3Com  Corp.  In  fact,  analysts  said,  the  two 
vendors’  prices  for  this  kind  of  Ethernet 
switch  are  about  the  same. 

The  FastSwitch  2100  can  support  up  to 
1,024  media  access  control  (MAC)  ad¬ 
dresses.  This  means  the  network  manag¬ 
er  can  attach  a  single  user  or  hundreds 
of  users  to  each  port. 

Grand  Junction  was  criticized  for  sup¬ 
porting  only  one  MAC  address  per  port 
on  its  first  switch.  Supporting  many  MAC 
addresses  means  users  need  fewer 
switching  hubs.  MacAskill  said  Grand 
Junction  will  ship  a  Unix-based  program 
that  will  help  users  manage  the  new 
switches  by  year’s  end. 

Meanwhile,  Grand  Junction  has  also 
halved  the  price  of  its  desktop  Ethernet 
FastSwitch  10/100.  The  new  price  is  $150 
per  port. 


^  Switching  announcements  boost  mid- 
range  LANs.  See  page  54. 


Robert  Levine, 

President,  Cabletron  Systems 

“We  wanted  a  say  in  what 
happened  to  Chipcom 
because  we  felt  that  would 
be  in  the  best  interest  of  our 
customers.  But  it  took  us  less 
than  a  week  to  see  that  a 
3Com  acquisition  of  Chipcom 
would  not  negatively  impact 
our  users.” 


Rob  Held, 
President,  Chipcom 

“Cabletron  only  wanted 
to  play  the  spoiler  on  the 
Chipcom  deal.  But  they 
don't  have  the  resources 
or  will  to  do  that.” 


Eric  Benhamou, 
President,  3Com 


“Together,  we  plan  to  merge 
the  ‘best  in  class’  products, 
technologies  and  talent  from 
both  3Com  and  Chipcom  to 
provide  the  industry’s 
broadest  networking  suite.” 


Computerworld  August  7, 1995 


Database  Perf 


The  TPC-C™  test  is  the  industry  standard  benchmark  measuring  database  On-Line  Transaction  Processing 
(OLTP)  performance.  On  July  24,  1995,  Hewlett-Packard  published  an  audited  TPC-C  benchmark  of 
Oracle7  that  set  the  record  for  open  systems  performance,  beating  Sybase  System  10's  best  result  on  any 
computer  by  more  than  200%.  (It's  almost  not  worth  mentioning,  but  we  also  creamed  Informix.) 


Transaction 
rate  (tpmC) 
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Sybase's  CEO  recognizes  they  have  technology  and  per¬ 
formance  problems.  So  should  you. 

"  We  were  slow  to  realize  this  [scalability]  was  an 
issue  in  the  marketplace.'' 

Mark  Hoffman,  Sybase  CEO,  The  Wall  Street  Journal,  April  14,  1995 

"  We  re  trying  to  investigate  the  problems  now. 

You  peel  back  the  onion,  you  find  out  more  stuff.'' 

Mark  Hoffman,  Sybase  CEO,  San  Francisco  Chronicle,  April  5,  1995 

Experts  and  customers  recognize  that  Sybase's  problems 
will  take  a  long  time  to  fix.  So  should  you. 

"  The  time  between  major  enhancements  of  their 
[Sybase's]  database  is  the  longest  of  any  major  vendor.'' 

Salomon  Brothers,  Computerworld ,  April  17,  1995 

"  They've  got  a  lot  of  work  to  do  and  they  have  to  go 
pretty  deep  in  the  core  of  the  code.'' 

First  Albany,  Information  Week,  April  17,  1995 


Scalability  and  parallelism  make  Oracle7  the  technol¬ 
ogy  and  performance  leader.  The  results  of  the  HP 
TPC-C  benchmark  provide  graphic  proof. 

"  Oracle  has  set  the  high  water  mark  for  open  systems 
platforms.  We  look  for  more  to  come.” 

Jim  Johnson,  Chairman,  Standish  Group,  July  24,  1995 

“  Oracle's  TPC-C  numbers  dramatically  alter  the  competitive 
landscape... Oracle  is  telling  the  competition  to  put  up  or 
shut-up." 

Peter  Kastner,  Vice  President,  Aberdeen  Group,  July  24,  1995 

If  you  don't  have  time  to  wait  for  a  database  that  is  slow 
to  run  transactions  or  a  company  that  is  slow  to  fix  its 
technology  call  Oracle,  the  proven  performance  leader.  Find 
us  at  1-800-633-1071,  ext.  8193  or  http://www.oracle.com/ 
on  the  Web. 


Enabling  the  Information  Age 


TPC  results  as  of  July  21,  1995  Sybase  results  based  on  Digital  Alpha  2100,  ($555/tpmC)  Oracle  results  based  on  HP  9000  T500,  ($535/tpmC) 

©  1995  Oracle  Corporation,  all  rights  reserved.  Oracle  is  a  registered  trademark  Oracle7  is  a  trademark  of  Oracle  Corporation  TPC  is  a  trademark  of  the  Transaction  Processing  Performance  Council  All  other  product  names  are  property  of  their  respective  owners 


News 


Users  welcome  Exchange  as  Mail  3.2  upgrade 


Microsoft  ships  final  beta  code  for  mail  platform 


BySuruchi  Mohan 


After  many  months  of  falling  behind 
schedule,  Microsoft  Corp.  last  week 
started  shipping  the  final  beta  code  for 
its  Exchange  mail  platform. 

Yet  despite  the  company’s  positioning 
of  Exchange  as  a  client/server  messag- 
ingplatform,  users  are  lookingto  it  main¬ 
ly  as  a  stable  upgrade  to  Microsoft  Mail 
3.2. 

Exchange  includes  electronic  mail, 
group  scheduling,  forms  and  basic  appli¬ 
cation  development.  It  also  includes  fea¬ 
tures  to  make  administration  and  man¬ 
agement  of  mail  simpler  (see  chart). 

Steady  focus 

But  the  focus  is  still  E-mail.  “Microsoft’s 
priority  is  its  installed  base,  so  it  will  fix 
problems  with  Microsoft  Mail  and  then 
think  about  application  development,” 
said  Tim  Sloane,  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston. 

Sloane  noted  that  Microsoft  wants  to 
provide  a  smooth  migration  to  its  more 
than  6  million  Mail  customers.  “Because 
it  is  so  focused  on  the  installed  base  mail 
issue,  Microsoft  is  keeping  its  eye  off  the 
growing  market  of  groupware  and  dis¬ 


tributed  solutions,  which  is  being  domi¬ 
nated  by  Notes,”  he  said. 

Microsoft  has  long  positioned  Ex¬ 
change  as  a  competitor  to  Lotus  Develop¬ 
ment  Corp.’s  Notes. 

But  users,  fed  up 
with  the  administra¬ 
tive  hassles  of  Mail, 
don’t  care  about  ap¬ 
plication  develop¬ 
ment  for  now.  They 
are  just  relieved  that 
Exchange  shows 
promise  for  solving 
their  reliability  and 
scalability  troubles 
with  Mail. 

“With  Beta  1, 1  nev¬ 
er  got  above  100  us¬ 
ers,”  said  Tom  Webb, 
technology  project 
manager  at  Shell  Ser¬ 
vices  Co.  in  Houston. 

Indeed,  he  said,  the 
database  crashed  a 
couple  of  times.  “With 
Beta  2, 1  have  seen  performance  improve¬ 
ments,”  he  said. 

Users  consider  scalability  of  the  Ex¬ 
change  server  to  be  a  big  plus.  While  ad¬ 


ministrators  are  not  completely  sure 
how  many  users  the  Exchange  server 
will  eventually  support,  they  seem  confi¬ 
dent  that  the  number  will  range  from  500 
to  1,000,  if  not  more.  Microsoft  Mail  sup¬ 
ports  a  maximum  of  250  users  per  post 
office. 

Making  sure  these 
post  offices  are  cur¬ 
rent  and  synchro¬ 
nized  is  a  headache, 
said  Garth  Keesler, 
staff  consultant  at  In¬ 
tergraph  Corp.,  a 
computer  systems 
vendor  in  Huntsville, 
Ala.  “Exchange 
doesn’t  eliminate 
[the  maintenance] 
but  simplifies  the 
process.  Adding  post 
offices  is  easier  be¬ 
cause  the  server 
takes  care  of  notify¬ 
ing  and  synchroniz¬ 
ing  other  post  of¬ 
fices,”  he  said. 
Further,  Exchange 
offers  message  tracking,  said  Sharon 
Moore,  a  systems  analyst  at  Chevron  In¬ 
formation  Technology  Co.  in  San  Ramon, 
Calif.  “This  is  a  vast  improvement  over 


Beta  1,”  she  said.  Moore  explained  that  a 
queue  manager  in  Exchange  lets  admin¬ 
istrators  see  if  mail  is  backed  up  in  the 
post  office,  which  allows  them  to  track 
mail  across  multiple  sites.  “This  is  very 
helpful  for  management,”  she  said. 

Unresolved  issues 

Despite  the  ease  of  administration,  users 
have  items  on  their  wish  list  that  will  re¬ 
main  unaddressed  in  the  first  release  of 
Exchange. 

“I  would  like  to  see  it  ship;  I  would  like 
to  see  laptop  replication,”  Webb  said. 
The  mail  and  calendaring  will  replicate 
to  the  laptop,  he  explained,  but  not  to  the 
public  folders.  Here,  the  replication  will 
be  only  server  to  server. 

Also,  “real”  document  management — 
with  version  control  and  content  search- 
ingcapabilities — is  missing,  Moore  said. 
While  it  is  true  that  Microsoft  provides 
components  for  building  document  man¬ 
agement  applications,  to  do  so  would  re¬ 
quire  “going  through  extra  pain,”  she 
said. 

Greg  Levin,  lead  product  manager  on 
Exchange,  said  the  features  in  this  beta 
are  complete.  User  recommendations 
will  be  worked  into  release  candidates, 
to  be  followed  by  the  final  product  at  the 
end  of  the  year,  he  said. 


Features  in  Microsoft 
Exchange  Server  Beta  2 


Exchange  forms  designer  and 
Schedule+  group  scheduling 

Remote  monitoring  of  servers 


Server-to-server  replication; 
no  global  replication 

Components  for  application 
development 


Support  for  Windows  NT  3.51 
and  the  Exchange  client 


Native  support  for  X.400  and 
Simple  Mail  Transfer  Protocol 
Message  Transfer  Agents 


News  Shorts 


Bankruptcy  shutters  Cray  Computer 

Cray  Computer  Corp,  recently  closed  its  doors  for  good  after  a 
four-month  search  for  new  funding  proved  fruitless.  The  Colora¬ 
do  Springs-based  company,  the  latest  venture  of  supercomputing 
legend  Seymour  Cray,  shut  down  operations  and  filed  for  Chapter 
1 1  bankruptcy  protection  in  late  March  after  an  expected  $20  mil¬ 
lion  cash  infusion  fell  apart.  Cray  Computer  burned  through 
more  than  $200  million  in  capital  but  never  sold  a  system  after 
its  1989  spin-off  from  supercomputer  market  leader  Cray  Re¬ 
search,  Inc.,  which  had  no  ties  to  the  failed  company. 

AST  loses  $99.3M  in  ’95  (MIB).  That  will  then  be  presented  to 


Struggling  PC  maker  AST  Research, 
Inc.  lost  $99.3  million  for  its  fiscal  year 
1995  on  sales  of  $2.5  billion.  For  fiscal 
1994,  AST  had  earned  $31.3  million  on 
sales  of  $2.4  billion.  For  the  fourth  quar¬ 
ter,  AST  lost  $31.6  million  on  sales  of 
$622  million,  compared  with  a  loss  of 
$8. 1  million  on  sales  of  $584 .5  million  for 
the  same  period  the  year  before.  The 
company  completed  a  strategic  alli¬ 
ance  with  Korea’s  Samsung  Group  ear¬ 
lier  this  year,  giving  the  latter  a  40% 
stake. 

Mobile  management 

A  task  force  aimed  at  addressing  the 
concerns  of  network  administrators 
who  manage  mobile  users  was 
launched  this  week  at  the  TCP/IP  Expo 
in  San  Jose,  Calif.  Spearheaded  by  Epi¬ 
logue  Technology  Corp.  and  Xircom, 
Inc.,  the  Mobile  Management  Task 
Force  will  work  on  finalizing  the  Simple 
Network  Management  Protocol  (SNMP) 
Mobile  Management  Information  Base 
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the  Internet  Engineering  Task  Force  as 
a  MIB  extension  of  the  SNMP. 

Nader  takes  on  Gates 

Consumer  activist  Ralph  Nader  and  an 
affiliated  group,  the  Consumer  Pro¬ 
ject  on  Technology  in  Washington,  last 
week  joined  the  criticism  of  Microsoft 
Corp.’s  decision  to  bundle  The  Micro¬ 
soft  Network  access  software  with  Win¬ 
dows  95.  Nader  also  criticized  the  Win¬ 
dows  95  Registration  Wizard,  which 
collects  information  about  a  user’s  PC, 
calling  it  an  invasion  of  privacy. 

No-RISC  Internet  router 

Compatible  Systems,  Inc.  in  Boulder, 
Colo.,  has  opened  the  throttle  on  Inter¬ 
net  access  with  the  release  of  the  high¬ 
speed  RISC  Router  28001,  which  lets  us¬ 
ers  establish  links  to  the  Internet  at  T1 
speeds  over  leased,  switched  or  Inte¬ 
grated  Services  Digital  Network  lines. 
The  RISC  Router  28001  lists  for  $2,195 
and  is  shipping  now. 


Keeping  out  NetWare  users 


Internetware,  Inc.  has  begun  shipping 
IWare  Connect  Version  1.1,  which  lets 
network  administrators  limit  and  con¬ 
trol  Novell,  Inc.  NetWare  users’  access 
to  unwanted  In 
ternet  sites. 

IWare  Connect 
is  a  NetWare 
Loadable  Mod¬ 
ule  that  runs  on  top 
of  the  TCP/IP  protocol  stack  bundled  in 
every  NetWare  server.  Pricingbegins  at 
$995  for  a  five-user  license. 


Boole  &  Babbage  posts  profit 

Boole  &  Babbage,  Inc.  reported  a  prof¬ 
it  of  $3.2  million  for  its  third  quarter 
ended  June  30  on  revenue  of  $37.3  mil¬ 
lion.  This  compares  with  a  profit  of 
$228,000  and  $33  million  in  revenue  for 
the  same  period  last  year.  The  low  prof¬ 
it  last  year  was  due  to  a  research  and 
development  write-off  of  $3.2  million. 
The  client/server  software  vendor  said 
international  business  picked  up  great¬ 
ly  this  past  quarter,  though  North 
American  revenue  was  down. 


Kodak  licenses  CA  programs 

Eastman  Kodak  Co.  signed  a  multi¬ 
year  software  licensing  agreement 
with  Computer  Associates  Interna¬ 
tional,  Inc.,  under  which  Kodak  and 
outsourcer  Integrated  Systems  Solu¬ 
tions  Corp.  will  be  able  to  run  CA  data¬ 
base  and  systems  management  soft¬ 
ware  throughout  North  and  South 
America.  Terms  of  the  deal  were  not 
disclosed.  Separately,  CA  said  it  re¬ 
ceived  91%  of  Legent  Corp.’s  outstand¬ 


ing  common  stock  in  response  to  its 
$47.95  per-share  tender  offer  (see  story, 
page  32). 

IBM  makes  Italian  link 

IBM  and  STET,  the  Italian  holding 
company  that  owns  Telecom  Italia,  an¬ 
nounced  a  preliminary  agreement  to 
become  global  partners  on  a  wide 
range  of  business  and  consumer  ser¬ 
vices.  The  two  companies  will  combine 
their  backbone  networks  as  part  of  a 
50/50  global  joint  venture  and  provide 
value-added  telecommunications  and 
network  services.  Both  firms  expect  to 
expand  the  venture  in  the  coming 
months  to  include  additional  telecom¬ 
munications  service  providers. 

SHORT  TAKES  Robert  B.  Palmer,  chair¬ 
man,  president  and  chief  executive  of¬ 
ficer  at  Digital  Equipment  Corp.,  was 
named  chairman  of  the  Computer  Sys¬ 
tems  Policy  Project,  a  coalition  of 
CEOs  from  13  U.S.  computer  compa¬ 
nies —  Walker  Richer  &  Quinn,  Inc. 
in  Seattle  last  week  added  a  new  ver¬ 
sion  of  its  Windows  PC  connectivity 
software  for  Hewlett-Packard  Co.  and 
Digital  Equipment  Corp.  hosts Hew¬ 
lett-Packard  cut  prices  on  its  PC  serv¬ 
ers  by  up  to  5%  and  on  storage  capacity 
by  as  much  as  25%. . . .  Although  it  is  in 
the  process  of  being  bought  by  Adobe 
Systems,  Inc.,  Frame  Technology 
Corp.  recently  completed  its  acquisi¬ 
tion  of  Mastersoft,  Inc. . . .  Arcada 
Software,  Inc.  has  acquired  Sytron 
Corp.,  a  maker  of  OS/2  data  protection 
software  and  a  subsidiary  of  Rexon, 
Inc. 
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The  network  links  the  client  to  the  server.  The  client  and  the  server  communicate  by  sending  messages  across 
this  network.  The  number  of  messages  exchanged  between  the  client  and  the  server  is  critical  in  determining 
overall  system  performance.  Oracle  Developer  /2000  drag  and  drop  application  partitioning  makes  it  easy  to 
minimize  the  number  of  messages  exchanged  between  a  client  and  a  server,  optimizing  both  response  time  and 
system  performance. 
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PowerScript  does  not  run  on  the  server,  therefore 
drag  and  drop  application  partitioning  is  impossible. 


An  application  program  developed  with  Sybase 
PowerBuilder  4.0  must  run  entirely  on  the  client  com¬ 
puter.  The  above  program  enters  a  purchase  order  into 
the  database.  If  this  application  is  built  entirely  using 
PowerBuilder  4.0,  every  item  purchased  requires  a  separate 
pair  of  messages  to  be  exchanged  between  the  client  and  the 
server  computer. Therefore,  a  simple  ten-line  purchase  order 
requires  at  least  20  messages  to  be  passed  on  the  network. 
This  high  volume  of  message  traffic  will  slow  response  time 
for  an  individual  user,  and  bottleneck  the  entire  system  with 
a  large  number  of  users.  And  there  is  no  easy  way  to  fix  this. 


Seeing  Is  Believing! 

Watch  a  video  of  Larry  Ellison  showing  you  how  to  take 
advantage  of  the  second  generation  client/server  technology,  in 
Developer/2000.  Download  Larry's  demo  off  the  net  at 
http://www.oracle.com/info/video.html  or,  call  for 
a  free  video  1-800-633-1071,  Ext.  8192. 


PL/SQL  runs  on  the  client  and  server,  therefore 
drag  and  drop  application  partitioning  is  easy. 


Contrast  this  with  the  same  exact  application  written  with 
Developer/2000  and  tuned  using  drag  and  drop  applica¬ 
tion  partitioning.  It  takes  a  few  seconds  to  drag  that  portion 
of  the  application  that  communicates  with  the  DBMS  off 
the  client  computer  and  drop  it  onto  the  server.  Now,  when 
you  enter  a  purchase  order  using  the  newly  partitioned 
application,  only  one  pair  of  messages  is  sent  from  the  client 
to  the  server- regardless  of  how  many  items  are  in  the 
order. The  optimally  partitioned  application  delivers  instanta¬ 
neous  response  time  to  an  individual  user.  And  the  parti¬ 
tioned  application  can  support  ten  times  more  users  than 
when  the  application  ran  entirely  on  the  client  computer.  If 
you  have  more  than  a  handful  of  users  on  your  network, 
call  Oracle  for  scalable  software.  1-800-633-1071,  ext.  8192. 


Enabling  the  Information  Age 
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News 


Sprint  boosts  ATM  appeal  with  T1  access 


By  Bob  Wallace 


Sprint  Corp.  last  week  smashed  through 
the  biggest  barrier  to  wide-scale  user 
adoption  of  Asynchronous  Transfer 
Mode  (ATM)  by  finally  providing  access 
to  the  service  via  widely  used,  lower- 
speed  T1  lines. 


While  analysts  who  track  ATM  concur 
that  the  lion’s  share  of  users  can’t  afford 
45M  bit/sec.  (T3)  access  pipes,  which 
aren’t  widely  available  anyway,  they  pre¬ 
dict  a  huge  user  base  will  find  1.544M 
bit/sec.  (Tl)  access  to  ATM  far  more  af¬ 
fordable. 

“T1  access  to  ATM  provides  a  strong 


incentive  for  users  to  move  to  ATM,” 
said  Bill  Horst,  chief  of  the  General  Ser¬ 
vices  Administration’s  communications 
branch  in  Philadelphia. 

“Pricing  for  a  Tl  access  line  can  start 
at  as  little  at  $3,800,  while  pricing  for  a 
T3  access  line  starts  at  about  $20,000,” 
said  Beth  Gage,  broadband  consultant  at 


TeleChoice,  Inc.  in  Verona,  N.J.  “And 
Sprint  is  making  its  ATM  service  even 
more  attractive  by  pricing  it  comparable 
to  its  frame-relay  service.” 

Sprint’s  frame-relay  pricing  carries  a 
monthly  charge  that  ranges  from  $204  for 
a  56K/64K  bit/sec.  port  to  $860  for  a  512K 
bit/sec.  port.  The  carrier  charges  $1,800 
for  a  Tl  port.  Sprint  charges  users  a  one¬ 
time  $250  fee  per  port. 

So  for  the  price  of  its  widely  used 
frame-relay  data  service,  users  can  send 
video  and  voice  over  a  single  high-speed 
line  to  the  Sprint  network. 


That’s  service 


Sprint’s  ATM  service  allows  Ti  access 
to  two  key  types  of  service: 


Service  type  What  is  it? 


Constant  Bit  Rate  Provides  constant 
bandwidth  for  voice 
and  video  traffic  that 
can’t  tolerate 
transmission  delays 

Variable  Bit  Rate  Supports  bursts  of  data 
traffic  associated  with 
LAN  interconnection  that 
don’t  need  constant 
bandwidth 


But  there  is  a  drawback.  Analysts  note 
that  running  ATM  on  a  Tl  results  in  the 
loss  of  roughly  10%  of  that  line  to  over¬ 
head,  a  key  issue  for  some  users. 

“That’s  a  concern  for  us  because 
we  want  to  perform  video  transfers, 
and  we  probably  can’t  afford  to  lose  10% 
of  the  bandwidth  to  overhead,”  said  Ca- 
mil  Samaha,  a  network  engineer  at 
Thomson  Technology  Services  in  Rock¬ 
ville,  Md.  “We’ll  explore  other  alterna¬ 
tives.” 

Nonetheless,  Sprint’s  move  is  the  lat¬ 
est  in  a  recent  flurry  of  activity — includ¬ 
ing  deep  ATM  switch  price  cuts  and 
equipment  introductions  —  aimed  at 
making  ATM  more  palatable  to  the 
masses. 

Leader  of  the  pack 

Sprint  is  the  first  of  the  Top  4  long-dis¬ 
tance  carriers  to  offer  Tl  access  nation¬ 
wide,  though  AT&T  Corp.  has  said  it  will 
follow  suit  by  year’s  end;  MCI  Communi¬ 
cations  Corp.  said  it  is  developing  the  ca¬ 
pability;  and  WilTel  provides  Tl  access 
on  a  case-by-case  basis. 

Sprint  began  supporting  T3  access  to 
its  ATM  service  in  1993.  But  carriers  have 
complained  that  a  dearth  of  equipment 
for  their  networks  and  gear  users  need 
to  use  the  service  has  held  up  support  of 
Tl  access  to  ATM. 

To  address  the  problem,  the  company 
has  worked  with  Hitachi  Ltd.  to  develop  a 
network  switch  that  can  aggregate  mul¬ 
tiple  Tl  access  lines  into  T3  links  to  the 
carrier’s  ATM  backbone  network,  which 
uses  NEC  America,  Inc.  switches. 

Sprint  is  also  working  with  Fore  Sys¬ 
tems,  Inc.,  using  its  ASX-200BX  ATM 
switch,  and  ADC  Kentrox,  using  its  Tl/ 
El  Access  Concentrator,  to  provide  sore¬ 
ly  needed  on-site  access  equipment  to 
users. 


Once  you  venture 
into  client/server,  there’s  no  turning  back.  SO  you 


You  already  know  where  you  want  to  go 
with  client/server.  But  do  you  know  exactly 
how  you’re  going  to  get  there? 

Fortunately,  there  are  plenty  of  companies 
that  can  tell  you. 

Such  as  the  multi-billion 
dollar  bank,  handling  as  many 
as  120,000  calls  a  day  that 
completely  reconfigured  its 
customer  service  operations. 
Call  i- 800- 499- seer  The  giant  retailing  conglom- 

to  learn  how  others 

erate  that  totally  reengineered 


Venturing 

further  ,  .  B 

into  :% 


used  Seer  *H  PS  for  a 
successful  journey 
through  client/server. 


its  customer  database  infra¬ 


structure  for  500  stores.  The  information  systems 
developer  that  integrated  a  central  government’s 
wage  and  tax  system  into  its  accounting  and 
purchasing  systems. 

All  had  ambitious  business  plans,  a  large  num¬ 
ber  of  end  users,  and  an  urgent  need  to  support 
rapidly-changing  business  processes. 

All  chose  Seer*HPS  to  develop  client/server 
solutions  across  their  enterprise. 

And  all  found  their  journey  into  client/server 
to  be  challenging  yet  extremely  rewarding.  Mainly 
because  they  had  the  ideal 
traveling  companion.  Seer. 

We’ve  been  there. 
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Micro  Focus®  Bridgeware™ 

There’s  no  denying  it.  PowerBuilder  '1  and  Visual  Basic1"  allow  your  users  to  do  some 


No  matter  where  you  start  with  your4GL, 


you’ll  eventually  want  it  to  do 


great  things.  Linking  those 
desktop  app’s  to  your 


corporate 


business  systems,  however, 


something  that  seems  impossible  ■  is  a  fairly  daunting  prospect. 


Only  one  product  can  help  you  with  the  task.  Micro  Focus  Bridgeware.  No  com¬ 
plicated  API  coding.  No  tedious  retraining.  Bridgeware  automatically  generates  all 
of  the  code  needed  to  connect  your  PowerBuilder  or  Visual  Basic  environment  to 
your  COBOL  or  CICS*  system.  Did  you  get  that?  It  does  it  all  automatically. 

On  average,  80%  of  mission  critical  corporate  data  is  in  non-relational  files 
where  it  can’t  be  accessed  by  4GLs.  Bridgeware  connects  the  “islands”  of  4GL 
users  to  that  corporate  data,  making  it  more  useful,  more  meaningful  and  as 
familiar  as  your  existing  4GL  applications. 

So,  regardless  of  where  you  want  to  go  with 
PowerBuilder  or  Visual  Basic,  Bridgeware 
makes  connecting  the  enterprise  applications 
to  the  desktop  as  easy  as. . .  well. . .  riding  a  bike. ' 


See  for  yourself. 


Contact  Micro  Focus 
at  800  MFCOBOL 
Ext.  1204  and  ask 
for  your  copy  of 
the  Micro  Focus 
Bridgeware  demo. 


A  Better  Way  of  Programming' 


MICRO  FOCUS 


Micro  Focus  is  a  registered  trademark.  Bridgeware  and  “A  better  way  of  programming"  are  trademarks  of  Micro  Focus  Limited.  PowerBuilder  in  a  trademark  of  Powersoft  and  Visual  Basic  is  a  trademark  of  Microsoft.  *  Requires  Micro  Focus  Transaction  System 
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TV-quality  video  comes 
to  the  portable  market 


But  will  users  want  a  notebook  that  costs 
over  $7,000  and  weighs  about  8  pounds? 


By  Mindy  Blodgett 
and  Tim  Ouellette 


Panasonic  Personal  Computer  Co. 
pulled  ahead  of  the  multimedia 
notebook  pack  last  week  with  the 
announcement  of  a  full-screen, 
full-motion  video  enhancement  to 
its  V41  portable  computer  series. 
But  industry  sources  said  IBM  PC 
Co.  is  hot  on  its  heels  with  a  similar 
product. 

Panasonic  and  IBM  are  banking 
on  what  they  hope  will  be  a  grow¬ 
ing  market  for  notebooks  with 
snazzy,  television-quality  fea¬ 
tures. 

Yet  while  some  industry  observ¬ 
ers  say  the  full-featured  multime¬ 
dia  notebooks  are  the  logical  next 
step  for  mobile  users,  the  heavy 
price  tag  —  averaging  more  than 
$7,000  —  may  dissuade  early 
adopters.  Another  burden  is  the 
weight  and  size  of  the  machines. 
The  Panasonic  system  tips  the 
scales  at  about  8  pounds,  for  in¬ 
stance. 

With  its  Intel  Corp.  90-MHz  Pen¬ 
tium  processor  and  an  integrated 
CD-ROM  drive,  the  Panasonic 
notebook  is  the  first  on  the  market 
to  offer  the  option  of  Motion  Pic¬ 
ture  Experts  Group  (MPEG)  sup¬ 
port  —  the  full-screen,  full-motion 
standard  that  provides  video  play¬ 
back  with  262,000  colors. 

The  notebook  is  aimed  at  mar¬ 
kets  such  as  field  service  automa¬ 
tion,  interactive  training,  sales 
presentations,  research  and  data 
retrieval,  company  officials  said. 

Ahead  of  the  pack 

IBM  has  gathered  the  most  mo¬ 
mentum  in  the  current  notebook 
market  with  its  ThinkPad  series, 
analysts  noted.  Other  major  com¬ 
panies,  including  Compaq  Com¬ 
puter  Corp.,  Toshiba  America  In¬ 
formation  Systems,  Inc.  and 
Digital  Equipment  Corp.,  are 
working  on  or  have  released  new 
multimedia  notebooks  as  well. 

“Panasonic  has  been  in  the  front 
of  this,”  said  Timothy  Schmidt,  an 
analyst  at  Encore  Consulting 
Group,  Inc.  in  Orlando,  Fla.  “And 
they  may  well  be  right — there  may 
be  a  market.” 

At  pharmacy  company  Parke- 
Davis,  for  example,  300  field  ser¬ 
vice  representatives  are  using 
Panasonic’s  V41  multimedia  note¬ 
books  to  give  their  sales  pitches 
some  razzle-dazzle. 

“Our  sales  force  finds  that  the 


multimedia  function  adds  a  real 
wow  factor  to  meetings,”  said 
Christopher  Colucci,  a  project 
leader  at  Parke-Davis,  the  phar¬ 
maceutical  division  of  the  Warner 
Lambert  Co.  in  Morris  Plains,  N.J. 
Colucci  is  testing  the  new  Pentium 
machines.  “I  can  really  see  the 
possiblity  of  using  these  machines 


Features  of  the  Panasonic  V41  MK  II 
multimedia  notebook  include: 


•  90-MHz  Pentium  processor 

•  A  high-contrast,  nonglare,  10.4-in. 
thin  film  transistor  LCD  screen 

•  48M  bytes  to  1G  byte  of  RAM 

•  More  than  six  hours  of  battery  life 

for  many  things,  such  as  training,” 
he  said. 

But  the  heavier  weight  of  the 
notebooks  “is  definitely  an  issue,” 
he  added.  Still,  the  trade-off  of 
more  ruggedized  features  for  the 
extra  weight  is  a  fair  one,  he  said. 
“One  of  our  salespeople  actually 


ran  over  his  notebook  with  his  car, 
and  all  we  had  to  replace  was  the 
CD-ROM.  The  hard  drive  held  up,” 
Colucci  said. 

Some  mobile  users  remain  skep¬ 
tical  that  multimedia  notebooks 
serve  a  driving  need  right  now, 
however. 

Victor  E.  Mutnick,  a  corporate 
vice  president  at  New  York  Life  In¬ 
surance  Co.  in  New  York,  said  he 
sees  many  of  the  company’s  5,000- 
plus  sales  representatives  eventu¬ 
ally  moving  into  the  multimedia 
notebook  arena.  But  he  has  his 
doubts. 

“A  lot  of  our  sales  reps  say  those 
types  of  computers  come  between 
them  and  the  client,”  Mutnick  ex¬ 
plained.  “It’s  like  walking  in  and 
saying,  ‘OK,  now  I  want  you  to 
watch  my  TM  ’  and  the  client  is  say¬ 
ing,  ‘No,  I  want  you  to  sell  me  on 
this,  not  the  computer.’  ” 

The  top-of-the-line  Pana¬ 
sonic  Pentium  machine 
costs  $7,699,  plus  $649 
for  the  MPEG  cartridge, 
I  a  prohibitive  cost  for 
!  many  users. 

Other  notebook  prod¬ 
ucts  on  the  horizon  in¬ 
clude  IBM’s  ThinkPad  760 
notebook,  the  first  to  have  a 
12.1-in.  thin  film  transistor 
display;  it  will  have  a  120- 
MHz  Pentium  processor,  ac¬ 
cording  to  sources  close  to 
the  company.  Prices  will 
come  in  below  the  $7,000 
barrier,  they  added. 

IBM  will  also  aggressively  seek 
the  low-end  market  with  a  line  of 
ThinkPads  that  will  cost  between 
$2,000  and  $3,000  and  are  due  out 
in  September,  the  sources  said. 


@ 


Speech  is  becoming  more  impor¬ 
tant  in  multimedia.  See  page  47. 


Intel  shelves 
NSP  interface 


By  Tim  Ouellette 


■  Intel  Corp.  will  temporarily  curtail  development  of  its  Na¬ 
tive  Signal  Processing  (NSP)  interface,  the  company  con¬ 
firmed  last  week.  The  decision  appears  to  be  in  response 
to  high-level  pressure  from  Microsoft  Corp.  over  the  multi¬ 
media-enabling  technology,  according  to  sources  nearthe 
companies. 

An  Intel  spokesman  denied  any  heat  from  Microsoft,  say¬ 
ing,  “We  are  workingwith  Microsoft  to  define  a  newbaseline 
platform.”  But  several  sources  with  close  ties  to  the  two 
firms  said  Microsoft  executives  were  angered  at  what  they 
perceived  as  Intel’s  effort  to  create  a  non-Microsoft-driven 
application  programming  inter¬ 
face  and  lobbied  intensively  to  get 
Intel  to  stop  NSP  efforts. 

NSP  would  improve  ease  of  use 
for  multimedia  applications  by 
managing  sound,  graphics  and 
communications  at  the  processor 
level.  That  would  free  users  from 
sound  cards,  graphics  cards,  video 
cards  and,  eventually,  modems. 

NSP  was  the  centerpiece  of  Intel 
President  and  Chief  Executive  Of¬ 
ficer  Andrew  Grove’s  keynote  ad¬ 
dress  at  Comdex/Fall  ’94  and  was 
expected  to  be  completed  last 
month. 

But  users  will  have  to  keep  danc¬ 
ing  the  peripheral  card  shuffle  for 
a  while  longer.  The  spokesman 
said  Intel  will  publish  a  document 
later  this  year  or  early  next  year 
that  defines  the  new  platform. 


NSP  would 
improve  ease  of 
use  for 
multimedia 
applications  by 
managing 
sound, 
graphics  and 
communications 
at  the  processor 
level.  That 
would  free 
users  from 
sound  cards, 
graphics  cards, 
video  cards 
and, 

eventually, 

modems. 


Strike  2 

Dean  McCarron,  principal  at  Mercury  Research  in  Scotts¬ 
dale,  Ariz.,  said  the  flap  is  another  dent  in  Intel’s  efforts  to 
push  multimedia,  following  the  company’s  stagnant  Pro- 
Share  videoconferencing  initiative.  McCarron  said  Intel 
wants  to  get  computing-intensive  applications  such  as  mul¬ 
timedia  on  the  market  to  drive  future  sales  of  its  next-gen¬ 
eration  chips. 

Microsoft’s  Windows  95  will  contain  some  of  the  basic  ca¬ 
pabilities  of  NSP.  Intel  started  to  develop  on  Windows  3. 1  and 
Windows  95,  but  has  since  moved  its  focus  to  Windows  95 
only. 


Intel/HP  chip 
to  jointly  offer 
Unix,  Windows 

Will  also  run  NT,  NetWare 


By  Jean  S.  Bozman 


Hewlett-Packard  Co.  plans  to  bundle  its 
Unix  operating  system  and  Windows  on  at 
least  one  of  the  64-bit  chips  it  is  jointly  de¬ 
veloping  with  Intel  Corp.,  company  execu¬ 
tives  said  last  week. 

Industry  analysts  said  they  expect  those 
chips  to  arrive  sometime  in  1997. 


The  Unix/Windows  combination  would 
eliminate  the  need  to  emulate  Windows  on 
Unix  machines  such  as  engineering  work¬ 
stations.  Combining  the  two  would  also  re¬ 
move  an  information  systems  head¬ 
ache  because  Windows 
emulation  and  transla¬ 
tion  slow  perfor¬ 
mance. 

Rich  Sevcik,  general 
manager  of  HP’s  systems  tech¬ 
nology  group,  said  a  special  effort  will 
be  made  to  combine  the  HP-UX  Unix  oper¬ 
ating  system  with  a  Microsoft  Corp.  Win¬ 
dows  95  follow-on.  The  combination  tar¬ 
gets  Unix  users  who  want  to  use 
Microsoft’s  office  applications. 

“To  get  operating  systems  to  coexist  is  a 
lot  of  work,”  said  Sevcik,  who  manages 
HP’s  relationship  with  Intel’s  chip  design 


teams.  The  chip  series  ranges  from  low- 
cost  chips  for  desktops  and  laptops  to  high- 
performance  chips  for  servers.  They  will 
run  Unix,  Windows  NT  and  Novell,  Inc.’s 
NetWare. 

“We  will  be  able  to  run  any  of  those 
operating  systems  on  any  of 
those  chips,”  he  said. 

But  the  mechanics  of  how 
HP  will  pull  off  the  Unix/Win¬ 
dows  combination  on  a  single  chip  are 
still  unclear,  said  Thomas  Kueharvy,  presi¬ 
dent  of  Summit  Strategies,  Inc.  in  Boston. 

It  would  be  easier  to  simply  graft  Win¬ 
dows  95’s  32-bit  application  programming 
interfaces  on  top  of  HP’s  Unix  system,  said 
Andrew  Allison,  a  microprocessor  analyst 
in  Carmel,  Calif.  That  is  something  Digital 
Equipment  Corp.  is  already  taking  steps  to 
do  with  Digital  Unix,  he  noted. 
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Recently, 

Client/ Server  Journal 
profiled  the 
best  and  brightest 
companies  using 
distributed  computing. 


It  turned  out  to  be  a  profile  on 
Sybcue  cuotomero. 


In  a  special  report  on  client/server  excellence,  many  of  the  companies 
profiled  had  one  thing  in  common  —  SYBASE®  In  fact,  four  of  Client/ Server 
Journal o  “Fabulous  Five”*  were  using  SYBASE  to  gain  a  competitive  advantage. 
These  companies  included  Fannie  Mae,  Chase  Manhattan  Bank  NA,  Hughes 
Space  and  Communications  Co.,  and  Global  Marine,  Inc.  Some  oi  the  most  successful 
companies  in  the  world.  For  more  information  on  how  your 
company  can  achieve  excellence  with  Sybase,  or  a  reprint  of  the  hSybase 
CHent/Server  Journal  special  report,  call  1-800-SYBASE-l  ext.  1294.  The  Architecture  for  Change- 


©1995  Sybase.  Inc.  Outside  the  U.S.  call  410-224-8044.  SYBASE  is  a  registered  trademark  of  Sybase,  Inc.  *1994-1995  study  conducted  by  Coni/HiteruorlJ  Client /Server  Journal  and  Cambridge  Technology  Partners.  Inc.  (CTP). 
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Digital  earnings  hit  mark 

Cost-cutting  plan,  continued  sales  growth  lead  to  year-end  profit 


By  Michael  Goldberg' 


A  day  before  announcing  closer  business  ties  with  Mi¬ 
crosoft  Corp.,  Digital  Equipment  Corp.  last  week  report¬ 
ed  earnings  of  $160  million  in  its  fourth  quarter  and  a 
year-end  profit  for  the  first  time  since  1990. 

Robert  Palmer,  Digital’s  chairman  and 
chief  executive  officer,  said  the  company  is 
working  to  bolster  its  turnaround  after 
more  than  a  year  of  slashing  payroll  and 
reorganizing  its  business  management. 

“We’ll  continue  to  make  any  corrections 
we  need  to  make”  to  respond  to  market 
conditions,  Palmer  said.  He  said  he  be¬ 
lieves  Digital  is  poised  to  sustain  its  recent 
trend  of  profits  next  year. 

The  company  benefited  from  a  sustained 
cost-cutting  program,  and  Digital  officials 
said  continued  sales  growth  in  PCs  and  Al¬ 
pha  servers  and  workstations  more  than 
offsets  dropping  sales  of  its  old  VAX  line. 

Palmer  said  sales  of  Digital’s  Alpha  serv¬ 


ers  and  workstations  grew  by  32%  during  the  quarter, 
compared  with  the  same  quarter  last  year.  Digital  has 
sold  more  than  127,000  systems  based  on  its  64-bit  Al¬ 
pha  microprocessor  since  late  1992,  accounting  for  ap¬ 
proximately  $5  billion  in  sales,  Palmer  said.  PC  sales 
climbed  about  20%  in  the  quarter  vs.  the 
same  quarter  last  year. 


sales  had  dropped  by  35%  to 
50%  in  the  past  three  months. 

Digital  also  told  analysts  its 
new  reliance  on  resellers  and 
retailers  would  sap  some 
sales  muscle  from  its  tradi¬ 
tionally  strong  fourth  quarter 
because  these  indirect  chan¬ 
nels  tend  to  peak  at  the  calen¬ 
dar  year’ send. 

Martin  Ressinger,  an  ana¬ 
lyst  at  Duff  &  Phelps  Invest¬ 
ment  Research,  Inc.  in  Chica¬ 
go,  said  Digital’s  fourth- 
quarter  sales  looked  better 
when  divestments  such  as  “a 
fire  sale”  on  VAX  systems  to 
clear  out  inventory  were  taken  into  account.  “It  might 
have  been  better,”  he  said.  “They’ve  gone  through  a 
pretty  extreme  turnover  with  a  changing  sales  struc¬ 
ture”  to  emphasize  resellers. 

Others  expressed  doubts  about  Digital’s  progress.  A 
risingtide  of  technology  investments  should  have  lifted 
Digital’s  profit  boat  higher,  said  Donald  Brown,  chair¬ 
man  of  D.  H.  Brown  Associates,  Inc.  in  Port  Chester,  N.Y. 
Digital  fails  to  match  other  vendors  such  as  IBM,  Hew¬ 
lett-Packard  Co.  and  Sun  Microsystems,  Inc.  in  product 
revenue  growth. 


Digital  Chairman  and 

CEO  Robert  Palmer 
said  the  firm  contin¬ 
ues  to  make  ‘any  cor¬ 
rections  we  need  ’ 


Changing  the  PC  guard 

Company  officials  said  they  were  disap¬ 
pointed  in  the  PC  business  growth  in  which 
Digital  ranked  1 1th  at  the  start  of  this  year, 
according  to  a  survey  by  Dataquest,  Inc. 
Last  Thursday,  Digital  announced  the 
abrupt  resignation  of  Bernhard  Auer,  head 
of  its  PC  business  unit  and  a  former  Com¬ 
paq  Computer  Corp.  executive. 

At  the  same  time,  company  officials  said 
revenue  drawn  from  sales  and  service  of  its 
VAX  line  of  computers  dropped.  Digital  de¬ 
clined  to  specify  by  how  much,  but  analysts 
said  the  company  estimated  VAX  product 


Sales  channels 


Once  home  to  a  huge 
direct  sales  force, 
Digital  markets  6o%  of 
its  products  through 
indirect  channels  such 
as  resellers  and,  as 
with  PCs,  retail  stores. 
Chairman  and  CEO 
Robert  Palmer  said. 
The  firm’s  sales  staff 
still  caters  to  i,ooo  of 
its  largest  customers. 


Windows  NT 

CONTINUED  FROM  PAGE  1 

tering  technology  for  future  versions  of 
Windows  NT  (see  story  below). 

Clustering,  which  uses  a  combination 
of  hardware,  software  and  shared  mem¬ 
ory,  is  a  way  to  connect  separate  servers 
into  one  loosely  coupled  computer  sys¬ 
tem. 

“It’s  a  wise  move  by  both  parties.  The 
clustering  software  that  DEC  has  devel¬ 
oped  over  a  number  of  years  is  extremely 
good,”  said  Lynn  Blackburn,  MIS  direc¬ 
tor  at  Pine  Co.,  a  marketing  firm  in  Santa 
Monica,  Calif.  “Why  should  Microsoft 
have  to  reinvent  the  wheel  for  something 
that’s  already  there?” 

Blackburn  said  the  deal  would  prompt 
him  to  consider  using  Windows  NT  in  his 
shop,  which  has  three  clustered  Digital 


Micro  VAX  computers  and  a  PC  LAN. 

Microsoft  also  promises  to  ship  future 
software  packages  for  Digital’s  Alpha 
systems  at  the  same  time  that  versions 
for  Intel  Corp.  or  RISC-based  systems  go 
out  the  door  (see  chart). 

Yellow  Pages  publisher  Pacific  Bell  Di¬ 
rectory  in  San  Francisco  is  evaluating 
Windows  NT  as  a  server  platform  for  dis¬ 
tributed  systems,  said  Christopher 
Lloyd,  a  technical  staffer. 

“From  a  corporate  standpoint,  Win¬ 
dows  NT  seems  to  be  a  much  more  robust 
system  for  distributed  computing”  than 
Windows  95,  Lloyd  said.  Pacific  Bell  Di¬ 
rectory’s  1,000-user  site  has  long  had  a 
combination  of  Digital  servers  and  Mac¬ 
intoshes. 

The  ultimate  goal  of  both  companies  is 
to  have  enterprise  computing  environ¬ 
ments  “look  and  feel  like  a  seamless  ex¬ 
tension  of  a  Windows  desktop  to  the  us¬ 
er,”  said  Robert  Palmer,  Digital’s 


chairman  and  chief 
executive  officer. 

Access  to  Digital’s 
19,000-person  multi¬ 
vendor  service  will 
help  Microsoft  ad¬ 
dress  its  weaknesses 
in  customer  service 
and  systems  integra¬ 
tion,  said  Jon  Oltsik, 
an  analyst  at  Forrest¬ 
er  Research,  Inc.  in 
Cambridge,  Mass. 

“That’s  been  the  wild 
card  that  the  Unix 
guys  have  been  trying 
to  play”  as  they  com¬ 
pete  against  Windows 
NT,  he  said. 

“For  Digital,  this  [pact]  gets  them  real¬ 
ly  in  the  front  car  of  the  NT  train,  which 
right  now  is  gaining  momentum,”  Oltsik 
added.  “It  really  puts  them  ahead  of  oth¬ 


er  vendors  like  Uni¬ 
sys  and  AT&T  GIS.” 

But  not  everyone 
applauded  the  tight¬ 
er  ties  binding  the 
two  vendors.  Irv  Sha¬ 
piro,  president  of 
Metamore  Technol¬ 
ogies  Ltd.,  a  Chicago 
consulting  firm,  said 
Digital  gave  up  too 
much  to  Microsoft 
by  sharingits  cluster¬ 
ing  technology.  “Digi¬ 
tal  is  desperate. 
They’re  trying  to  gain 
hardware  market 
share  in  the  NT 
segment,”  Shapiro  said. 

The  Windows  NT  installed  base  stands 
at  about  1.25  million,  with  an  estimated 
1.4  million  units  ready  to  ship  this  year 
and  another  4  million  units  next  year,  ac¬ 
cording  to  Computer  Intelligence  Info- 
Corp  in  La  Jolla,  Calif. 

Trailing  behind 

Digital’s  share  of  the  Windows  NT  mar¬ 
ket  —  less  than  2%  —  is  far  behind  mar¬ 
ket  leader  Compaq  Computer  Corp.,  said 
Scott  Winkler,  a  vice  president  at  Gart¬ 
ner  Group,  Inc.  in  Stamford,  Conn.  Fol¬ 
lowing  an  industry  trend,  most  Digital 
machines  running  on  NT  are  powered  by 
Intel  chips. 

Regardless  of  how  much  the  deal 
promises,  some  Digital  users  don’t  see 
Microsoft  server  systems  in  their  future. 

A  lack  of  Windows  NT  versions  of  key 
applications  running  at  the  Department 
of  Public  Works  in  Sacramento,  Calif., 
will  keep  that  city  agency  a  mostly  Digital 
shop,  said  Renee  Traud,  a  senior  depart¬ 
mental  data  analyst  there. 

Senior  editor  Kim  S.  Nash  con¬ 
tributed  to  this  story. 


Digital  adds  to  its  virtual  LAN  lines.  See 
page  54- 


Clustering  strength 


ithout  the  saving  grace  of 
Digital’s  clustering  technol¬ 
ogy,  Microsoft  would  face 
an  uphill  climb  as  it  tries  to 
lash  multiple  Windows  NT  servers  to¬ 
gether,  industry  analysts  said  last 
week. 

Along  the  way,  the  leading  PC  soft¬ 
ware  vendor  would  find  it  hard  to  dis¬ 
place  large  Unix  servers  in  corporate 
environments  with  its  relatively  new 
32-bit  operating  system.  So  to  make  its 
mark  in  the  enterprise,  NT  must  tie  to¬ 
gether  more  processors  than  the  four 
it  can  currentlyhandle,  Microsoft  Chief 
Executive  Officer  Bill  Gates  acknowl¬ 
edged  last  week. 

“It’s  tough  to  get  up  above  eight  or 
16  processors  [on  a  common  memory 


bus]  and  see  much  benefit,”  Gates  said. 

Unix  servers,  however,  can  now 
scale  to  32  or  64  processors. 

Microsoft  plans  to  leverage  Digital’s 
clustering  capabilities  on  arrays  of 
smaller  NT  servers  tied  with  network¬ 
ing  and  database  software.  The  quick 
fix  will  arrive  later  this  year,  when 
Digital  ships  its  NT  clustering  technol¬ 
ogy,  which  is  now  in  its  shakedown 
phase. 

Database  lab 

To  boost  the  capabilities  of  NT  server 
arrays,  Microsoft  is  starting  up  a  par¬ 
allel  database  lab  in  San  Francisco. 
Heading  the  effort  is  Jim  Gray,  who 
was  a  database  architect  at  Digital  and 
IBM.  Gordon  Bell,  a  Microsoft  technical 


adviser  and  designer  of  Digital’s  VAX, 
recently  joined  the  project  as  well. 

“Upsizing  from  the  desktop  is  going 
to  just  totally  wipe  out  downsizing,” 
Bell  said  last  week.  He  said  informa¬ 
tion  systems  built  from  PC  parts,  high¬ 
speed  networks  and  distributed  data¬ 
bases  will  be  cost-effective  alterna¬ 
tives  to  large-scale  multiprocessors. 

Gray  said  his  team  is  nearing  com¬ 
pletion  of  application  interfaces  that 
use  X/Open  Co.’s  XA  transaction  man¬ 
ager  standard  to  link  NT-based  Micro¬ 
soft  SQL  Server  databases.  The  code 
is  set  to  appear  in  NT  within  a  year — 
and  it  could  become  a  de  facto  stan¬ 
dard  through  massive  NT  sales,  he 
said. 

“You  can  stack  lots  and  lots  of  data¬ 
base  systems  side  by  side  by  side,” 
Gray  said.  “It’s  a  poor  man’s  distribut¬ 
ed  database.” 

— Jean  S.  Bozman 


Shaking  hands 


Microsoft  and  Digital**.  extensive 

agreement  includes  the  following: 

"  Microsoft  licenses  Digital’s  clustering 
technology  to  make  a  future  version 
of  Windows  NT  more  powerful  for 
enterprisewide  applications 

m  Digital  gets  between  $5oM  and 
$iooM  to  train  a  sales  and  support 
group  of  1,500  people 

"  Microsoft  guarantees  that  future 
products  such  as  Microsoft  Office 
will  support  Alpha  as  well  as  the 
Intel  and  RISC  platforms 

"  Both  vendors  agree  to  share 
patented  information 
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AT&T  GIS  pitches  multiprocessor  NT  Server 


By  Stuart  J.  Johnston 


AT&T  Corp.’s  Global  Information  Solu¬ 
tions  unit  is  now  sellingMicrosoft  Corp.’s 
Windows  NT  Server  on  multiprocessor 
servers  with  up  to  16  processors,  but 
there’s  a  catch  —  NT  doesn’t  appear  to 
run  well  on  16  processors. 

Even  Microsoft  Chairman  Bill  Gates 
admits  that  beyond  four  processors,  NT 
users  don’t  “see  much  benefit.”  (See  sto¬ 
ry,  page  14.)  Nonetheless,  AT&T  GIS  is 
pitching  its  3500  series  multiprocessor 
machines  to  customers  interested  in  cut¬ 
ting  costs  by  consolidating  LAN  servers. 

Some  users  interested  in  such  ma¬ 
chines  say  the  message  they  get  from  Mi¬ 
crosoft  is  that  NT  Version  3.51  and  SQL 
Server  6.0  are  more  scalable  than  previ¬ 
ous  versions,  but  claims  of  good  perfor¬ 
mance  do  not  go  as  far  as  16  processors. 


AT&T  NT 


AT&T  GIS  says  it’s  living  up  to  its 
promise  to  port  its  Unix-based 
enterprise  systems  management  tools 
to  Windows  NT 


NOW  SHIPPING 


Server  Availability  Manager  —  Server 
management  and  fail-over  support 
NetVault  —  Comprehensive  data 
management  and  tape  storage  system 


Shipping  by  year’s  end 


LifeKeeper  —  Fault-tolerant  support 
OneVision  —  Network  and  systems 
management 

CommVault  —  Fully  automated  optical 
backup/recovery  system 
Top  End  —  Middleware  for  managing 
applications  in  distributed  systems 

Advanced  Server  for  Unix  —  Provides 
NT’s  network  operating  system 
running  on  Unix 


“The  last  time  I  talked  to  [Microsoft], 
they  said  NT  scales  to  six  or  eight  pro¬ 
cessors,”  said  Cohn  Carpi,  president  of 
Chartwell  Advisory  Services  in  Penn  Val¬ 
ley,  Pa.  “They  have  advised  me  that  if  I 
want  to  use  NT  for  a  large  on-line  trans¬ 
action  processing  system,  that  I’m  better 
off  using  a  network  of  relatively  small 
machines  [with  four  processors  each].” 

AT&T  executives  acknowledged  that 
16  processors  might  not  be  realistic  but 
emphasized  that  they  are  trying  to  “edu¬ 
cate  the  market”  on  the  notion  that  four 
processors  is  not  a  permanent  limita¬ 
tion,  said  Martin  Sinnott,  marketing  di¬ 
rector  for  software  at  AT&T  GIS. 

Customers  can  reduce  costs  by  using 
symmetrical  multiprocessing  (SMP) 
servers,  which  leverage  multiple  proces¬ 
sors  to  allow  one  box  to  do  the  work  of 
several  servers,  according  to  AT&T  GIS. 
Traditionally,  PC  server  operating  sys¬ 
tems  have  performed  poorly  in  SMP  en¬ 
vironments,  so  some  saw  the  32-bit  NT  as 
a  potential  boost  for  the  technology. 

Yet  benchmarks  provided  by  both 
AT&T  GIS  and  Microsoft  show  that  when 
SMP  servers  run  a  single  application. 


performance  starts  to  taper  off  at  around 
six  processors.  Most  PC  server  makers 
cap  their  SMP  configurations  at  four  pro¬ 
cessors  for  performance  reasons. 

Still,  NT  may  get  a  chance  to  prove  it¬ 
self  later  this  year,  when  Microsoft  finally 
ships  its  Exchange  messaging  server. 

“I  can  promise  that  with  Exchange 


[Server]  coming  this  winter,  it’s  going  to 
be  an  asset  having  [a]  machine  like  [the 
AT&T  box],”  said  Briscoe  Stephens,  co¬ 
ordinator  for  space  sciences  in  the  Ad¬ 
vanced  Scientific  Information  Systems 
group  at  NASA  in  Huntsville,  Ala. 

However,  analysts  were  skeptical.  “I’d 
be  surprised  because  a  mail  application 


is  I/O  bound,  and  that  is  where  you  see  a 
limitation  to  scalability,”  said  Philip 
Johnson,  director  of  Unix  and  advanced 
operating  environments  at  International 
Data  Corp.  in  Mountain  View,  Calif. 


IBM’s  PowerPC  is  a  screamer  but  lacks  a 
mr  lot  of  needed  ingredients.  See  page  40. 
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Data  Warehousing 
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We've  put  major 
corporations  on  the  road  to 
data  warehouse  success 
since  1986  —  without  the 
hype. 

Your  job  is  to  build  a 
data  warehouse:  a  massive 
collection  of  corporate  data 
from  a  dozen  different 
production  systems  with 
billions  of  records, 
hundreds  of  users,  and  performance 
requirements  that  simply  seem  unreal.  With  85 
different  vendors  swerving  in  front  of  you,  is  it 
any  wonder  why  you  want  off  this  crazy  road? 

Red  Brick  cuts  the  hype  with  hard  facts  that 
can  put  you  squarely  on  the  road  to  data 
warehouse  success. 

Our  relational  database.  Red  Brick 
Warehouse™  VPT,  is  specialized  for  building 
data  warehouses  and  is  commonly  10-20  times 
faster  at  processing  complex  queries  than  other 
RDBMSs 

^  RED  BRICK® 


Our  data  loader  can 
load,  index,  and  validate  up 
to  10  gigabytes  of  incoming 
data  per  hour. 

And,  our  query 
extensions  to  SQL  allow 
end-users  to  perform 
rankings,  advanced 
averaging,  market-share 
analysis,  and  cross-tab 
analysis  from  nearly  all 
popular  query  tools. 

Interested?  Follow  the  Red  Brick™  road  and 
make  the  Red  Brick  Warehouse  VPT  choice. 

Remember,  the  hype  from  the  others  will 
change  tomorrow,  but  Red  Brick  will  always  be. 
The  Data  Warehouse  Company™. 


Call  today  to  order  as 
many  copies  of  our  Data 
Warehouse  Primer  as 
you'd  like.  They're  free. 


Call  1-800-777-2585 

Fax:  408  399  3277  •  Email:  into@redbrick.com  •  Web:  http://www.redbrick.com/ 
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Digitalk,  ParcPlace 
outline  merger  plan 


By  Elizabeth  Heichler 


ParcPlace  Systems,  Inc.  and  Digi¬ 
talk,  Inc.  last  week  laid  their  cards 
on  the  table.  The  two  Smalltalk 
market  leaders,  who  announced 
merger  plans  in  May,  used  a  joint 
user  conference  to  detail  a  road 
map  of  how  two  previously  com¬ 
peting  product  lines  will  be  inte¬ 
grated. 

The  companies  also  showed  a 
sneak  preview  of  a  technology 
code-named  Wadsworth  that  will 
allow  customers  to  deploy  applica¬ 
tions  on  the  World  Wide  Web  with¬ 
out  worrying  about  differences 
among  Web  browsers. 

The  merger,  which  should  be  fi¬ 
nalized  this  month,  will  create 
ParcPlace-Digitalk,  Inc.,  be¬ 
queathing  the  new  company  the  li¬ 
on’s  share  of  the  market  for  the 

Merge  at  ParcPlace 

Schedule  for  the  ParcPlace- 

Digitalk  product-line  merger  dj 

Q4  1995 

Next  release  of  each  company’s 
products  (VSE  3.1  and  VW  2.5) 
ship  as  previously  scheduled, 
but  with  enhancements  so  they 
are  100%  language-  and  syntax- 
compatible 

Q2  1996 

Release  of  VanGogh  1.0  - 
converged  product  based  on  VW 
that  incorporates  key  features 
of  VSE 

Smalltalk  object-oriented  pro- 
grammftig  language,  according  to 
International  Data  Corp.,  a  market 
research  firm  in  Framingham, 
Mass. 


will  be  incorporated  into  VanGogh 
include  the  following: 

•  The  Parts  workbench  for  assem¬ 
bling  applications  from  compo¬ 
nents. 

•  Team  development  support, 
known  as  Team/V 

•  Smalltalk  Link  Libraries. 

•  Wrapping  technologies  for  inte¬ 
grating  legacy  Cobol  and  CICS  ap¬ 
plications. 

•  Windows  95  compliance. 

VanGogh  “will  leverage  the  best 

of  both  product  offerings,”  said 
Roy  Wheeler,  a  VisualWorks  user 
and  consultant  in  the  Technology 
Infrastructure  Group  at  American 
Express  Travel  Related  Services 
in  Phoenix.  “It’s  going  to  be  chal¬ 
lenging,  but  I  have  a  high  degree  of 
confidence  they  can  pull  it  off.” 

Adrian  Bowles,  an  industry  ana¬ 
lyst  and  president  of  Atelier  Re¬ 
search  in  Westport,  Conn.,  said  it 
is  unusual  for  companies  to  di¬ 
vulge  such  plans  prior  to  finalizing 
a  planned  merger,  but  he  said  it  is  a 
good  move  to  reassure  customers 
from  both  camps. 

Although  ParcPlace’s  technol¬ 
ogy  will  ultimately  dominate, 
Bowles  said  he  does  not  consider 
that  to  be  a  negative  thing  for  Digi¬ 
talk  customers,  since  ParcPlace 
has  recognized  the  strengths  of 
the  Digitalk  product  and  will  incor¬ 
porate  them  into  VanGogh. 

Several  Digitalk  users  said  they 
would  have  preferred  to  see  the 
merged  company  base  VanGogh  on 
VSE  with  some  VisualWorks  en¬ 
hancements. 


Options  expand  for  integrating 
•r  applications.  See  page  40. 


News 

Report 
raps  IS 
practices 
at  IRS 


By  Gary  H.  Anthes 

WASHINGTON 


For  the  37th  time  in  eight  years,  the  General  Ac¬ 
counting  Office  has  issued  a  report  critical  of 
information  systems  development  activities  at 
the  Internal  Revenue  Service. 

In  an  unusually  comprehensive  look  at  the 
IRS’s  mammoth  Tax  Systems  Modernization 
program,  the  GAO  echoed  earlier  critiques  that 
found  poor  IS  management 
practices,  lack  of  an  inte¬ 
grated  systems  architec¬ 
ture  and  immature  software 
development  practices. 

“The  government’s  in¬ 
vestment  of  what  could  be 
more  than  $8  billion  ...  is  at 
serious  risk  due  to  remain¬ 
ing  pervasive  management 
and  technical  weaknesses 
that  impede  modernization 
efforts,”  the  GAO  said.  The 
congressional  audit  agency 
listed  11  areas  where  im¬ 
provements  are  needed  and 
sketched  out  how  they 
might  be  made. 

As  usual,  the  IRS  con¬ 
curred  with  the  GAO  findings  but  responded 
that  it  was  making  progress  on  all  items.  The 
tax  agency  said  it  has  created  a  senior  “mod¬ 
ernization  executive”  position,  developed  a 
comprehensive  set  of  software  metrics  and  tak¬ 
en  other  actions  to  address  GAO  criticisms. 

But  for  some,  the  remedial  steps  are  too  little, 


Dave  Marshall 


too  late.  Two  weeks  ago,  the  Senate  Appropria¬ 
tions  Committee  approved  $672  million  for  the 
tax  system  modernization  next  year — $49  mil¬ 
lion  shy  of  the  House  appropriation  and  $359 
million  less  than  the  IRS  had  requested. 

Rona  Stillman,  chief  scientist  for  computers 
and  communications  at  the  GAO,  said  a  bigbud- 
get  cut  might  be  just  the  thing  to  jolt  the  IRS  out 
of  a  business-as-usual  mentality.  “If  that  caus¬ 
es  a  sufficient  crisis,  they’ll  rethink  what  they 
are  doing,”  she  said. 

Culture  shock 

Stillman  said  the  IRS’s  orga¬ 
nizational  culture  had  pre¬ 
vented  it  from  responding 
adequately  to  repeated  calls 
to  develop  an  integrated 
system  plan  and  architec¬ 
ture.  “They  have  indepen¬ 
dent,  autonomous  islands  of 
power,”  she  said.  “They 
have  long  operated  that  way 
and  continue  to  operate  that 
way.”  Especially  troubling, 
the  GAO  said  in  its  report,  is 
the  IRS’s  lack  of  a  compre¬ 
hensive  plan  to  move  sub¬ 
stantially  to  electronic  fil¬ 
ing.  Its  strategy  focuses  on  a  small  portion  of 
all  filers  —  those  who  file  using  third  parties, 
have  simple  returns  and  are  expectingrefunds. 

The  IRS  said  it  has  created  a  working  group 
to  find  ways  to  broaden  public  access  to  elec¬ 
tronic  filing  and  provide  more  incentives  to  file 
electronically. 


A  taxing  situation 

The  General  Accounting  Office 
issued  a  report  that  blasted  the 
IRS  for  shortcomings,  which 
included  the  folowing: 

©  No  comprehensive  business 
strategy  to  promote  electronic 
filing.  _ _ ■  . 

@  incomplete  and  inconsistent 

strategic  planning.  _ _ 

©  Information  technology  not 
managed  as  investment. 

©  Immature  software  development 
capabilities. 

©  inadequate  system  testing. 

&  Inadequate  cost/benefits  anal- 
ysis. 


Source:  General  Accounting  Office,  Washington 


Stamp  of  approval 

Users  gave  a  thumbs-up  to  an  ag¬ 
gressive  schedule  that  calls  for  de¬ 
livery  next  quarter  of  new  ver¬ 
sions  of  each  company’s  Smalltalk 
development  tools  —  ParcPlace’s 
VisualWorks  (VW)  and  Digitalk’s 
Visual  Smalltalk  Enterprise  (VSE) 
—  enhanced  to  be  language-  and 
syntax-compatible.  VisualWorks 
has  been  known  for  its  broad 
cross-platform  and  server  sup¬ 
port,  while  VSE  has  been  consid¬ 
ered  a  strong  desktop  offering. 

These  products  will  be  followed 
by  delivery  early  next  year  of  a 
merged  Smalltalk  development 
environment  called  VanGogh.  The 
product  will  be  based  on  Visual- 
Works  but  will  incorporate  several 
key  features  of  VSE,  according  to 
Bill  Lyons,  who  wall  be  president 
and  chief  executive  officer  of  the 
merged  company. 

Elements  of  Digitalk’s  VSE  that 


FAA  speeds  plan  to  replace  traffic  control  systems 


By  GaryH.  Anthes 

WASHINGTON 


The  Federal  Aviation  Administration 
(FAA)  last  week  responded  to  a  growing 
number  of  computer  failures  with  plans  to 
begin  installing  new  main¬ 
frames  at  air  route  traffic 
control  centers  in  October 
1997,  more  than  a  year  earli¬ 
er  than  it  planned. 

The  FAA  said  it  could  no  longer  wait  until 
new  software  is  written  as  part  of  its 
planned  $4.8  billion  overhaul  of  the  na¬ 
tion’s  air  traffic  control  system.  Instead,  it 
will  port  old  software,  used  to  track  air¬ 
planes  between  cities,  to  new  IBM  ES/9121 
mainframes. 

FAA  officials  said  there  have  been  20  fail¬ 
ures  in  the  old  IBM  9020E  mainframes  at 
five  control  centers  in  the  past  four  months, 


most  recently  at  the  Aurora,  Ill.,  Air  Route 
Traffic  Control  Center  [CW,  July  31].  When 
one  of  these  computers  goes  down,  control¬ 
lers  switch  to  a  cumbersome  backup  sys¬ 
tem  and  increase  the  spacing  between 
flights  to  ensure  safety.  Flight  delays  re¬ 
sult. 

The  backup  systems 
will  continue  to  be  used 
until  the  new  computers 
are  installed;  FAAofficials 
insist  they  are  safe.  But  others  are  not  so 
sure.  Last  week,  the  National  Transporta¬ 
tion  Safety  Board  said  it  had  launched  an 
investigation  into  the  safety  of  the  present 
system  and  its  backup  and  would  report  its 
findings  early  next  month. 

FAA  Administrator  David  R.  Hinson  said 
last  week  that  performance  of  the  com¬ 
puters  had  deteriorated  over  the  past  three 
years,  and  the  time  required  to  repair 


them  had  increased. 

However,  in  announcingthe  plan  to  bring 
in  the  new  computers  early,  Hinson  said, 
“While  this  action  is  being  undertaken  as 
quickly  as  possible,  the  current  procure¬ 
ment  rules  mean  the  first  replacement  will 
not  occur  until  early  1997,  and  that’s  too 
long  to  wait.” 

An  FAA  spokesman  explained  it  would 
also  take  considerable  time  to  port  the  old 
computer  code  —  assembler  language,  Jo¬ 
vial  and  other  languages  —  and  test  it.  The 
software  produces  the  displays  that  con¬ 
trollers  see  on  their  radar  screens. 

The  first  new  computer  will  go  to  the  Au¬ 
rora  center,  with  machines  shippingto  cen¬ 
ters  in  the  Dallas/Fort  Worth,  Texas;  Wash¬ 
ington;  Cleveland;  and  New  York  areas  at 
one-month  intervals. 

The  cost  of  the  five  new  systems  will  be 
approximately  $65  million,  the  FAA  said. 
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For  Issues  This  Challenging, 
There's  Only  One  Answer. 

The  SAS  System. 


SAS  Institute  is  the  only  software  provider  of  end-to- 
end  data  warehousing  solutions  that  enable  you  to 
leverage  your  investment  in  existing  relational  technology.  Decision  makers  can  access 
data  from  far-flung  data  repositories,  and  then  transform  that  data  into  meaningful 
information. .  .without  dragging  down  the  performance  of  your  operational  systems. 


DATA  WAREHOUSING 


We  believe  there’s  more  to 
EIS  than  fancy  front- ends 
alone.  Take  advantage  of  the 
SAS  System’s  menu-driven,  object-oriented, 
and  scalable  toolset  to  build  customized 
enterprise  information  systems  that  tap 
direcdy  into  your  vast  information  reser¬ 
voir.  .  .and  that  make  full  use  of  the  latest 
reporting  and  graphical  capabilities. 


E  I  S 


Knowledge  workers  need  access  to 
relevant  data  in  a  timely  fashion. 
On-Line  Analytical  Processing  with 

the  SAS  System  is 
ideal  for  putting 
decision  makers 
in  touch  with  the  data  they  need. . . 
and  for  slicing  and  dicing  that  data 
to  identify  trends  and  exceptions. 


O  L  A  P 


President  and  CEO  Janies  H.  Goodnight 


SAS  Institute  Inc. 

Phone  919-677-8200 
Fax  919-677-4444 
URL:  http://wvwv.sas.com/ 
In  Canada:  1-800-363-8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1995  by  SAS  Institute  Inc. 


To  receive  a  SAS  System  Executive  Summary,  give 
us  a  call  or  send  us  E-mail  at  cw@sas.sas.com 
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Think  Compaq  can  beat 


HP  PCs 


for 


features  and  prices? 


'•  ,  7  ( 


Prepare  to  have  that  idea 


shattered. 


You  should  ask  what  Compaq 
means  by  ‘net  work-ready.’  For 
inst  ance,  are  their  PCs  easiest  to 
set  up  in  multivendor  networks? 
Is  their  management  solution 
industry-standard  -  and  can  it 
manage  all  brands  of  PCs,  not 
Just  their  own?  F  J~ 
Are  all  manage-  a*-  ^ 


Are  an  manage-  (N  Q  p' 
ment  features 

available  under  ^ _ 

Windows  3.1?  Are  they  free? 

In  HP's  case,  the  answers 
are  all  yes. 


In  addition,  IIP  ranked  best  over¬ 
all  among  desktop  personal  PC 
users  in  t lie  1994  ,1.1).  Power  and 
Associat  es  (  ustomer  Sat  i start  ion 
Study,1 


So  call  1-800-322-HPPC,  Ext.  9396' 
for  more  information  and  the 
name  of  your  nearest  HP  dealer. 
We’re  more  net  work-ready  than 
anyone. 


m 


HEWLETT^ 
PAO  Q  RD 


’In  Canada,  call  1  800-387-3867.  "Average  U.S.  street  price  for  Pentium®  processor-based  HP  Vectra  XM3  5/75  PC  (pn  D3481A).  Monitor  not  included.  All  HP  Vectra  PCs  come  with  MS-DOS®  6.2  and  MS  Windows  for 
respondents.  MS-DOS  is  a  U.S.  registered  trademark  and  Windows  is  a  U.S.  trademark  of  Microsoft  Corporation.  Pentium  and  the  Intel  Inside  logo  are  U.S.  registered  trademarks  of  Intel  Corporation. 


- Satisfaction  Study*  Study  conduced  among  business  users  and  based  on  1,528  user 

'orkgroups  3.11  preinstalled,  HP  mouse  and  keyboard.  Source  1994  J.  . 
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News 


HP  optical  jukebox  pumps  up  net  capacity 


Users  hail  cost,  added  capacity,  features  such  as  hot-swappable  disk  drives 


By  Steve  Moore 


Buttressing  its  lead  in  the  optical  juke¬ 
box  market,  Hewlett-Packard  Co.  last 
week  introduced  its  highest-capacity 
magneto-optical  jukebox  to  date. 


Analysts  hailed  the  added  capacity 
and  new  features  in  HP’s  SureStore  Op¬ 
tical  300ST  (see  box) . 

“The  optical  market  is  relatively  slow 
right  now,  and  this  product  will  help  to 
stimulate  demand  because  of  its  cost  and 


features,”  said  Patty  Chang,  a  principal 
analyst  at  Dataquest,  Inc.  in  San  Jose, 
Calif. 

Hot-swappable  magnetic  disk  drive  ar¬ 
rays  have  proved  popular  among  users, 
and  a  key  new  feature  of  the  SureStor 


What  do  you  call  an  application 
that  makes  phone,  fax  and  e-mail 
accessible  from  anywhere? 


■  Actually,  it’s  called  computer  telephony 
integration.  The  latest  addition  to  Nortel’s 
portfolio  of  business  applications. 

This  elegant  integration  of  your 


300ST  is  its  on-line  drive-replacement 
capability  —  a  first  in  optical  jukeboxes. 
“The  ability  to  swap  drives  without  shut¬ 
ting  down  the  library  is  very  attractive  to 
users,”  Chang  noted. 


Smooth  upgrade 

Customers  also  applauded  other  new 
features.  “I  like  the  fact  that  it  allows  you 
to  put  more  than 
one  jukebox  on  a 
SCSI  card  be¬ 
cause  then  you 
only  need  one 
controller  rather 
than  a  controller  for 
every  jukebox,”  said  James  Albert,  MIS 
director  for  the  city  of  San  Francisco’s 
Department  of  Building  Inspections. 

In  addition,  he  noted  that  HP  provides 
a  smooth  upgrade  path. 

“We  already  have  a  [HP  Model  200T] 
jukebox  that  we  can  upgrade  to  double¬ 
density  drives  and  turn  our  200T  into  a 
400T.  So  we  would  do  that  first  and  later 
go  to  a  300ST,”  he  explained.  The  city 
plans  to  have  more  than  a  terabyte  of  on¬ 
line  storage  by  the  end  of  next  year,  he 
added. 


©  1 995  Northern  Telecom.  Nortel  is  a  trademark  of  Northern  Telecom. 


phone  system  and  LAN  manages  all  your 
communications  and  messaging  from  virtually 
anywhere.  ■  Experience  the  simplicity  of 
visual  fax  messaging,  customized  phone 
directories,  real-time  data  base  screen  pops 
and  personal  video  conferencing.  ■  Nortel 
makes  the  dream  of  computer  telephony 
integration  an  amazing  reality.  ■  For  a  free 
Nortel  business  applications  demo  disc, 
you  can  reach  Northern  Telecom 
at  1-800-4  NORTEL  (dept 
3Y29)  or  on  the  Internet  at 
http://www.nortel.com.  ■ 


NORTEL 

A  World  of  Networks 

Enterprise  Networks  •  Wireless  Networks  •  Broadband  Networks 
Switching  Networks  -  Network  Applications 


Overdrive 

While  HP’s  previous  high-end  jukebox 
had  four  drives,  the  SureStor  300ST  has 
six  drives.  An  spokesman  for  the  Palo 
Alto,  Calif.,  company  said  that  feature  in¬ 
creases  performance,  particularly  when 
many  users  are  on  the  network.  The  per¬ 
formance  boost  “will  be  a  benefit  to  us  in 
the  future  as  more  people  start  to  use  our 
network  services,”  Albert  said. 

Increasing  the  number  of  disks  in  the 
jukebox  also 
puts  more  data 
“under  the 
head”  and 
therefore  is 
beneficial  for 
document  man¬ 
agement  appli¬ 
cations,  an  HP 
spokesman 
said. 

As  next-gen¬ 
eration,  2.6G-byte  magneto-optical 
drives  become  available,  HP  plans  to  pro¬ 
vide  a  conversion  kit  that  allows  users  to 
upgrade  to  those  larger  drives  so  that  a 
single  jukebox  can  provide  600G  bytes  of 
storage. 

HP  is  aiming  the  SureStor  300ST  at  da¬ 
ta  warehousing  and  document  and  im¬ 
age  management  applications,  particu¬ 
larly  in  the  financial  services,  retail  and 
publishing  industries. 

“HP  is  the  leader  in  jukeboxes  for  opti¬ 
cal  technology,”  said  Stan  Corker,  an  an¬ 
alyst  at  International  Data  Corp.  in  San 
Diego.  He  noted  that  while  optical  drives 
are  slower  than  magnetic  drives,  their 
ruggedness  and  reliability  make  them 
better  than  magnetic  drives  for  jukebox 
applications. 


Migration  of  RAID  to  client/server  envi¬ 
ronments  heats  up.  See  page  47. 


Big  byte 


The  309.4G-byte 
SureStore  300ST  has 
six  drives  and  can  hold 
upt0  238i.3G-byte 
5'/«-in.  disks.  Its  list 
price  is  $65,000. 
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When  the  rush  was  on  to  introduce 
a  notebook  with  a  Pentium®  processor, 
Texas  Instruments  decided  to  do  what 
others  thought  couldn’t  be  done. 

We  created  a  notebook  that  maximizes 
Pentium  performance  by  integrating 
full  PCI  bus  architecture  in  our  Texas 
Instruments  TravelMate™ 5000. 

And  for  flexible  connectivity,  we 
designed  a  way  to  allow  external  access 
from  the  PCI  bus  to  the  latest  peripherals. 

It  was  a  challenge  we  addressed  for  two 
simple  reasons:  to  give  users  true  desktop 
Pentium  performance  for  faster  running 
software  and  expansion  capabilities 


for  long-term  investment  protection. 

So  now  you  have  a  notebook  with 
smoother  full-motion  video  and  enhanced 
3-D  graphics.  In  addition,  we  designed  the 
TravelMate  5000  to  take  advantage  of  the 
“plug  and  play”  capabilities  of  Windows  95® 
when  it  becomes  available. 

But  our  engineers  didn’t  stop  there. 
We  added  a  second  lithium  ion  battery 
without  sacrificing  size,  weight  or  elimi¬ 
nating  a  floppy  drive. 

The  TI  TravelMate  5000.  For  more  on  what 
others  thought  you  couldn’t  do  with  a  notebook, 
call  1-800-TI-TEXAS  (e-mail:2ti@msg.ti.com 
or  on  the  Internet:  http://www.ti.com). 


Warranty  may  vary  from  country  to  country.  Contact  your  local  TI  office  for  details.  Batteries  and  options  are  covered  by  a  one  year  limited 
warranty.  TravelMate  and  'Extending  Your  Reach'  are  trademarks  of  Texas  Instruments.  Windows  95  is  a  registered  trademark  of  Microsoft 
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75  MHz  Pentium  processor  with  PCI  Bus 

10.4” Active  Matrix  or  10.5" Dual  Scan  displays 

2MB  Video  memory 

8MB  RAM,  expandable  to  32MB 

810  million  bytes  ( -  772MB )  or  524  million 
bytes  ( =500MB)  Hard  Disk  Drives* 

Multimedia  package:  Built-in  16-bit  sound, 
internal  speaker  and  dual  mode  microphone 

Two  Lithium  ion  battery  packs 

Serial  infrared  port  for  wireless  connectivity 

EXTENDING  YOUR  REACH” 

^  Texas 
Instruments 
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News 


SmartSuite  4.0  gambles  on  16-bit  nostalgia 


By  Cheryl  Gerber 


Grasping  the  tail  end  of  opportunity  in  its 
installed  base,  Lotus  Development  Corp. 
recently  introduced  SmartSuite  4.0  for 
Windows  3. 1,  the  final  revision  before  the 
suite’s  Windows  95  version. 

Some  compelling  new  Notes-like  fea¬ 


tures  in  WordPro,  SmartSuite’s  word 
processingcomponent,  may  entice  users 
into  making  the  upgrade  despite  their 
anticipation  of  the  upcoming  version 
based  on  Microsoft  Corp.’s  Windows  95. 
But  users  yawned  at  other  functionality 
added  to  the  suite. 

First  Union  Corp.  in  Charlotte,  N.C.,  is 


weighing  whether  to  make  the  upgrade 
to  SmartSuite  4.0  or  wait  until  the  Win¬ 
dows  95  version  emerges  this  fall. 

“We  would  like  not  to  hang  on  to  anoth¬ 
er  16-bit  application,  but  there  are  some 
compelling  team  computing  features  in 
this  version  of  WordPro  that  are  making 
us  consider  it  anyway,”  said  Lesa  Kasta- 


For  fast,  productive 
and  fully  integrated 
design  and  development, 
Powersoft’s  PowerBuilder® 
Enterprise  and  S-Designor 
for  PowerBuilder  are 
an  unbeatable  team. 
PowerBuilder’s  powerful 
technology,  open  architec¬ 
ture  and  scalable  environ¬ 
ment  have  made  it  the 
proven  choice  in  applica¬ 
tion  development  tools. 
S-Designor’s  strength  and 
flexibility  have  made 
it  the  leading  database 
design  tool.  And  now, 
with  S-Designor  for 
PowerBuilder,  a  version 
designed  specifically  for 

Fully  integrate  design  and 
development  with  the  leading 
tools  from  Powersoft. 


PowerBuilder 
and  S-Designor. 

The  faster 

way  to  build 
better 

applications, 

the  better 

way  to  build 


attributes  in  a  data 
model  and  export  it  to 
PowerBuilder  for  enhanced 
consistency.  Or,  from 
S-Designor,  you  can  gen¬ 
erate,  in  a  point  and  click 


fast 


e  r 


applications. 
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PowerBuilder,  designers  and  devel¬ 
opers  have  a  seamlessly  integrated, 
incredibly  robust  solution  for  data 
modeling  and  development.  For 
example,  you  can  define  extended 


fashion,  pre-built  SQL 
statements  or  query 
objects  for  PowerBuilder 
applications,  increasing 
efficiencies  in  data  access. 
PowerBuilder  Enter¬ 
prise  and  S-Designor  for 
PowerBuilder.  Fast  and  pro¬ 
ductive.  Tightly  integrated. 
An  unbeatable  combination. 
Available  together  at  a  re¬ 
duced  price  for  a  limited 
time.  For  more  information,  or  for 
free  technical  seminars  in  your  area, 
please  call  Powersoft  at  1-800-395-3525. 

Powersoft 

Building  on  the  power  of  people. 


Windows  3.1 


Powersoft  Corporation,  (508)  287-1500.  http://www.powersoft.com/  Powersoft  Europe  Ltd.,  United  Kingdom,  +44  1494  555555. 

American  Powersoft  Corporation  Pte  Ltd.,  Singapore,  +65  338-0018.  All  trademarks  and  registered  trademarks  are  property  of  their  respective  owners. 


nas,  a  First  Union  technology  research 
consultant  who  is  also  project  manager 
for  the  bank’s  Windows  95  rollout. 

She  was  referring  to  features  such  as 
Versioning,  TeamReview,  MultiEditor 
Revision  Making  and  TeamConsolidate. 
All  of  these  features  let  users  collaborate 
on  shared  documents.  Also  added  to 
WordPro  are  automatic  spell  checking 
and  a  thorough  implementation  of  Lotus¬ 
Script  3.0  for 
enhanced 

programma-  '  '  ^ 

bility. 

Two  other 
SmartSuite 
applications, 

Organizer  2.1 
and  Screen- 
Cam  2.0,  also 
provide  team 

collaboration  tools.  Organizer  2.1 
offers  LAN-based  scheduling  and  calen¬ 
daring. 

ScreenCam  2.0,  the  tool  for  creating 
PC-based  training  movies  or  presenta¬ 
tions,  now  offers  captioning,  sound  com¬ 
pression,  editing  and  Notes/FX  integra¬ 
tion.  For  the  Lotus  installed  base  who 
needs  compatible  versions  to  work 
smoothly  with  one  another,  the  collabo¬ 
rative  features  in  WordPro  have  made 
the  upgrade  a  given. 

“Even  for  a  short  period  of  time,  it’ll  be 
worth  the  return  on  investment  for  us  to 
upgrade  in  order  to  communicate 
smoothly  with  our  business  associates 
who  also  use  Lotus  software,”  said  Dan 
Tyre,  president  of  Ali,  Inc.  in  Needham, 
Mass.,  a  profes¬ 
sional  services 
firm.  “The  team 
computing  fea¬ 
tures  in  Word¬ 
Pro  are  a  tre¬ 
mendous 
added  benefit,” 
he  added. 

Another  mo¬ 
tivation  for 
Tyre  was  to  de¬ 
lay  the  cost  of 
retraining  staff 

on  Windows  95  or  another  desktop  soft¬ 
ware  program. 

He  said  he  also  sees  the  WordPro  ver¬ 
sion  as  awayto  get  staff  ready  for  Notes. 
First  Union  would  like  to  leverage  its  in¬ 
stalled  software  before  making  the  huge 
investment  required  for  the  move  to  Win¬ 
dows  95. 

Though  First  Union  plans  to  use  32-bit 
applications  when  it  moves  to  Windows 
95,  the  bank  will  also  use  16-bit  applica¬ 
tions.  “Some  of  the  bank’s  divisions  will 
be  working  in  a  16-bit  vertical  applica¬ 
tion  world  for  two  to  three  more  years,” 
Kastanas  said. 

The  Cambridge,  Mass.-based  Lotus 
has  priced  SmartSuite  4.0  at  $199  for  a 
shrink-wrapped  upgrade  and  $399  for  a 
shrink-wrapped  SmartSuite. 

Lotus  Organizer  2.1  shows  improve¬ 
ment  over  earlier  version.  See  page  40. 


Suite  release 

Lotus  also  plans  to 
ship  this  quarter 
NotesSuite  2.0,  which 
comprises  SmartSuite 
4.0,  the  latest  version 
of  Notes,  and 
NotesSuite  Application 
Connection  2.0. 
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You’ve  invested  millions  in  open 
systems.  From  high-performance 
servers  to  the  latest  in  application 
software.  But  what’s  the  point  if 
your  data  is  slowed  to  a  crawl  by 
a  bottleneck  of  a  storage  system? 

Enter  Symmetrix®  3000 
ICDA®.  Storage  that  pushes  vital 
applications  like  OLTP,  decision 
support  and  data  warehousing  to 


critical  information  faster  than  you’ve 
ever  dreamed. 

Plus,  Symmetrix  3000  gives 


over  a  terabyte  of  information  with 
a  single  Symmetrix  3000. 


IBM 

IBM  HP 

Son 

AT&T 

Sequent 

IBM 

SP2 

RS/6000  9000 

SPARC 

System  3000 

Symmetry 

AS/400 

EMC  Open  Storage 

What’s  more,  it  delivers  the  high 
availability  required  by  mission- 
critical  applications  and  uses  the 
same  Integrated  Cached  Disk 
Array  (ICDA)  technology  proven 
in  thousands  of  mainframe  sites 
around  the  world. 


their  mind-boggling  limits. 


To  learn  more  about  the  only 


Put  simply,  Symmetrix  3000  is 
in  a  class  by  itself.  From  one  central 
location,  it  boosts  data  throughput, 
reduces  response  time,  offloads 
CPU  processing  and  lets  you  access 


Introducing  the 
world’s  fastest  open  storage. 
Symmetrix  3000. 

you  unprecedented  connectivity.  So 
whether  you’re  connecting  to  one 
server  or  to  many,  you  can  manage 


storage  system  in  the  world  that 
truly  opens  your  open  systems,  and 
how  it  can  make  your  business 
more  competitive,  please  call  us  at 
1 -800-424-EMC2  ext.  403. 


OPEN  SYSTEMS  ARE 


MAXIMIZED  BY  A  FACTOR  OF 


EMC2 


THE  STORAGE  ARCHITECTS 


EMC,  Symmetrix,  ICDA,  and  THE  STORAGE  ARCHITECTS  are  registered  trademarks  of  EMC  Corporation.  Other  trademarks  are  the  property  of  their  respective  otsners.  @1995  EMC  Corporation.  All  rights  reserved. 


Introducing  the  new  Compaq  ProLinea 


The  original  premise  was  simple: 
make  a  powerful,  yet  affordable, 
computer  that  doesn’t  come 
with  all  the  headaches 


normally  associated  with  the  word  “value.”  And  in 
creating  the  latest  Compaq  ProLinea*  we  built  on  that 
premise — by  taking  the  original  apart.  We  examined  it 
from  the  inside  out,  looking  for  ways  to  improve  it. 
Looking  to  see  what  new  technologies  we  could  add. 


The  Latest  ProLinea  Has 

Impressive  Save  Feature:  It’ll  Sav 
Save  You  Time,  And  Save  Your 


In  the  end,  we  came  up  with  more  than  a  few 
improvements.  Making  ProLinea  even  harder  to 
distinguish  from  more  expensive  machines.  The  fastest 
processors.  Easy  upgradability.  Simplified  maintenance. 
Features  that  make  it  easy  to  live  with  on  the  day  you 
install  it,  as  well  as  for  years  to  come. 

It  all  raises  ProLinea  to  a  completely  new  level. 
(Of  course  you’ll  still  find  the  price  within  reach.) 
And  that  should  certainly  put  your  mind  at  ease. 


A>  with  all  Compaq  PCs,  ProLinea  is  covered  by  our  free  3  year  limited  warranty.  For  more  information  on  our  full  line  of  Compaq  desktop  PCs,  call  us  at  1-800-345- 1 S18  or  reach  us  on  the  Web  at  www.compaq.i 
Corporation.  All  rights  reserved.  Compaq  and  ProLinea  registered  U.S.  Patent  and  Trademark  Office. 


A  N 

e  You  Money, 
Sanity. 

COMPAQ 


i.  In  Canada,  we  can  be  reached  at  1-800-567-1616.  €>  1995  Compaq  Computer 
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YOU’D  SMILE  TOO  IF  YOU  JUST  CUT  YOUR 

NETWORK  PRINTER  COSTS  IN  HALF. 


■  mmmM 


KYOCERA  SUCCESS  STORY  #559 


BACKGROUND:  Switched  from 
HP  to  Kyocera  Recently 


purchased  150  Kyocera 
“cartridge-free”  printers. 

KYO-SAVINGS:  More  than 
$100,000  in  the  first  year. 


PRIHTIR  COST  REDUCTION 


Lri.-: 


— 


Kyocera  offers  a  broad  range 
of  “cartridge-free”  printers: 

*  300  and  600  dpi 
*4, 10  and  18  ppm 

*  Internal  NIC 

*  Multi-protocol  support 

*  Modular  paper-handling 

*  Duplexing 

*  Energy  Star  compliant 

*  Small  footprint 


Ecosy$\ 


INTRODUCING  THE  NEXT  GENERATION 
OF  “CARTRIDGE-FREE”  PRINTERS 
FROM  KYOCERA. 

They’re  incredibly  fast.  Advanced.  And  reliable. 
So  how  come  they  cost  50%  less  to  operate 
than  HP®and  Lexmark™ printers? 

Because  the  largest  printer  expense  isn’t  the 
cost  of  the  printer  —  but  the  cost  of  all  those 
expensive  toner  cartridges  you  have  to  buy. 

Kyocera®  printers  are  the  first  — 
and  only  —  laser  printers  with 
long-life  imaging  components,  so 
you  never  have  to  replace  expensive  cartridges. 

“CARTRIDGE-FREE”  TECHNOLOGY 
REDUCES  PRINTING  COSTS  BY  50%. 

Over  time,  the  savings  can  be  enormous. 

One  printer  alone  could  save  you  $3,700*  the 


BYTE 


first  year.  Depending  on  your  network,  your 
savings  could  be  hundreds  of  thousands,  even 
millions  of  dollars. 

That’s  not  all  you’ll  save  with  Kyocera.  Our 
modular  paper-handling  options  give  you  the 
flexibility  to  upgrade  over  time,  as  you  need  it. 
You’ll  even  save  space  with  our  extra  small 
footprint.  So  why  pay  more  for  the 
same  speed,  performance  and  ■'! 
reliability? 

CALL  1-800-232-6797  FOR  A  FREE 
DEMO:  “HOW  TO  CUT  YOUR  PRINTER 
COSTS”  ASK  FOR  DEPT.  1003. 

Every  Kyocera  printer  is  backed  by  a  5  billion- 
dollar  company  that’s  world-renowned  for 
service,  support  and  leading-edge  technology. 
Call  today.  And  soon  you’ll  be  smiling,  too. 


& KymcERa 


*Based  on  duty  cycle  of  20,000  pages  per  month  at  list  prices.  Allow  4  weeks  delivery  for  the  demo  disk.  ©  1995  Kyocera  Electronics,  Inc.  Kyocera  is  a  registered  trademark  of  Kyocera  Corporation. 
Energy  Star  does  not  represent  EPA  endorsements  of  any  product  or  service.  All  other  product  or  service  names  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  their  respective  owners. 


COMPUTERWORLD 


Professional  Courtesy  Voucher 


□  Yes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD 
each  week.  I  accept  your  offer  of  $39.95*  per  year  -  a  savings 
of  $8.05  off  the  basic  subscription  price. 
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Company 
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City  State  Zip 

Address  shown:  □  Home  □  Business  □  New  □  Renew  Basic  Rate:  $48  per  year 
*  U.S.  Only.  Canada  $95,  Mexico,  Central/South  America  $150,  Europe  $295,  all  other  countries  $295. 
Foreign  orders  must  be  prepaid  in  U.S.  dollars. 

For  faster  service,  fax  your  order  to  (508)  626-2705. 
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News 


Banks  grapple 
with  user  links 


First  person 


When  I  heard  that  Wells  Fargo 
Bankwas  one  of  the  first 
banks  to  let  its  customers  ac¬ 
cess  their  accounts  over  the  Internet, 
I  wanted  to  try  it  out. 

Anyone  can  visit  the  bank’s  World 
Wide  Web  page  at 
http://www.wellsfar- 
go.com/-  But  some  op¬ 
tions  at  the  well-craft- 
ed  site  are  off-limits 
without  special  access 
privileges. 

To  see  current  bal¬ 
ances  in  my  savings  or 
checking  account,  for  example,  I  first 
had  to  call  atoll-free  number  to  create 
a  secret  five-  to  eight-digit  password. 

Settingup  a  password  was  a  26- 
minute  hoop-jumpingprocess  to  en¬ 
sure  I  was  who  I  said  I  was. 

After  verifying  my  Social  Security 
number,  address  and  bank  card  num¬ 
ber,  I  answered  questions  such  as 
“What  is  the  last  deposit  made  to  this 
account?”  and  “Howmuch  was  your 
last  ATM  withdrawal?  ’  ’ 

I  rifled  through  my  wallet  for  recent 
receipts,  wonderingwhether  the 


Wells  Fargo  agent  thought  I  was  an  im¬ 
postor. 

The  agent  then  wanted  to  transfer 
me  to  “a  secure  phone  line”  to  select 
a  password.  But  I  couldn’t  let  her  go 
without  a  few  questions. 

The  checkingand  savings  informa¬ 
tion  I  want  to  see  over  the  ’net  are  ac¬ 
tually  joint  accounts  with  my  hus¬ 
band.  Doesn’t  Wells  Fargo  need  his  OK 
for  this  as  well? 

Nope. 

And  just  what  secu- 
ritymeasures  has  the 
bank  deployed  any¬ 
way? 

No  one  can  see  ac¬ 
count  information 
without  supplying  a 
Social  Security  number  and  the  right 
password,  the  agent  said.  The  re¬ 
quired  Netscape  Communications 
Corp.  browser  also  encrypts  the  data 
and  provides  other  security  mea¬ 
sures,  she  said. 

Plus,  customers  can  change  pass¬ 
words  as  often  as  they  like. 

After  choosing  and  confirming  a 
password,  I  can  immediately  view  and 
drill  down  into  my  accounts.  There  is 
no  one-hour  waiting  period,  like  when 
I  signed  up  for  The  San  Jose  Mercury 
News  on-line.  — Kim  S.  Nash 


By  Thomas  Hoffman  and  Ellis  Booker 


Ask  bankers  what  the  Top  3  electronic 
banking  requirements  are  and  they  will 
tell  you  this:  security,  security  and  more 
security. 

But  behind  the  scenes,  information 
systems  folks  are  quietly  wrestling  with 
the  additional  tasks  of  connecting  their 
banks’  disparate  legacy  systems  to  front- 
end  customer  interfaces,  as  Internet  and 
PC-based  gateways  to  customer  account 
information  begin  to  creak  open. 

“Most  banks’  legacy  systems  were  not 
designed  with  the  thought  of  letting  out¬ 
side  customers  in,”  said  Bruce  Valentine, 
a  first  vice  president  at  Detroit-based  Co- 
merica,  Inc. 

It  can  be  easier  to  unify  disj  ointed  plat¬ 
forms  than  to  gain  cooperation  among  di- 


The  corporate  side 


Electronic  banking  isn’t  just 
for  consumers. 

Detroit-based  Comerica 
last  month  began  rolling  out 
the  first  pieces  of  the  Comerica 
Gateway,  an  electronic  interface 
designed  to  allow  corporate  cus¬ 
tomers  to  access  their  account  in¬ 
formation  and  pay  bills. 

Through  a  partnership  with 
AMS  in  Fairfax,  Va.,  Comerica  is 
creating  a  Powersoft  Corp .  Power¬ 
Builder  and  C+ + -generated  gate¬ 
way  application  that  will  link  cus¬ 
tomers  to  Comerica-housed 
information,  accordingto  Bruce 
Valentine,  Comerica’s  first  vice 
president  of  corporate  product  de¬ 
velopment.  Comerica’s  corporate 
customers  have  been  able  to  down¬ 
load  data  through  a  rudimentary 
predecessor  system  called  Comer¬ 
ica  Intellect. 

To  facilitate  account  access 
through  Comerica  Gateway,  AMS 
programmers  have  written  a  gate¬ 
way  application  in  C  and  C++  that 
translates  and  forwards  customer 
information  between  its  Compaq 
Computer  Corp.  ProLiant  4000 
server  firewall  and  the  bank’s 
back-office  systems. 

Comerica  will  link  the  Compaq 
server  with  its  legacy  systems  via 
the  gateway  application  through  a 
variety  of  networked  protocols,  in- 
cludingLU6.2,  TCP/IP  and  IPX 
links. 

The  bank  is  testing  a  wire  trans¬ 
fer  service  with  a  few  customers 
and  plans  to  begin  piloting  an  on¬ 
line  balance  reporting  system  in 
September. 

—  Thomas  Hoffman 


vision  executives  who,  after  years  of  pro¬ 
tectionist  policy,  are  being  asked  to  share 
data  with  the  rest  of  the  bank,  according 
to  Kurt  Cavano.  Cavano  is  vice  president 
of  the  New  York-based  wholesale  bank¬ 
ing  unit  at  American  Management  Sys¬ 
tems  (AMS)  in  Fairfax,  Va. 

Political  issues  aside,  connectivity  is¬ 
sues  are  paramount.  Many  banks  have 
tried  Unking  their  customers  to  their  leg¬ 
acy  systems  through  a  gateway  server 
using  point-to-point  connections  over 
IBM  SNA  networks.  But  that  approach 
usually  provides  customers  with  only 
raw  data  and  a  limited  view  of  their  ac¬ 
count  information. 

Other  banks,  such  as  The  Chase  Man¬ 
hattan  Bank  NA,  have  begun  instalhng 
middleware  packages  such  as  Early, 
Cloud  &  Co.’s  Message-Driven  processor 
software  to  link  disparate  legacy  check¬ 
ing,  mortgage  and  other  retail  systems  to 
one  another  and  to  front-end  servers. 
The  servers  can  then  connect  the  bank 
with  its  on-line  customers.  This  strategy 
was  designed  to  give  customers  a  more 
complete  view  of  their  account  histories. 

Differing  needs 

Nevertheless,  each  bank  seems  to  be  tak¬ 
ing  a  different  route  toward  resolving  its 
on-line  connectivity  and  communica¬ 
tions  issues.  Chemical  Banking  Corp. 
customers  who  use  Excel,  the  bank’s 
homegrown  PC  banking  package,  can 
dial  in  to  the  bank’s  systems  and  access 
legacy  and  client/server-based  account 
information  through  a  Tandem  Comput¬ 
ers,  Inc.  gateway  server.  The  Tandem 
server  connects  to  the  disparate  back-of¬ 
fice  systems  over  an  SNA  network. 

But  because  most  customer  account 
information  has  been  shifted  onto  client/ 
server  systems 
throughout 
Chemical’s 
branches,  the 
bank  plans  to 
replace  its  out¬ 
dated  IBM  SNA 
network  with 
an  as-yet-unde- 
cided  frame-re- 
lay  system  next 
year.  “There’s 
diminishing 
need  [for  cus¬ 
tomers]  to  go  to  the  mainframe  [for  ac¬ 
count  information],”  said  Carl  Morales, 
managing  director  for  Chemical’s  con¬ 
sumer  banking  systems  and  operations 
in  New  York. 

Wells  Fargo  &  Co.  recently  built  a  cus¬ 
tomer  cross-reference  system  that  con¬ 
sumers  can  use  to  search  through  a  table 
of  contents  and  click  into  the  database  of 
their  choice  —  whether  they  want  to  bal¬ 
ance  their  checking  accounts  or  see  how 
their  Individual  Retirement  Accounts 
are  progressing  (see  above).  The  cus¬ 
tomer  cross-reference  system  was  built 


using  Digital  Equipment  Corp.’s  object 
request  broker  tools,  with  C  +  +  as  the 
programming  language,  said  Barry 
Lynn,  executive  vice  president  of  the  cus¬ 
tomer  information  group  at  the  San 
Francisco-based  bank. 

The  plan  is  to  connect  customers  to  ev¬ 
ery  possible  relationship  they  might 
have  with  the  bank,  according  to  Lynn. 
“When  a  customer  comes  into  Wells  Far¬ 
go  electronically,  he  wants  to  be  treated 
like  a  customer  and  not  like  a  bunch  of 
different  accounts,”  Lynn  said. 

Of  course,  many  banks  continue  to  pro¬ 
ceed  cautiously  into  the  electronic  jun¬ 
gle.  Banc  One 
Services  Corp., 
the  technology 
and  operations 
arm  of  Banc 
One  Corp.  in  Co¬ 
lumbus,  Ohio, 
began  re-engi¬ 
neering  its  cus¬ 
tomer  informa¬ 
tion  system 
more  than  five 
years  ago  with 
an  eye  toward 
on-line  networks  and  real-time  process¬ 
ing  of  data  under  a  joint  development 
project  with  Electronic  Data  Systems 
Corp. 

But  like  many  of  its  brethren,  Banc  One 
is  taking  a  careful  look  at  the  Internet 
and  its  demographics  before  commiting 
sizable  development  resources  to  create 
retail  banking  services  through  this 
channel,  accordingto  Robert  Barrett,  ex¬ 
ecutive  vice  president  and  chief  technol¬ 
ogy  officer  at  Banc  One  Services. 

Although  it  has  not  begun  handling 
cross-Internet  transactions  itself,  Banc 


One  has  not  been  sittingstill.  In  late  June, 
it  launched  a  project  with  Open  Market, 
Inc.  in  Cambridge,  Mass.,  and  RoweCom, 
Inc.  in  Belmont,  Mass.,  a  leading  service 
provider  to  libraries  and  research  insti¬ 
tutions,  to  deliver  a  procurement  system 
that  streamlines  the  relationship  be¬ 
tween  libraries  and  publishers. 


t  Web  crawlers  have  a  new  way  to  ana- 
?  lyze ’net  traffic.  See  page  55. 


Lock  and  key 


Digital  encryption  is  only  one 
part  of  a  secure  electronic 
environment  in  which  com¬ 
mercial  transactions  can  take 
place.  Other  elements  include  the 
following: 

•  Authentication — Certifying  indi¬ 
vidual  or  company  identity. 

•  Authorization — Dictating  ac¬ 
cess  levels  once  identity  is  verified. 
•  Confidentiality — Maintaining 
the  secrecy  of  the  contents  of  a 
transmission. 

•  Integrity — Guaranteeing  that  a 
transmis  sion  arrives  in  exactly  the 
same  form  in  which  it  was  sent. 

•  Nonrepudiation  of  origin — En¬ 
suring  that  when  an  entity  sends 
an  authenticated  electronic  com¬ 
munication  it  cannot  later  deny  the 
origin  or  contents  of  the  communi¬ 
cation,  e.g.  an  electronic  credit- 
card  receipt. 

Source:  A  recent  white  paper  on  digital  secu¬ 
rity  AND  U.S.  DIGITAL  ENCRYPTION  POLICY  PUB¬ 
LISHED  by  CommerceNet  in  Menlo  Park,  Calie. 


Checking  in 


■ 

Customers  are  just  starting  to  bank  from  home,  but 
it  will  be  a  while  before  banks  have  fewer  people 
coming  through  their  doors 


1990  1995*  2000* 


Retail  banking 

TRANSACTIONS 

9.2B  I3JB  1H.5I* 

NA  50  M  U2B 

TRANSACTIONS 

^Projected  NA  *  Not  applicable 


Source:  The  Tower  Group,  Wellesley,  Mass. 
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Oracle’s  Larry  Ellison  on  AES T  Enterprise  Servers. 
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JLour  business  is  mission-critical.  That’s  why  it’s  critical 
that  you  run  the  world’s  best  database  and 
business  applications -Oracle’s -on  a  server  with 
unsurpassed  levels  of  reliability- AE^T’s.” 

Larry  Ellison,  Chairman  and  CEO,  Oracle 


At  AI&L  we’re  committed  to  making  sure  that 
all  the  applications  you  need  are  optimized 
for  our  servers.  That’s  why  we’ve  developed 
an  alliance  with  Oracle.® 

Businesses  often  look  ORACLE 

Enabling  the  Information  Age 

to  Oracle  when  it  comes  to 
building  and  deploying  powerful,  scalable, 
next-generation  databases.  When  you  run 
Oracle’s  mission-critical  apps  on  an  AT&T  Enterprise  Server, 
you  can  be  confident  that  they’ll  run  flawlessly  right  from 
the  get-go.  Most  importantly  you  can  be  sure  that  they’ll 
run  continuously  because  no  line  of  servers  has  a  higher 
level  of  redundancy  than  AT&T’s.  So  you  never  have  to 
worry  about  losing  revenue  or  data 
due  to  down-time. 

To  get  more  info  about  AI&T 
Servers,  call  1  800  447T124,  ext.  1132.  Bringing  computing  anil  communications 

together  to  help  you  get,  move  and 
use  information 


^  AT&T 

Global  Information 
Solutions 
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Antitrust  settlement 


Legent  VSE  users 
call  accord  weak 


By  Mitch  Betts 
and  Thomas  Hoffman 


A  so-caUed  mild  antitrust  settle¬ 
ment  that  allows  Computer  Asso¬ 
ciates  International,  Inc.  to  gobble 
up  Legent  Corp.  has  left  some 
mainframe  software  customers 
and  competitors  grumbling  that  it 
doesn’t  go  far  enough. 

The  agreement  with  the  Depart¬ 
ment  of  Justice  requires  CA  to  li¬ 
cense,  but  not  divest,  five  Legent 
VSE  products  to  one  or  more  ven¬ 
dors  to  preserve  some  competition 
in  that  market  niche  [CW,  July  31]. 
Legent  VSE  customers,  mean¬ 
while,  can  stay  with  CA/Legent  or 
switch  to  the  new  licensee  or  li- 


In  its  settlement  with  CA,  the 
Justice  Department  has  laid  out 
the  following  three-phase 
approach  to  restoring  competition 
in  the  VSE  software  arena: 


Phase  1: 


CA  is  required  to  hire  and  pay 
for  an  investment  banker 
-  The  Updata  Group  -  to  solicit, 
receive  and  evaluate  bids  from 
other  vendors  to  license 
Legent  products.  The  results 
are  subject  to  Justice 
Department  approval. 


Phase  2: 


If  the  investment  banker 
can’t  find  a  viable  bidder,  a 
court-appointed  trustee  will 
try  to  do  so. 


Phase  3: 


If  the  trustee  can’t  find  a 
viable  bidder,  U.S.  District 
Court  Judge  Thomas  Penfield 
Jackson  will  have  wide 
discretion  to  come  up  with 
a  remedy.  That  may  include 
requiring  CA  to  divest  the 
products. 


Source:  Department  of  Justice,  Washington 


censees,  depending  on  which  ven¬ 
dors  are  selected  and  ratified  by 
the  Justice  Department  to  license 
the  software. 

“It’s  better  than  CA  having  a 
pure  monopoly  in  the  VSE  world,” 
said  Larry  Moore,  president  of  the 
Tennessee  VSE  Users  Group  and  a 
senior  systems  programmer  at 
Hamilton  County,  Tenn.’s  data  pro¬ 
cessing  department.  But  Moore 
and  several  other  users  said  they 
would  have  preferred  a  full- 
fledged  divestiture. 

Sturgis  Sobin,  a  Washington  at¬ 
torney  who  represents  CA/Legent 
VSE  competitor  Sterling  Software, 
Inc.  in  Dallas,  also  wanted  divesti¬ 
ture.  “CA  has  an  enormous  con¬ 
centration  of  market  power  in  VSE 
products,  and  the  licensing 
scheme  is  inadequate,”  he  said. 

But  Lawrence  R.  Fullerton,  an 
antitrust  official  at  the  Justice  De¬ 
partment,  defended  the  settle¬ 
ment  at  a  press  briefing  last  week 
in  Washington.  “We’re  confident 
that  this  fix  will  work.  If  it  doesn’t, 
the  court  could  order  a  fuller  dis¬ 
position  of  assets,”  he  said. 

Justice  ruling 

C  A  had  refused  to  sell  the  disputed 
products,  so  the  Justice  Depart¬ 
ment  took  the  middle  ground  of  li¬ 
censing  and  got  veto  power  over 
the  licensee.  Fullerton  said  the 
government  prefers  that  the  whole 
set  of  products  go  to  a  single  li¬ 
censee  because  customers  like 
vendors  with  a  full  line  of  products. 

The  settlement  covers  Legent’s 
Epic/VSE  for  tape  and  disk  man¬ 
agement,  FAQS/PCS  for  VSE  job 
scheduling,  Alert/VSE  and  Alert/ 
CICS  security  tools  and  FAQS/ASO 
for  VSE  automated  operations. 

Potential  candidates  for  VSE  li¬ 
censes  include  Sterling,  Land¬ 
mark  Systems  Corp.  in  Vienna,  Va., 
and  Macro  4,  Inc.  in  Parsippany, 
N.J.,  according  to  Paul  Mason,  re¬ 
search  manager  for  enterprise 
system  management  at  Interna¬ 
tional  Data  Corp.,  a  market  re¬ 
search  firm  in  Framingham,  Mass. 

“I  can’t  go  into  details  about 
this,  but  we  will  most  likely  be  re¬ 
ceiving  a  packet  from  CA”  regard¬ 
ing  the  possibility  of  cross-licens¬ 
ing  the  Legent  VSE  products,  said 
Charles  Warhaftig,  president  and 
chief  executive  officer  of  Macro  4. 


Fiscal 

Fiscal 

Percent** 

* 995 

2002* 

change 

The  U.S.  House  of 

Health  and  Human  Services 

$11.7B 

S8.8B 

-25% 

Representatives* 

NASA 

$9.9B 

$6.iB 

-38% 

proposed  budget 

Department  of  Energy 

$4B 

$2.lB 

-47% 

for  federal  non¬ 

National  Science  Foundation 

$2.5B 

$2B 

-21% 

defense  research 

Department  of  Agriculture 

$1.58 

SiB 

-35% 

and  development 

Department  of  Commerce 

$1.38 

$642M 

-50% 

spending 

Other  R&D 

$3.4B 

$1.98 

-44% 

I  Total  nondefense  R&D 

$34-38 

$22. 5B 

-34%  1 

^Projected;  adjusted  for  inflation  ^Approximation  due  to  rounding 

Source:  American  Association  for  the  Advancement  of  Science,  Washington 


Republican  ax-wielding 
blunts  high-tech  support 


•  Slashed  major  research  pro- 

.  ,  .  ,  ,  programs 

grams  m  global  climate  change  at 

the  Environmental  Protection  Agency  and  the 
National  Oceanic  and  Atmospheric  Adminis¬ 
tration. 

•  Eliminated  the  program  for  transferring 
technology  developed  at  the  National  Labora¬ 
tories  to  the  private  sector. 

•  Agreed  with  Senate  budget  negotiators  to  kill 
the  Office  of  Technology  Assessment,  Con¬ 
gress’  highly  regarded,  technology  think  tank. 

“A  lot  of  people  in  the  industry  are  unhappy 
with  their  targeting  of  some  of  the  technology 
programs,”  said  Mitchell  E.  Kertzman,  chief  ex¬ 
ecutive  officer  of  Powersoft  Corp.,  a  unit  of  Sy¬ 
base,  Inc.,  in  Concord,  Mass.  “The  Clinton  ad¬ 
ministration  has  been  the  most  technol¬ 
ogy-friendly  administration  we’ve  had.” 
Michael  Maibach,  director  of  government  af- 


Cuts  too  deep 

On  the  other  side  of  the  political 
aisle,  allies  of  government  tech¬ 
nology  programs  anguished  last 
week  over  cuts  to  programs  they 
have  championed  for  years.  “What 
bothers  me  most  is  whereas  we 
were  once  No.  1,  today  the  U.S. 
ranks  28th  in  the  world  in  terms 
of  the  portion  of  the  budget  going 
to  civilian  R&D,”  said  Rep.  George 
E.  Brown  Jr.  (D-Calif.),  who  was  chairman  of 
the  House  Science  Committee  until  last 
November. 

Brown  said  he  hasn’t  seen  an  organized  ef¬ 
fort  by  the  industry  to  lobby  for  programs  such 
as  the  ATP.  “The  community  has  got  to  get  its 
act  together,”  he  said.  “They  are  not  weighing 
in  to  complain  about  cuts  in  R&D  programs.” 

Maibach  said  the  pain  of  budget  cuts  will 
have  been  worth  it  if  the  Republicans  prevail 
with  a  plan  that  really  eliminates  the  deficit  in 
seven  years.  “If  they  win  the  battle  this  fall,  I 
think  they  are  on  a  trajectory  to  really  help  the 
stock  market  and  the  investment  climate,”  he 
said.  “But  if  they  blink,  and  it’s  business  as  usu¬ 
al  on  the  budget,  then  all  of  this  other  stuff  is 
not  important.” 


Rep.  George  E.  Brown  Jr. 

(D-Calif.)  says  too 
many  cuts  have  been 
made  to  technology 


By  Gary  H.  Anthes 

WASHINGTON 


hen  Republican  lawmakers 
swept  into  power  last  No¬ 
vember,  many  industry  offi¬ 
cials  cheered.  But  after  nine 
months  of  unrelenting  attacks 
on  federal  technology  programs, 
that  enthusiasm  has  waned. 

Puttinga  damper  on  things  are  actions  taken 
in  recent  weeks  by  the  U.S.  House  of  Represen¬ 
tatives  —  actions  that  are  potentially  revers¬ 
ible  when  the  Senate  and  House  meet  later  this 
year.  House  Republicans  have 
aimed  the  budget  ax  at  several 
high-tech  initiatives  as  part  of  an 
effort  to  support  a  Republican 
pledge  to  eliminate  the  budget  def¬ 
icit  in  seven  years.  They  have  so 
far  done  the  following: 

•  Eliminated  all  fundingfor  the  De¬ 
partment  of  Commerce’s  $341  mil¬ 
lion  Advanced  Technology  Pro¬ 
gram  (ATP),  which  provides 
grants  to  companies  developing 
basic  new  technologies. 

•  Cut  $90  million  for  Sematech, 
the  semiconductor  industry’s  re¬ 
search  consortium. 


fairs  at  Intel  Corp.,  shed  no  tears  for  the  ATP, 
saying  the  government  has  no  business  using 
taxpayer  dollars  to  “pick  winners  and  losers” 
in  the  marketplace. 

However,  Maibach  said  it  is  appropriate  to 
fund  programs  such  as  Sematech  that  any  com¬ 
pany  may  join  and  that  develop  “precompeti- 
tive,  generic”  technologies. 

Ken  Kay,  executive  director  of  the  Computer 
Systems  Policy  Project  (CSPP)  in  Washington, 
said  the  CEOs  of  the  13  major  computer  compa¬ 
nies  in  the  CSPP  didn’t  believe  that  government 
research  programs  should  be  immune  to  bud¬ 
get  cuts. 

But  he  said  companies  are  wor¬ 
ried  that  university  programs  are 
being  unwisely  targeted.  “Our 
chief  technology  officers,  in  partic¬ 
ular,  feel  that  that  is  the  last  place 
that  cuts  should  be  made,”  he  said. 
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A  wing  and  no  prayer. 


To  keep  up  with  the  accelerating 
pace  of  change,  organizations  are 
being  forced  to  reshape  themselves 
But  unless  improvements  impact 
all  areas  of  the  enterprise,  the  race 
may  be  over  before  it  starts. 

So  instead  of  focusing  on  just  one 


part  of  an  organization,  Andersen  that  don’t  transform  are  likely 
Consulting  can  help  you  transform 
the  whole.  And  rather  than  merely 
recommending  how  the  components 
should  fit  together,  we’ll  work  with 
you  to  help  make  sure  that  they  do. 

Because  these  days,  organizations 


to  end  up  in  the  soup. 

Andersen 

Consulting 

ARTHUR  ANDERSEN  &  CO.,  S.C. 


©1995  Andersen  Consulting.  All  rights  reserved. 


DRIVING  THE  TRANSITION  TO  A  FLEXIBLE  IT  ENTERPRISE 


The  Transition 
to  a  Flexible  IT 
Architecture 

Beyond  the  Limitations 
of  Legacy  Systems 


s  information  technology 
evolves,  virtually  every 
organization  is  feeling 
pain  from  its  existing  IT 
resources.  Application 
backlogs  are  growing.  IT  operating 
costs  continue  to  climb.  Data  on  main- 


Realizing  that  proprietary  architec¬ 
tures  cannot  sustain  a  company's  com¬ 
petitive  edge,  corporations  have  begun 
to  search  for  more  flexible  and  respon¬ 
sive  IT  environments. The  result  is  that 
open  systems  and  client/server  archi¬ 
tectures  have  emerged  as  the  founda- 


the  transition  involves  risks.  How  can 
an  MIS  manager  ensure  that  systems, 
PCs,  peripherals,  interfaces  and  devel¬ 
opment  tools  will  work  well  together 
once  deployed  in  a  client/server  model? 
How  can  IT  personnel  be  trained  for  a 
new  skill  set,  given  that  their  roles  and 
responsibilities  may  change  during  the 
transition?  And  how  can  an  organization 
transform  a  rigid  pre-defined  IT  archi¬ 
tecture  that  imposes  limitations  on 
business  processes  to  a  flexible,  adapt¬ 
able  IT  architecture  that  supports  true 
re-engineering  of  business  processes? 

A/lore  Than  Technology.  Addressing  this 
challenge  requires  a  new  view  of  IT  — 
one  that  includes  not  only  technology 
solutions,  but  also  the  solutions  to  the 
equally  critical  people  and  process 
issues  that  are  part  of  this  transition. 

Experienced  Transition  Advisors 

To  manage  such  complexity  and 
minimize  the  risks  requires  a  compre¬ 
hensive  understanding  of  the  significant 


Attributes  of  the  Flexible  IT  Enterprise 


Open  Systems 
•  for  portability  and 
interoperability 


New  Role  for  MIS 
•  to  manage  vendors  and  to 
collaborate  with  end  user 


Distributed  Capabilities 
*  to  offer  flexibility  to  distribute 
computing  tasks  when  needed 


Central  Administration 
•  to  manage  the  enterprisewide 
data  center 


Enterprisewide  Data  Access 
•  to  provide  transparent  access 
to  shared  data  across  multi¬ 
vendor  environment 


Client/Server  Development 
•  to  rapidly  access  and  deploy 
new  technologies 


frames  and  proprietary  midrange  sys¬ 
tems  is  often  inaccessible.  New  product 
lines  - —  being  introduced  at  ever 
increasing  rates  —  must  be  supported. 
And  organizations  are  continually  being 
challenged  to  do  more  with  less. 


tion  of  a  more  flexible  IT  architecture. 
Introducing  new  technologies  into 
existing  legacy  environments  is  now  the 
primary  challenge  of  many  IT  managers. 

Organizations  are  recognizing  the 
need  to  transition  to  client/server;  but 


changes  required  in  processes,  people 
and  technologies.  Hewlett-Packard 
Company  has  developed  this  knowl¬ 
edge  first-hand. 

HR  ranked  22nd  in  the  Fortune  500, 
has  helped  thousands  of  companies 
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worldwide  transition  from  proprietary 
mainframe  and  midrange  platforms  to 
open  systems-based  client/server  archi¬ 
tectures. 

HP's  Mainframe  Elimination.  HP 
understands  the  issues  involved 
because  it  has  been  down  a  similar  path 
itself.  The  company  is  driving  its  own 
internal  mainframe  elimination  project. 
For  over  30  years  the  company  had 
large  legacy  applications  deeply 
entwined  within  an  IBM  mainframe 
architecture. 

By  1992  HP  had  eliminated  all  but 
two  of  its  production  mainframe  data 
centers.  And  HP  anticipates  that  by  the 
first  quarter  of  1996,  it  will  be  the 
largest  company  in  the  world  to  be  run¬ 
ning  its  business  without  traditional 
mainframes. 

The  business  and  technical  issues 
that  HP  faced  in  migrating  from  its  own 
mainframes  to  more  cost-effective, 
flexible  open-systems  platforms  are  the 
same  ones  that  many  other  companies 
are  facing. 

To  address  these  issues,  HP  has 


developed  a  complete  portfolio  of  ser¬ 
vices  and  products  to  enable  a  smooth 
transition  for  the  processes,  people  and 
technologies  that  comprise  IT 


Transition  Technologies 

HP  has  built  a  technology  founda¬ 
tion  supporting  the  transition  from  pro- 
prietary  architectures  to  open 
client/server.  This  foundation  begins 
with  the  superior  performance  and 
scalability  of  the  HP  9000  server  in  con¬ 
figurations  appropriate  for  departments 
or  workgroups  to  data  centers. 

HP  also  supports  the  key  applica¬ 
tions,  multivendor  systems,  networks 
and  peripherals  used  in  legacy  environ¬ 
ments.  For  managing  across  the  IT 
enterprise,  HP  developed  the  industry’s 
leading  technology  framework,  HP 
OpenView.  HP  OpenView  provides  the 
comprehensive  set  of  management 
tools,  including  those  offered  by  the 
industry's  leading  software  vendors. 

Transition  Services 

Planning,  project  management  and 
implementation  are  key  elements  of  a 
successful  IT  transition.  Experienced 
consultants  can  be  enormously  useful  in 
guiding  an  organization  through  an 
already  proven  process  that  addresses 


each  stage  of  change.  HP  has  provided 
this  guidance  for  thousands  of  compa¬ 
nies  worldwide. 

HP’s  Transition  Services  Methodol¬ 


ogy  leads  organizations  through  a 
process  to  identify  business  problems 
and  requirements,  establish  clear  goals, 
evaluate  technology  options,  and  finally 
choose  and  implement  a  solution.  HP's 
experience  is  evident  in  the  kind  of 
questions  the  consultants  know  to  ask, 
in  the  resulting  analysis  which  bench- 


Hewlett-Packard  is  driving  its  own  internal 
mainframe  elimination  program.  By  1992 
HP  had  eliminated  all  but  two  production 
mainframe  data  centers.  And  by  the  first 
quarter  of  1 996,  HP  expects  to  be  the 
largest  company  in  the  world  running  its 
business  without  traditional  mainframes. 

marks  an  organization  against  HP’s 
experience  with  other  companies,  and 
in  HP's  understanding  of  the  transition 
process  and  its  recommendations  for 
mitigating  transition  risk. 

Education.  To  transition  people's 
skills,  HP  offers  an  educational  assess¬ 
ment  service  to  help  define  training 
needs  at  the  outset  of  the  transition 
and  to  develop  a  training  plan  that  takes 
into  account  the  current  proprietary- 
based  skills,  providing  a  bridge  from  the 
old  to  the  new. 

Software  Solutions  to 
Match  Different  Strategies 

Moving  Existing  Applications.  HP’s 
relationships  with  software  providers 
are  a  key  element  of  transition  success. 
Some  organizations  that  have  offloaded 
their  host-based  systems  have  chosen 
to  convert  or  transfer  their  existing 
applications  to  Unix.  HP  offers  a  full 
range  of  conversion  tools  and  tradi¬ 
tional  mainframe  applications  to  aid  in 
the  transition  without  replacing  the 
applications  or  existing  user  interfaces. 
Implementing  Re-engineered  Applica- 


HP’s  IT  Management  Services 


t>  IT  Management  Architecture  Development 
!>  IT  Management  Implementation  Service 


•  Problem  Management 

•  Configuration  Management 

•  Performance  Management 

•  Operations  Management 

•  Security  Management 

•  and  more 


•  Systems 

•  Networks 

•  Middleware 

•  Application  Frameworks 


•  Organization  Structures 

•  Skills  Training 

•  Change  Management 

•  Productivity  Tools 
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tions.  Many  other  organizations,  wanting 
new  application  functionality,  have  cho¬ 
sen  to  replace  outdated  applications 
with  new  and  improved  packaged  soft¬ 
ware  developed  on  Unix  systems.  SAP 
for  one,  has  been  very  successful 
with  its  R/3  business  applications 
written  specifically  for  open  sys¬ 
tems  client/server  architectures,  and 
HP  is  the  leading  platform  for  R/3. 

Developing  Customized  Applications. 
Another  offload  strategy  is  to  build 
highly  customized,  mission-critical  appli¬ 
cations  in-house  by  using  one  of  the 
new  advanced  development  tools. 
Industry  analysts  predict  that  the 
demand  for  enterprise-based 
client/server  development  tools  will 
explode  over  the  next  three  years. 
Antares  Alliance  Group's  ObjectStar 
enables  portions  of  existing,  complex 
code  to  be  redeveloped  for 
client/server  and  Dynasty’s  4GL  prod¬ 
ucts  bring  new  rapid  application  devel¬ 
opment  capabilities  to  this  emerging 
market  segment.  Leaders  in  the  mar¬ 
ketplace  for  traditional  client/server 
development  tools,  such  as  Texas  Instru¬ 
ments  with  Composer  by  IEF  and  Seer 
Technologies  with  HRS,  also  are 
expanding  into  the  market  for  enter¬ 
prise-based  development  solutions. 

Summary 

Effective  IT  management  today 
demands  a  flexible,  open  environment 
that  can  guarantee  the  availability  of 
mission-critical  applications,  databases, 
systems  and  networks.  Organizations 
seeking  to  remain  competitive  are  dri¬ 
ving  the  transition  from  proprietary, 
centralized,  often  mainframe-based 
architectures  to  distributed 
client/server 

Yet  that  transition  carries  with  it 
inherent  complexities  and  risks.  Based 


Rolling  Out  Enterprisewide  Client/Server 


ne  organization  where  Hewlett  Packard  is  working  alongside 
both  the  IT  and  business  unit  managers  to  ensure  a  smooth  tran¬ 
sition  is  Chevron  Corp.  IIP  is  helping  Chevron  implement  a 
worldwide  rollout  of  SAP's  R/3  financial  applications.  Ill’  is  pro¬ 
viding  systems  for  all  three  tiers  of  SAP's  R/3  solution,  and  open 
systems  training,  consulting  and  support  services. 

HP's  Professional  Services  Organization  (PSO)  has  been  working  with 
Chevron  to  deploy  HP  OpenView  as  Chevron’s  enterprise  network  and  sys¬ 
tems  management  platform.  Chevron's  legacy  environment,  as  well  as  the 
new  SAP  application  on  HP  open  systems,  can  both  be  managed  centrally 
using  HP  Operations  Center,  a  key  component  of  HP  OpenView.  This  is  pos¬ 
sible  because  HP  OpenView  is  integrated  with  Paradigm/XP,  from  Com¬ 
puter  Associates/Legent  Corp.,  as  well  as  SAP's  Computing  Center 
Management  System. 

Success  in  Re-Engineering  Business  Processes 

Another  realworid  example  involved  the  supporting  of  re-engineered 
business  processes.  In  this  instance,  HP's  PSO  assisted  Tokio  Marine  &  Fire 
Insurance  Co.  Ltd.  of  Tokyo  in  changing  its  IT  infrastructure.  The  reason  for 
the  change  was  that  Tokio  Marine  wanted  to  support  more  efficient  pro¬ 
cessing  of  its  property  and  casualty  insurance,  data.  With  processing  volume 
at  more  than  700,000  transactions  per  day,  the  typical  10-second  inquiry 
response  time  of  the  mainframe-based  system  was  too  slow. 

HP's  consultants  worked  with  the  company  to  design,  manage  and 
implement  a  project  to  install  an  open,  standards-based  communication 
backbone  to  handle  the  requirements  of  the  re-engineered,  large-scale 
online  transaction  system. 

The  results  of  this  implementation  are  a  significant  improvement  in 
response  time  (greater  than  50%),  a  system  that  is  dramatically  easier  to 
learn  and  use.  and,  most  importantly,  a  communication  backbone  that  will 
enable  Tokio  Marine  to  continue  its  migration  from  mainframes  to  more  eco¬ 
nomical  servers  in  the  future. 


on  the  experience  of  thousands  of  cus¬ 
tomers  worldwide  who  have  success¬ 
fully  made  the  transition,  its  own 
mainframe  offloading  project,  and  a 
comprehensive  portfolio  of  products 
and  services,  HP  is  in  the  best  position 


to  help  reduce  the  complexities  and 
risks  involved  in  migrating. 

By  focusing  not  just  on  technology, 
but  also  on  the  IT  processes  and  people 
skills,  HP  is  prepared  to  guide  organiza¬ 
tions  to  a  flexible  IT  enterprise.* 
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INDUSTRY  COMMENTARY 


BY  MARC  BUTLEIN,  META  GROUP 


IT  Management  Must  Drive  the  Transition 


Reflecting  a  more  competitive  mar¬ 
ket,  enterprises  are  redefining  them¬ 
selves,  changing  their  infrastructures  to 
focus  on  providing  top-quality  service 
to  customers.  Although  nearly  every 
aspect  of  a  business  has  been  affected, 
the  most  profound  impact  is  on  the  IT 
organization,  because  this  change  is 
occurring  as  IT  evolves  from  a  hierar¬ 
chical,  mainframe-centric  environment 
to  an  enterprise-centric  one. 

IT  is  also  evolving  from  an  indepen¬ 
dent  “internal  monopoly"  to  a  service 
organization  competing  for  end-user 
business.  The  objective  of  the  newly 
defined  IT  is  to  partner  with  end  users 
to  focus  on  the  enterprise’s  customers; 
its  overall  responsibility  is  to  transform 
technological  complexity  into  strategic 
business  advantage  and  facilitate  change. 

To  manage  this  transition  requires  a 
mind-set  and  cultural  change  from  three 
constituencies:  end-user  departments, 
IT  and  senior  management.  Each  group 
must  be  educated  about  its  new  role. 
End  users  are  typically  the  most 
amenable  to  change,  IT  the  most  resis¬ 
tant,  because  as  the  most  entrenched,  it 
stands  to  lose  the  most  power.  The 
most  sensitive  challenge  is  senior  man¬ 
agement,  which  now  must  involve  itself 
more  in  IT  direction. 

IT  should  focus  on  six  areas: 

1.  Marketing  IT  services  and  value. 

As  IT  becomes  more  service-oriented, 
it  must  proactively  market  its  services 
to  end  users,  assessing  its  effectiveness 
via  ongoing  user  feedback. 

2.  Integrating  IT  into  the  business 
units.  The  goal  is  to  create  an  IT/end- 


user  team  focusing  on  better  servicing 
customers.  Programs  to  improve  inter¬ 
personal  skills  will  be  augmented  by  hir¬ 
ing  non-traditional  IT  personnel  with 
strong  communications  skills,  who  will 
be  charged  with  identifying  opportuni¬ 
ties  and  ensuring  user  satisfaction. 

3.  Creating,  managing  and  sustaining 
an  environment  of  change.  Effecting 
change  in  today's  IT  organization  under¬ 
lies  every  major  IT  initiative.  Complica¬ 
tions  arising  from  managing  change 
across  increasingly  broader  geographi¬ 
cal  boundaries,  maintaining  service  lev¬ 
els,  and  coordinating  enterprisewide  IT 
changes  (when  business  units  are  in  dif¬ 
ferent  growth  stages)  are  key  chal¬ 
lenges.  IT  must  handle  those  who  resist 
change,  in  part  by  creating  programs 
that  reward  behavioral  changes. 

4.  Reorganizing  IT  to  the  new  orga¬ 
nization  paradigm.  Users’  increased 
power  necessitates  an  IT  governing 
body  comprised  of  heads  of  business 
units.This  group  is  responsible  for  enter¬ 
prisewide  IT  strategy,  endorsing  policies, 
guidelines  and  standards,  and  evaluat¬ 
ing  the  risk/reward  of  IT  initiatives. 
Once  this  organization  is  functioning, 
enterprises  evolve  to  an  “insourcing" 
paradigm,  where  IT  competes  for 
departmental  business  with  outside 
vendors  and  service  providers. 


5.  Managing  enterprise  expecta¬ 
tions  of  IT  through  ongoing  education. 

One  of  IT's  responsibilities  is  educating 
its  customers/end  users  so  they  have 
realistic  expectations  of  IT  can  assist  in 
exploiting  new  technologies,  and  can 
better  resist  the  misinformation  pro¬ 
mulgated  by  self-serving  vendors  and 
overly  simplistic  media  articles. 

6.  Re-engineering  IT’s  human 
resource  management.  To  make  the 
transition  to  the  new  enterprise,  IT  will 
need  to  attract  and  motivate  a  new 
breed  of  IT  professional:  technically 
astute  (in  Unix/open  systems  comput¬ 
ing,  client/server  architectures  and  net¬ 
working);  able  to  manage  projects  in 
cross-functional  environments;  adept  in 
communicating  with  customers, 
employees,  and  senior  management: 
and  able  to  apply  changing  technology 
rapidly  to  business  needs. 

Bottom  Line 

Effective  IT  management  in  the 
1990s  requires  recognizing  the  new 
order  and  IT's  changing  role  —  its  scope 
is  now  the  enterprise;  its  focus  is  bring¬ 
ing  value  to  the  business  and  architect¬ 
ing  change. The  objective  is  IT/business 
integration,  with  IT  measured  on  its  role 
in  improving  business  processes,  cus¬ 
tomer  service,  and,  ultimately,  profits.  • 


Marc  Butlein  is  chairman  and  co-founder 
of  META  Group  and  executive  director  of  the  META  Executive  Council. 

Mr  Butlein  is  an  authority  on  IBM,  the  large  systems  marketplace,  and  the  IT 
challenges  facing  large  users.  He  has  over  29  years  of  experience  in  the  indus¬ 
try  and  has  lectured  extensively  in  the  U.S.,  Canada,  and  Europe.  Prior  to  co¬ 
founding  META  Group  in  January  1 989,  Mr  Butlein  spent  1 9  years  with  IBM, 
where  he  held  various  marketing,  development  and  corporate  positions,  and  six 
years  in  the  market  analysis  and  assessment  industry. 
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Once  you  venture 


into  Client/server,  there’s  no  turning  back. 


so  you 


You  already  know  where  you  want  to  go 
with  client/server.  But  do  you  know  exactly 
how  you’re  going  to  get  there? 

Fortunately,  there  are  plenty  of  companies 
that  can  tell  you. 

Such  as  the  multi-billion 
dollar  bank,  handling  as  many 
as  120,000  calls  a  day,  that 
completely  reconfigured  its 
customer  service  operations. 
Call  1-800-499-SEER  The  giant  retailing  conglom- 

lo  learn  how  others 

used  Seer*HPS  for  a  erate  that  totally  reengineered 
successful  journey 

through  client/server,  its  customer  database  infra¬ 


structure  for  500  stores.  The  information  systems 
developer  that  integrated  a  central  government’s 
wage  and  tax  system  into  its  accounting  and 
purchasing  systems. 

All  had  ambitious  business  plans,  a  large  num¬ 
ber  of  end  users,  and  an  urgent  need  to  support 
rapidly-changing  business  processes. 

All  chose  Seer*HPS  to  develop  client/server 
solutions  across  their  enterprise. 

And  all  found  their  journey  into  client/server 
to  be  challenging  yet  extremely  rewarding.  Mainly 
because  they  had  the  ideal 
traveling  companion.  Seer. 


We’ve  been  there. 


TRANSITION  SUCCESS  STORY:  UNITED  GRAIN  GROWERS 


Agricultural  Conglomerate  Sharpens 
Competitiveness  with  Client/Server 


acing  radical  changes 
in  the  agribusiness 
environment  due  to 
deregulation  and  glob¬ 
alization,  United  Grain 
Growers  decided  to  update  its  multi¬ 
site  grain  elevator  computing  system  in 
1 992  to  improve  customer  service,  effi¬ 
ciency  and  timeliness  of  information. 

After  obtaining  proposals  from  sev¬ 
eral  vendors,  United  Grain  selected 
Hewlett-Packard's  HP  9000  Unix-based 
business  servers  as  the  foundation  for 
its  new  system. 

In  1 993,  during  the  period  in  which 
the  grain  elevator  system  migration  was 
underway,  United  Grain  began  a  restruc¬ 
turing  that  was  necessary  for  it  to 
become  a  publicly  traded  corporation.  In 
response  to  demands  from  manage¬ 
ment  for  easier  access  to  financial  infor¬ 
mation  and  more  reporting  flexibility,  the 
company  also  decided  to  move  from  its 
mainframe-based  computing  system  to  a 
client/server  environment.  Impressed 
with  HP's  technologies  and  pleased  with 
its  level  of  support  on  the  elevator  com¬ 
puting  project,  United  Grain  selected  HP 
for  this  second  project  as  well. 

The  new  systems  have  positioned 
the  company  to  respond  to  continuing 
industry  changes,  and  streamlined  inter¬ 
nal  operations. 

The  first  project  involved  the 
replacement  of  aging  equipment  from 
Digital  Equipment  Corp.  that  had  been 
put  in  place  in  multiple  sites. 


Project  I 

DEC  Replacement 
Project  at  Multiple  Grain 
Elevator  Sites 

Multi-user  HP  9000  systems  stream¬ 
line  grain-handling  process.  In  the  early 
1980s,  United  Grain  installed  a  DEC 
PDP  I  I  minicomputer  in  each  grain  ele¬ 
vator  to  print  receipts,  sales  slips,  checks 
and  storage  tickets;  maintain  inventory 
records;  and  track  grain  shipments. 

Each  PDP  I  I  minicomputer  com¬ 
municated  via  modem  with  the  head 
office  mainframe  (an  IBM  ES9000/ 
9121)  several  times  a  day,  uploading 
business  transactions  and  downloading 
commodity  prices  as  well  as  shipping 
instructions. 

United  Grain  wanted  to  move  to  a 
multiuser  system  with  a  database  that 
elevator  managers  could  browse  for 
farm  products,  prices  and  delivery 
dates.  Also  required  in  the  multiuser 
system  were  online  communications 
capabilities  that  could  speed  the  flow  of 
information  between  headquarters  and 
the  elevators.  But  the  PDP  I  I  mini¬ 
computers  presented  an  obstacle  to 
these  enhancements  because  they 
could  not  be  updated  to  provide  the 
required  functionality. 

In  January  1992,  Guy  Wood,  United 
Grain's  managing  director  of  MIS, 
invited  three  vendors  —  DEC,  IBM  and 
HP  —  to  learn  about  his  company's 
business  and  to  propose  a  solution  to 
meet  its  changing  needs. 


United  Grain  Chooses 

Complete  Business  Solution 

According  to  Wood,  "HP  was  the 
only  vendor  to  present  a  total  business 
solution,  including  third-party  software, 
financing,  systems  integration  and  train- 
ing.They  not  only  met  our  technical  and 
price  requirements,  and  supported  our 
future  direction,  but  they  also  proposed 
taking  full  responsibility  for  the  project, 
including  conversion.They  committed  to 
our  schedule  and  were  confident  about 
their  ability  to  implement  their  solution, 
which  raised  our  comfort  level.” 

Because  United  Grain  wanted  to  get 
the  new  grain  elevator  system  up  and 
running  over  a  winter  season  during  the 
industry's  slow  period,  timing  of  the  con¬ 
version  was  critical.  HP  was  selected  in 
August  1 992  and  successfully  completed 
the  project  on  schedule  by  February 
1 994.  As  part  of  the  transition,  consul¬ 
tants  from  HP’s  Professional  Services 
Organization  (PSO)  converted  half  a 
million  lines  of  macro  assembler  code  to 
the  new  platform. 

Productivity  Raised, 
Support  Costs  Lowered 

Although  United  Grain  is  just  start¬ 
ing  to  use  the  new  grain  elevator  plat¬ 
form,  it  has  already  reaped  benefits. 
Because  the  platform  enables  users  to 
perform  a  range  of  functions  simultane¬ 
ously,  productivity  at  the  elevator  sites 
has  doubled,  pleasing  elevator  managers 
and  customers.  "Our  customers  used 
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Most  companies  give  you 
one  type  of  database. 
Which  is  great  if  you  only  have 
one  type  of  user. 


Today’s  users  come  in  all 
shapes  and  sizes.  Funny  how 
most  vendors’  databases  don’t. 

Instead,  they  simply  offer  a 
one-size-fits-all  solution.  Which, 
in  reality,  fits  very  few. 

Specialized  options  for 

SPECIALIZED  NEEDS.  Sybase  takes 
a  different  approach.  Our  architec¬ 
ture  gives  you  optimized  database 
options  —  as  well  as  industry-leading 
middleware  and  de-facto  standard 
development  tools  — each  built  for  a 
specific  need  and  purpose. 

On-Line  Transaction 
Processing.  Old  information  is 
useless  information.  Which  is  why 
you  need  the  price/performance  of 
SYBASE®  SQL  Server"  Achieving 
extremely  high  transaction  rates, 
it's  been  proven  in  the  toughest 
real-world,  real-time  applications. 


The  Sybase  Architecture: 


Optimized  Products 
for  Specialized  Needs 


Data  warehousing. 
SYBASE  SOL  Server,  together 
with  SYBASE  IQ  Accelerator’and 
Navigation  Server/'  provides  high 
performance  for  planned  and  un¬ 
planned  ad-hoc  queries,  scalable  to 
terabytes  and  hundreds  of  users. 

No  other  solution  lets  you  do  that. 

Mass  deployment.  You 
can’t  deploy  a  big,  bulky  data¬ 
base  to  places  like  your  sales 
force  and  retail  outlets.  Which  is 
why  you  need  Watcom'"  SQL.  It’s 
designed  to  let  your  database  go 
where  it’s  never  gone  before. 

So  CALL  1-800-SYBASE-l 
EXT.  5037  for  more  informa¬ 
tion.  Or  visit  our  Web  site  at 
http://www.sybase.com/.  After 
all,  you've  got  more  than  one  type 
of  user.  Shouldn’t  you  have  more 
than  one  type  of  database? 


The  database  that’s  right  for 

YOUR  DATA  WAREHOUSE  IS  PROBABLY 
TOO  LARGE  TO  DEPLOY  WIDELY. 

Which  is  why  Sybase  offers 

OPTIMIZED  SOLUTIONS  — AS  WELL  AS 
INDUSTRY-LEADING  MIDDLEWARE 
AND  DE-FACTO  STANDARD 
DEVELOPMENT  TOOLS  — 

TO  MEET  YOUR  SPECIFIC  NEEDS. 


I  Sybase 

The  Architecture  for  Change - 


SYBASE,  the  Sybase  logo.  SQL  Server,  IQ  Accelerator,  Navigation  Server.  Watcom.  PowerBuilder  and  Enterprise  CONNECT  arc  trademarks  of  Sybase.  Inc.  All  rights  reserved.  ©  1995  Sybase.  Inc.  Outside  the  U.  S.  call  410-224-8044. 


TRANSITION  SUCCESS  STORY:  UNITED  GRAIN  GROWERS 


to  wait  an  average  of  20  minutes  for 
grain  receipts,”  Wood  said.  ‘They've 
been  pleasantly  surprised  to  receive 
their  documentation  in  seconds.” 

And  with  fewer  hardware  problems, 
United  Grain's  support  costs  have 
dropped  dram ati cal ly.The  company  has 
been  able  to  reassign  two  of  the  four 
developers  formerly  responsible  for 
system  maintenance. 

The  new  platform  also  allows  instan¬ 
taneous,  transparent  communications 
between  headquarters  and  the  eleva¬ 
tors.  In  the  past,  each  time  headquar¬ 
ters  transmitted  the  latest  commodity 
prices  to  the  elevators,  the  system  shut 
down  for  20  minutes.  Now  the  satellite 
systems  can  transmit  prices  without 
interrupting  operations. 

With  the  new  platform  in  place, 
United  Grain  is  redesigning  other 
related  systems.  “By  the  time  we’re  fin¬ 
ished,  we’ll  have  a  completely  new  sys¬ 
tem  with  data  accessible  throughout  our 
entire  network  and  online  communica¬ 
tions  that  permit  immediate  information 
exchange,"  said  Wood. 

Project  2 

Mainframe  Alternative 
for  Corporate  Computing 

In  1 993,  as  a  publicly  traded  corpo¬ 
ration  with  responsibilities  to  stock¬ 
holders,  United  Grain  faced  increasing 
pressure  to  operate  more  cost-effec- 
tively.This  required  up-to-date  informa¬ 
tion  and  better  ways  of  measuring 
performance.  Rather  than  renegotiate 
the  lease  on  its  IBM  ES9000  mainframe, 
United  Grain  decided  to  move  ahead 
with  a  project  that  had  long  been  con¬ 
sidered:  to  migrate  its  mainframe-based 
corporate  computing  systems,  includ¬ 
ing  finance,  marketing,  inventory  man¬ 
agement  and  sales  processing,  to  a 
cluster  of  Unix  servers. 


United  Grain  replaced  its  mainframe 
with  six  midrange  HP  9000  business 
servers  —  including  one  for  backup. 
Over  350  people  in  1 5  locations  now 
access  the  servers  through  Windows- 
based  PCs  over  a  frame-relay  network. 
Since  United  Grain  had  been  gradually 
replacing  its  terminals  over  time,  most 
users  already  had  personal  computers. 

Migrating  To  The 
New  Environment 

One  critical  goal  of  the  migration 
was  to  move  to  a  financial  system  that 
would  offer  better  access  to  financial 
information  and  greater  reporting  flex¬ 
ibility.  As  a  mainframe  customer;  United 
Grain  had  developed  a  strong  relation¬ 
ship  with  Dun  &  Brandstreet  Software, 
and  therefore  became  one  of  the  first 
customers  of  the  company's  new 
SmartStream  client/server  financial 
solution. 

The  project  also  required  porting 
the  company's  remaining  mainframe 
applications,  which  included  Software 
AG's  Adabas  DBMS  and  applications 
written  in  Natural,  RPG,  PL/ 1,  and 
macro  assembler  languages,  to  the  new 
Unix  environment.  United  Grain 
ported  the  Software  AG  applications 
directly  and,  with  HP's  Professional  Ser¬ 
vices  Organization  assisting,  rewrote  the 
remaining  applications  in  Natural. 

For  network  administration,  United 
Grain  uses  HP  OpenView  Network 
Node  Manager;  which  optimizes  moni¬ 
toring  and  control  and  reduces  down¬ 
time  and  network  and  system 
underuse.  For  job  scheduling,  the  com¬ 
pany  uses  Unison  Maestro  workload 
management  software. 

“The  biggest  challenge  we  faced  in 
migrating  from  the  mainframe  was  the 
timeframe,”  said  Terry  Light,  manager  of 
systems  development  for  United  Grain. 
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“We  started  the  conversion  in  Febru¬ 
ary  1 994,  with  the  objective  of  com- 
pleting  the  migration  before  the 
mainframe  lease  expired  at  year-end. 
We  beat  the  deadline  by  a  full  month.” 

Over  a  1 2-month  period,  1 6  mis¬ 
sion-critical  applications  were  con¬ 
verted,  including  1 0,000  Natural  objects 


“Defining  a  new 
architecture  for 
decision  support 
involves  more  than 
development  tools. 

It  also  means  understanding  a  company’s 
business  processes  and  objectives." 

Guy  Wood,  managing  director  of  MIS, 
United  Grain  Growers 


such  as  programs,  sub-programs  and 
maps. “We  couldn’t  have  met  our  dead¬ 
line  without  HP’s  PSO,”  stated  Light. 
"With  the  size  and  scope  of  this  migra¬ 
tion  and  our  lack  of  client/server  knowl¬ 
edge,  we  needed  their  assistance  in 
managing  the  project,  training  our  staff, 
and  running  interference  on  problems 
and  questions." 

New  System  Meets 
Requirements,  Cuts  Costs 

Although  United  Grain's  main  goal 
was  to  improve  functionality  rather 
than  reduce  costs,  Wood  estimates  that 
the  new  system  is  saving  the  company 
about  $  I  million  a  year —  roughly  20% 
of  its  annual  information  systems  cost. 
This  estimate  is  based  on  a  projection 
of  expenditures  to  service  the  increas¬ 
ing  demands  of  users  if  the  mainframe 
had  been  retained,  including  costs  for 

Continued  on  page  22 


The  company  helping 
you  take 


should  be  well 
beyond  taking 


your 


step 


first 


steps. 


Information  Technology: 


K 


l  ightsizing. . .  off-loading. . .  client/server 

architectures...  open  systems _ At  a  time 

of  unprecedented  technological  change,  do 
you  really  have  time  to  train  your  informa¬ 
tion  technology  partners? 

Software  AG  has  25  years  of  K^^jj  HEWLETT 

experience  with  production 


quality  systems  in  mission  critical  environ¬ 
ments.  Hewlett-Packard  is  the  world  sales 
leader  in  UNIX  systems.  We’re  already  up  to 
speed  —  and  we’re  working  together.  So  why 
trust  your  future  to  beginners? 
Instead,  call  us  at  800—843—0534’, 
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DRIVING  THE  TRANSITION  TO  A  FLEXIBLE  IT  ENTERPRISE 


Defining  A  New 
Architecture  for 
Decision  Support 

Flexibility  Vital  to  Achieve 
Competitive  Advantage 


is  a  specialized  decision  support  data¬ 
base,  taken  from  a  variety  of  operational 
sources  and  then  “scrubbed”  to  elimi¬ 
nate  any  inconsistencies  or  errors. 

Because  the  data  warehouse  is  a 
separate  database,  access  to  it  does  not 
impact  operational  systems.  Knowledge 
workers  receive  immediate  value  from 
the  data  warehouse  through  using  a 
variety  of  access  and  analysis  tools  to 
create  general  purpose  reports.to  per¬ 
form  ad  hoc  queries  and  to  drill  down 
into  more  detailed  layers  of  data. 

Hewlett-Packard  has  been  a  pioneer 
in  creating  cost-effective,  efficient  solu¬ 
tions  for  data  warehousing.  HP  has 


oday's  fast-paced,  global 
business  marketplace 
demands  that  companies 
react  quickly  to  changing 
market  conditions. 

However,  IT  organizations  that 
depend  on  proprietary  architectures  to 
provide  them  with  realtime  information 
about  their  business  are  often  hard- 
pressed  to  meet  those  criteria.  Not 
only  does  vital  data  frequently  seem  to 
be  “locked  up”  on  mainframe  and  pro¬ 
prietary  midrange  architectures,  but 
delays  in  processing  also  often  render 
information  meaningless  when  it  finally 
does  arrive. 

implementing  decision  support  and 
data  warehousing  solutions  on  open 
systems  platforms  which  surround,  or 
coexist  with,  the  mainframe  can  pro¬ 
vide  the  flexibility  required  in  today's 
business  environment.  Companies  have 
improved  the  timeliness  of  information 
retrieval,  been  better  able  to  support 
new  lines  of  business,  and  made  more 
informed  decisions  about  distribution, 
pricing  and  new  product  development. 
Implementing  decision  support  applica¬ 
tions  on  open  systems  platforms  brings 


HP  OpenWarehouse  provides  the  framework  for  delivering  complete  data  warehousing  solutions 
through  a  range  of  hardware  and  software  products  and  consulting  methodologies. 


new  functionality  to  end  users.  It  also 
gives  MIS  the  opportunity  to  work  with 
open  systems  without  getting  involved 
in  the  complex  process  of  moving  mis¬ 
sion-critical,  transaction  processing 
applications  off  the  mainframe. 

Data  Warehousing 

In  the  past  couple  of  years,  the  con¬ 
cept  of  data  warehousing  has  found 
broad  industry  acceptance  as  a  solution 
for  decision  support.  A  data  warehouse 


experience  in  creating  a  centralized, 
enterprisewide  data  warehouse  for  its 
own  executives,  marketing  and  sales 
personnel,  and  has  worked  with  more 
than  1 00  data  warehousing  projects  in 
a  cross-section  of  industries. 

Based  on  that  experience,  HP  has 
developed  practices  and  methodolo¬ 
gies,  as  well  as  a  set  of  tools  to  enable 
organizations  to  make  better  use  of 
data  warehousing  in  an  efficient  imple¬ 
mentation  process. 
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HP  OpenWarehou se  Framework  At 
the  core  of  HP’s  decision  support 
implementations  is  the  program  known 
as  HP  OpenWarehouse.  HP  Open- 
Warehouse  provides  the  framework 
for  the  company’s  ability  to  deliver 
complete  data  warehousing  solutions 
through  a  range  of  hardware  and  soft¬ 
ware  products  and  consulting  method¬ 
ologies.  The  components  of  HP's 
OpenWarehouse  are  designed  to 
rapidly  translate  user  requirements  into 
fully  functioning  data  warehouses  that 
help  companies  achieve  their  business 
objectives. 

HP  OpenWarehouse  solutions  can 
handle  databases  of  a  few  gigabytes  on 
a  single  processor  server  to  databases  of 
multiple  terabytes  on  clustered  server 
environments.  HP's  framework  is  unique 
in  that  it  allows  customers  to  plug  in  the 
specific  RDBMS  and  data  warehouse 
tools  that  best  fit  their  specific  business 
requirements. 

In  addition,  HP  has  strong  technical 
and  marketing  relationships  with  the 
major  providers  of  data  warehouse 
components,  including  suppliers  of 
extraction/transformation  tools,  data¬ 
base  management  environments,  and 
data  access  and  analysis  tools. 

HP  Intelligent  Warehouse.  To  address 
customer  concerns  about  data  ware¬ 


house  manageability  and  usability,  HP 
has  developed  the  HP  Intelligent  Ware¬ 
house  data  warehouse  management 
software.  Intelligent  Warehouse  consists 
of  open  middleware  together  with 
administrative  tools  to  help  administra¬ 
tors  manage,  tune  and  handle  security 
in  data  warehouse  environments. 

Intelligent  Warehouse  also  provides 
greater  ease  of  use  for  end  users 
through  centrally  managed  business 
views  that  can  be  used  by  most 
ODBC-compliant  data  access  tools 
and  many  OLAP  (on-line  analytical 
processing)  tools.  In  enterprise  config¬ 
urations,  Intelligent  Warehouse  can  play 
an  even  larger  role  as  a  unifying  back¬ 
bone  for  enterprise  decision  support 
systems  with  both  data  and  metadata 
integration. 

Consulting  Services.  Defining  a  new 
architecture  for  decision  support 
involves  more  than  making  use  of 
development  and  management  tools.  It 
also  requires  the  understanding  of  a 
company’s  business  processes  and 
objectives.  HP’s  consulting  services  are 
designed  with  that  in  mind,  ranging  from 
simple  technology  and  expertise  trans¬ 
fer  to  full  systems  integration  with  HP 
assuming  prime  responsibility. 

For  a  company  partnering  with  HR 
the  path  to  a  successful  implementa- 
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tion  typically  consists  of  a  scoping 
engagement  followed  by  rollouts  of  the 
phases  of  a  data  warehouse  project. 
The  scoping  engagement  analyzes  busi¬ 
ness  objectives,  user  requirements,  the 


“To  build  medium-  to  large-scale  data 
warehouses,  IT  must  engage  the  services 
of  a  competent  integrator.  With  both  a 
capable  consulting  staff  and  innovative  data 
warehousing  software,  HP  should  be  on 
IT’s  short  list  for  data  warehouse 
implementations.” 

December  30,  1 994  Application  Development 
Strategies  report  Meta  Croup 

operational  environment  and  the  target 
architecture  requirements  and  delivers 
architecture  recommendations.  The 
subsequent  rollout  phases  demonstrate 
the  business  value  of  the  warehouse, 
integrate  it  into  the  organization’s  exist¬ 
ing  systems,  and  finally  expand  its  role 
into  an  enterprisewide  resource. 

Successful  Pilot  Earns 
Worldwide  Rollout 

Successful  decision  support  archi¬ 
tectures  reap  immediate  benefits.  In 
one  case,  a  global  consumer  packaged 
goods  company  had  spent  a  year  trying 
to  implement  a  proprietary  decision 
support  system  on  an  IBM  3090  before 
giving  up  on  the  mainframe  as  too  slow 
and  too  expensive. 

HP  implemented  a  solution  based 
on  an  open,  client/server  architecture 
with  HP  9000  servers  and  standard 
Microsoft  Windows  clients.  Data  was 
extracted  on  a  regular  basis  from  the 
operational  databases  on  an  IBM  main¬ 
frame  and  integrated  with  point-of-sale 
and  retail-inventory  data  in  an  Oracle 
RDBMS  on  the  HP  9000  server  A  sec- 


IT  Drivers  for  Decision  Support  on  Open  Systems  1 

»  IT  Drivers 

Technology  Trends 

•  Use  less  costly  computing  resources 

•  Rightsize  to  mainframe  alternative  platforms 

•  Provide  flexible  environments  which 
accommodate  changing  market  conditions 

•  Migrate  to  open  systems  taking  advantage 
of  new  client-server  applications 

•  Preserve  stability  of  current  mission 
critical  systems 

•  Migrate  decision  support  applications  to 
open  systems  and  thus  “test  the  waters” 

•  Release  data  from  the  glass  house  “jail” 

•  Develop  data  warehouses;  growing  market 
of  sophisticated,  easy-to-use  decision 
support  tools  for  end  users 
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ond  server  further  summarized  the 
data  for  analysis  purposes. 

The  results  of  the  implementation 
showed  a  dramatic  30%  to  40% 
decrease  in  the  time  that  the  company's 
employees  spent  searching  for  infor¬ 
mation.  Reports  that  previously  took 
two  weeks  or  more  to  produce 
manually  became  available  on-line  in 
less  than  a  minute. 


Defining  a  new  architecture  for  decision 
support  involves  more  than  making  use  of 
development  and  management  tools.  It  also 
requires  the  understanding  of  a  company’s 
business  processes  and  objectives. 


Based  on  the  success  of  the  original 
pilot,  the  company  has  deployed  full- 
scale  data  warehouses  in  two  countries 
and  plans  to  expand  its  implementation 
to  encompass  additional  business  units 
worldwide. 

Summary 

Implementing  a  decision  support 
application  on  open  systems  can  pro¬ 
vide  the  flexibility  needed  in  today's 
business  environment.  Defining  a  new 
architecture  for  decision  support 
involves  more  than  an  understanding 
of  the  databases  and  tools  that  best 
serve  the  needs  of  a  company.  It  also 
involves  a  thorough  understanding  of  a 
company's  business  processes  and  the 
ability  to  provide  flexible  solutions. 

Through  its  success  in  rearchitecting 
its  own  decision  support  system,  its 
OpenWarehouse  solutions  framework, 
and  its  partnerships  with  data  ware¬ 
house  component  suppliers,  HP  is  pre¬ 
pared  to  offer  cost-effective,  efficient 
decision  support  solutions  that  will 
grow  with  a  company’s  needs.  • 


Dun  &  Bradstreet  Information  Services 
Builds  Data  Warehouse  with  SAS  System 


un  &  Bradstreet  Information  Services  (OBIS)  is  the  world’s 
leading  supplier  of  risk  management,  credit  and  marketing 
information,  and  decision  support  services  for  business  cus¬ 
tomers.  In  the  past  five  years,  DIMS  has  significantly  changed 
its  marketing  strategy  and  subsequently  delivered  a  number  of 
new  products  and  services  including  portfolio-risk-analysis  and 
database-marketing  services.  During  this  same  period,  DBIS  was  asked  to 
reduce  IS  costs  by  offloading  their  processing  from  the  mainframe. 

Before  the  downsizing,  many  requests  for  information  about  cus¬ 
tomers'  accounts  took  at  least  one  day  to  process,  including  several  hours 
of  programming  time.  SAS  Institute  utilities  running  on  the  mainframe 
were  used  to  bring  together  data  from  various  files,  manipulate  the  data 
and  derive  new  information  tables.  Not  only  was  this  process  highly  time- 
consuming,  but  the  staff  also  experienced  problems  in  obtaining  process¬ 
ing  time  on  the  mainframe. 

The  solution  that  DBIS  implemented  was  to  build  a  data  warehouse  on 
an  HP  9000  Unix-based  platform  using  the  SAS  System  tools  they  were 
familiar  with,  and  to  dedicate  the  system  to  processing  customer  infor¬ 
mation  requests.  With  SAS  on  the  IIP  server,  the  total  time  to  download 
data  from  the  mainframe,  and  to  build  and  index  the  warehouse  is  1 1 
hours.  The  programming  staff  uses  SAS  System  modules  to  interface  with 
the  data  warehouse.  Fulfilling  customer  requests  is  now  a  one-step 
process,  typically  taking  several  hours,  instead  of  several  days.  With  a 
dedicated  processor,  obtaining  computer  resources  is  no  longer  a  prob¬ 
lem.  The  data  warehouse  project  took  approximately  one  year  from  eval¬ 
uation  to  creation,  plus  another  six  months  of  testing  and  tuning. 

Not  only  did  the  HP/SAS  System  data  warehouse  solution  speed  things 
up.  it  has  proven  to  be  flexible  as  well.  “The  data  warehouse  continues  to 
grow  —  it  is  not  a  static  entity,”  said  Karen  Grippo,  senior  application 
consultant  for  DBIS.  “It  is  constantly  changing  as  we  lead  more  and  more 
data  down  to  the  HP  system." 

The  HP/SAS  solution  has  had  a  positive  effect  on  DBIS’  bottom  line. 
“The  major  benefit  has  been  to  decrease  the  turnaround  lime  so  we  can 
provide  much  quicker  response  to  customers,”  said  Grippo.  “These  new 
services  generated  significant  new  revenue  in  their  initial  release.  HP  and 
SAS  continue  to  allow  us  to  grow  in  the  future.” 

Added  Grippo:  “Specifically  in  the  area  of  client/server  computing,  HP 
and  SAS  allow  us  to  move  the  power  closer  to  the  customer  —  and  that 
is  our  goal.” 
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Don  t  Take  Cbanceo 
With  Your  Future 

When  you  take  a  piecemeal  approach 
to  making  hardware  and  software  deci¬ 
sions,  you’re  basically  flipping  a  coin. 

Will  the  software  pieces  work  together? 
Will  it  take  a  long  time  to  implement? 
Will  the  solution  grow  with  my  business 
needs?  Will  the  vendors  work  together 
to  ensure  my  success? 


No  Weak  Linko 

When  it  comes  to  enterprise  information 
delivery,  you  don’t  want  an  incomplete 
solution.  Or  one  that  doesn’t  fully  inte¬ 
grate  software  and  hardware.  You 
shouldn’t  have  to  “choose  sides.” 

What  you  do  want  from  your  vendors 
is  a  track  record  of  success  —  based  on 


experience,  product  breadth  and 
customized  support  capabilities.  ; 
A  partnership  that  delivers  solutions 
that  work  together  seamlessly  to  maxi¬ 
mize  performance  and  minimize  cost. 

The  Beot  Of 
Both  Worlds 

In  this  case,  the  right  decision  is  the 
SAS®  System  for  Information  Delivery 
running  on  Hewlett-Packard’s  HP  9000 
series  of  Business  Servers. 

On  the  software  side,  you  get  a  fully 
integrated  environment  to  support 
better  decision  making  —  data 
warehousing,  executive 
information 


systems,  object-oriented  rapid  application 
development  and  data  visualization. 

On  the  hardware  side,  you  get  all 
the  advantages  of  powerful  RISC 
architecture  in  a  fully  open  client/server 
environment. 

Together,  you  get  complete  integration 
and  total  support  from  two  established 
leaders  in  information  technology.  And 
because  the  entire  offering  is  modular  and 
scalable,  it  can  even  save  you  money. 

Don't  take  chances,  take  action! 
CaU  1-800-HP-ASK-ME  ext.  SAS1 
for  a  free  decision  support  action 
kit  today! 


Decisions  Are  a  Lot  Easier  When 
You  Don't  Have  To  Choose  Sides. 


m 

SAS  Institute  Inc. 

Whpt  HEWLETT® 
mL'HM  PACKARD 


SAS  Institute  Inc. 

Corporate  Headquarters 

SAS  Campus  Drive,  Cary,  NC  27513 

Hewlett-Packard  Co. 

Corporate  Headquarters 
300  Hanover  St. 

Palo  Alto,CA.  94304 


HP  and  Hewlett-Packard  are  registered  trademarks  of  Hewlett-Packard  Co.  HP  9000  is  a  trademark  of  Hewlett-Packard  Co. 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copynght©  1995  Hewlett-Packard  Co.  and  SAS  Institute  Inc.  Printed  in  USA. 


TRANSITION  SUCCESS  STORY:  GE  APPLIANCES 


GE  Appliances  Builds 
a  Flexible  IT  Environment 


E  Appliances,  a  $6 
billion  division  of  GE 
Corp.,  manufactures 
a  wide  variety  of 
major  home  appliances, 
and  employs  some  23,000  people. 

GE  Appliances  has  a  reputation 
within  GE  for  being  very  experienced 
and  knowledgeable  about  client/server 
architectures,  even  hosting  “best  prac¬ 
tices"  sessions  to  share  its  growing 
expertise.  All  this  knowledge  has  been 
earned  in  a  relatively  short  period  of 
time  as  GE  Appliances  transformed 
itself  from  an  organization  heavily 
dependent  on  Bull  and  IBM-compatible 
mainframes  and  proprietary  mid-range 
systems  to  an  organization  leveraging 
the  power  of  client/server  in  a  multi¬ 
platform  environment. 


Transition  to  Client/Server 

Before  the  transition  to  client/server; 
the  data  needed  for  decision  support 
was  not  readily  accessible,  was  some¬ 
times  unreliable,  and  was  expensive  to 
gather  and  display  using  mainframe 
resources.  Then  a  decision  was  made 
to  move  off  the  mainframe,  and  the  IT 
organization  began  to  look  at  reengi¬ 
neering  its  decision  support  systems  as 
a  first  step  in  its  mainframe  offload. 

Now,  little  more  than  two  years 
later;  the  company  has  moved  full-force 
into  client/server.  More  than  50  HP 
9000  systems  run  more  than  a  terabyte 
of  operational  and  decision  support 
data,  primarily  with  a  leading  RDBMS  in 


a  Unix  environment.  At  the  heart  of  this 
transformation  is  GE  Appliances’ 
emphasis  on  defining  a  new  architec¬ 
ture  for  decision  support. 

“Originally  we  only  thought  offload¬ 
ing  the  mainframes  to  a  client/server 
architecture  would  offer  cost  savings, 
but  along  the  way  we  discovered  that 
client/server  was  also  the  solution  to 
many  of  the  limitations  we  faced  in  our 
decision  support  systems,"  said  Stephen 
G.  Crone,  process  leader  for  informa¬ 
tion  warehousing. 

Implementing  a 
Data  Warehouse 

GE  Appliances  based  its  new  deci¬ 
sion  support  architecture  on  the  con¬ 
cept  of  data  warehousing,  where 
operational  data  from  multiple  sources 
is  extracted,  reorganized  and  cleaned 
up,  then  loaded  into  a  new  database 
around  informational  subjects.  Unlike 
the  operational  systems,  the  data  ware¬ 
house  is  optimized  for  decision  sup¬ 
port  queries,  rather  than  transaction 
processing. To  date,  GE  Appliances  has 
implemented  three  data  warehouses 
—  in  Sales,  Service  Management  and 
Quality  —  with  a  total  database  of 
over  250Gb. 

Sales  Management.  In  the  Sales 
operation,  data  is  pulled  from  eight  dif¬ 
ferent  operational  systems  and  used  to 
build  a  large  relational  database  on  an 
HP  9000  T500  6-processor  system 
with  a  Microsoft  Visual  Basic  front-end 
application. 


The  warehouse  provides  analysis  of 
sales  and  profit-margin  data,  allowing 
salespeople  to  analyze  pricing  and  pro¬ 
motion  data  on  an  account-by-account 
basis.  The  information  now  available 
includes  sales  data  on  individual  cus- 


“Originally  we  only  thought  offloading  the 
mainframes  to  a  client/server  architecture 
would  offer  cost  savings,  but  along  the  way 
we  discovered  that  client/server  was  also 
the  solution  to  many  of  the  limitations  we 
faced  in  our  decision  support  systems.” 

Stephen  G.  Crone 

Process  Leader  for  Information  Warehousing 


tomers,  actual  sales  vs.  plan  numbers, 
and  the  sales  trends  in  particular  mar¬ 
kets  or  regions. 

“Using  the  data  warehouse,  we  get  a 
complete  analysis  at  the  customer  level, 
which  gives  us  a  truer  picture,  as 
opposed  to  bits  and  pieces  of  informa¬ 
tion,"  Crone  said. 

One  unexpected  benefit  of  the 
warehouse  has  come  from  the  process 
of  validating  and  cleaning  up  the  oper¬ 
ational  data. 

By  applying  the  same  set  of  rules  to 
data  in  reports  coming  out  of  the  oper¬ 
ational  systems  to  those  from  the  ware¬ 
house,  inconsistencies  can  be  traced 
back  to  the  operational  side  and  cor¬ 
rected.  This  has  led  to  improved  data 
integrity  at  the  operational  level. 

Service  Management  and  Quality.  GE 
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Because  they  are. 


Composer  by  IEF'”  and  the  HP™  9000  Series 
800  multiuser  systems  are  making  some 
beautiful  music  together.  In  fact,  almost  100 
organizations  are  now  using  this  duet  to 
generate  stable  and  reliable  solutions  in  the 
#1  On  the  HP-UX™ computing  environment, 
charts.  That’s  because  these  powerful  per¬ 
formers  provide  users  with  the  industry’s  most 
robust  application  development  tool  on  the 
industry’s  most  successful  UNIX  hardware. 

Composer  by  IEF  automates  the  entire 
systems  development  life  cycle,  from  plan¬ 
ning  and  analysis,  through  design  and  code 
generation  (C  and  COBOL)  to  database 
implementation.  This  not  only  makes  for 
faster  development  time,  but  helps  improve 
the  productivity  of  your  processes. 

What’s  more,  you  can  realize  the 
benefits  of  creating  and  maintaining  appli¬ 


cations  for  multiple  environments  from  a 
single,  reusable  model.  The  entire  HP-UX 
application  can  be  generated  at  one  time. 

Or  components  of  the  application  can  be 
generated  individually.  And  the  generation 
takes  place  at  a  single  workstation. 

The  reusable  model  helps  lower 
development  time,  risk  and  costs.  While 
ensuring  both  improved  performances  across 
platforms,  and  greater  longevity  for  your 
information  systems. 

So  you  can  imagine  how  much  faster  and  Relax  and 
more  productive  your  organization  can  become,  enj  Oy  the 

For  more  information  about  the  IEF  for  performance 
Client/Server,  call  1-800-838-1843,  Ext.  1435. 

For  more  information  on  what  the  HP  9000 
Series  800/700  Systems  can  do  for  you,  call 
1-800-637-7740,  Ext.  8352.  They’ll  make  you 
think  twice  about  using  anything  else. 


*  Texas  Tfim  Hewlett® 
Instruments  mLKM  Packard 


Composer  by  IEF  is  a  trademark  of  Texas  Instruments  Incorporated.  HP  and  HP-UX  are  trademarks  and  Hewlett-Packard  is  a  registered  trademark 

of  Hewlett-Packard  Company.  ©  1995  Tl. 


TRANSITION  SUCCESS  STORY:  GE  APPLIANCES 


Appliances  has  also  implemented  the 
data  warehousing  concept  in  its  Service 
Management  operation,  which  manages 
warranty  and  service  contracts  for  all 
appliances  sold. 

Since  Service  Management  is  an 
independent  profit  and  loss  center  deci¬ 
sion  support  data  in  this  area  is  as 
important  as  in  product  sales.The  Ser¬ 
vice  Management  warehouse  is 
housed  on  an  HP  9000T500  6-proces- 
sor  system  and  has  over  1 00GB  of  disk. 
Desktop  data  access  and  reporting  is 
done  with  standard  third-party  query 
and  reporting  tools. 

A  third  solution  is  GE  Appliances’ 
Quality  data  warehouse,  which  is  used 
to  perform  root  cause  analysis  on 
appliance  quality  issues.The  warehouse 
will  eventually  be  used  by  several  hun¬ 
dred  employees  and  is  based  on  an  HP 
9000  high-end  server 

Intelligent  Warehouse 

As  GE  Appliances  developed  its 
data  warehousing  architecture,  it  fore¬ 
saw  the  need  for  a  unifying  set  of  mid¬ 
dleware  that  would  tie  together  its 
multiple  warehouses  and  provide  a 


“Our  main  goal  for  this  activity  is  that, 
as  our  organization  begins  to  use  these 
warehouses,  we  will  have  more  and  more 
instances  where  people  will  want  to 
identify  linkages  between  the  information 
in  different  warehouses.” 

Stephen  G.  Crone 

Process  Leader  for  Information  Warehousing 

complete  information  view  to  its  end 
users. The  company  evaluated  HP’s 
Intelligent  Warehouse  software  and 
selected  it  to  provide  this  single  infor¬ 
mation-resource  capability  together 


with  greater  ease  of  use  and  improved 
warehousing  performance. 

Intelligent  Warehouse  provides  end 
users  with  a  business  view  of  the  ware¬ 


house  and  shields  users  from  having  to 
see  the  more  complex  physical 
columns,  tables  and  databases  of  the 
data  warehouses.  GE  Appliances  has 
also  seen  significant  performance  ben¬ 
efits  from  Intelligent  Warehouse. 
Although  results  have  varied,  reporting 
time  in  one  instance  has  been  reduced 
from  between  1 8  and  24  hours  to  less 
than  two  minutes. 

Intelligent  Warehouse  also  provides 
the  data  descriptions,  or  metadata,  that 
form  the  basis  for  GE  Appliances'  Ency¬ 
clopedia  —  an  end-user  information 
catalog  that  allows  users  to  easily 
determine  both  what  data  elements 
are  available  in  the  warehouses  and 
what  are  the  business  definitions  for 
that  data. 

Intelligent  Warehouse  is  now  imple¬ 
mented  for  the  Service  Management 
warehouse,  and  integration  with  the 
Sales  and  Quality  warehouses  will  take 
place  over  the  next  few  months. 
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Next  Level 

Looking  ahead,  GE  Appliances 
expects  to  take  its  data  warehousing 
activity  to  the  next  level  using  HP  Intel¬ 


ligent  Warehouse  to  correlate  data 
between  the  functionally  separate 
warehouses,  creating  what  would  be,  in 
essence,  a  single  logical  warehouse.  An 
example  would  be  comparing  service 
contracts  against  production  line  prob¬ 
lems  to  find  the  root  causes  of  product 
defects  and  to  suggest  changes  or 
improvements. 

"Our  main  goal  for  this  activity  is 
that,  as  our  organization  continues  to 
use  these  warehouses,  we  will  have 
more  and  more  instances  where  peo¬ 
ple  will  want  to  identify  linkages 
between  the  information  in  different 
warehouses,"  said  Crone. 

"We  want  to  give  the  user  the  abil¬ 
ity  to  correlate  data  between  physically 
separate  warehouses,  transparently  — 
as  though  the  decision  support  system 
for  GE  Appliances  were  a  single  infor¬ 
mation  source. 

"That,"  he  added, "will  really  provide 
important  long-term  benefits.”* 


Intelligent  Warehouse  provides  end  users  with  a  business  view  of  the  warehouse  and  shields  users 
from  having  to  see  the  more  complex  physical  columns,  tables  and  databases  of  the  data  warehouses. 


DRIVING  THE  TRANSITION  TO  A  FLEXIBLE  IT  ENTERPRISE 


Transitioning 
IT  Skill  Set 


the 


T! 


a 
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aking  the  transition  to 
an  open,  client/server 
environment  presents 
challenges  ranging 
from  modifying  your 
computing  architecture,  to  changing  your 
business  practices,  to  realigning  your 
organizational  structures. 

Often  the  greatest  barriers  are  resis¬ 
tance  to  change  and  a  shortage  of  the 
necessary  IT  skills.  Overcoming  these 
barriers  is  vital  to  a  smooth,  cost-effec¬ 
tive  transition. 

IT  managers  must  develop  strategies 
for  dealing  with  this  transition  period. 
During  this  period,  an  organization  is 
transformed  from  one  with  a  set  of  well- 
developed,  yet  increasingly  outdated 
skills,  into  an  organization  with  a  set  of 
newly-acquired  skills,  ready  to  redefine 
its  future. 

One  strategy  is  to  work  with  an 
experienced  transition  consulting  team 
to  create  a  transition  solution  which 
arms  your  internal  IT  staff  with  the  skills 
needed  for  success.  This  process 
includes  assessing  the  impact  of  the  pro¬ 
posed  solution  on  the  organization,  per¬ 
forming  a  training  needs  analysis,  and 
finally  developing  an  education  approach. 

Another  strategy  to  manage  the  tran¬ 
sitional  period  is  to  blend  the  skills  of 
your  internal  IT  staff  with  the  focused 
expertise  of  a  vendor  well-versed  in 
client/server  through  “selective  out¬ 
sourcing."  At  the  same  time,  a  coordi¬ 
nated,  comprehensive  education 


program  ensures  that  an  organization’s 
internal  resources,  from  executives  to 
front-line  professionals,  all  develop  the 
attitudes  and  skills  to  support  the  new 
technology. 

Transitional  Education 

Goal  of  Training.  If  client/server  enables 
IT  systems  to  support  business  change, 
then  education  and  training  enable  indi¬ 
viduals  to  support  change  in  IT  systems. 
In  the  future,  most  organizations  will  sur¬ 
vive  or  fail  on  the  basis  of  the  collective 


client/server  architecture.  It  also  involves 
developing  the  right  attitude  and  skills  to 
support  the  new  technology. 

Effective  training  reduces  resistance 
to  change  by  removing  doubts  about  the 
new  technology.  It  builds  confidence 
among  your  staff,  so  they  can  make  a 
valuable  contribution  in  the  new  com¬ 
puting  environment.  Investing  in  training 
demonstrates  your  commitment  to  suc¬ 
cess.  With  the  right  training,  your  orga¬ 
nization  will  support  the  transition  to  an 
open  systems,  client/server  environment 
with  enthusiasm,  motivation  and  effec¬ 
tive  actions. 

Benefits  of  Education.  Effective  educa¬ 
tion  not  only  provides  your  staff  with  a 
shared  vision  of  how  open  systems  and 
client/server  will  strengthen  your  organi¬ 
zation,  it  also  will  build  enthusiasm  for 
new  technology  directions,  will  enable 
faster  development  of  the  skills  needed 


HP’s  Educational  Solution  for  a  Successful  Transition 
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Effective  training  not  only  provides  a  shared  vision  of  how  open  systems  and  client/server  will 
strengthen  an  organization,  it  also  allows  faster  development  of  the  skills  needed  for  the  transition. 


skills  and  capacity  of  their  workers. 
Nowhere  is  this  more  relevant  than  in 
our  IT  organizations. 

Transitional  education  involves  more 
than  just  taking  employees  through  the 
basics  of  open  systems  technology  or 


for  the  transition,  and  will  ultimately 
result  in  a  smoother  and  more  success¬ 
ful  deployment. 

Methodology  and  Approach.  HP  rec¬ 
ognizes  that  education  and  training  dur¬ 
ing  a  transition  are  essential  to  its  success, 
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DRIVING  THE  TRANSITION  TO  A  FLEXIBLE  IT  ENTERPRISE 


During  a  major  transition,  such  as  the 
move  to  open  systems  client/server; 
selective  outsourcing  supplements  the 
internal  skill  set  with  specific  technical 
expertise,  tools  and  processes  that  will 
better  manage  the  transition  process. 

In  some  cases,  the  vendor  supplying 
outsourcing  services  can  be  used  as  an 
interim  solution  until  internal  resources 
are  hired  and  trained.  In  other  cases 
you  may  not  want  to  invest  internal 
resources  in  skills  that  will  only  be  used 
for  a  transitional  period,  or  for  activities 
that  are  not  considered  strategic  to 
new  technology  architectures. 

Benefits  of  Selective  Outsourcing.  Out¬ 
sourcing  allows  a  company  to  focus  its 
internal  staff  on  core  competencies,  or 
strategic  business  and  IT  issues,  and  to 
avoid  permanent  staffing  costs  in  more 
transitional  areas. 

Selective  outsourcing  also  improves 
performance  by  providing  needed 
technical  skills  and  products,  including 
access  to  technical  experts,  industry 
leading  systems  management  and  net¬ 
work  management  technologies,  and 
methods  proven  in  other  organizations 


in  similar  industries.  Selective  outsourc¬ 
ing  also  helps  contain  costs  by  avoiding 
expenses  normally  associated  with 
bringing  IT  organizations  “up  the  learn¬ 
ing  curve."  Each  of  these  benefits  is 


Selective  outsourcing  improves 
performance  by  providing  needed  technical 
skills  and  products,  including  access  to 
technical  experts,  industry  leading  systems 
management  and  network  management 
technologies,  and  methods  proven  in  other 
organizations  in  similar  industries." 

best  summarized  thusly:  Selective  out¬ 
sourcing  improves  an  organization’s 
effectiveness  and  ability  to  adapt  to 
change. 

Success  with  Outsourcing.  Keramag 
AG,  a  German  manufacturing  company, 
decided  to  reengineer  its  IT  infrastruc¬ 
ture  to  support  strategic  business  ini¬ 
tiatives  in  customer  service  and 
delivery.  Keramag  implemented  a  new 
client/server-based  application  environ¬ 
ment,  upgraded  hardware,  developed  a 
powerful  PC  LAN,  and  integrated  the 


warehouses  and  production  facilities 
through  a  WAN. 

Keramag  outsourced  the  software 
development  to  the  application  vendor 
and  the  IT  management  to  HR  This 
outsourcing  solution  ensures  that  Kera- 
mag's  information  and  its  IT  infrastruc¬ 
ture  are  accessible  even  if  part  of  the 
network  or  system  goes  down. 

FoxMeyer  Health  Corp.  is  expanding 
its  business  to  provide  information- 
based  healthcare  services  throughout 
its  entire  supply  chain.  The  company 
decided  to  seek  help  in  creating  and 
managing  the  new  client/server  based 
environment  because  client/server 
technologies  were  new  to  its  main- 
frame-focused  IT  staff. 

FoxMeyer  selected  HP  as  its  tech¬ 
nology  integrator  not  only  for  the  tran¬ 
sition  but  also  for  the  ongoing 
management  of  the  client/server  envi¬ 
ronment,  including  performance  of  its 
frame  relay  network. 

Through  selective  outsourcing, 
FoxMeyer  was  able  to  achieve  high  lev¬ 
els  of  technical  skills  immediately  after 
the  new  system  was  implemented.* 


UNITED  GRAIN  GROWERS  SHARPENS 
COMPETITIVENESS  WITH  CLIENT/SERVER 


Continued  from  page  10 

hardware  upgrades  and  software. 

The  entire  corporate  system  is  also 
more  flexible  and  responsive  to  user 
requests,  which  is  critical  in  a  deregu¬ 
lated  environment  where  information 
needs  change  constantly.'This  flexibility 
allows  our  department  to  be  more  of  a 
coach  to  users,"Wood  said. “Instead  of 
designing  systems  for  them,  we  can  give 
them  the  flexible  applications  they  need 


to  create  their  own  reports  and  adapt 
them  as  the  business  changes.” 

Platform  For  The  Future 

Although  United  Grain  is  already 
benefitting  from  its  new  systems,  it  has 
just  begun  to  exploit  these  tools.“Mov- 
ing  to  Unix  has  allowed  us  to  build  a 
platform  for  the  future,”  said  Wood. 

“We  now  have  a  cluster  of  servers 
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that  can  run  batch,  online  and 
client/server  applications,  allowing  our 
developers  to  design  applications  that 
meet  user  needs  without  having  to 
design  around  technical  constraints,"  he 
added.  “With  the  speed  and  flexibility 
this  new  infrastructure  provides,  we're 
positioned  to  respond  as  deregulation 
and  globalization  continue  to  impact 
our  industry."  * 


Master  the  Risk,  Reap  the  Rewards 

Huron"  ObjectStar  from  Antares  Alliance  Group 
minimizes  the  risk  of  migrating  to  client/server 


How  can  global  information  technology  (IT) 
organizations  implement  client/server  applica¬ 
tions  while  retaining  valuable  legacy  assets?  Antares 
Alliance  Group,  an  international  channel  partner  in 
Hewlett-Packard’s  Mainframe  Alternatives  Program, 
minimizes  the  risk  of  transitioning  applications  from 
the  mainframe  to  open  computing  environments 
with  its  Huron  ObjectStar  software. 

ObjectStar  helps  companies  take  full  advantage  of 
the  benefits  of  distributed  computing.  ObjectStar 
enables  creation  and  implementation  of  client/server 
applications  that  seamlessly  integrate  new  applica¬ 
tions  and  legacy  systems.  Even  decades-old  applica¬ 
tions  can  be  selectively  renewed  and  redeployed  at  a 
pace  that  meets  business  needs.  This  means  organi¬ 
zations  can  maximize  current  IT  investments  — 
hardware,  software,  and  staff  —  without  starting 
from  scratch. 

When  Isuzu 
Motors  America 
wanted  to  input 
user-requested 
changes  in  real¬ 
time,  and  to  _ 

actively  involve 

users  in  new  systems  development, 
ObjectStar  delivered.  Now  that 
Isuzu  is  building  applications  with 
ObjectStar,  according  to  Gary  Gray, 
Isuzu’s  Vice  President  of  Business 
Management  and  MIS,  “The  number 
of  requests  to  enhance  our  latest  sys¬ 
tem  after  it  moved  into  production  is 
almost  zero.” 


ObjectStar  is  easy  to  use.  With  only  a  few  weeks  of 
training,  developers  can  deliver  multi-platform, 
client/server  applications.  ObjectStar  supports  dis¬ 
tributed  computing  from  the  mainframe  to  the 
desktop. 


End  users  are  involved 
throughout  the  devel¬ 
opment  process, 
enabling  the  develop¬ 
ment  team  to  produce  high- 
quality  applications  that  are  aligned 
with  strategic  business  goals. 

So  make  the  most  of  your  legacy  computing  invest¬ 
ment...  improve  developer  productivity.. .integrate  old 
and  new  systems.  Do  it  all  in  record  time  with  the 
only  enterprise  client/server  integration  system  that 
seamlessly  blends  legacy  assets  with  new 
technologies. 

For  Omaha-based  MATRIXX 
Marketing,  ObjectStar  delivered 
impressive  two  to  five  times  gains  in 
productivity  with  online  applications. 
“Huron  ObjectStar  delivered  speed, 
flexibility,  and  the 
ability  to  make 
application 
changes  easily,” 
said  Ed  Steele, 

Systems 
Administrator, 

MATRIXX 
Marketing. 


Find  out  how  ObjectStar  can  safeguard  your 
client/server  migration.  Call  Antares  Alliance 
Group  at  800/416-2888  (ext.  175)  and 
44  1252  344  400  outside  North  America,  or 
Hewlett-Packard  at  800/HP-KNOWS. 
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ALLIANCE  GROUP 


Every  day,  you  make 
decisions  that  determine  the 
future  of  your  company. 

What  computer  system 
do  you  have? 

To  drive  your  transition  to  a  flexible 
IT  enterprise,  you  need  HP  Professional 
Services'  world-class  consulting, 
education  and  systems  integration. 
If  the  business  decisions  are  yours, 
the  computing  solution  should  be  ours. 
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Interchange  'gs 


I 


[he  Society  For 
information  management's 


Annual  Conference 

Halt  Disney  World  Dolphin  Hotel 
Jrlando,  Florida 
Jctober  22-25,  '995 


The  Right  Circle  for 

IT  Leadership 

'v 


Do  you  travel  in  the  right  circles  to  make 
you  a  more  effective  IT  executive? 


Are  you  learning  and  exchanging 
experiences  with  your  peers? 

Is  your  skill  set  at  its  optimum? 

Are  you  prepared  for  emerging  trends? 

How  are  you  coping  with  today’s 
challenges? 


im  Interchange  'gs  uncouers  new 
strategies  for  business  challenges 
facing  information  management 


professionals  through: 

Ualuable  interactiue  strategy 
groups  focusing  on: 

•  IT  and  Reengineering 

•  IT  Management  —  The  Next  Generation 

•  Linking  Business  with  Technology 

•  Future  Trends  and  the  Impact  of 
Technology 

lmnet  Allows  Learning  to 
Continue  lfear-Round 

At  other  conferences,  the  learning  and  sharing  ends  at 
the  conclusion  of  the  meeting.  Not  with  SIM.  The 


Peer-to-peer  exchanges 
during  the  CIO  Portfolio, 
offering  a  candid  look  at 
the  role  of  the  CIO  in 
today's  organization. 


SIM 

International 


Presentations  by,  and 
question  and  answer 
time  with,  high  profile 
industry  leaders, 
including: 

•  George  Conrades,  president  and  CEO, 
Bolt,  Beranek  and  Newman,  Inc. 

•  Jean  Claude  Dispaux,  senior  vice 
president,  Information  Technology  and 
Logistics,  Nestle  Group 

•  John  Landry,  Chief  Technology  Officer, 
Lotus  Development  Corporation 

•  F.  Warren  McFarlan,  professor  of 
business  administration,  Harvard 
University 


societies  new  electronic  inter-enterprise  communica¬ 
tion  network,  SIMNet  allows  you  to  network  with  your 
colleagues  long  after  the  conference.  SIMNet  will 
revolutionize  the  SIM  Interchange,  and  become  the 
rule,  instead  of  the  exception,  when  you  look  for  a 
complete  learning  experience. 


For  registration 
information,  call 
800.5irn.0035. 


•  Gerald  Prothro,  vice  president  and  CIO, 
IBM  Corporation 

•  Skip  Savoia,  vice  president,  CSC 
Consulting 
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It  s  about  switching  perceptions,  breaking 


It’s  about  finally  getting  the  bandwidth  your  workgroups 
need  at  a  price  you  can  afford.  Only  3Com®  has  brought 

SUPER 

stack  you  the  power  of  switching  for  the  price  of  a  traditional 
repeating  hub.  It’s  safe,  cost-effective  and  just  plain  fast. 

Our  breakthrough  ASIC  technology  gives  you  high  speed 
at  a  low  cost.  This  combination  makes  the  LinkS witch™  1000  switch 
a  “must  have”  piece  of  hardware  for  your  network. 

But  this  isn’t  simply  a  short-term  plan  to  boost  bandwidth. 
3Com  supports  all  high-speed  technologies,  like  Fast  Ethernet, 


FDDI  and  ATM,  so  the  entire  LinkS  witch  product  family  can 
eliminate  server  bottlenecks  today  and  play  a  huge  role  in  the 
long-term  design  of  your  network.  It’s  a  major  victory  for  your 
workgroup  and  desktop  performance. 

LinkSwitch  products  can  stand  alone  or  work  as  part  of 
the  SuperStack™  system.  Like  all  of  3Com’s  SuperStack  products, 
they  can  be  backed  up  by  our  Redundant  Power  System  and 
managed  from  one  single  desktop  with  Transcend®  network 
management  software. 


CENTRAL  SITE  ROUTERS 


WAN  BACKBONE  SOLUTIONS 


TOKEN  RING  SOLUTIONS 
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solutions.  You’ll  never  look  at  your  network  the  same  way  again 
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Et  tu,  OS/2? 


IBM  Chairman  Lou  Gerstner  sent  a 
chill  through  managers  at  big  OS/2 
sites  last  week  with  statements  — 
which  he  later  said  were  taken  out 
of  context  —  about  the  fate  of  the 
operating  system. 

While  initial  reports  may  have  liberally  inter¬ 
preted  his  remarks,  follow-up  interviews  by  our 
own  reporters,  as  well  as  Gerstner’ s  letter  of  clari¬ 
fication,  do  seem  to  indicate  at  least  a  modest 
change  in  the  way  EBM  will  position  OS/2. 

IBM  has  stood  steadfastly  behind  OS/2  as  a  client 
and  a  server  product  since  the  day  Gerstner  took 
the  reins  at  IBM.  In  his  first  big  address  on  the  sub¬ 
ject,  via  teleconference  at  Comdex  two  years  ago, 
Gerstner  tied  OS/2  explicitly 
to  the  long-term  success  of 
IBM.  Another  senior  execu¬ 
tive  said  of  OS/2,  “Our  com¬ 
mitment  is  unwavering.” 

I  don’t  care  what  they  said; 
today  there’s  at  least  a  little 
shimmying  going  on  at  IBM. 

There  are  some  signals  that 
IBM  will  wisely  concede  the 
stand-alone  and  small-client  market  to  Windows 
95.  No  more  funky  nun  ads. 

As  for  the  enterprise,  a  company  official  assured 
us  last  week  that  IBM  will  “not  go  dark”  on  OS/2, 
addingthe  stock  line  about  being  “absolutely  com¬ 
mitted”  to  it.  He  was  quick  to  note  that  the  addition 
of  Notes  to  the  IBM  product  stable  will  no  doubt 
affect  IBM’s  plans  to  market  to  the  corporate  desk¬ 
top;  in  what  way  is  yet  to  be  seen. 

All  this  said  (vaguely,  as  it  comes  from  IBM), 
should  those  of  you  managing  big  OS/2  sites  be 
worried? 

No,  I  don’t  think  so.  While  Microsoft  is  the  obvi¬ 
ous  winner  at  the  client  level,  IBM  still  has  a  supe¬ 
rior  enterprise  strategy.  No  other  company  has 
IBM’s  cradle-to-grave  pedigree  when  it  comes  to 
offering  a  total  enterprise  package,  and  that 
means  balancingpure  product  expertise  with  ser¬ 
vice,  support  and  integration.  OS/2  is  a  key  ele¬ 
ment  in  that  strategy.  Besides,  it  works. 

Instead,  managers  will  continue  to  weigh  OS/2 
on  servers  and  fat  clients  against  Microsoft’s  Win¬ 
dows  NT.  That’s  the  real  battle  for  which  IBM  is 
girding. 


Bill  Laberis,  Editor  in  chief 
Internet:  blaberis@cw.com 
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No  winners 

I  agree  with  those  protesting  the 
buyout  of  Legent  Corp.  by  Comput¬ 
er  Associates,  Inc.  [“Legent  sale 
sparks  write-in  campaign,”  CW, 
June  12], 

When  CA  took  over  Pansophic 
Systems,  Inc.,  technical  support 
became  difficult  and  marketing 
support  evaporated.  I  could  never 
find  anyone  in  the  local  office  to  an¬ 
swer  questions  or  give  me  price  in¬ 
formation,  for  that  matter. 

A  number  of  years  ago  I  worked 
at  another  smaller  software  firm. 
CA  bought  its  products,  which 
were  never  marketed  after  that. 
Why?  CA  obviously  wanted  the 
customers,  not  the  products. 

I  don’t  see  anyone  benefiting 
from  the  proposed  merger  but  CA. 
Meanwhile,  the  food  chain  gets 
smaller,  the  choices  for  software 
fewer.  Our  shop  is  small  enough  to 
control  tapes  manually,  but  if  we 
were  looking  for  a  tape  manage¬ 
ment  system  and  the  merger  goes 
through,  I  believe  I’d  write  my  own 
rather  than  go  to  CA.  All  I  can  say 


First  things  first 

When  you  noted  the  death  of  J. 
Presper  Eckert  [News  shorts, 
CW,  June  12],  you  perpetuated 
a  common  error  by  crediting 
Eckert  and  John  W.  Mauchly 
with  the  invention  of  “the  first 
digital  computer.” 

While  Eckert  and  Mauchly 
created  the  Electronic  Numeric 
Integrator  and  Calculator  dur¬ 
ing  World  War  II,  the  first 
known  digital  computer  was 
the  Model  K,  built  by  George  R. 


at  this  point  is  thank  God  that  the 
management  at  Landmark  Sys¬ 
tems  had  foresight  enough  to  put 
measures  in  place  to  prevent  such 
an  event  from  happening  there. 

Jim  Wilson 
San  Mateo,  Calif. 

Show  of  support 

I  would  like  to  clarify  and  update 
my  comments  in  “Support 
shouldn’t  be  this  tough”  [CW,  July 
3],  When  I  spoke  to  the  reporter  in 
May,  I  discussed  several  projects 
here  at  Gas  Research  Institute  — 
those  that  I  was  directly  responsi¬ 
ble  for  and  those  that  my  col¬ 
leagues  were  managing.  My  intent 
was  to  give  a  broad  overview  of 
GRI’s  experiences  in  dealing  in  the 
multivendor  client/server  world. 
John  Mayer  did  an  excellent  job  of 
capturing  not  only  our  frustration 
but  the  frustrations  of  other  users. 

The  fax  server  project  was  han¬ 
dled  by  my  colleague  Peter  Cange- 
losi  and  his  staff.  My  involvement 
was  primarily  as  a  user  tester. 
They  did  an  excellent  job  of  track- 

Stibitz  on  his  kitchen  table  in 
1937.  In  the  fall  of  1939,  the  Com¬ 
plex  Number  Computer  was  in 
operation  at  Bell  Labs,  serving 
three  teletype  machine  clients. 

An  interesting  side  note  is 
that  Mauchly  attended  a  meet¬ 
ing  of  the  American  Mathemat¬ 
ical  Society  at  Dartmouth  Col¬ 
lege  in  1940  at  which  Stibitz 
gave  a  demonstration  of  the 
Complex  Number  Computer 
from  a  remote  client. 

Mark  W.  Famham 
Lebanon,  N.H. 
mwf@coat.com 


ing  down  the  problems  and  work¬ 
ing  with  the  vendors  to  get  resolu¬ 
tions  and  are  bringing  the  proj¬ 
ect  to  a  successful  conclusion. 

John  G.  DaSilva 
Gas  Research  Institute 
Chicago 
jdasilva@gri.org 

Power  move 

Analysts  overlooked  two  signifi¬ 
cant  reasons  the  IBM/Lotus  merg¬ 
er  is  a  great  deal  for  IBM.  First, 
IBM  desperately  needs  applica¬ 
tion  software  for  OS/2.  Lotus  is  one 
of  the  few  major  developers  to  pro¬ 
duce  successful  OS/2  programs. 

Second,  as  a  software  developer 
for  Microsoft’s  Windows  95,  Lotus 
has  been  and  will  continue  to  be 
exposed  to  Microsoft’s  future 
plans .  This  could  provide  IBM’s  op¬ 
erating  system  planners  with  tre¬ 
mendous  insight  into  Microsoft’s 
operating  system  strategy.  Addit- 
onally,  Lotus’  experience  with 
Windows  95  will  certainly  allow  it 
to  advise  IBM  about  how  to  inte¬ 
grate  and  support  other  Windows 
95  application  programs  in  OS/2 
environments  as  Windows  95 
evolves. 

It  will  be  interesting  to  see  how 
Microsoft  and  the  Justice  Depart¬ 
ment  react  when  these  factors  are 
considered. 

Robert  Wintermeier 
Croton-on-Hudson,  N.  V. 


■  Computerworld  welcomes  comments 
from  its  readers.  Letters  should  not  ex¬ 
ceed  200  words  and  should  be  addressed 
to  Bill  Laberis,  Editor  in  Chief,  Computer- 
world,  P.0.  Box  9171,  375  Cochituate 
Road,  Framingham,  Mass.  01701.  Fax 
number:  (508)  875-8931;  Internet:  let- 
ters@cw.com.  Please  include  an  address 
and  phone  number  for  verification. 
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My  cybermall  went  cybersplat 


Jeffrey  C.  Frost 


The  power  of  hypertext 
linking  as  a  marketing 
tool  is  grossly  overrat¬ 
ed.  On-line  brochures 
aren’t  enough. 


n  June  30,  my  electronic  shop¬ 
ping  mall  on  the  Internet’s 
World  Wide  Web  shut  its  doors 
and  laid  off  employees.  The  Cy- 
berMalls  Corp.  site  supported 
about  1,200  Web  pages  for  more 
than  70  companies  at  the  time. 

But  rather  than  continue  the  charade 
of  promoting  a  business  model  that  just 
doesn’t  work  —  namely,  the  first-genera¬ 
tion  Web  site  for  consumer  goods  and  ser¬ 
vices  —  we  closed  up  shop  and  made  a  re¬ 
sounding  cybersplat. 

cy.ber.splat  noun  1.  the  sound  that  ema¬ 
nates  from  a  maj  or  accident  on  the  information 
superhighway  2.  the  remains  of  an  entity  that 
has  been  involved  in  a  significant  information 
superhighway  accident  3.  the  polite  term  for 
superhighway  roadkiU. 

Before  I  teU  you  why  we  lost  faith  and  why 
you  might  want  to  rethink  your  electronic  com¬ 
merce  strategies,  I  want  you  to  understand  we 
were  a  high-quality,  well-regarded  operation. 
Most  if  not  aU  of  our  customers  wanted  us  to 
continue.  Time  and  Internet  World  lauded 
our  approach.  We  captured  the  lion’s  share  of 
companies  that  fit  the  niche  profile  for  our  two 
virtual  malls,  one  for  Vermont-made  products 
and  one  for  the  boatingworld. 

But  we  still  weren’t  good  enough. 

The  basic  problem  was  that  the  more  we 


grew  the  more  we  realized  that  most  Web- 
based  consumer  marketing  efforts  are 
doomed.  They  will  be  no  more  successful  than 
those  of  a  man  who  opens  a  hot  dog  stand  in 
his  alley.  He  figures  that  because  the  alley  con¬ 
nects  to  Main  Street,  which  connects  to  the 
state  highway  and  finally  to  the  interstate 
highway,  he  is  puttinghis  business  in  aposition 
to  successfully  sell  to  every  one  of  the  200  mil¬ 
lion-plus  individuals  who  motor  around  the 
U.S. 

Industry  pundits  now  recognize  Fallacy  No. 
1  about  Web-based  commerce:  Just  because 
consumers  can  connect  to  you  doesn’t  mean 
they  will.  Fallacy  No.  2  is  thinking  the  20  mil¬ 
lion  people  on  the  Internet  even  eat  hot  dogs  or 
buy  books  or  want  Vermont-made  products. 

Fallacy  No.  3  is  believing  your  product  is  go¬ 
ing  to  compete  better  via  electronic  marketing 
than  it  did  via  other  means  of  marketing.  Poor 


quality,  high  prices  or  poor  marketing 
can’t  be  overcome  by  an  electronic  mir¬ 
acle. 

Two  absolutely  critical  issues  have 
been  ignored  or  poorly  executed  in  90% 
or  more  of  the  sites  I’ve  seen. 

First,  you  need  to  be  part  of  a  “special- 
interest  virtual  community”  because  just 
providing  on-line  brochures  is  a  failed  ex¬ 
periment.  The  power  of  hypertext  linking 
as  a  marketingtool  is  grossly  overrated. 

Repeat  traffic  and  active  viewing  occurs 
where  members  of  the  virtual  community,  such 
as  skiers,  can  interact  with  one  another,  par¬ 
ticipate  in  surveys,  see  race  results,  read  ex¬ 
pert  advice,  get  news  on  current  ski  conditions 
—  and,  of  course,  see  your  frequently  updated 
marketingmessage  and  buy  your  products. 

Second,  don’t  even  think  about  your  Web 
marketing  message  until  you  clearly  define 
electronic  marketing  within  the  context  of 
your  overall,  integrated  strategic  marketing 
effort. 

If  you  are  charged  with  profit  and  loss  re¬ 
sponsibility,  think  realistically  about  these  is¬ 
sues  before  plunging  into  electronic  com¬ 
merce. 


Frost  has  landed  on  his  feet  as  head  of  CyberPort  Corp., 
an  Internet-based  foreign  trade  facilitation  company. 
His  Internet  address  is  HSVG34A@prodigy.com. 


The  IBM/Lotus  honeymoon  is  over 


Patricia  B.  Seybold 


The  dynamic  duo  gets 
good  grades  so  far,  but 
now  it  must  deal  with 
Microsoft,  the  Internet 
and  bureaucracy. 


ergers  of  any  kind  are  noto¬ 
riously  difficult  to  pull  off. 

Yet  in  the  first  30  days,  IBM 
and  Lotus  made  remark¬ 
able  progress  —  mostly  be¬ 
cause  Microsoft  was 
breathing  down  their 
necks.  IBM  and  Lotus  have  their  backs  to 
the  wall,  and  they’re  coming  out  swing¬ 
ing. 

Five  IBM/Lotus  teams  have  been  work¬ 
ing  on  everything  from  compensation  struc¬ 
tures  to  the  merged  product  line  to  sales  strat¬ 
egies.  By  the  end  of  last  month,  Lotus  and  IBM 
had  talked  with  most  of  their  customers,  an¬ 
nounced  the  new  product  line  and  solicited 
customer  involvement  in  the  design  of  their 
new  business  processes. 

So  far  so  good.  Customer  feedback  has  been 
positive  and  supportive.  The  momentum  and 
energy  shown  by  Jim  Manzi  and  his  top  lieu¬ 
tenants  is  palpable  and  reassuring  to  custom¬ 
ers  who  feared  for  their  investments  in  Lotus’ 
Notes  and  Cc:Mail.  By  anointing  Lotus’  Smart- 
Suite,  Cc:Mail,  Organizer  and  Notes  as  the  pil¬ 
lars  of  the  new  combined  offering  —  coupled 
with  IBM’s  Profs  and  Internet  gateways  —  Lo¬ 
tus  and  IBM  gave  customers  exactly  what  they 
wanted:  a  solid  product  line  they  can  build 
their  futures  on. 

But  the  honeymoon  is  over.  The  real  chal¬ 
lenges  he  ahead.  The  first  is  Microsoft.  The  sec¬ 


ond  is  the  Internet.  And  the  third  is  bureaucra¬ 
cy. 

What  should  IBM/Lotus  do  about  Microsoft? 
Focus  on  the  enterprise,  business-to-business 
market  while  Microsoft  pursues  the  consumer 
market.  To  be  a  credible  business  supplier, 
IBM/Lotus  has  to  find  a  way  to  make  good  on 
its  game  plan  to  get  20  million  or  more  Notes 
seats  installed  as  soon  as  possible.  The  easiest 
and  most  seductive  way  would  be  to  give  away 
the  Notes  client  software  and  adjust  the  pric¬ 
ing  of  the  Notes  server  software. 

The  second  step  is  to  make  the  Notes  client 
software  much  easier  to  install,  use  and  ad¬ 
minister.  Then,  IBM/Lotus  needs  to  move  ag¬ 
gressively  to  deliver  an  enterprise  E-mail  prod¬ 
uct  line  that  outstrips  and  outships  Microsoft’s 
Exchange  Server  and  BackOffice. 

The  Internet  is  a  more  elusive  challenge. 
IBM/Lotus  could  position  the  Internet  as  the 
enemy  and  the  IBM  Global  Network  as  the 


place  for  secure  electronic  commerce. 
But  that  strategy  won’t  work.  Lotus  cus¬ 
tomers  are  already  asking  the  provoca¬ 
tive  question:  “Why  do  I  need  Notes  when 
I  have  the  World  Wide  Web?” 

So  the  only  strategy  that  makes  sense 
is  for  IBM/Lotus  to  aggressively  embrace 
the  Internet  and  the  Web,  taking  advan¬ 
tage  of  IBM’s  gateway  technologies  and 
the  InterNotes  software  that  turns  Notes 
databases  into  Web  pages. 

How  will  IBM/Lotus  deal  with  the  bureau¬ 
cratic  bungling  that  tends  to  overwhelm  most 
large  companies  and  mergers?  The  only  way 
is  to  make  customer  information  the  core  of 
their  strategy.  They  need  to  build  an  exquisite 
customer  information  system  —  one  that  lets 
customers  and  channel  partners  help  them¬ 
selves  to  the  information  they  need  to  place  or¬ 
ders,  reviewwork  status  and  get  fast  answers. 

Microsoft  can  compete  with  IBM/Lotus  at  the 
electronic  help  desk,  but  Microsoft  is  in  no  po¬ 
sition  to  compete  with  IBM/Lotus  on  real  cus¬ 
tomer  information.  Microsoft  doesn’t  really 
know  who  its  customers  are,  how  they  think  or 
what  their  business  goals  are.  IBM  does.  And 
Lotus  can  learn. 


Seybold  is  president  of  Patricia  Seybold  Group  in  Bos 
ton.  Her  Notes  address  is  PatrieiaSeybold@sey- 
bold@notes  net.  Her  Internet  address  is 
pseybold@psgroup.com. 
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All  the  technological  bells  and 
whistles  in  the  world  mean  nothing 
if  no  one  in  the  enterprise  can  use 
the  tool.  PowerBuilder®  Enterprise, 
one  of  the  most  innovative  and 
powerful  tools  on  the  market  today, 
has  everything  you  need  for  true 


client/server  development.  Yet,  for 
all  its  impressive  and  powerful 
technology,  it  remains  the  most 
intuitive,  easy-to-use  environment 
available.  PowerBuilder  is  Object 
Powered  with  polymorphism, 
encapsulation,  multi-level  inheritance 


and  classes  for  modeling  visual  and 
non-visual  objects.  It’s  Data  Smart 
with  an  intelligent  DataWindow™ 
object  for  database  manipulation,  a 
Data  Pipeline  for  easy  data  migration, 
as  well  as  native  DBMS  drivers,  and 
full  ODBC  support.  PowerBuilder 
is  Team  Enabled  with  a  centralized 
data  repository,  check-in/check- 
out,  and  interfaces  to  leading  version 
control  technologies 
guaranteeing  you’ll  be 
able  to  work  seamlessly 
with  your  colleagues. 

And  PowerBuilder’s  graphical 
Integrated  Environment  ensures 
maximum  productivity.  PowerBuilder. 
The  only  tool  that  combines  powerful 
technology  with  an  open  architecture 
and  a  scalable  environment.  For 
more  information  or  to  see 
PowerBuilder  for  yourself  at  one 
of  our  seminars,  call  1-800-395-3525. 


Powersoft 

Building  on  the  power  of  people. 
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productive  is  good 
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also  easy  to  use 


is  PowerBuilder. 


Does  your 

development  tool  meet 
these  criteria ? 

Powerful  Technology 
Open  Architecture 
Scalable  Environment 


Powersoft  Corporation,  (508)287-1500.  http://www.powersoft.com/  Powersoft  Europe  Ltd.,  United  Kingdom, +44  1494  555555. 

American  Powersoft  Corporation  Pte  Ltd.,  Singapore,  +65  338-0018.  All  trademarks  and  registered  trademarks  are  property  of  their  respective  owners. 
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Asset  management 
tools  get  a  boost 

McAfee,  Tally  enhance  product  lines 


By  Cheryl  Gerber 


Two  leading  asset  management 
vendors  have  responded  to  users’ 
requirements  for  more  extensive 
functionality  by  enriching  their 
product  offerings  several  ways. 

For  one,  McAfee  Associates,  Inc. 
acquired  Saber  Software  Corp.  in 
late  May  [CW,  June  5]  in  an  effort 
to  expand  its  product  offerings. 
McAfee  plans  to  beef  up  its  product 


line  further  through  other  acquisi¬ 
tions,  accordingto  a  source  within 
the  company. 

The  acquisition  of  Saber  boost¬ 
ed  McAfee’s  service,  several  users 
said. 

“McAfee  used  to  be  weak  in  tech¬ 
nical  support,  but  the  consolida¬ 
tion  with  Saber  Software  gave 


them  a  strength  in  this  area,”  said 
Randy  Manske,  a  senior  LAN  ad¬ 
ministrator  at  Oppenheimer  Man¬ 
agement  Corp.,  an  investment 
banking  firm  in  Denver. 

McAfee  is  also  movingfrom  local 
to  enterprise  management  capa¬ 
bilities.  For  example,  it  recently 
added  TCP/IP  wide-area  network 
support  to  its  SiteExpress  3.0  soft¬ 
ware  distribution  package  for  PC 
LANs. 

Tallyho! 

Meanwhile,  Tally  Sys¬ 
tems  Corp.  in  Hano¬ 
ver,  N.H.,  and  OnDe- 
mand  Software,  Inc. 
in  Naples,  Fla.,  re¬ 
cently  agreed  to 
bundle  OnDemand’s 
Winlnstall  software 
distribution  product 
with  Tally’s  Cenergy 
asset  management 
suite.  Winlnstall 
works  with  Microsoft  Corp.’s  Sys¬ 
tems  Management  Server  to  dis¬ 
tribute  Microsoft’s  Windows  3.1 
and  Windows  95  software. 

“It’s  critical  for  asset  manage¬ 
ment  companies  to  offer  suites 
and  to  tie  into  the  Microsoft 
world,”  said  Gary  Hartmann,  a  se- 
Asset  management,  page  42 


Signs  of  maturity 


Desktop  asset  management  vendors  are 
expanding  their  offerings  in  the  following  ways: 


Tally  Systems 

1.  Partnered  with  Bendata  to  offer  help  desk  capability 

2.  Partnered  with  OnDemand  Software  for  software 
distribution  capability 

3.  Bundled  all  products  into  suite  offering 

McAfee  Associates 

s.  Acquired  Saber  Software  to  gain  market  share 

2.  Added  enterprise  support  for  entire  product  line 

3.  Planning  additional  acquisitions 


Helping  hands 

Digital,  Manpower  to  answer  call  for  Windows  95  support 


By  Stuart  J.  Johnston 


hen  Windows  95  is  released, 
M  M  /  Microsoft  Corp.  will  have 
M  1  1 ,500  support  engineers  work- 

■  /  ■  /  ing  the  phones.  Even  so,  the 
■f  V  company  admits  there  probably 
W  W  aren’t  enough  support  people  to 
handle  the  upcoming  call  crunch. 

For  those  who  aren’t  prepared  to  wait  or  scan 
electronic  bulletin  boards  in  search  of  help, 
outside  options  are  available. 

Begining  next  month,  Digital  Equipment 
Corp.  in  Maynard,  Mass., 
will  provide  Windows  95 
support  on  a  contractual  ba¬ 
sis  as  part  of  a  set  of  new 
support  offerings  it  an¬ 
nounced  last  month.  Under 
the  plan,  a  single  incident  or 
problem  call  to  Digital’s 
help  desk  service  will  cost 
$132.  The  company  will  also 
contract  for  long-term  sup¬ 
port,  using  an  “incident- 
based”  model. 

“We’re  going  to  a  model 
similar  to  what  Microsoft 
has  done”  with  its  Premier 
Support  offering,  said  Steve 
Yachimski,  Digital’s  U.S. 
hardware  and  software  services  marketing 
manager.  Under  that  model,  users  pay  for  con¬ 
tracts  that  allow  them  a  certain  number  of  inci¬ 
dents  per  year. 

One  option  will  be  call-in  help  desk  support 
for  Windows  95.  Digital  currently  has  1,000  sys¬ 


tems  engineers  trained  in  the  U.S.,  Yachimski 
said.  The  company  also  offers  support  for  Mi¬ 
crosoft’s  BackOffice  server  suite. 

Dennis  Sato,  chief  information  officer  at  La¬ 
guna  Honda  Hospital  in  San  Francisco,  has 
been  a  customer  of  Digital’s  help  desk  services 
for  several  years.  While  the  relationship  hasn’t 
always  been  smooth,  Sato  said  he  has  been  sat¬ 
isfied  overall  with  the  specific  types  of  support 
that  he  contracts  for,  including  network  and  PC 
support. 

“I  think  we  have  to  take  a  look  at”  Digital’s 
Windows  95  offering,  Sato  said.  But  he  cau¬ 
tioned  that  his  approach  to 
Windows  95  adoption  will  be 
slow  and  measured. 


Interested  parties  can  call  these 
numbers  for  information  on 
outside  help  with  Windows  95 

Digital’s  support  offering 
Digital’s  Help  Desk  Services 
(800)  888-4234,  X602 

Manpower’s  support  offering 
Strategic  Information 
(training  and  contract  help¬ 
desk  personnel) 

(414)  961-1000 


The  people  approach 

Taking  a  different  ap¬ 
proach,  Manpower,  Inc.  in 
Milwaukee  is  ready  to  pro¬ 
vide  temporary  and  long¬ 
term  employees  who  are 
trained  to  support  Windows 
95  and  Office  95,  said  Sharon 
Canter,  Manpower’s  direc¬ 
tor  of  strategic  information. 
The  program  will  begin 
Aug.  24. 

User  training  in  Windows 
95  and  Office  is  also  avail¬ 
able  from  Manpower,  beginning  with  a  single 
day  of  Windows  95  training  for  about  $100  per 
user.  Manpower  officials  also  said  they  can 
train  as  many  as  100,000  of  their  own  tempo¬ 
rary  employees  on  Windows  95  by  the  end  of 
the  year. 


WE'VE  ALWAYS  SAID  OUR  MONITORS  ARE  TRIUMPHS  OF  TECHNOLOGY . 

NOW ,  IT'S  OFFICIAL, 


The  Nokia  447X  has  just  been 


named  a  Best  Buy  by  PC  World. 
This  adds  to  a  long  and  growing 
list  of  awards  and  honors  for 
Nokia  monitors. 

Ever  since  their  introduction  in 
the  U.S.,  Nokia  has  been  recog¬ 
nized  by  editors  and  sophisticated 


Nokia  Mulngiapt.  449f 

jonuory  1995 


more  homes  and  businesses, 
the  appreciation  of  Nokia 
excellence  grows  with  it.  And, 
as  more  people  look  into 
Nokia,  the  appreciation  of 
Nokia  value  grows  too. 

So  if  you're  considering 
a  new  monitor,  consider  a 


users  alike  as  technologically 

superior  in  image  quality  and  user-sensitivity. 

As  the  need  for  quality  monitors  expands  into 


Nokia.  Obviously,  experts  already  consider  them  the 
best  you  can  buy.  For  more  information,  please  contact 
our  Major  Accounts  Group  at  4 1 5.33 1 .6622. 
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Nokia  monitors  reduce  eyesirain  when  used  with  an  appropriate  graphics  card  Manufactured  and  designed  in  Finland  in  an  ISO  9001  approved  environment  Size  of  CRT  measured  diogonalfy  Adual 
viewing  size  is  slightly  less  ©  1995,  Nokia  Display  Products,  Inc.  Multigraph,  Valuegraph,  M»croE  mission  and  FullSaeen  ore  trademarks  of  Nokia  Display  Products,  Inc  EM*a  bynokio@aol  com  Pnces  and 
specifications  sub|eci  to  change  without  notice  The  Energy  Star  emblem  does  not  represent  EPA  endorsement  of  any  product  or  service  All  other  trademarks  are  the  sole  property  of  the*'  respective  companies 
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PowerPC  needs  jolt 

Lack  of  native  software  apps,  gee-whiz  features  hurt  potential 


By  Howard  Millman 


With  the  release  of  the  Pow¬ 
erPC,  IBM  has  turned  back  the 
hands  of  time  to  1982. 

Then,  as  now,  IBM  created  a 
costly  desktop 
computer  that 
lacks  appli- 
%  cation  soft¬ 
ie  ware,  offers 

m  nonmain¬ 
stream  operating  systems  and 
has  scant  apparent  customer 
demand.  Back  then,  a  market  in 
search  of  these  things  coalesced 
around  IBM’s  PC.  Today,  it  prob¬ 
ably  won’t  because  all  these 
things  exist  for  other  products. 

The  raw  read 

From  a  raw  performance  per¬ 
spective,  our  133-MHz  IBM  Mod¬ 
el  850  test  unit  contained  the 
pent-up  energy  of  a  dragster 
smoking  its  slicks  at  the  start¬ 
ing  line.  The  test  unit’s  Power¬ 
PC  604  CPU  ran  the  handful  of 
available  native  applications  at 
speeds  that  left  our  custom- 
built  Intel  Corp.  66/100-MHz 
Pentium-based  machine  run¬ 
ning  at  a  distinct  second.  While 


our  Intel  box  had 
only  half  the  RAM 
—  16M  bytes  — 
that  shouldn’t 
have  yielded  ma¬ 
jor  differences  in 
areas  such  as 
word  processing 
performance. 

In  opening  and 
editing  a  variety 
of  richly  format¬ 
ted  spreadsheet 
and  text  docu¬ 
ments,  we  ob¬ 
tained,  on  aver¬ 
age,  a  50%  per¬ 
formance  in¬ 
crease  compared  with  manipu¬ 
lating  similar  documents  under 
Windows  3 . 1  versions  of  the  soft¬ 
ware. 

The  PowerPC’s  RISC-based 
design  optimizes  floating-point 
operations.  Floating-point  pro¬ 
cessing  is  prevalent  in  process¬ 
ing  video,  audio  and  graphic  op¬ 
erations,  and  here  is  where  the 
PowerPC  really  makes  its  mark. 
Graphics  ran  nearly  twice  as 
fast  as  Windows  3.1  applica¬ 
tions.  This  performance  gain 
was  consistent  for  all  of  our 


graphic  handling  routines,  in¬ 
cluding  font  changes,  scrolling 
and  photo-morphing  segments. 

Smooth  ride 

More  modest  performance  im¬ 
provements,  such  as  decreased 
load  and  save  times,  resulted 
from  the  fast  throughput  deliv¬ 
ered  by  the  test  unit’s  lG-byte 
integrated  drive  electronics 
hard  drive,  32K  bytes  of  unified 
Level  1  cache  and  its  hybrid 
32/64-bit  architecture. 

The  need  for  software  emula¬ 


tion  is  acute  for  the  PowerPC 
because  so  few  native  applica¬ 
tions  exist. 

Our  emulation  test  results 
varied  but  gave  little  to  cheer 
about.  DOS-based  programs, 
which  were  run  in  Microsoft 
Corp.’s  Windows  NT’s  DOS  box, 
behaved  predictably  and  exe¬ 
cuted  at  the  same  speed  or  fast¬ 
er  than  they  did  on  an  33/66-MHz 
Intel  I486DX2-based  PC. 

Windows  applications,  which 
run  in  standard  mode,  chugged 
along  even  more  modestly  at 
about  the  same  speed  as  a  33- 
MHz  I486DX.  Insignia  Solutions, 
Inc.’s  late  1995/early  1996  up¬ 
grade  to  its  Windows  3. 1  emula¬ 
tor  will  let  Windows  applica¬ 
tions  run  in  enhanced  mode  and 
should  improve  overall  emula¬ 
tion  performance.  But  whether 
it  is  enough  of  a  boost  to  matter 
remains  to  be  seen. 

On  a  somewhat  more  positive 
note,  the  Windows  NT  environ¬ 
ment  in  the  next  several  months 
will  become  a  source  of  applica¬ 
tion  software  as  vendors  recom¬ 
pile  their  NT  applications  to  run 
on  the  PowerPC. 

Those  who  conquer  the  cov- 


Lotus  tries  to  put  Organizer  in  order 


By  Suruchi  Mohan 


Lotus  Development  Corp.  re¬ 
cently  announced  Organizer 
2.1,  a  maintenance  upgrade  de¬ 
signed  to  correct  the  problems 
in  Version  2.0. 

Organizer  is  a  personal  infor¬ 
mation  manager  that  lets  users 
maintain  and,  in  a  network  en¬ 
vironment,  share  calendaring 
and  scheduling  information. 

According  to  users,  the  latest 
version  comes  not  a  moment  too 
soon. 

‘Absolutely  faster’ 

The  most  widespread  complaint 
about  Organizer  2.0  had  been  its 
speed,  and  Lotus  has  fixed  that 
problem. 

‘Speed  is  a  big  improvement,” 
said  John  Sulmeyer,  president 
of  Reuben-Spelder  Production, 
a  computer  consulting  company 
in  Lake  Tahoe,  Calif. 

“It  is  absolutely  faster,”  said 
Charles  Suisman,  publisher  of 
“Manhattan  User’s  Guide,”  a 
newsletter  in  New  York.  With 
Version  2.0,  Suisman  estimated 
it  took  him  45  seconds  to  re¬ 
trieve  information  from  a  very 


large  file.  It  now  takes  him  about 
15  seconds  on  his  Intel  Corp. 
1486-based  computer. 

Version  2.0’s  slowness  is  at¬ 
tributable  to  its  file  format, 
which  is  different  from  the  earli¬ 
er —  and  faster — Version  1.0.  A 
250K-byte  file  in 
Version  1.x  would 
grow  to  more 
than  1M  byte  in 
Version  2.0,  for 
example. 

“When  the  file 
becomes  that 
large,  the  search 
engine  will  be¬ 
come  slower,” 
said  Kent  Soule, 
principal  of  Soule 
Microsystems,  a 
consultancy  in 
San  Francisco. 

Although  Version 
2.1  keeps  the  same  file  format, 
its  speed  has  improved,  but  not 
to  that  of  Version  1.x. 

Version  2.1  is  also  more  sta¬ 
ble.  Version  2.0  crashed  fairly  of¬ 
ten,  Suisman  and  others  said. 

Other  2.1  enhancements  in¬ 
clude  the  following; 

•  Users  can  now  print  weekly 


and  daily  pages  from  the  calen¬ 
dar  as  well  as  the  Notepad’s 
table  of  contents. 

•  File  compression. 

•  Better  administration.  For  ex¬ 
ample,  Version  2.1  offers  a  utili¬ 
ty  menu  that  lets  administra¬ 


tors  reset  or  change  user 
access. 

Despite  the  ease  of  use  and 
friendly  interface  that  endear 
users  to  Organizer,  some  cus¬ 
tomers  want  more  improve¬ 
ments. 

The  product  doesn’t  offer  “the 
level  of  performance  I  was  hop¬ 


ing,  but  it’s  much  better  than  it 
was,”  said  Andrew  Gawin,  desk¬ 
top  architecture  analyst  at  Fir¬ 
star  Information  Services  Corp. 
in  Brookfield,  Wis. 

“We’re  pretty  happy”  but 
would  still  like  to  see  better  re¬ 
mote  access,  Gawin  said.  Right 
now  “it’s  pretty  painful,”  he 
said,  explaining  that  it  takes  a 
longtime  to  open  files  that  come 
over  a  14.4Kbit/sec.  modem  link. 

Also,  resource  allocation 
leaves  room  for  improvement. 
Right  now,  he  said,  everyone  in 
the  firm  sees  all  the  resources, 
such  as  conference  rooms.  He 
would  like  users  to  see  only  the 
resources  at  their  site. 

Barbara  Baird,  Lotus  director 
of  marketing,  said  Version  2.1 
isn’t  considered  a  major  up¬ 
grade  and  that  remote  access 
will  come  in  a  later  release. 

Overall,  users  said  they  are 
happy.  “It  is  one  of  my  two  to 
three  favorite  applications,” 
Sulmeyer  said.  “I  always  come 
back  to  the  Organizer.” 

IBM,  which  now  owns  Lotus, 
dropped  its  own  Time  and  Place 
scheduling  application  and  will 
continue  to  develop  Organizer. 


All  the  fixes 


Issues  with 

Status  of  issues  in 

Organizer  2.0 

Organizer  2.1 

Slow  product 

Resolved 

Lack  of  interoperability 
with  Notes  and  Cc:Mail 

Resolved 

Huge  file  size 

Still  an  issue 

when  importing 

because  of  change 
in  file  structure; 

Lotus  recommends 

archiving 

Graphical  display 
problems 

Resolved 
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Test  pattern 


We  tested  the  PowerPC 
machine  using32-bit  Pow¬ 
erPC  versions  of  Micro¬ 
soft  Word  6.0  and  Excel  5.0 
and  North  Coast  Soft¬ 
ware,  Inc.’s  PhotoMorph. 
All  ran  under  Windows  NT 
3.51. 

The  unit  we  tested  lists 
for  about  $6,500  and  in¬ 
cludes  a  17-in.,  high-reso- 
lution  monitor  with  built- 
in  audio;  a  lG-byte  drive; 
32M  bytes  of  RAM;  and  a 
quadruple-speed  internal 
CD-ROM  drive. 

We  assembled  the  test 
unit  in  minutes,  needing 
the  manual  only  to  verify 
the  connections  of  the 
monitor’s  audio  and  video 
camera  jacks.  A  promised 
future  option,  a  monitor- 
mounted  $350  NTSC  video 
camera,  is  designed  for 
videoconferencing. 

— Howard  Millman 


er’s  poorly  designed  “quick  re¬ 
lease”  clasp  will  find  an  easy- 
to-service,  easy-to-upgrade 
unit.  The  box  offers  a  mix  of  five 
Peripheral  Component  Inter¬ 
connect  and  AT  bus  slots,  five 
disk  drive  bays  and  a  zero- 
insertion  force  socket  for  an  un¬ 
announced  upgrade  chip. 

Minor  disappointments  in¬ 
clude  a  system  setup  on  dis¬ 
kette  (truly  a  throwback)  and  a 
start-up  routine  that  takes 
nearly  two  minutes. 

Whether  the  PowerPC  has 
any  chance  of  becoming  an  in¬ 
dustry  standard  depends  on 
how  quickly  IBM,  its  licensees, 
PowerPC  partners,  value-add¬ 
ed  resellers  and  independent 
software  vendors  deliver  the 
myriad  promised  products. 

Missing  are  additional  oper¬ 
ating  systems  (OS/2  Warp  Con¬ 
nect  in  late  1995  and  Sunsoft, 
Inc.’s  Solaris  in  early  1996),  vid¬ 
eoconferencing,  speech  recog¬ 
nition,  whiteboarding,  built-in 
Motion  Picture  Experts  Group 
video  playback  and  seamless 
compatibility  with  Apple  Com¬ 
puter,  Inc.’s  Mac  OS. 

If  these  enhancements  arrive 
and  perform  as  promised,  the 
PowerPC  architecture  could 
capture  the  high-end  desktop 
market.  Until  then,  we  recom¬ 
mend  it  only  to  early  adopters 
willing  to  pay  a  premium  to  par¬ 
ticipate  in  early  speed  trials. 


Millman  operates  the  Data  System 
Services  Group,  a  networking  advi¬ 
sory  and  installation  service  in  Cro¬ 
ton,  N.Y.  He  can  be  reached  at 
hmillman@mcimail.com. 


. 


"Building  on  to  my  system 
shouldn’t  require  a  degree  in  rocket  science. 


If  you’re  like  most  IS  gurus,  you 
probably  have  enough  headaches 
to  deal  with  in  the  course  of  your 
day.  Which  is  precisely  why  we  offer 
our  PC  Server  720.  With  it,  you  get 
effortless  1-6  way  SMP.  Just  open, 
click,  snap  and  you’re  ready  to  roll.' 


•1-6  way  SMP 

•  NetFinity™2  software 

•  Up  to  1GB  ECC  memory 

•  512KB  of  L2  cache 


SCSI-2  last  and  wide 


Fax  ID  ft  3171 


FOR  DETAILS  ON  PC  SERVERS,  CALL  1  800  772-2227’ 


•  7  MCA/PCI  slots 
•  BAID-0,  1,  5  enabled 

•  18  hot-swap  bays 

•  Built-in  CD-BOM 


Offering  you  the  kind  of  upgrading 
experience  that  might  better  be 
described  as  child’s  play.  The  PC 
Server  720.  Just  one  in  a  continuing 
series  of  innovations  pioneered  by 
IBM.  And  one  more  reason  why  there 
is  a  difference.'”  sz 


'Some  nardware/sott  ware  configurations  may  be  necessary  NetFinity  is  a  member  of  the  SystemView*  family.  IBM  and  SystemView  are  registered  trademarks  and  NetFinity  and  There  is  a  difference  are  trademarks  of  International  Business 
Machines  Corporation.  Mega  Bloks  used  with  permission  of  Ritvik  Toys.  Inc.  *  In  Canada,  call  1  800  465-7999  ©1995  IBM  Corporation. 


Desktop  Computing 


Norton  utilities  go  where  Windows  95  doesn’t 


Products  fill  in  backup 
and  recovery  holes 


By  Lisa  Picarille 


Symantec  Corp.’s  Peter  Norton  Group 
this  week  will  ship  a  trio  of  Windows  95 
utilities  meant  to  exploit  the  limited 
backup  and  recovery  tools  in  Microsoft 
Corp.’s  anticipated  operating  system. 

The  three  newproducts  and  their  func¬ 
tions  include  the  following; 

•  Norton  Utilities  for  Windows  95  pro¬ 
vides  system  protection  and  data  recov¬ 
ery.  It  includes  a  new  feature  called 
System  Doctor,  which  continuously  mon¬ 
itors  system  resources  in  the  back¬ 
ground  without  usingsystem  memory  re¬ 
quired  to  run  other  applications.  The 
product  costs  $  1 1 9  or  $59  to  upgrade. 

•  Norton  Navigator  for  Windows  95 
provides  facilities  for  managing  files.  At 
$99,  or  $39  for  upgrades,  it  offers  built-in 
file  transfer 

protocol  (FTP) 

mapping  and  Hear  them  roar 

file  transfer  - 

from  the  Inter-  Worldwide  revenue  in 

net.  It  also  sup-  the  utility  market  last 
ports  the  long  yearwas  $406  million, 
file  names  fea-  Sales  of  Windows 

ture  of  Win-  utilities  accounted  for 

dows  95.  Nor-  $263  million  ofthe 

ton  Quick  total  revenue,  and 

Launch  lets  Symantec  had  the 

users  launch  lion’s  share  ofthe 

applications,  Windows  utilities 

folders  and  revenue  with  $79.6 

files  more  million,  accordingto 

quickly.  Dataquest. 

•  Norton  Anti- 


Virus  for  Windows  95  is 

a  32-bit  virus  detection 
and  protection  program. 
Priced  at  $79,  or  $29  to 
upgrade,  the  product  can 
be  distributed,  config¬ 
ured  and  updated  across 
a  network. 


New  products  from  Symantec’s  Peter  Norton  Group 


Feature 


Function 


Norton  Utilities  for  Windows  95  (for  system  protection  and  data  recovery) 


System  Doctor 
Space  Wizard 


32-bit  Speed  Disk 


Symantec’s  gain 

Analysts  said  Symantec 
will  be  able  to  take  ad¬ 
vantage  of  the  early  lack 
of  applications  for  Win¬ 
dows  95  and  the  limited 
functionality  of  the  oper¬ 
ating  system’s  utilities. 

“Windows  95  will  draw 
buyers  into  the  store, 
and  Symantec  will  take 
advantage  of  that  since 
there  are  not  a  lot  of  Win¬ 
dows  95  applications  and 
buyers  will  want  soft¬ 
ware  to  work  with  their 
new  operating  system,” 
predicted  Bryan  Fuku- 
da,  an  analyst  at  Data¬ 
quest,  Inc.  in  San  Jose,  Calif.  Fukuda  said 
Microsoft’s  decision  to  put  only  a  scan 
disk  and  defragment  feature  into  Win¬ 
dows  95  should  boost  sales  of  Symantec’s 
utilities. 

A  beta  tester  for  both  Windows  95  and 
Symantec  said  the  Norton  products 
helped  him  recover  from  an  episode 
where  the  Windows  95  beta  wouldn’t 
load,  and  he  kept  getting  the  shutdown 
screen.  Norton  Utilities  comes  with  a 
boot-up  disk,  which  was  crucial  in  this 
case. 

“This  allowed  me  to  start  Disk  Doctor, 


Monitors  system  resources  in  the 
background  and  alerts  users  to  problems 

Lets  users  delete  files  using  a  variety  of 
criteria,  including  file  size,  date  created 
and  file  extensions 

Optimizes  system  performance  and 
reduces  file  fragmentation 


Norton  Navigator  for  Windows  95  (for  file  management) 


Built-in  FTP  mapping 
and  file  transfer 

Quick  Launch 


For  copying  files  from  the  Internet 


For  launching  applications,  folders  and 
files  from  Norton  Navigator 


Norton  Antivirus  for  Windows  95  (for  virus  protection) 


Constant  virus  scan 
NAV/Net 

32-bit  virus  scanning 


Runs  in  the  background 

Lets  program  be  distributed,  configured 
and  updated  networkwide 

Runs  faster  under  Windows  95 


which  informed  me  that  I  had  a  bad  par¬ 
tition  table.  This  is  one  of  the  worst  er¬ 
rors  you  can  get,  but  Disk  Doctor  fixed  it, 


and  Windows  95  now 
runs  fine,”  said  David 
MacCallum,  a  contract 
specialist  at  PacifiCare 
of  Oklahoma,  a  Tulsa, 
Okla.-based  health  care 
provider  that  has  more 
than  250  PCs. 

MacCallum  also 
praised  the  new  System 
Doctor  feature.  “I  like  the 
fact  that  I  can  . . .  config¬ 
ure  [System  Doctor]  to 
prompt  me  when  there  is 
a  problem  or  to  automat¬ 
ically  take  care  of  prob¬ 
lems,”  he  said.  Before, 
“the  only  time  I  remem¬ 
bered  to  run  it  was  after 
an  error  occurred.” 

Norton  Utilities  for 
Windows  95  also  fea¬ 
tures  Space  Wizard, 
which  enables  users  to 
delete  files  using  a  vari¬ 
ety  of  criteria,  including 
file  size,  date  created 
and  file  extensions.  In 
addition,  32-bit  Speed  Disk  optimizes 
performance  and  helps  reduce  file  frag¬ 
mentation. 


Asset  management  tools  get  a  boost 


MEDICAL  ALERT. . . 

Unix  Shell  Script  Programming 
Related  to  Vision  Problems 


Stop  squinting  at  cryptic, 
unintelligible  programs! 

Instead,  take  your  main¬ 
frame  tools  with  you  when 
you  right-size  to  Unix. 

uni-REXX  Portable  System  Control 
and  Macro  Language 

uni-XEDIT  cms-style  Editor  with 
Full  Macro  Support 

uni-SPF  ispf-style  Editor,  Browse, 
Utilities,  ....  even  Dialog  Mgmt! 


wrk/grp 

The  Workstation  Group^^  m 


800-228-0255 

sales@wrkgrp.com 

http://www.wrkgrp.com 


CONTINUED  FROM  PAGE  39 

nior  designer  at  Subaru  of  America,  Inc. 
in  Cherry  Hill,  N.J. 

Hartmann  said  he  used  Tally’s  NetCen- 
sus  inventory  management  product  to 
inventory  the  700  PCs  at  Subaru’s  Cherry 
Hill  headquarters.  Hartmann  and  other 
Tally  users  said  the  company’s  product 
integration  will  build  on  its  strengths  in 
inventory  management. 

“Tally’s  NetCensus  product  stores  the 
data  in  a  standard  dBase  file  format, 
whereas  other  products  use  proprietary 
formats,”  said  Gary  Martin,  manager  of 
asset  management  services  at  IBM,  a 
longtime  user  and  beta  tester  of  Tally 
products. 

Tally  also  recently  added  Software 
Census  1.0,  an  inventory  package  with 
links  to  Systems  Management  Server  1.1, 
to  its  product  line.  The  company  will  re¬ 


lease  products  on  Microsoft’s  Windows 
95  and  Windows  NT  this  fall. 

This  push  by  vendors  to  offer  suites 
and  add  functionality  is  also  the  result  of 
a  maturing  market  for  client/server  com¬ 
puting,  analysts  said. 

“Now  that  users  have  found  there  are 
20  to  30  management  activities  involved 
in  keeping  a  distributed  environment  up 
and  running,  they  are  looking  for  a  single 
tool  to  do  a  variety  of  things,”  said  Waver- 
ly  Deutsch,  an  analyst  at  Forrester  Re¬ 
search,  Inc.,  aconsultancyinCambridge, 
Mass. 

Deutsch  said  the  trend  toward  consoli¬ 
dation  highlights  a  rush  by  vendors  to 
survive  the  inevitable  shakeout  that  ac¬ 
companies  market  maturation. 

“The  utilities  vendors  are  trying  to 
survive  longterm  by  becoming  strategic, 
by  providing  more  functionality  to  their 
accounts,”  she  said. 


Advanced  Visual  Systems,  Inc.  recent¬ 
ly  announced  Gsharp,  software  for  auto¬ 
mating  graph  creation. 

Accordingto  the  Waltham,  Mass.,  com¬ 
pany,  Gsharp  combines  two-  and  three- 
dimensional  graphing  and  contouring 
with  presentation  tools  to  let  users  trans¬ 
form  recurring  technical  data  into  so¬ 
phisticated  presentation  graphs. 

The  product  allows  users  to  create 
customized  graphs  interactively  as 
well  as  turn  the  graphs  into  reusable 


macros  and  applications. 

The  product  was  designed  for  applica¬ 
tions  that  require  precise  and  complex 
graph  layout  and  need  more  than 
spreadsheets  and  graphic  presentation 
tools. 

Gsharp  is  available  on  Unix  and  mid¬ 
range  platforms,  includingDigital  Equip¬ 
ment  Corp.’s  OpenVMS,  VAX/VMS  and 
Digital  Unix,  Hewlett-Packard  Co.’s  HP- 
UX,  IBM’s  AIX,  Silicon  Graphics,  Inc.’s 
IRIX  and  Sun  Microsystems,  Inc.’s  Solar¬ 
is  and  SunOS. 

Pricing  for  Gsharp  starts  at  $4,800. 

► Advanced  Visual  Systems 

(617)890-4300 


COMPUTERWORLD  AUGUST  7,  1995 


“I  want  a  notebook  that  computes  for  both 
my  business  and  my  budget." 


IBM  Solution  #  11395 -D 


a.k.a.“The  ThinkPad®  755C” 


With  all  the  cost  cutting  and  dollar 
squeezing  going  on  these  days,  we 
probably  don’t  need  to  tell  you  that 
money  doesn’t  grow  on  trees.  But 
it  can  grow  on  notebooks.  Consider 
the  value  of  the  IBM  ThinkPad  755C. 
16-bit  stereo  sound.  A  10.4"'  active- 


•  486DX4  75MHz 

•  340MB3  removable 
hard  drive 

•  Preloaded 


'  256  colors  (640x480) 


16KB  internal  cache 


Built-in  speaker  and 


microphone 


software  *  Fax  ID#  1619 

FOR  DETAILS  ON  THINKPADS,  CALL  1  800  772-2227* 


matrix  color  screen.  A  speedy  75MHz 
processor.  Features  that  ring  up  a 
surprisingly  low  grand  total  of  just 
$3,699.2  Making  every  one  of  your 
dear  pennies  count.  The  ThinkPad 
755C.  One  more  reason  why  there 
is  a  difference."  — - —  — 


’Measured  diagonally  ^PC  Direct  price  Reseller  prices  may  vary  3MB=mlllion  bytes  Accessible  capacity  varies  IBM  and  ThinkPad  are  registered  trademarks  and  "There  is  a  difference*  is  a  trademark  of  International  Business  Machines 
Corporation. *ln  Canada,  call  1  800  465-7999  ©  1995  IBM  Corporation. 


Globs  and  globs  of  unmaintainable  stuff  bringing  the 
entire  enterprise  to  a  state  of  semi-virtual  stasis. 


>-  . .  Could  this  he  the  diabolical 

work  of  that  evil  genius. 
Mordecai  Snerdlv? 


In  a 
wondrous 
display  of 
wholesome 
strength, 
Commander 
Uniface 
banishes  the 
slothful  and 
rigid  software 
to  the  giga- 
wormhole  of 
Baldaran  and 
forges  the 
system  into 
a  workstar 
of  incredible 
power ! 


ANOTHER  ADVENTURE  IN  THE  LIFE  OF 


THE 

MOST  ROSUST 
AND  ADAPTABLE 
CLIENT/SERVER 
APPLICATION-SUILDING 

STRONGWARE  IN  ALL  GALAXY-DOM  BY  COMPUWARE 


fiJ 

IP  ummoned  by 
Princess  Aurora  of  the 
Hamidic  planet  of 
Drago  to  quell  an 
outbreak  of  enterprise 
information  stagnation, 
Commander  Uniface 
hurtles  toward  his 
destination  at  Mach 
743562189123000.5! 


Compuwarc  and  UNIFACE  arc  registered  trademarks  of  Compuwarc 
Corporation.  ©1995  Compuware  Corporation 


Only  Commander  Uniface  can 
save  the  day! 


Later,  3,000  parsecs 
to  the  east  of  the 
quasi-planet  Luciferin 
Princess  Aurora  rewards  1 1 
Commander  Uniface  I 
with  a  glotzy  of  I 
dimythium  crystals  L 
and  a  kiss  of  jii 
cosmic  proportions...  1 

while  thousands  cheerm 


~  ~  '  — 


b“indrf 


Hey,  dweebs  and  dweebettes! 
If  you  want  to  save  an 
entire  enterprise  from 
terminal  stagnation,  call 


800  365  •  3608 


or  catch  us  through  the  “net”  at 


uniface_  info@compuware.com 


and  find  out  more  about  Uniface 
strongware  from  Compuware. 
Nothing-not  even  a  Silurian 
Silverbeak-adapts  to  change 
with  such  mighty  grace. 


COMPCIWARE 

Uncomplicating  Your  Life 


Sybase  Interoperability. 

It  s  bow  to  get  client/server  without 
uprooting  what  you  ve  got. 


To  get  client/server,  you 
could  rip  out  your  legacy  systems. 
Or  you  could  choose  SYBASE®. 

You  see,  at  Sybase,  we 
know  your  IT  system  is  a  sig¬ 
nificant  investment.  Which  is 
why  you  need  a  solution  that 
not  only  leverages  that  invest¬ 
ment,  but  makes  it  an  integral 
part  of  your  client/server  system. 

More  than  read-only 

ACCESS.  You  need  to  be  able 
to  access,  move  and  manage 
legacy  data  across  the  enter¬ 
prise.  Update  it  safely.  Shift 
it  to  the  most  cost-effective 
platform.  And  keep  it  all 
synchronized  in  real  time.  In 
other  words,  you  need  to  be 
able  to  use  it.  Here’s  how: 

Industry- leading 

PRODUCTS.  The  Sybase 
Enterprise  CONNECT™  fam¬ 
ily  of  products  gives  you 
transparent  read/write  access 


The  Sybase  Enterprise 
Client/Server  Architecture 


Interoperability 


to  virtually  any  data  source 
you  want.  Just  as  important, 
each  of  our  products  is  pre¬ 
certified  to  work  with  over 
125  front-end  tools— tools 
you’re  already  using. 

Because  our  architecture 
is  so  flexible,  you  can  easily 
integrate  yesterday’s  solutions 
into  how  your  business  works 
today.  And  how  it  will  work 
tomorrow.  Giving  your  com¬ 
pany  a  sustainable  business 
advantage. 

SO  CALL  1-800-SYBASE-l 
EXT.  7310.  We’ll  send  you 
our  Enterprise  CONNECT 
Solutions  Overview  free. 

Or  find  us  on  the  Internet 
at  http://www.sybase.com. 

Because  you’re  making 
enough  changes  to  your  busi¬ 
ness.  Yanking  your  current 
investment  shouldn’t  be  one 
of  them. 


Customers  and  analysts  agree  that 
Sybase  is  the  proven  leader  in 
interoperability.  And  over  700  of 
the  Fortune  1000  have  integrated 

THEIR  MAINFRAMES  WITH  SYBASE. 


*Call  1-800-SYBASE-l  ext.  7310  today  tor  more  inlormation  on  our  "Empowering  the  Mainframe  in  Client/Server  Computing”  seminar. 
Come  hear  what  Sybase.  IBM  and  leading  industry  analysts  have  to  say  on  their  joint  tours  starting  August  15th  in  a  city  near  you. 


i  Sybase 

The  Architecture  for  Change m 


Outside  the  U.S.  call  410-224-8044.  ©  1995  Sybase,  Inc.  SYBASE  is  a  registered  trademark  and  Enterprise  CONNECT  is  a  trademark  of  Sybase,  Inc. 


Cubix  Corp. 

Carson  City, 
Nev. 


New  RAID  chassis 
eases  client/server 
array  configuration 


By  Steve  Moore 


The  migration  of  RAID  technology 
from  mainframe  to  client/server 
environments  is  not  driven  only  by 
cheaper  RAID  arrays  these  days. 
Emerging  as  a  key  factor  are 
RAID-related  products  that  make 
it  easier  for  users  to  configure  and 
reconfigure  RAID  arrays. 

One  such  product  is  Safe- 
Stor/FT,  a  RAID  chassis  from  Cu¬ 
bix  Corp.  in  Carson  City,  Nev.  It  al¬ 
lows  users  to  create  as  many  as  six 
independent  RAID  subsystems  in 
one  enclosure. 

Flexibility  is  key 

Analysts  said  the  PC 
LAN-oriented  product 
adds  configuration 
flexibility  and  fault 
tolerance  to  RAID 
arrays. 

“SafeStor’s  origi¬ 
nality  is  in  its  ability 
to  adapt  through  its 
backplane  to  one  or 
several  platform  envi¬ 
ronments,”  said  Farid 
Neema,  president  of 
Peripheral  Concepts, 

Inc.,  a  consulting  firm 
in  Santa  Barbara, 

Calif. 

That  is  accom¬ 
plished  via  a  SCSI  backplane  that 
holds  up  to  12  hot-swappable 
drives  and  can  be  configured  as 
one  large  RAID  subsystem  or  into 
as  many  as  six  independent  sub¬ 
systems. 

It  is  easy  for  administrators  — 
or  even  end  users  —  without  ex¬ 
tensive  technical  skills  to  manual¬ 
ly  reconfigure  the  array,  said  Bill 
Botti,  president  of  Computer  Net¬ 
works,  Inc.,  a  value-added  reseller 
in  Pleasanton,  Calif. 


The  company  focuses  on  remote 
office  environments. 

“If  you  have  six  application 
servers  and  tomorrow  your  stor¬ 
age  requirements  per  server  go 
up,  you  could  easily  add  two  more 
drives  per  server”  by  moving  SCSI 
bus  connectors,  he  said.  Also,  Botti 
noted,  SafeStor/FT  “doesn’t  re¬ 
quire  a  Cubix  processor.  You  could 
hook  it  up  to  a  Compaq  or  Dell  sys¬ 
tem.” 

Botti  also  noted  that  Safe¬ 
Stor/FT  “would  recognize  RAID 
levels  set  on  the  controller  and 
deal  with  the  addition 
or  subtraction”  of 
disks  and  RAID  sub¬ 
systems.  RAID  levels 
specify  several  data 
protection  tech¬ 
niques  that  can  be 
used  with  applica¬ 
tions  that  use  storage 
systems  in  different 
ways. 

Stiff  competition 

While  SafeStor/FT  is 
a  step  forward  in 
client/server  RAID 
flexibility,  Neema 

said,  “It  is  not  as  pow¬ 
erful  as  [Hewlett- 
Packard  Co.’s]  Auto- 
RAID,”  a  new  tech¬ 
nology  that  automatically  mi¬ 
grates  data  among  multiple  RAID 
levels  without  requiring  adminis¬ 
trators  to  deal  with  RAID’s  intrica¬ 
cies  [CW,  July  31]. 

SafeStor/FT  is  available  now  for 
$1,995.  Hot-insertable  drive/tray 
assemblies  are  available  in  1-,  2-  or 
4G-byte  capacities  at  prices  of 
$995,  $1,795  and  $3,045,  respec¬ 
tively. 

SCSI  and  RAID  controllers  are 
available  separately. 


‘Lite’  storage 


Andataco  Corp.  in  San 
Diego  recently 
introduced  RAID  Lite,  a 
RAID  array  for  PC  LANs 
orsmall  Unix  networks 
that  supports  as  many 
as  35  disk  drives  up  to 
a  maximum  total 
capacity  of  140G  bytes. 

RAID  Lite  supports  a 
common  user  interface 
across  multiple 
operating  system 
platforms;  prices 
begin  at  $4,995. 


Unix  vendors  greet  GUI 
with  cautious  optimism 

Long-awaited  Common  Desktop  Environment  interface 
lets  users  mix  and  match  Unix  workstations 


By  JeanS.  Bozman 


The  life  of  CDE 


More  than  two  years 
after  it  promised 
to  challenge  Win¬ 
dows,  the  Common 
Desktop  Environ¬ 
ment  (CDE)  —  a 
unified  desktop  for  Unix  systems 
— is  finally  ready  to  ship. 

The  CDE  user  interface  includes 
a  windows  manager,  applets  for 
electronic  mail  and  calendaring 
and  a  single  Unix-based  graphical 
user  interface.  Launched  with  the 
Common  Open  Software  Environ¬ 
ment  (COSE)  effort  to  unify  Unix  in 
March  1993,  CDE  is  now  a  stand¬ 
alone  Unix  standard  certified  by 
theX/OpenCo. 

The  standard  allows  users  to 
mix  and  match  Unix  workstations 
while  maintaining  a  common  look 
and  feel  for  all  users’  screens.  It 
has  merged  with  the  Open  Soft¬ 
ware  Foundation’s  (OSF)  Motif  in¬ 
terface,  and  its  future  develop¬ 
ment  will  be  carried  out  by  a 
vendor-funded  OSF  taskforce. 

The  early  promise  of  a  unified 
Unix  desktop  as  a  rival  to  Micro¬ 
soft  Corp.’s  Windows  slowly  gave 
way  to  the  reality  that  CDE  is  most 
useful  at  sites  that  own  many  Unix 
workstations.  That  is  because 
many  Unix  sites  prefer  to  use 
Windows-based  PCs,  which  deliv¬ 
er  corporate  E-mail  and  create 
Windows  documents  and  reports, 
as  clients  to  corporate  Unix 
servers. 

All  the  major  Unix  vendors  plan 
to  ship  CDE,  either  bundled  or  as  a 
separate  module,  this  fall.  Users 
will  also  be  able  to  buy  it  from  Tri- 
Teal  Corp.,  a  $5  million  firm  that 
helped  the  COSE  vendors  inte¬ 
grate  CDE  code  for  all  Unix  sys¬ 
tems.  TriTeal  will  ship  its  TED  4.0 
CDE  product,  priced  at  $425,  by 
mid- August.  TED  versions  will  run 
on  IBM’s  AIX,  Hewlett-Packard 
Co.’s  HP-UX,  Sun  Microsystems, 
Inc.’s  SunOs  and  Solaris  2.x,  Sili¬ 
con  Graphics,  Inc.’s  Irix  and  Digi¬ 
tal  Equipment  Corp.  Unix. 

Systems  vendors  are  looking  for 
a  cue  from  users  and  independent 
software  vendors  to  see  whether 
CDE-compatible  applications  will 
really  take  off.  Some  vendors,  in- 


March  1993 


Launched  with  the 
Common  Open  Software 
Environment  effort  as  a 
unified  Unix  desktop  to 
compete  with  Windows. 


October  1993 


Common  Desktop 
Environment  (CDE) 
developers  conference 
in  San  lose,  Calif., 
describes  how  unified 
Unix  desktop  works; 
early  developer’s  kit  is 
distributed. 


April  1994 


CDE  snapshot  distributed 
at  UniForum  1994.  Soon 
after,  Unix  vendors  start 
to  work  with  TriTeal  to 
speed  CDE  1.0  ports. 


March  1995 


Official  CDE  1.0  launch 
at  UniForum  1995  in 
Dallas.  TriTeal  prepares 
CDE  versions  to  ship 
with  current  Unix 
platforms.  Unix  vendors 
promise  to  ship  CDE 
code  with  their  next 
major  operating  system 
releases. 


April  1995 


The  Open  Software 
Foundation  (OSF) 
approves  CDE/Motif 
development  project. 


May  1995 


OSF  merges  OSF/Motif 
1.2.4  with  CDE  1.0’s 
Motif  GUI. 


June  1995 


X/Open  announces  CDE 
branding  program  to 
ensure  specification 
compliance  by  vendors. 
Branded  CDE  code  set 
to  ship  with  Unix 
systems  by  fall. 


Fall  1995 


Vendors  start  shipping 
X/Open  certified  CDE 
code. 


eluding  IBM,  HP,  Digital  and  Novell, 
Inc.,  have  decided  to  bundle  CDE 
with  future  versions  of  their  Unix 
operating  systems.  But  others,  in¬ 
cluding  Sun,  are  offering  CDE  only 
as  an  option. 

“If  the  user  community  says  this 
is  goodness,  then  the  vendors  will 
respond.  Everyone  is  optimistic 
but  cautious,”  said  Philip  Johnson, 
an  analyst  at  International  Data 
Corp.  in  Mountain  View,  Calif.  He 
said  large  companies  could  benefit 
most  by  being  able  to  replace  Unix 
workstations  at  will  without  af¬ 
fecting  system  administration. 

A  ways  to  go 

Yet  even  those  users  who  stand  to 
gain  most  from  CDE  are  far  from 
standardizing  on  it. 

“If  you’ve  done  your  homework, 
you  can  get  much  of  what  you  need 
right  now,”  said  David  Pensak, 
principal  consultant  at  Du  Pont 
Co.’s  Advanced  Computing  Tech¬ 
nology  group  in  Wilmington,  Del. 
“We  set  up  all  the  configuration 
files  and  scripts  to  look  the  same 
. . .  [but]  CDE  makes  that  a  lot  easi¬ 
er.”  The  Du  Pont  engineering  site 
has  several  CDE  copies  under 
evaluation  and  testing. 

But  CDE’s  benefits  could  out¬ 
weigh  any  concerns  about  install¬ 
ing  it  on  Unix  workstations  that 
have  other  interfaces,  such  as 
Sun’s  Open  Look  or  HP’s  Vue. 

“We  have  one  group  that  sup¬ 
ports  mixed  environments  with 
different  types  of  workstations,” 
said  Dan  Minor,  manager  of  com¬ 
puter-aided  engineering  applica¬ 
tions  at  airline  engine  maker  Pratt 
&  Whitney,  a  division  of  United 
Technologies  Corp.  “That  will 
make  life  easier  [for  them]  since  it 
will  make  their  workstations  look 
alike.” 

Potential  key  user  applications 
for  CDE  include  ones  that  use  Unix 
workstations  as  personal  desk¬ 
tops  for  financial  traders,  custom¬ 
er-service  applications  in  telecom¬ 
munications  and  manufacturing. 

Industry  analysts  expect  CDE  to 
start  gaining  acceptance  at  inde¬ 
pendent  software  vendors,  which 
can  leverage  CDE  to  write  applica¬ 
tions  once  and  deploy  them  on 
many  Unix  hardware  platforms. 
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Informix’s  Online 
lands  applications, 
gets  leg  up  on  Oracle 

Support  from  Netscape,  BMC  amongthem 


By  Kim  S.  Nash 

SAN  JOSE , CALIF. 


Informix  Software,  Inc.  has  been 
criticized  for  lagging 
behind  its  database 
rivals  when  it  comes 
to  garnering  support 
of  third-party  appli¬ 
cation  makers. 

Oracle  Corp.  users, 
for  example,  can 
choose  among  thou¬ 
sands  of  financial 
programs,  monitor¬ 
ing  and  management  utilities,  de¬ 
velopment  tools  and  other  applica¬ 
tions  built  for  or  ported  to  the 
Oracle7  database.  Their  Informix 
counterparts,  on  the  other  hand, 
find  that  application  software  is 
more  limited  [CW,  March  20]. 

But  times  are  changing  if  the  re¬ 
cent  Informix  User  Group  show  is 
any  indication. 

At  the  show,  some 
5,000-plus  attendees 
saw  announcements 
supporting  Infor¬ 
mix’s  flagship  OnLine 
database  from  sever¬ 
al  firms,  including 
BMC  Software,  Inc. 
and  Netscape  Com¬ 
munications  Corp. 

A  change  in  plans 

In  fact,  Informix’s 
joint  development 
deal  with  Netscape, 
whose  World  Wide 
Web  browser  helps 
users  navigate  the  In¬ 
ternet,  was  a  blow  to 
Oracle.  Netscape  had  planned  a 
series  of  applications  and  Web  de¬ 
velopment  tools  to  support  Ora¬ 
cle?  but  opted  for  Informix  OnLine 
instead. 

Marc  Andreessen,  co-founder 
and  vice  president  of  Netscape  in 
Mountain  View,  Calif.,  alluded  that 
potential  competition  from  Oracle, 
which  plans  its  own  Internet  prod¬ 
ucts,  figured  into  the  deal  [CW,  July 
24],  Oracle  offers  its  own  tools  for 
buildinglnternet  applications  that 
would  compete  with  current  and 
planned  products.  For  example, 
Netscape  will  ship  a  series  of  simi¬ 
lar  development  tools  late  this 
year,  Andreesen  said. 

The  hype  of  the  information 
highway  aside,  Informix  and  sev¬ 
eral  partners  announced  products 


related  to  more  immediate  nitty- 
gritty  database  problems. 

Informix  detailed  plans  for  rep¬ 
lication  —  the  copying  and  syn¬ 
chronizing  of  data¬ 
bases  —  much  to  the 
relief  of  some  observ¬ 
ers  who  worried  that 
the  firm  would  fall 
further  behind  Oracle 
or  Sybase,  Inc.  in  this 
arena. 

Until  last  month, 
Informix  offered  On- 
Line  users  only  the 
capability  to  copy  complete  data¬ 
bases  rather  than  smaller  sections 
such  as  tables  or  rows. 

Middleware  help 

To  go  beyond  that  rudimentary 
function,  Informix  has  enlisted  the 
help  of  Platinum  Technology,  Inc. 
and  Praxis  International,  Inc. 
They  plan  to  provide  gateways  and 
other  middleware 
products  to  replicate 
information  stored  in 
OnLine  to  and  from 
other  databases. 

A  version  of  Plati¬ 
num’s  InfoExpress 
replicator  for  Infor¬ 
mix  is  due  to  ship  in 
the  fourth  quarter. 
Prices  start  at 
$15,300,  depending 
on  the  number  and 
size  of  hardware  pro¬ 
cessors,  according  to 
the  Oakbrook  Ter¬ 
race,  Ill.-based  com¬ 
pany. 

Cambridge,  Mass.- 
based  Praxis  plans  to  ship  its  Om- 
niReplicator  for  Informix  at  about 
the  same  time.  Pricing  was  not 
available,  however. 

To  fill  a  hole  in  Informix’s  New 
Era  development  kit  —  where 
some  users  have  said  a  report 
writer  should  be  —  MITI  has  in¬ 
serted  its  SQR3  product.  The  Long 
Beach,  Calif.,  firm  released  a  class 
library  designed  to  let  developers 
write  SQR3  functions  into  applica¬ 
tions  they  build  with  the  New  Era 
tool. 

BMC  Software  in  Houston  an¬ 
nounced  that  Patrol  3.0  will  sup¬ 
port  Informix  OnLine  when  the 
monitoring  utility  ships  this 
month.  Prices  start  at  $6,000  and 
depend  on  the  number  of  consoles 
and  managed  objects. 


Coming 

together 


Informix  users  from  at 
least  36  regions 
worldwide  unveiled  a 
newly  created  Informix 
International  User 
Group  last  month. 
Potential  members  can 
contact  the  Fremont, 
Calif.-based  group  at 
(510)  656-511601 
7311.3553® 
compuserve.com. 


Audio,  speech  gain  in  multimedia 


By  Tim  Ouellette 


Although  multimedia  has  been  around  for  a 
while,  audio  and  speech  features  are  gaining 
importance  in  multimedia  applications.  Now, 
developers  are  looking  for  ways  to  mold  this 
media. 

VoxWare,  Inc.  in  Skillman,  N.J., 
for  example,  is  providing  a  suite  of 
speech-related  tools  for  multime¬ 
dia  applications.  Called  ToolVox, 
the  suite  could  improve  business 
presentations  and  training  pro¬ 
grams. 

Sounding  like  something  from 
Star  Trek ,  ToolVox,  with  prices 
starting  at  $895,  lets  users  com¬ 
press,  warp,  morph  and  repitch 
speech. 

Sam  Sheddan,  a  senior  author¬ 
ing  systems  engineer  at  The 
Learning  Co.  in  Knoxville,  Tenn., 
said  he  uses  the  Warp  tool  in  the 
suite  to  adjust  the  playback  of  na¬ 
tive  language  recordings  for  the 
company’s  foreign  language  instruction  soft¬ 
ware  products. 

“For  us,  next  to  video  for  showing  the  native 
speaker’s  expression,  sound  is  the  most  impor¬ 
tant  element,”  Sheddan  said.  “The  biggest  dif¬ 
ficulty  for  users  is  that  the  native  language  is 


often  spoken  very  fast.  So  we  record  the  native 
speakers,  and  without  losing  any  voice  quality, 
we  bring  it  down  to  a  manageable,  workable 
level.” 

While  other  developers  provide  somewhat 
similar  warping  features,  VoxWare’s  Morph-It 
tool  is  unique,  said  Will  Strauss,  an 
analyst  at  Forward  Concepts  in 
Tempe,  Ariz. 

“You  can  take  a  template  of 
sound,  and  when  you  speak  [or  run 
a  tape  of  speech],  you  can  sound 
like  that  voice,”  Strauss  ex¬ 
plained.  “It  is  like  taking  a  tape  of 
John  Wayne  and  making  yourself 
sound  like  that.” 

Saving  money  and  time 

Tools  such  as  these  can  help  devel¬ 
opers  save  money  and  time  when 
creating  training  or  presentation 
materials  because  they  can  do 
many  things  with  one  recording 
and  tailor  it  to  users’  needs. 

Steve  Barlow,  director  of  Lotus 
Development  Corp.’s  multimedia  group,  said 
the  combination  of  screen  action  and  sound  in 
training  applications  is  very  powerful  and 
more  intelligible  for  users.  He  added  that  sound 
alone  isn’t  as  effective  because  it  often  imitates 
functions  already  performed  by  the  telephone. 


IS  training 
costs 


Multimedia-based 
training  applications 
may  soon  be  even 
more  cost-effective: 

Dataquest,  Inc. 
predicts  information 
systems-related 
training  costs  will 
increase  $1  billion  each 
yearfrom  current 
spending  of$9  billion 
through  1998. 


Internet  link,  Windows 
added  to  mobile  sales  system 


By  Mindy  Blodgett 


Data  Systems  Support  (DSS)  last  week  rolled 
out  the  latest  version  of  its  Sales  Information 
Response  System  (SIRS),  adding  several  fea¬ 
tures  meant  to  make  life  easier  for  mobile  us¬ 
ers. 

SIRS  7.0  now  supports  Microsoft  Corp.’s 
Windows  3.0  and  Windows  95;  it  also 
gains  Internet  connectivity  and  a 
sales  opportunity  management 
system. 

One  SIRS  user,  Steve  Jackson, 
director  of  marketing  information 
systems  at  Dearborn  Financial 
Publishing,  Inc.  in  Chicago, 
said  he  is  considering  up¬ 
grading  to  SIRS  7.0.  He  is  in¬ 
terested  in  its  new  data  ac¬ 
cess  capabilities,  which 
could  help  the  company’s 
field  service  representa¬ 
tives. 

Working  together 

“We  need  to  get  these  folks 
on  the  same  database,” 

Jackson  said.  “We  have  dif¬ 
ferent  field  service  repre¬ 
sentatives  calling  on  the 
same  account,  and  so  we 
could  really  use  more  ability 
to  have  everybody,  both  in¬ 
side  and  outside  the  office, 
working  on  the  same  infor¬ 
mation.” 

Judy  Hodges,  an  analyst 


at  International  Data  Corp.  in  Framingham, 
Mass.,  said  the  additional  features  in  SIRS  7.0 
“push  DSS  up  into  the  higher  tier  of  sales  force 
automation  players  such  as”  Brock  Control 
Systems,  Inc. 

However,  she  said  the  software  lacks  one  key 
ingredient:  the  customer  support  system  piece. 
It  was  designed  to  manage  and  track  a  help 
desk  facilitybut  will  not  be  included  in 
the  package  right  away  due  to  a 
last-minute  problem  DSS  had  with 
a  partner. 

“That  prevents  it  from  being  a 
true  suite,”  Hodges  said.  DSS  said 
the  customer  support  feature  will 
be  available  within  90  days. 

Pricing,  features 

The  rest  of  the  package  is 
available  now.  Pricing  rang¬ 
es  from  $1,900  to  $2,750,  de¬ 
pending  on  how  many  mod¬ 
ules  are  purchased.  The 
modules,  which  can  be 
bought  separately  or  in  com¬ 
bination,  offer  such  features 
as  telemarketing  and  data 
warehousing. 

The  software  also  offers 
remote  host  communica¬ 
tions  and  an  open  architec¬ 
ture  compatible  with  sever¬ 
al  operating  systems  and 
databases,  including  ones 
from  Oracle  Corp.,  Sybase, 
Inc.  and  Informix  Software, 
Inc. 


Features  of  Sales  Information 
Response  System  7.0 


■  Client/server  system  based  on 
object-oriented  technologies. 

■  Internet  connectivity. 

■  Support  for  Windows  3.1  and 
Windows  95. 

■  Host-based  communications 
server  enabling  mobile  users 
to  access  enterprise  data  more 
quickly. 

■  Data  warehousing  capabilities. 
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WHAT  IS  THE  MARK 
OF  A  TRULY  POWERFUL 
ENTERPRISE? 


When  it  comes  to  developing  and  deploying  enterprise-class,  client/server  applications, 
PROGRESS  is  the  proven  leader.  And  now,  there’s  a  way  to  make  sure  PROGRESS -based 
applications  are  driving  your  business.  The  POWERED  By  PROGRESS™  logo.  Look  for  it 
on  over  2,000  packaged  applications  currently  based  in  PROGRESS,  and  on  PROGRESS 


development  tools  that  let  you  build  your  own  enterprise-class,  client/server  applica¬ 


tions.  For  additional  information,  give  us  a  call  at  1-800-989-3773  ext.  167,  or  simply 


visit  us  on  the  World  Wide  Web  at  http://www.progress.com. 
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Introduction 


Navigating  Around  the 
Client/Server  Iceberg: 

Business  Requirements  for 
Corporate -Wide  Client/Server  Applications 


Over  the  past  five  years,  organizations  have 
begun  to  use  client/server  tools  running  on 
desktops  to  quickly  develop  department-wide 
applications. 

Increasingly,  however,  organizations  are  dis¬ 
covering  that  these  tools  don’t  work  for  large- 
scale,  corporate-wide  applications.  These  ap¬ 
plications  require  tools  that  are  as  easy  to  use 
as  first-generation  client/server  tools  and  are 
robust  enough  to  handle  the  complexity  and 
performance  requirements  of  enterprise  appli¬ 
cations. 

In  other  words,  organizations  are  running 
into  a  “client/server  iceberg.”  Just  what  does 
this  phrase  mean?  In  migrating  from  host- 
based  applications  to  client/server  applications, 
organizations  have  focused  on  prototyping  ap¬ 
plications  and  have  not  spent  as  much  time  in 
analyzing  their  business,  technical  and  infra¬ 
structure  requirements.  And  based  on  that  as¬ 


sumption,  application  developers  have  been 
using  first-generation  tools  to  deal  with  the  tip 
of  the  client/server  iceberg:  the  user  interface 
and  simple  logic  requirements  of  first-genera¬ 
tion  client/server  applications. 

But  developers  using  these  tools  have  begun 
to  encounter  requirements  “below  the  water 
line.”  These  are  the  same  requirements  that 
developers  would  have  run  into  were  they  de¬ 
veloping  host-based  applications:  the  ability  to 
handle  increasing  levels  of  complexity,  scalabil¬ 
ity  to  support  increasing  numbers  of  users, 
transaction  control,  and  so  on. 

Next-generation  or  enterprise  client/server 
tools  address  these  “below  the  water  line”  (see 
Fig.  1)  requirements  and  enable  organizations 
to  effectively  deal  with  the  client/server  iceberg. 
This  White  Paper  will  examine  the  evolving  re¬ 
quirements  for  next-generation  client/server 
application  development  and  deployment. 


The  Hurwitz  Consulting  Group,  Inc.  (HCG)  is  a  technology,  consulting  and  publishing  company  in 
Newton,  Mass.,  specializing  in  the  emerging  market  for  client/server  applications  development  and 
cross-platform  infrastructures.  HCG  was  founded  to  focus  exclusively  on  client/server  and  cross¬ 
platform  technology.  Judith  Hurwitz,  president  and  founder,  is  a  leading  industry  authority  with 
extensive  experience  as  an  IS  professional,  consultant,  analyst,  and  writer  in  the  computer  industry. 
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ENTERPRISE-WIDE  CLIENT/SERVER  APPLICATION  DEVELOPMENT 


The  Changing  Face  of 
Client/Server  Development 


The  first  generation  of  client/server  ap¬ 
plication  development  tools  marketed 
over  the  past  five  years  offered  graph¬ 
ical  rapid  application  development 
(RAD)  on  PCs.  Developers  and  busi¬ 
ness  professionals  using  these  tools  focus  on  what 
they  see  on  the  screen  rather  than  on  the  complexity 
underneath.  And  because  the  GUIs  of  these  tools 
are  quite  sophisticated,  developers  assume  that  the 
tools  are  also  sophisticated  enough  to  handle  other 
aspects  of  the  application,  such  as  complex  business 
logic  and  data  management. 

Unfortunately,  this  assumption  is  invalid.  The  so¬ 
phistication  of  a  first-generation  tool's  GUI  repre¬ 
sents  only  the  tip  of  the  iceberg;  that  sophistication 
does  not  extend  below  the  water  line. 

Developers  have  found  this  out  the  hard  way.  If 
they  try  to  make  a  first-generation  tool  handle  the 
requirements  of  increased-scale  applications,  they 
usually  have  to  program  in  one  or  more  third-gen¬ 


eration  languages  (3GLs)  such  as  Cobol,  C  or  C  +  +  . 

Also,  most  first-generation  tools  tightly  integrate 
user  interface  code  with  application  logic,  requiring 
that  all  the  logic  reside  on  the  client.  If  that  logic  in¬ 
volves  data  access,  the  scalability  that  would  be  pro¬ 
vided  by  moving  that  logic  to  the  server  becomes  al¬ 
most  impossible.  This  integration  also  forces  all  data 
to  be  moved  across  the  network  between  client  and 
server,  resulting  in  a  network  bottleneck. 

Finally,  because  they  require  the  use  of  propri¬ 
etary  SQL  extensions  and  languages,  first-generation 
tools  force  the  creation  of  applications  in  which  the 
data  management  logic  is  tied  to  a  single  database;  if 
the  application  needs  to  access  another  database,  the 
developer  must  modify  the  application  logic.  Using  a 
first-generation  tool  inhibits  an  application  from 
growing  in  complexity  because  of  the  lack  of  modu¬ 
larity  and  the  difficulty  of  adding  complex  program¬ 
ming  logic  (see  Fig.  2). 

The  maturation  of  the  application  development 


FIGURE  1 


The  Client/Server  Iceberg 

{Focus  of 
First-Generation 
Tools 
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Creating  a  New  Information  Management  System  at 
United  Technologies  Automotive 


United  Technologies  Automotive 
(UTA),  in  Dearborn,  Mich.,  is  a  major 
developer  and  manufacturer  of  sys¬ 
tems  and  components  for  the  global 
automotive  industry.  Its  five  business 
units  generated  revenues  of  $2.7  bil¬ 
lion  in  1994  and  its  products  are  part 
of  nearly  every  passenger  vehicle 
built  in  North  America  and  Europe. 

Over  time,  with  increased  growth, 
the  mainframe-based  system  used 
by  UTA's  Input  Controls  business 
gradually  became  less  effective  in 
meeting  business  needs,  from  both 
performance  and  cost  standpoints. 
The  unit,  which  manufactures  elec¬ 
tronic  controls  and  switches,  also 
faced  increasing  pressure  from 
OEMs  to  improve  data  accuracy  and 
implement  new  control  processes. 

"Because  we  lacked  an  integrat¬ 
ed  system,  accessing  data  was  often 
difficult,  and  making  changes  or 
improvements  was  very  time-con¬ 
suming,"  said  Randy  Savoie,  manag¬ 
er  of  systems  and  process  manage¬ 
ment  at  UTA. 

"We  were  using  manual  process¬ 
es  that  were  inefficient  in  view  of 
the  large  volume  of  data  generated. 
Plus,  the  manufacturing  operation 
was  not  integrated  with  financials, 
so  it  was  hard  to  produce  timely 
reports.  There  were  even  things  we 
could  not  do,  including  some  OEM- 
driven  projects.  It  was  frustrating  for 
everyone  and  potentially  damaging 
to  our  customer  relationships." 

After  a  reorganization  of  the  cen¬ 
tral  IS  function  at  UTA  gave  the  busi¬ 


ness  units  a  mandate  to  determine 
their  own  IS  systems,  the  door 
opened  for  a  comprehensive  busi¬ 
ness  assessment.  As  a  result.  Input 
Controls  decided  to  transition  to  a 
client/server  architecture  for  cost 
savings  and  flexibility.  "We  called 
this  effort  Project  Genesis  because 
we  laid  the  foundation  for  a  new 
approach  to  managing  business 
information,"  said  Savoie. 

After  a  rigorous  software  evalua¬ 
tion,  Savoie  and  his  team  selected 
MFG/PRO,  an  integrated  manufactur¬ 
ing  and  financial  package  from  QAD 
Inc.,  in  Carpinteria,  Calif.  "We  were 
attracted  to  MFG/PRO  because  it's 
based  on  the  PROGRESS  Application 
Development  Environment  from 
Progress  Software,"  said  Savoie. 
"Another  factor  was  QAD's  experi¬ 
ence  in  the  automotive  market." 

Databases  Consolidated 

Under  the  MFG/PRO  application 
package,  UTA  has  consolidated  its 
former  databases,  enabling  staff  at 
any  of  the  division's  sites  to  obtain 
information  more  easily  and  largely 
eliminating  duplicate  data  entry.  A 
key  benefit  is  the  implementation  of 
a  single  bill  of  material  system  for 
the  entire  unit.  In  addition,  when 
fully  operational  throughout  Input 
Controls,  the  new  system  is  expect¬ 
ed  to  significantly  reduce  develop¬ 
ment  and  maintenance  costs  associ¬ 
ated  with  the  mainframe,  resulting 
in  projected  savings  of  $1  million 
per  year. 
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Other  UTA  business  units  have 
noted  the  success  of  Project  Genesis; 
in  fact,  the  Motors  unit  has  also 
selected  QAD's  application  package. 

The  system  is  configured  with  HP 
9000  servers  running  Novell  NetWare 
and  Windows-based  clients  net¬ 
worked  with  TCP/IP.  Day-to-day 
applications  run  on  client/server.  A 
few  functions  remain  host-based  due 
to  processing  requirements. 

After  a  successful  pilot  installa¬ 
tion  in  Tampa,  Fla.,  Savoie's  team  has 
moved  ahead  with  the  implementa¬ 
tion  process.  They  are  also  doing 
custom  development  with  PROGRESS 
to  enhance  aspects  of  the  MFG/PRO 
product.  "We're  not  changing  source 
code,  just  building  on  the  core  appli¬ 
cation,"  said  Savoie.  "We've  been 
pleased  with  the  PROGRESS  toolset." 

According  to  Savoie,  implemen- 
tating  the  system  has  had  a  positive 
effect  on  the  entire  Input  Controls 
organization.  "Project  Genesis  has 
served  as  a  catalyst,  opening  up  dis¬ 
cussions  about  long-term  informa¬ 
tion  management  issues. 

"With  the  help  of  QAD  and 
Progress  Software,  we  are  establish¬ 
ing  the  infrastructure  we  need  for  a 
more  efficient  and  cost-effective 
operation." 
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marketplace  has  resulted  in  a  second  generation  of 
client/server  development  tools  that  not  only  accom¬ 
modate  increasing  levels  of  complexity,  but  also  re¬ 
sult  in  increased  programmer  productivity  across 
the  user  interface,  logic  and  data  management. 

These  tools  also  include  sophisticated  services  to 
handle  the  development  process,  which  typically  in¬ 
volves  teams  of  developers.  Also,  the  tools’  deploy¬ 
ment  capabilities  accommodate  a  range  of  cross- 
platfornr  enablers  at  the  interface, 
middleware  and  networking  levels. 

To  move  corporate-wide  devel¬ 
opment  from  the  mainframe  to 
client/server  requires  the  same 
tools  and  capabilities  that  were  an 
integral  part  of  host  development. 

These  tools  have  recently  begun  to 
appear  on  the  market  to  help  orga¬ 
nizations  in  their  migration  to  cor¬ 
porate-wide  client/server  applica¬ 
tion  development. 

Future  Client/Server  Requirements 

When  selecting  second-generation  tools  for  large- 
scale  application  development,  organizations  need 
to  consider  their  development  capabilities,  deploy¬ 
ment  capabilities,  and  the  flexibility  of  the  tool  to 
adapt  to  changes  over  time. 

For  example,  development  tools  used  to  build 
corporate-wide  applications  must  support  complexi¬ 
ties  across  the  user  interface,  logic  and  data  compo¬ 
nents  of  the  application.  In  terms  of  deployment, 
the  tools  must  be  able  to  handle  the  issues  presented 
by  multiple  computing  platforms,  increasing  num¬ 
bers  of  users,  and  multiple  databases. 

The  tool  must  also  provide  flexibility  over  time. 
Products,  services  and  business  units  continually 
evolve;  development  and  deployment  environments 
must  mirror  and  support  these  changes.  Today’s  de¬ 
partmental  application  may  evolve  into  an  enter¬ 
prise-wide  application  tomorrow.  One  large  depart¬ 
ment  may  be  divided  into  two  business  units  and 
become  geographically  split,  possibly  international¬ 
ly.  Second-generation  client/server  development  en¬ 
vironments  are  designed  to  handle  such  changes. 

The  next  sections  in  this  White  Paper  will  exam¬ 
ine  the  development,  deployment  and  flexibility  re¬ 


quirements  that  you  should  consider  when  choosing 
a  second-generation  client/server  tool  —  one  that 
will  help  you  address  the  entire  client/server  iceberg. 

Tool  Requirements 

When  selecting  a  development  tool  for  building  a 
corporate-wide  client/server  application,  you  should 
consider  at  least  three  factors:  the  scale  of  the  appli¬ 
cation,  the  overall  requirements  for  the  development 
tool,  and  the  specific  requirements 
across  the  user  interface,  logic  and 
data  components  of  the  application. 

Scale  of  the  Application 

There  are  many  common  ele¬ 
ments  for  application  develop¬ 
ment.  There  are  also  a  variety  of 
business  tasks  and  requirements, 
which  dictates  that  developers  se¬ 
lect  different  approaches  and  im¬ 
plement  them  using  different  tools. 
Some  companies  have  primarily 
small  projects  that  only  last  a  short  time.  For  exam¬ 
ple,  a  company  offering  a  one-time  special  product 
for  sale  with  a  partner  would  only  need  an  applica¬ 
tion  that  could  process  a  small  number  of  orders  or 
informational  requests.  Once  the  project  is  over,  the 
application  would  go  away.  It  is  “disposableware.” 

In  another  company,  an  individual  department 
might  need  to  access  key  corporate  data  through  a 
more  flexible  GUI.  In  both  instances,  a  RAD  ap¬ 
proach  with  first-generation  development  tools  is 
suitable  to  get  the  job  done  quickly  and  efficiently. 
In  this  situation,  a  high-end  tool  would  be  overkill. 

Even  in  the  context  of  scenarios  such  as  these,  de¬ 
velopers  should  proceed  with  caution.  Many  appli¬ 
cations  are  originally  approached  as  “disposable” 
only  to  become  required  for  longer  than  planned, 
sometimes  even  becoming  critical  to  the  enterprise. 
It  is  a  good  idea  to  examine  the  enterprise  implica¬ 
tions  of  an  application,  even  if  at  first  it  seems  to  be 
one  easily  handled  by  first-generation  tools. 

Many  organizations  also  want  and  need  sophisti¬ 
cated  and  widely  used  applications.  These  applica¬ 
tions  handle  complex  parts  of  a  company’s  business, 
and  need  to  be  architected  for  longevity. 

At  this  stage,  no  one  may  know  how  much  more 


evelopers  have 
M  used  first- 

generation  tools 
M  to  navigate  the 
client/server  iceberg. 

But  they  have  begun  to 
encounter  requirements 
“below  the  water  line.” 
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complex  the  business  will  become  over  time.  Many 
business  issues  could  drive  significant  changes  in  the 
infrastructure:  a  move  into  new  channels,  a  merger 
or  an  acquisition,  or  even  the  forming  of  new  part¬ 
nerships.  The  company  may  double  or  triple  if  busi¬ 
ness  expands,  or  the  organizational  structure  itself 
may  be  in  flux  due  to  rightsizing  initiatives. 

An  organization  may  be  in  the  process  of  distrib¬ 
uting  responsibility  for  different  aspects  of  the  busi¬ 
ness  to  business  units  around  the  globe.  To  further 
complicate  things,  the  company  may,  at  a  later 
point,  decide  to  return  to  a  more  centralized  man¬ 
agement  structure.  In  this  case,  an  organization 
should  combine  extensive  planning  with  second- 
generation  client/server  technology  to  develop  the 
types  of  applications  to  meet  its  changing  needs. 

Large-Scale  Development  Tool  Requirements 

Development  tools  used  for  large-scale  application 
development  should  be  comprehensive  and  adaptive. 

•  Comprehensive.  The  development  environment 
should  address  the  entire  application  life  cycle  of 
design,  development  and  deployment.  Within  each 
area,  the  environment  should  allow  the  developer  to 
use  a  single  skill  set,  (see  Fig.  2)  rather  than  forcing 
the  developer  to  work  with  a  variety  of  products  that 
may  not  work  well  together  in  the  future. 


For  example,  the  development  environment 
should  provide  a  single  set  of  tools  for  dealing  with 
an  application’s  user  interface  logic  and  data  man¬ 
agement  components.  And  if  the  developer  needs  to 
use  other  vendors’  tools  to  deal  with  design  and  de¬ 
ployment,  the  environment  should  provide  easy  ac¬ 
cess  to  those  tools  by  adhering  to  standards. 

•  Adaptive.  An  adaptive  development  environment 
has  the  flexibility  to  evolve  as  the  business  changes. 
It  can  also  accommodate  changes  in  user  interface, 
databases,  networks  and  operating  systems. 

An  adaptive  environment  also  abstracts  or  hides 
the  underlying  complexity  of  the  infrastructure  so 
that  development  organizations  can  focus  on  the 
business  problem  rather  than  the  underlying  tech¬ 
nologies  that  are  subject  to  change. 

Large-Scale  Development  Environments 

A  client/server  development  environment  must 
address  the  components  present  in  any  application: 
user  interface,  business  logic  and  data  management. 
The  next  sections  in  this  White  Paper  will  explore 
requirements  in  each  of  these  three  areas. 

User  Interface 

The  presentation  services,  or  user  interface,  is  the 
portion  of  an  application  that  manages  the  way  the 
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Government  Deregulation  Propels  Switch  to  Client/Server 
for  Distributor  Bay  State  Gas 


For  utility  companies  such  as  Bay 
State  Gas,  the  largest  independent 
distributor  of  natural  gas  in  New 
England,  government  deregulation 
has  meant  two  things: 

1)  increased  competition,  and 

2)  the  accompanying  need  for 
new  marketing  approaches. 

During  the  period  in  which  Bay 
State  Gas  was  in  the  process  of  for¬ 
mulating  its  strategic  planning,  it 
became  apparent  to  the  utility  that  its 
existing  mainframe-based  COBOL 
applications  could  not  accommodate 
the  increased  level  and  broader 
range  of  services  demanded  by  a 
deregulated  market. 

In  comparison.  Bay  State  Gas 
realized  that  implementing  a 
client/server  system  would  give  it,  at 
a  minimum,  several  competitive 
advantages:  to  respond  faster  to  new 
market  opportunities,  to  effectively 
manage  a  larger  portfolio  of  ser¬ 
vices,  and  to  provide  more  function¬ 
ality  and  flexibility. 

Not  surprisingly,  Bay  State  Gas 
made  the  decision  to  transition  from 
its  aging  mainframe  computing  sys¬ 
tem  to  a  more  responsive,  more  flexi¬ 
ble  and  more  cost-effective  client/ 
server  environment. 

Robust 4GL 

After  reviewing  several  possible 
solutions,  the  company  selected  the 
PROGRESS  Application  Development 
Environment  (ADE),  from  Progress 
Software.  The  primary  criteria  for  its 
choice  of  PROGRESS  was  the  robust¬ 


ness  of  the  product's  4GL  PROGRESS 
offered  Bay  State  Gas  the  ability  to 
handle  all  three  levels  of  an  applica¬ 
tion  —  user  interface,  business  logic 
and  data  manipulation  —  without 
creating  the  need  for  its  developers 
to  either  drop  down  to  a  less-produc¬ 
tive  3GL  or  to  write  database-specif¬ 
ic  SQL  code. 

Implementation  of  PROGRESS 
development  was  accomplished  on 
an  incremental  basis,  beginning  with 
a  pilot  program  on  the  meter-invento¬ 
ry  application. 

According  to  John  Doucette,  vice 
president  of  corporate  services  at 
Bay  State  Gas,  "The  PROGRESS  ADE 
and  relational  database  enabled  us 
to  build  an  integrated  application 
that  eliminated  the  redundancy  and 
complexity  that  characterized  our 
existing  application." 

Other  advantages  that  Bay  State 
Gas  found  in  using  PROGRESS 
included  rapid  development  and 
training,  as  well  as  lower  costs. 

Following  the  success  of  this  pilot 
effort.  Bay  State  also  chose 
PROGRESS  to  develop  an  entire  new 
customer  information  system.  In  this 
instance,  the  GUI-based  capability  of 
PROGRESS  Version  7  was  a  deciding 
factor. 

The  new  customer  information 
system,  which  will  run  on  HP  9000 
series  computers,  is  designed  to 
streamline  customer  service  by  sim¬ 
plifying  the  process  of  navigating 
between  applications.  Thanks  to  a 
simplified  user  interface,  representa¬ 


tives  will  be  able  to  learn  all  appli¬ 
cations  —  rather  than  just  one  — 
and  provide  "one-stop  shopping"  to 
customers. 

When  the  new  system  becomes 
fully  operational  this  fall,  400  end 
users  conducting  over  20,000  daily 
interactions  with  customers  will  use 


" The  PROGRESS  Application  Development 
Environment  and  relational  database 
enabled  us  to  build  an  integrated  applica¬ 
tion  that  eliminated  the  redundancy  and 
complexity  that  characterized  our  existing 
application. " 


John  Doucette, 
Vice  President  of  Corporate  Services 
Bay  State  Gas 

PROGRESS-based  applications  for 
the  company's  core  business  func¬ 
tions. 

Doucette  concluded,  "At  Bay 
State  Gas,  we  committed  to  re-engi¬ 
neering  and  rewriting  our  entire 
homegrown  mainframe  portfolio  in  a 
little  over  a  year. 
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user  interfaces  with  the  application.  Although  devel¬ 
opers  may  spend  a  lot  of  time  on  this  portion,  it  typi¬ 
cally  represents  only  15%  to  50%  of  the  total  develop¬ 
ment  effort  for  that  application.  First-generation 
tools  that  focus  on  the  user  interface  are  only  ad¬ 
dressing  the  tip  of  the  client/server  iceberg. 

The  most  critical  aspect  of  user  interface 
development  is  to  ensure  that  the  visual 
components  of  the  development  process 
are  separable  from  logic  and  data.  Second-gener¬ 
ation  client/server  tools  not  only  provide  for  this 
separation,  but  also  address  key  aspects  of  the  vi¬ 
sual  environment,  including: 

•  reusable  user  interface  objects 

•  support  for  cross-platform  development 

•  support  for  multiple  programming  models 

•  internationalization 

When  evaluating  tools,  organizations  should  exam¬ 
ine  capabilities  in  each  of  these  four  areas. 

User  Interface  Objects.  Most  tools  today  offer  good 
graphical  development  environments.  But  in  select¬ 
ing  a  tool,  developers  must  not  confuse  graphical 
development  environments  with  object  orientation. 

Being  able  to  create  code  or  an  object  using  a 
graphical  tool  does  not  mean  that  code  or  object  can 
be  reused  in  another  application  or  in  another  set¬ 
ting  without  recoding. 

An  object-oriented  development  environment  al¬ 
lows  developers  to  take  advantage  of  pre-designed 
object  components  that  have  been  built  by  commer¬ 
cial  developers.  Reusable  user  interface  objects  also 
offer  organizations  the  ability  to  set  standards  across 
an  organization,  ensuring  consistency  and  a  com¬ 
mon  look  and  feel  across  applications  .  .  .  ultimately, 
resulting  in  improved  productivity  for  end  users. 

Reusable  user  interface  components  will  greatly 
enhance  productivity  because  they  have  already 
been  debugged  and  tested.  Examples  of  reusable 
commercial  products  include  pre-defined  applica¬ 
tion  templates  designed  to  shortcut  key  aspects  of 
complex  development  and  custom  controls  designed 
for  the  Windows  environment. 

Cross-platform  support.  Over  the  past  five  years, 
developers  and  end  users  have  moved  from  purely  a 
character-based  interface  to  a  mixture  of  character- 
based  and  graphical  user  interfaces.  Some  develop¬ 
ers  are  using  a  graphical  environment  such  as  Win¬ 


dows  to  build  an  application.  However,  the  end 
users  still  have  character  terminals  on  their  desks. 

Large-scale  applications  require  the  development 
tool  to  be  able  to  produce  applications  that  can  run 


t  is  always  a  good  idea  to  examine 
the  enterprise  implications  of  an 
application,  even  if  at  first  it  seems  to  be 
one  that  is  easily  handled  by  first-generation  tools. 

consistently  across  these  user  interface  environ¬ 
ments.  A  development  tool  with  a  “multi-layout”  ca¬ 
pability  lets  developers  see  what  the  application  will 
look  like  in  both  character  and  graphical  environ¬ 
ments.  The  tool  should  let  a  developer  build  the  ap¬ 
plication  using  one  user  interface  environment,  such 
as  Windows,  and  deploy  that  application  to  a  user 
who  has  a  character-based  interface. 

Programming  models.  In  reality,  businesses  are  dri¬ 
ven  by  both  events  and  procedures.  Yet  the  truth  is, 
most  popular  development  tools  are  implemented 
assuming  only  a  procedural  model  of  development. 

As  organizations  begin  defining  business  events 
in  addition  to  business  procedures,  it  becomes  in¬ 
creasingly  important  for  a  development  tool  to  be 
able  to  easily  handle  both  event-driven  and  proce¬ 
dural  programming  models.  Hurwitz  Consulting 
Group  anticipates  that  this  step  will  go  a  long  way 
toward  helping  organizations  build  more  effective 
applications. 

Internationalization.  As  more  corporations  expand 
beyond  their  local  borders,  they  must  provide  appli¬ 
cations  with  screens,  reports  and  messages  in  native 
languages.  Tools  that  allow  developers  to  develop  a 
single  version  of  an  application  that  handles  multi¬ 
ple  languages  can  dramatically  impact  the  effective¬ 
ness  and  timing  of  global  applications. 

Applications  developed  with  these  tools  should  be 
able  to  simultaneously  “understand”  different  lan¬ 
guages  and  character  sets  input  by  different  users. 

Application  Logic 

Application  logic  is  the  heart  of  client/server  ap¬ 
plication  development  and  represents  the  bulk  of 
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the  work  for  application  developers.  When  evaluat¬ 
ing  tools  for  large-scale  application  development,  an 
organization  should  consider  the  following  in  terms 
of  application  logic  capabilities: 

•  modularity  of  design  to  handle  complexity 

•  role  of  transactions 

•  object  orientation 

•  integration  with  outside  technologies 

•  database  and  platform  independence 

•  the  role  of  batch  processing  in  client/server 

Modularity.  A  development  tool  should  not  inter¬ 
twine  user  interface  logic  with  application  logic,  es¬ 
pecially  if  scalability  is  an  issue.  Also,  just  because  an 
application  was  designed  with  a  second-generation 
client/server  tool  does  not  mean  it  was  designed  to 
handle  increasing  degrees  of  complexity. 

Scalability  comes  from  well-thought-out  and  well- 
structured  techniques.  The  development  tool  you 
choose  should  foster  the  modular  development  of 
application  logic,  producing  objects  that  are 
reusable  and  applications  that  can  easily  handle  in¬ 
creasing  complexity. 

Role  of  transactions.  First-generation  tools  have 
typically  been  used  to  develop  either  decision  sup¬ 
port  applications  or  applications  involving  simple 
transactions  or  light  transaction  loads.  Large-scale 
applications  bring  not  only  increased  transaction 
complexity,  but  also  the  requirement  for  increased 
transaction  loads. 

A  development  tool  should  provide  a  structured, 
transaction-oriented  language,  which  will  allow  de¬ 
velopers  to  address  the  transaction  requirements  of 
large-scale  applications  without  having  to  resort  to 
conventional,  low-level  programming  languages. 

Object  orientation.  Object  orientation  in  second- 
generation  client/server  environments  helps  mask 
the  complexity  of  the  underlying  enterprise  infra¬ 
structure  and  provides  the  benefit  of  reuse,  signifi¬ 
cantly  increasing  developer  productivity.  In  fact,  or¬ 
ganizations  building  large-scale  applications  are 
finding  they  need  to  design  reusable  libraries  for  use 
by  large  development  teams.  These  reusable  li¬ 
braries  can  capture  important  complex  business 
logic,  reducing  the  chance  that  developers  will  intro¬ 
duce  logic  errors.  Reuse  can  also  dramatically  speed 
up  the  development  process,  especially  when  a 
large-scale,  complex  application  is  being  designed. 


An  object  framework  such  as  OLE/COM  or 
CORBA  can  allow  a  variety  of  conventional  and  ob¬ 
ject-oriented  code  to  be  managed  in  a  distributed 
way.  This  type  of  object  brokering  service  hides  the 
complexity  of  underlying  technologies  so  developers 
do  not  need  to  know  the  details  of  it  and  can  focus 
on  the  application.  It  also  makes  it  easier  to  change 
environmental  components  without  having  to 
change  the  application  logic. 

Integration  with  outside  technologies.  For  large-scale 
applications  to  be  implemented  at  the  corporate 
level,  they  must  not  be  approached  as  isolated  busi¬ 
ness  functions.  Instead,  they  must  be  able  to  interact 
with  an  organization's  other  applications  and  data. 
Furthermore,  the  development  tool  used  to  create 
these  applications  should  provide  this  capability 
without  forcing  the  developer  to  drop  into  C  or 
some  other  low-level  language. 

Database  and  platform  independence.  Pilot  or  de¬ 
partmental  applications  often  need  to  deal  with  only 
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one  database  or  platform.  But  large-scale  applica¬ 
tions  must  often  be  able  to  seamlessly  access  multi¬ 
ple,  and  possibly  heterogenous,  databases  as  well  as 
be  able  to  run  across  multiple  operating  systems. 

For  example,  corporate-wide  client/server  appli¬ 
cations  often  need  to  access  and  update  legacy  data 
as  well  as  newer  heterogeneous  data  sources  across 
the  enterprise.  This  data  is  found  on  a  variety  of  flat 
files,  hierarchical  mainframe  systems  and  relational 
databases  running  on  many  hardware  platforms. 
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Therefore,  when  selecting  second-generation 
client/server  tools,  it  is  important  to  evaluate  their 
abilities  in  these  areas.  A  second-generation 
client/server  tool  must  allow  the  developer  to  devel¬ 
op  a  single  set  of  logic  that  will  work  across  multiple 
databases  and/or  operating  system  platforms. 

Role  of  batch  processing.  An  often  overlooked  as¬ 
pect  of  corporate  application  development  is  sup- 
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pplications  must  be  able  to  scale 
both  up  and  down  in  platforms, 
number  of  users,  size  of  database 
and  application  complexity. 


port  for  batch  processing.  Even  in  an  event-driven 
client/server  world,  there  are  requirements  for  batch 
reporting  and  processing. 

For  example,  large  financial  consolidation  reports 
should  be  run  off-line.  A  second-generation 
client/server  tool  should  be  able  to  handle  batch  pro¬ 
cessing  and  should  also  let  a  developer  address  this 
part  of  the  application  using  the  same  skill  set  re¬ 
quired  to  build  all  the  other  parts  of  the  application. 

Data  Management 

In  terms  of  data  management,  the  development  of 
large-scale  applications  dictates  the  need  for  a  con¬ 
sistent  repository  for  data  definitions  and  business 
rules.  This  repository  should  be  seamlessly  integrat¬ 
ed  into  the  development  tool,  to  ensure  maximum 
developer  productivity.  Make  sure  that  the  develop¬ 
ment  tool  you  choose  provides  such  a  repository. 

Further,  as  part  of  the  overall  modular  architec¬ 
ture  of  client/server,  data  should  be  separate  from 
application  logic  and  business  rules.  This  separation 
allows  data  to  change  without  affecting  the  integrity 
of  the  application. 

When  data  is  integrated  with  application  logic, 
the  entire  application  must  be  tediously  changed 
and  modified  each  time  a  data  element  changes. 
Separation  of  data  from  application  logic  provides  a 
faster  way  to  maintain  and  change  applications. 

Pilot  or  departmental  applications  typically  need 
to  access  only  a  single  data  source.  Large-scale  ap¬ 
plications,  however,  often  involve  transactions  that 


span  multiple  heterogeneous  data  sources.  Because 
this  requirement  is  below  the  water  line  of  the 
client/server  iceberg,  first-generation  client/server 
tools  cannot  address  it  without  significant  low-level 
language  coding  on  the  part  of  the  developer. 

In  contrast,  effective  second-generati,  n 
client/server  tools  handle  this  challenge  by  provid¬ 
ing  optimized  database  independence  that  does  not 
rely  on  embedding  RDBMS-specific  SQL  or  a  “low¬ 
est  common  denominator”  approach,  such  as 
ODBC.  (See  Fig.  3.) 

Deploying  Large-Scale  Client/Server  Applications 

It  is  not  enough  that  a  second-generation 
client/server  tool  can  handle  the  development  re 
quirements  of  a  large-scale  application;  you  mus. 
also  consider  the  deployment  requirements  present¬ 
ed  by  this  class  of  application.  You  must  consider: 

•  Portability  across  environments  and  platforms 

•  Scalability  and  support  for  users 

•  Flexibility  in  responding  to  changing  user  needs 
or  business  conditions 

Portability.  When  organizations  started  me  ing 
from  the  mainframe  as  the  only  development  plat¬ 
form  for  applications,  they  purchased  a  variety  of 
platforms,  ranging  from  desktop  development  sys¬ 
tems  to  large-scale  minicomputers  and  servers. 

Client/server  applications  that  support  all  these 
users  must  accommodate  a  variety  of  hardware  op¬ 
tions,  networks,  operating  systems,  databases  and 
communications  pxotocols.  The  development  envi¬ 
ronment  must  be  architected  to  hide,  or  make  trans¬ 
parent,  the  underlying  physical  environment,  so  de¬ 
ployment  can  be  accomplished  as  easily  on  a  LAN  c 
in  a  large-scale  server  environment.  (See  Fig.  4.) 

Scalability.  Scalability  in  deployment  has  different 
implications  than  scalability  of  development.  A  com¬ 
pany  that  needs  to  support  thousands  of  users  at  its 
main  site  may  only  need  to  support  a  handful  of 
users  at  a  regional  site.  Therefore,  in  deployment, 
applications  must  be  able  to  scale  both  up  and  down 
in  terms  of  platforms,  number  of  users,  size  of  data¬ 
base  and  application  complexity.  It  is  not  unusual  for 
one  organization  to  have  many  situations.  The  devel¬ 
opment  environment  must  handle  a  wide  variety  of 
implementation  and  deployment  situations. 

Flexibility.  Although  pilot  or  departmental  appli- 
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cations  often  have  clear  requirements,  large-scale 
applications  must  anticipate  change  in  a  number  of 
areas.  Tools  used  to  build  these  applications  must  be 
able  to  respond  to  these  changes  without  requiring 
developers  to  change  the  application. 

Changes  typically  required  by  large-scale  applica¬ 
tions  include,  end  user  ad  hoc  reporting,  the  ability 
to  support  new  and  different  types  of  databases,  and 
the  internationalization  of  an  application. 

Conclusion:  Navigating  Around  the  Iceberg 

All  applications  have  development,  deployment 
and  flexibility  requirements.  And  when  organiza¬ 
tions  build  pilot  or  departmental  applications,  it  is 
often  appropriate  for  them  to  use  first-generation 
client/server  tools  to  address  those  requirements. 

However,  these  tools  do  not  address  the  require¬ 
ments  below  the  client/server  iceberg  water  line.  It  is 
these  requirements  that  developers  face  when  build¬ 


ing  large-scale  applications.  Therefore,  before  se¬ 
lecting  a  tool,  it  is  critical  to  think  about  how  an  ap¬ 
plication’s  requirements  will  change  over  time. 

Corporate-wide  client/server  computing  provides 
the  infrastructure  that  begins  to  allow  organizations 
to  evolve  in  a  flexible  way  without  the  massive  dis¬ 
ruptions  of  earlier  computing  architectures. 

Second-generation  client/server  development  and 
deployment  environments  are  architected  with  the 
assumption  that  businesses  —  and  the  applications 
that  run  them  —  will  change  constantly.  They  are 
being  designed  to  provide  organizations  with  highly 
flexible,  distributed  and  managed  environments. 

Understanding  the  requirements  of  large-scale 
applications  and  then  choosing  the  appropriate  sec¬ 
ond-generation  client/server  development  tool  are 
the  keys  to  navigating  around  the  client/server  ice¬ 
berg.  Be  sure  to  look  below  the  water  line  before  you 
choose  an  application  development  tool.  S 
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rystal  Computer  Services,  Inc.  has 
ounced  Crystal  Reports  4.5,  a  32-bit 
ersion  of  its  data  access  and  reporting 
for  PC  and  client/server  environ- 
ents. 

According  to  the  Vancouver  company, 
Crystal  Reports  4.5  features  enhanced 
graphingwith  customizable  graph  types 
and  import  and  export  capabilities  for 
Notes.  It  also  supports  Microsoft  Corp.’s 
Access  2.0  OLE  picture  fields  and  Bor¬ 
land  International,  Inc.’s  Database  En¬ 
gine.  It  can  export  to  Microsoft’s  Excel 
5.0. 

Crystal  Reports  4.5  runs  on  Windows 
jlatforms,  including  Windows  NT,  Win¬ 
dows  3. 1  and  Windows  95. 

Crystal  Reports  4.5  costs  $195. 

►  Crystal  Computer  Services 
(604)  681-3435 


Alpharel,  Inc.  has  announced  the  latest 
release  of  its  suite  of  enterprise  image 
nanipulation  tools:  View,  Markup  and 
5dit. 

According  to  the  San  Diego  company, 
the  latest  release  has  a  pan-zoom  view¬ 
ing  effect  that  allows  operators  to  set  ini¬ 
tial  load  pan-zoom  locations  for  all  docu¬ 
ments.  Other  new  features  include 
improved  measurement  units,  support 
jfor  multipage  TIFF  files,  set  markers, 
;ool  tips,  flexible  measurement  tools 
and  faster  edit/crop  capabilities  for  re¬ 
sizing. 

The  tools  also  support  True  Type  fonts 
on  Windows  and  Speedo  Outline  fonts  on 
Unix. 

Pricing  for  View  tools  starts  at  $650; 
Markup  tools  start  at  $950;  and  Edit  tools 
start  at  $1,350.  Price  reductions  are 
available  for  quantity  purchases. 

►  Alpharel 
(619)  625-3000 


Ilueridge  Technologies,  Inc.  has  an¬ 
nounced  that  its  Optix  Network  Docu¬ 
ment  Management  System  now  supports 
SPARC-based  servers  from  Sun  Micro¬ 
systems,  Inc.  running  the  Solaris  operat- 
ng  system. 

According  to  the  Flint  Hill,  Va.,  compa- 
ly,  the  document  management  system 
offers  workflow,  imaging,  archival/re¬ 
trieval  and  natural  language  text  search 
for  Macintosh  and  Windows-based  cli¬ 
ents.  The  system  can  be  scaled  from  an 
entry-level  SPARC  to  an  enterprisewide 
application  running  on  a  Sun  SPARC- 
server  with  multiple  processors. 

Pricing  for  the  Optix  Network  Docu- 
ent  Management  System  (with  Sun 
PARCserver)  starts  at  $150,000  and  in- 
iludes  Optix  server  software,  client  soft- 
are  for  both  Macintosh  and  Windows- 
ased  PCs  and  installation. 

►  Blueridge  Technologies 
(703)  675-3015 


Pacific  Data  Products,  Inc.  has  intro¬ 
duced  the  Pacific  DirectNet  print  server. 

The  Pacific  DirectNet  print  server  sup¬ 
ports  the  Dynamic  Host  Configuration 
Protocol  (DHCP)  for  Microsoft  Corp.’s 
Windows  NT  networks.  According  to  the 
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San  Diego  company,  DHCP  support  pro¬ 
vides  a  single  configuration  protocol  for 
all  network  devices  and  lets  users  on  a 
Windows  NT  network  print  to  any  net¬ 
work  printer  via  the  TCP/IP  protocol. 

Pacific  DirectNet  print  servers  feature 
multinetwork  compatibility,  SNMP  sup¬ 
port  and  flexible  setup  configurations. 

Pricing  for  the  Pacific  DirectNet  print 
server  starts  at  $199. 

►  Pacific  Data  Products 
(619)552-0880 


Executive  Technologies,  Inc.  has  an¬ 
nounced  SearchExpress/Legal  Docu¬ 
ment  Imaging3. 6. 

According  to  the  Birmingham,  Ala., 
company,  SearchExpress/Legal  Docu¬ 
ment  Imaging 3.6  performs  optical  char¬ 
acter  recognition  (OCR)  on  scanned  legal 
documents  and  lets  users  perform 
searches  across  multiple  cases.  It  also 
lets  users  perform  redacting,  bates 
stamping  and  automatic  archiving.  It  al¬ 
lows  attorneys  to  white  out  portions  of  a 


page  before  printing  the  page  or  giving  it 
to  opposingcounsel. 

The  product  features  fuzzy  logic 
searching  to  find  documents  despite 
OCR  errors  and  ranks  the  retrieved  doc¬ 
uments  by  presumed  relevance,  concept 
searching  and  boolean  searching. 

SearchExpress/Legal  Document  Im- 
aging3.6  costs  $5,995  per  server  and  $495 
per  concurrent  network  user. 

►  Executive  Technologies 
(205)933-5494 
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You  want  open  systems  computing 


You  don’t  want  to  move  mountains  of 


critical  data  to  a  new  platform 


What  computer  system  do  you  have? 


If  you’re  running  an  IMAGE/SQL  or  ALLBASE/SQL 


database  on  our  HP  3000,  you  can  gain  the  flexibility  and 


improved  data  access  of  client/server  computing 


without  the  steep  learning  curve,  high  development  costs 


and  risk  of  moving  your  data  to  a  new  platform 
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ith  all  due  respect  to  the  post 
office,  there  are  more  efficient 
ways  of  communicating  in 
business.  E-mail  is  a  perfect  example.  Thing  is,  there’s 
only  one  e-mail  package  available  that  allows  you  to 
simply  communicate  with  anyone  you  want- colleagues, 
customers,  vendors -no  matter  what  operating  system 
(Windows™  DOS,  OS/2,®  Macintosh®  or  UNIX®),  host 
system  or  e-mail  product  they  use:  cc:Mail™  from  Lotus.® 
In  addition,  cc:Mail  works  seamlessly  with  other 


I 

Microsoft®  and  WordPerfect.®  In  short,  whatever  you  have, 
and  whatever  they  have,  cc:Mail  works.  Easily. 

It’s  no  wonder  cc:Mail  is  the  best-selling  e-mail 


package,  used  by  more  people  worldwide  than  any  other. 
It’s  no  wonder  Lotus  users  work  better  because  they  work 
together.  It’s  no  wonder  we  want  you  to  have  more  infor- 


The  world’s 


e-mail  is  better  than  ever  in  new 
You  mi  send,  view  and 
print  spreacishsa-ts,  pmseftetkr®,  graphics  and  more.  It  works 
with  over  150  major  DOS,  Windows  and  Mac 
programs  to  name  a  few.  If s  wort  more  awards  than  any  com- 


cc:Mail  Desktop  2.2 


Lotus  applications  like  Lotus  Notes®  and  SmartSuite®  and  is  mation  about  cc:Mail.  Call  1-800-872-3387,*  ext.  A934, 
compatible  with  virtually  all  other  mail-enabled  to  learn  more  or  explore  Lotus  on  the  World 

desktop  applications,  including  those  from  Working  TogetheT  Wide  Web  atwww.lotus.com. 


*/n  Canada  call  1  -800-GO-LOTUS.  01995  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  Lotus,  SmartSuite,  Notes  and  Working  Together  are  registered  trademarks  and  ccMail  is  a  trademark  of  Lotus  Development  Corporation. 
Microsoft  is  a  registered  trademark  and  Windows  is  a  trademark  of  Microsoft  Corporation.  OS/2  is  a  registered  trademark  of  International  Business  Machines  Corporation.  Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc. 

UNIX  is  a  registered  trademark  of  XJOpen  Company  Limited.  Word  Perfect  is  a  registered  trademark  of  Novell  Inc. 


Switching  comes 
into  us  own,  54 


The  myths  of 

TELECOMMUTING,  55 


Enterprise  Networking 


INTERNETWORKING  •  SERVICES  •  NET  MANAGEMENT 


’net/Notes  tandem 
may  go  head-to-head 


By  Suruchi  Mohan 


Notes  or  the  Internet? 

For  now,  at  least,  execu¬ 
tives  at  Lotus  Development 
Corp.  can  call  them  comple¬ 
mentary.  But  the  future 
may  see  Notes,  Lotus’  groupware  appli¬ 
cation  development  platform,  engaged  in 
direct  competition  with  the 
Internet. 

There  are  numerous  sim¬ 
ilarities.  Notes,  despite  pro¬ 
viding  a  powerful  platform 
for  application  develop¬ 
ment,  is  primarily  a  tool  for 
information  sharing.  So  is 
the  Internet.  Both  provide 
bulletin  board  services  and 
a  forum  for  publishing  and 
posting  information. 

“Most  organizations  use 
Lotus  Notes  as  a  glorified 
E-mail  and  bulletin  board 
service,”  said  Mark  Gibbs, 
president  of  Gibbs  &  Co.,  a 
consultancy  in  Ventura, 

Calif.  While  the  primary  function  of  Notes 
is  groupware,  Gibbs  said,  Notes  is  largely 
used  for  secure  information  sharing.  He 


First  Albany’s  Barry 
McCurdy  calls  the  In¬ 
ternet  ‘a  nice  adjunct 
to  Notes,  particular¬ 
ly  with  E-mail’ 


added  that  Notes  has  “some  good  appli¬ 
cations,  but  the  cost  per  seat  of  Notes  and 
the  implementation  time  are  signifi¬ 
cant.” 

Cheaper  choice 

While  Notes  clearly  has  the  advantage  of 
security,  many  organizations  already 
use  the  Internet  as  an  inexpensive  way 
to  handle  communications. 

“Web  technology  is  an 
evolving  competitor  [to 
Notes],”  said  Doug  Ritchie, 
vice  president  of  informa¬ 
tion  integration  and  access 
at  Advanced  Micro  Devices, 
Inc.  in  Sunnyvale,  Calif. 

He  said  his  users  wanted 
a  Web  browser  on  the  desk¬ 
top,  and  providing  that  was 
easier  to  do  and  more  eco¬ 
nomical  than  giving  each  of 
them  acopy  of  Notes.  Wheth¬ 
er  Notes  could  be  replaced 
by  the  Internet  is  unclear, 
but  Ritchie  said  security  is 
being  developed  for  the 

Internet. 

At  Ernst  &  Young  in  Irving,  Texas,  John 
Parkinson,  a  partner  at  the  company,  is 


using  the  Web  for 
knowledge  manage¬ 
ment. 

Ernst  &  Young  pub¬ 
lishes  volumes  of  ref¬ 
erence  information  in 
various  forms.  “To 
link  things  together, 
you  have  to  deal  with 
large  blocks  of  text. 

[Hypertext  Markup 

Language]  is  a  powerful  way  to  do  that,” 

Parkinson  said. 

While  Parkinson  said  he  could  put  all 
the  information  into  one  da¬ 
tabase,  doing  so  would  re¬ 
quire  users  to  have  too 
much  knowledge  about  that 
database. 

“With  the  Web,  it  is  more 
easily  searchable  and 
browsable,”  Parkinson 
said,  adding  that  the  Web  al¬ 
so  allows  him  to  put  links  be¬ 
tween  pieces  of  content.  “We 
tried  it  with  Notes  for  a  while 
and  could  do  so  to  some  ex¬ 
tent;  HTML  makes  it  easier.” 

But  most  observers  say 
that  for  now,  the  lack  of  se¬ 
curity  on  the  Internet  pre¬ 
vents  it  from  being  a  com¬ 
petitor  to  Notes.  Companies 
will  not  entrust  their  internal  communi¬ 
cations  to  prying  eyes  on  the  Internet, 
though  they  may  use  the  technologies  in 
conjunction  with  each  other. 

“We  view  [the]  Web  as  a  complement 


Web’s  the  way 

Companies  are  increasingly  seeing 
the  Web  as  a  cost-effective  way 
to  perform  many  of  the 
functions  of  Notes: 


to  Notes,”  said  John 
Schulz,  senior  project 
manager  for  group- 
ware  at  US  West  Man¬ 
agement  Information 
Services  in  Engle¬ 
wood,  Colo. 

“Notes  is  used  as  a 
management  and 
publishing  tool  for 
[our]  internal  Inter¬ 
net,”  he  said.  That  is  because  not  all  em¬ 
ployees  have  Notes,  but  many  have  Inter¬ 
net  browsers. 


Training 

Knowledge  management 
Company  bulletin  board 


“Notes 

addresses  firms 
with  big  budgets 
or  tremendous 
amounts  of 
discipline  in 
implementing 
technology. 
[The]  Web  is 
cheaper  for 
information 
sharing.” 

—  Mark  Gibbs, 
President, 
Gibbs  &  Co. 


’net  moves 

Like  others,  First  Albany 
Corp.  has  begun  Internet 
implementation. 

“We  will  use  the  Internet 
as  a  nice  adjunct  to  Notes, 
particularly  with  E-mail,” 
said  Barry  McCurdy,  senior 
vice  president  and  director 
of  research  at  the  Albany, 
N.Y.,  investment  bank. 

Lotus,  however,  is  not 
worried  about  losing  Notes 
users  to  the  Internet,  either 
now  or  over  the  long  term. 

“We  see  the  Web  with  col¬ 
laborative  capabilities,  and 
Notes  can  publish  data  on 
the  Web,”  said  Mike  Zisman,  a  Lotus  vice 
president  in  Cambridge,  Mass.  “The  Web 
will  be  an  enormous  accelerator  of  col¬ 
laborative  computing  and  make  the 
Notes  server  a  superset  of  the  Web.” 


Wireless  LANs  improve  ^Airlines  take  to  the  airwaves 
with  Netwave  upgrade  I "  to  deliver  travel  information 


By  Mindy  Blodgett 


■  Xircom,  Inc.  last  week  an¬ 
nounced  a  software  upgrade  for 
its  wireless  LAN  system  that 
gives  users  faster  and  more  effi¬ 
cient  roaming  capabilities. 

The  Xircom  system  comprises  a 
CreditCard  Netwave  Adapter  and 
a  Netwave  Access  Point.  The  Net- 
wave  Adapter  achieves  indoor 
ranges  of  up  to  150  feet,  using  fre¬ 
quency-hopping,  spread  spectrum 
radio  waves.  Netwave  Access 
Point  lets  users  seamlessly  con¬ 
nect  wired  and  wireless  corporate 
LANs. 

Netwave  2.5  offers  a  throughput 
of  45K  bit/sec.,  which  is  40%  to  60% 
faster  than  the  earlier  version.  The 
data  rate  is  1M  bit/sec.  It  also  of¬ 
fers  seamless  roaming  between 
access  points,  according  to  Xir¬ 
com  in  Thousand  Oaks,  Calif. 

Harry  Powell,  an  information 
systems  manager  at  Modern  Tech¬ 


nologies,  a  health  and  insurance 
industry  consulting  firm  in  Atlan¬ 
ta,  said  the  speed  is  a  plus  for  his 
company’s  100  notebook  users. 

“Sometimes  we  [meet]  in  a  ho¬ 
tel,  and  we  need  to  move  to  a 
breakout  room,”  Powell  said. 
Wireless  LAN  capability  makes 
this  easier  to  do. 

“They  have  done  the  most 
with  integration,”  said  Val  Sri- 
bar,  an  analyst  at  Meta  Group, 
Inc.  in  Stamford,  Conn.  “And 
they  have  priced  it  to  make  the 
product  interesting.” 

For  current  users  of  the  hard¬ 
ware,  the  software  upgrade  is 
free.  For  others,  Netwave  2.5 
costs  $399  for  the  CreditCard 
Adapter  and  $799  for 
the  Starter  Kit, 
which  includes  one 
access  point 
and  one 
adapter. 

The  upgrade  is 
available  now. 


By  Mindy  Blodgett 


Passengers  arriving  at  some  of  the  nation’s 
busiest  airports  are  increasingly  met  not  by 
chaos  but  by  efficient  curbside  agents  who 
wield  handheld  computers  supplying  every¬ 
thing  from  ticketing  information  to  in-flight 
menu  information. 

Thanks  to  wireless  technologies  that  can 
transfer  data  in  a  two-second  flash,  those  long 
lines  for  baggage  check-in,  seat  confirmation 
and  gate  information  might  soon  be  history. 

The  latest  example  of  this  capability  hails 
from  the  technology  arm  of  American  Airlines , 
which  offers  its  wireless  communications 
product  to  the  64  airlines  that  use  Sabre,  the 
world’s  largest  reservation  and  computer  sys¬ 
tem. 

Observers  say  the  Sabre  wireless  system  — 
along  with  those  developed  by  other  airlines  — 
will  provide  significant  time-saving  and  paper¬ 
work  reduction  benefits  to  the  travel  industry. 

Sabre  Wireless  is  a  mobile  product  designed 
to  supply  real-time  information  on  flights, 
weather,  types  of  planes  and  other  travel  news. 
Eventually,  Sabre  plans  to  offer  it  to  all  of  the 
system’s  approximately  30,000  subscribers,  in- 


The  Sabre  wireless  system  enables  remote  check¬ 
in,  ticketing  and  access  to  flight  and  weather 
information 

eluding  travel  agents,  hotels  and  car  rental 
agencies. 

“The  possibilities  are  endless  on  how 
this  technology  can  be  used,”  said  Chris  Sera- 
fin,  a  principal  in  airport  systems  at  Sabre  De- 

Airlines,  page  55 
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Digital  rolls  out  more  virtual  LAN  gear 


EnVISN  architecture  leads  competitive  net  strategy 


By  Michael  Goldberg 


Digital  Equipment  Corp.  is  in  the  midst  of 
an  18-month  rollout  of  virtual  LAN  prod¬ 
ucts. 

The  company’s  em¬ 
phasis  is  on  routing 
technology  that  han¬ 
dles  users  distribut¬ 
ed  throughout  an  or¬ 
ganization  but  man¬ 
ages  the  routers  from 
one  central  point. 

This  should  ease  the 
flow  of  traffic  for  us¬ 
ers  and  make  their 
use  of  computing 
hardware  more  effi¬ 
cient,  according  to 
observers. 

When  information 
systems  staffers  con¬ 
sider  networking 
gear,  companies  such 
as  Cisco  Systems, 

Inc.,  Bay  Networks, 

Inc.,  Cabletron  Sys¬ 


tems,  Inc.  and  3Com  Corp.  typically  come 
to  mind.  While  these  companies  rank  as 
the  sales  leaders,  Digital  comes  in  third 
in  LAN  switches  and  fourth  in  routers 
and  switching  hubs, 
according  to  Interna¬ 
tional  Data  Corp.  in 
Framingham,  Mass. 

If  Digital  has  its 
way,  this  rollout  will 
help  it  grab  an  even 
bigger  chunk  of  these 
markets. 

In  the  game 

Analysts  say  that  Dig¬ 
ital,  which  unveiled 
its  enterprise  Virtual 
Intelligent  Switched 
Network  (EnVISN)  ar¬ 
chitecture  in  April, 
has  articulated  a 
strategy  that  keeps 
pace  with  the  compe¬ 
tition  —  which  is  also 
unveiling  paths  to 
virtual  networks.  Dig¬ 


ital  has  a  leg  up,  observers  said,  because 
it  sells  a  broader  menu  of  products  than 
most  networking  suppliers. 

Over  the  next  year,  the  company  will 
introduce  new  versions  of  its  ClearVISN 
virtual  LAN  management  software. 
Digital  also  plans  to  unveil  a  series  of 
desktop,  workgroup  and  enterprise 
switches. 

“Digital  is  finally  catching 
up  and  starting  to  play  a 
leadership  role”  in  network¬ 
ing  technology,  said  Michael 
Howard,  president  of  Info- 
netics  Research,  Inc.,  a  net¬ 
work  consultancy  in  San 
Jose,  Calif.  One  major  factor 
behind  Digital’s  networking 
success,  he  said,  is  lower 
prices.  “In  the  old  days,  Digi¬ 
tal  laid  out  a  higher  price 
spread  for  [their  network 
products].  Today,  their  pric¬ 
es  are  more  competitive,” 

Howard  said. 

The  decision  to  offer  distributed  rout¬ 
ing  is  important  in  the  virtual  LAN  con¬ 
test,  analysts  said.  Of  the  leading  net¬ 
working  product  vendors,  Cabletron 


emphasizes  a  distributed  routingformat 
while  3Com,  Bay  Networks  and  Cisco  use 
a  centralized  routing  environment,  ac¬ 
cording  to  a  report  by  McConnell  Con¬ 
sulting,  Inc.  in  Boulder,  Colo. 

Digital  takes  distributed  route 

At  Children’s  Hospital  in  Boston,  senior 
network  analyst  Jim  Hutchinson  said 
Digital’s  distributed  net¬ 
work  model  helped  him  con¬ 
solidate  a  purchasing  appli¬ 
cation  and  operating  room 
schedules  onto  one  server 
instead  of  three.  He  said  he 
used  a  DEChub  900  multi¬ 
switch  as  a  backplane  and  a 
DECrepeater  900  fp  switch 
to  move  some  users  from  an 
Ethernet  network  to  an  Fi¬ 
ber  Distributed  Data  Inter¬ 
face-based  system. 

“The  thing  that  appeals  to 
me  is  the  distributed  archi¬ 
tecture  they  chose,”  Hutch¬ 
inson  said.  “A  centralized  model  puts  too 
much  emphasis  on  a  single  point  of  fail¬ 
ure,  and  it  also  increases  the  manage¬ 
ment  of  traffic”  on  the  network. 


What  they’re  up  to 


TM 


Since  Digital’s  announcement  of 
its  enterprise  Virtual  Intelligent 
Switched  Networks  (EnVISN),  the 
company  has  offered  new  switches 
for  distributed  routing  between 
virtual  LANs  and  a  series  of 
products  to  connect  remote  users. 

Other  scheduled  rollouts  include 
the  following: 

End  of  loos _ 

Software  to  manage  network 
policies  on  virtual  LANs,  such  as 
those  defining  users  and  declaring 
users’  access  levels 

First  half  of  iqq6 _ 

Software  to  build  Class  3  virtual 
LANs  based  on  the  network 
address  of  each  user 


Digital  campus 


Quinnipiac  College  in 
Hamden,  Conn.,  is 
spending  $200,000  on 
Digital  hubs,  switches 
and  routers  to  set  up 
a  campus  network 
linking  the  college's 
administration  to 
its  five  undergraduate 
and  graduate  schools. 


Internetworking  vendors 
flood  switching  market 

Raft  of  announcements  puts  technology  in  choice  position 


By  Laura  DiDio 


A  spate  of  new  switch  offerings 
from  a  variety  of  small  and  mid¬ 
size  vendors  is  a  strong  indica¬ 
tor  that  switching  has  arrived 
as  the  mainstream  LAN  band¬ 
width  booster  of  choice  for  in- 
ternetworkingusers. 

No  fewer  than  six  10M/100M 
bit/sec.  LAN  and  backbone 
switches  have  made  their  way  to 
the  market  in  the  past  few 
weeks.  The  trend  is  expected  to 
escalate  in  the  next  two  months 
and  culminate  at  the  Networld/ 
Interop  ’95  trade  show  in  Sep¬ 
tember,  analysts  and  users  said. 

Among  those  that  unveiled 
wares  in  recent  weeks  were  In- 
tellicom,  Inc.  in  Chatsworth, 
Calif.;  NetWiz  Ltd.,  a  start-up  in 
Haifa,  Israel;  Newbridge  Net¬ 
works,  Inc.  in  Herndon,  Va.;  Re- 
tix,  Inc.  in  Santa  Monica,  Calif.; 
and  Standard  Microsystems, 
Inc.  in  Hauppauge,  N.Y. 

“There’s  a  feeding  frenzy  go¬ 
ing  on  right  now.  Just  about  any¬ 
one  who  calls  themselves  an  in¬ 
ternetworking  supplier  is  intro¬ 
ducing  a  new  switch,”  said  Eric 
Hindin,  a  senior  consultant  at 
Strategic  Networks  Consulting, 


Inc.  in  Rockland,  Mass. 

“It’s  definitely  a  buyers’  mar¬ 
ket,”  Hindin  said.  “But  users 
must  take  care  to  buy  switches 
with  a  minimum  of  two  high¬ 
speed  ports  and  built-in  net¬ 
work  management.  Otherwise, 
they  might  find  themselves 
stuck  with  a  cheap,  bare-bones 
product  that 
doesn’t  have  ade¬ 
quate  performance 
for  their  needs.” 


Worth  it 

Charlie  Robbins, 
an  analyst  at  Aber¬ 
deen  Group,  Inc.,  a 
Boston-based  con¬ 
sultancy,  said  the 
cornucopia  for  us¬ 
ers  lies  in  the  en¬ 
hanced  functional¬ 
ity  of  the  latest 
switch  offerings 
rather  than  in  pric¬ 
ing,  which  is  com¬ 
petitive  but  not  de¬ 
clining. 

This  suits  users  such  as  Mi¬ 
guel  Escobar,  manager  of  voice 
and  data  at  South  Coast  Air 
Quality  Management  District  in 
Diamond  Bar,  Calif.  He  said  the 


“Our  bandwidth 
requirements 
are  scaling 
upward  so 
quickly  that 
we’ve  had  to 
segment  our 
networks 
several  times 
in  the  past 
12  months 
alone.” 

—Miguel  Escobar, 
South  Coast  Air 
Quality  Management 
District 


extra  bandwidth  is  worth 
the  price  for  the  extra 
throughput  his  1,000  users 
gain  from  their  Bay  Net¬ 
works,  Inc.  10M/100M 
bit/sec.  switchinghubs. 

“We’re  squeezing  every 
bit  of  bandwidth  out  of  our 
switches  to  support  an  in¬ 
creasing  number  of 
advanced  applica¬ 
tions  like  imaging,” 
Escobar  said.  “Up 
to  50%  of  our  users 
can  be  classified  as 
power  users;  our 
bandwidth  require¬ 
ments  are  scaling 
upward  so  quickly 
that  we’ve  had  to 
segment  our  net¬ 
works  several 
times  in  the  past  12 
months  alone.” 

According  to 
Strategic  Net¬ 
works’  upcoming 
Global  View  2000 
Quarterly  Report, 
due  at  the  end  of  the  month, 
plenty  of  other  bandwidth-hun¬ 
gry  users  are  driving  the  popu¬ 
larity  of  switches  to  an  all-time 
high. 


1 

Switches  sizzle  in  summertime 

Summer  has  traditionally  been  a  slow  period  for  product  introductions, 
but  the  switching  hub  market  has  seen  a  flurry  of  products  introduced 
in  July.  Some  of  the  most  notable  include  the  following: 

1  Company 

Product 

Price 

Intellicom 

HSM  III  high-speed  switching 
module  for  the  OfficeStak  hubs 

$2,750 

NetWiz 

TurboSwitch  2000 

Starts  at  $14,880 

Newbridge 

Networks 

36150  MainStreet  ATMnet 
Release  3.0 

Not  yet  available 

Retix 

SwitchStak  5000 

$3,995 

Standard 

Microsystems 

EliteSwitch  ES/i  ATX 

$14,950 

1 _  _ 1 

The  report,  based  on  a  survey 
of  more  than  100  large  corpo¬ 
rate  customers,  indicated  that 
switching  hub  purchases  will 
outpace  all  other  high-speed 
technology  buys  at  both  the  de¬ 
partmental  and  backbone  levels 
by  a  3-to-l  margin. 

Intellicom,  for  example,  add¬ 
ed  port  switching  capabilities  to 
its  current  OfficeStak  series  of 
stackable  hubs  via  its  High¬ 
speed  Switching  Module,  the 
HSM  III.  Up  to  three  HSM  HIs  can 
fit  in  a  single  chassis,  and  up  to 
three  chassis  can  be  stacked  to 
give  users  a  maximum  of  48 
switched  Ethernet  ports. 

NetWiz  is  shipping  its  flag¬ 
ship  product,  the  TurboSwitch 
2000.  Available  in  either  a  four- 
slot  Mini  Chassis  or  a  20-Slot 
Maxi  Chassis,  the  TurboSwitch 
can  switch  from  eight  to  120 
LAN  ports.  It  has  full  redundan¬ 


cy  and  supports  the  industry 
standard  Simple  Network  Man¬ 
agement  Protocol. 

Industry  veterans  such  as 
Newbridge  Networks  and  Retix, 
meanwhile,  have  begun  ship¬ 
ping  enhanced  versions  of  prod¬ 
ucts.  Newbridge  is  addressing 
the  high  end  of  the  market  with 
Release  3.0  of  its  36150  Main- 
Street  ATMnet  with  enhanced 
video  capabilities.  Retix  has 
bolstered  the  functionality  of  its 
SwitchStak  5000  with  Virtual 
LAN  capabilities  and  offers  sup¬ 
port  for  up  to  3,000  users  and  10 
switched  Ethernet  ports  for 
$399  per  port. 

Finally,  SMC  introduced  the 
EliteSwitch  ES/1  ATX,  a  back¬ 
bone  LAN  switch  that  offers 
1.6G  bit/sec.  bandwidth  and 
supports  Fiber  Distributed  Data 
Interface,  100Base-T  “fast” 
Ethernet  and  lOOVG-AnyLAN. 
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Here  come  more  Web  tools 

Products  emerge  to  manage  and  analyze  site  traffic 


By  Gary  H.  Anthes 


Driven  by  the  explosive  popularity  of  the  Inter¬ 
net’s  World  Wide  Web,  vendors  are  rushing  to 
market  new  Web  services  and  upgrade  existing 
ones.  Many  of  these  products  are  aimed  not  at 
Web  end  users  but  at  those  who  create  and 
maintain  Web  sites. 

Recently  Open  Market,  Inc.  in  Cambridge, 
Mass.,  introduced  a  product  that  allows  Web 
site  system  administrators  and  business  man¬ 
agers  to  analyze  traffic  to  their  sites,  helping 


New  Yahoo 


Yahoo,  the  popular  free  Web  guide  tool 
and  search  engine  from  Yahoo  Corp.  in 
Mountain  View,  Calif.,  got  a  face-lift  and 
some  new  features  last  week.  The  soft¬ 
ware  now  offers  users  free  access  to 
news  from  Reuters  NewMedia,  Inc.,  fast¬ 
er  navigation  and  colorful  new  graphics. 

Yahoo  also  now  carries  advertise¬ 
ments  from  five  companies  offering  on¬ 
line  shopping  and  other  services.  Adver¬ 
tisers  will  underwrite  the  cost  of  the 
Reuters  access,  a  Yahoo  spokeswoman 
said. 

Yahoo  gets  3  million“hits”  a  day  from 
225,000  different  hosts,  said  Tim  Brady, 
director  of  marketing  at  the  company.  To 
help  analyze  this  activity  and  validate  it 
for  advertisers,  Yahoo  has  contracted  for 
Internet  Profiles  Corp.’s  third-party  au¬ 
dit  service,  Brady  added. 

—  Gary  H.  Anthes 


them  optimize  their  Web  offerings  from  techni¬ 
cal  and  business  standpoints. 

Simultaneously,  Internet  Profiles  Corp.  in 
San  Francisco  announced  a  third-party  Web 
audit  service  that  can  be  used  to  support  Web 
advertising  rates  and  evaluate  the  effective¬ 
ness  of  a  Web  site. 

Open  Market’s  WebReporter  uses  log  files 
maintained  by  most  Web  servers  to  produce  re¬ 
ports  detailing  accesses  to  different  parts  of  a 
Web  site  —  areas  containing  product  informa¬ 
tion,  company  data  or  pricing,  for  example  — 
so  that  managers  can  determine  the  relative 
popularity  of  those  features. 

Besides  counting  the  number  of  “hits”  on  a 
site,  WebReporter  tracks  what  types  of  brows¬ 
er  were  used,  the  Web  sites  from  which  the  re¬ 
quests  originated  and  the  start  and  end  times 
of  the  requests.  Users  can  create  customized 
reports  incorporating  any  of  1 8  data  fields . 

TriNet  Services,  Inc.,  an  Internet  services 
firm  in  Raleigh,  N.C.,  is  beta  testingWebReport- 
er.  It  plans  to  offer  standard  and  user-specified 
reports  to  its  customers,  including  companies 
such  as  First  Union  Corp.  and  Northern  Tele¬ 
com,  Inc.  that  have  Web  sites  on  TriNet  servers. 

“Its  main  advantage  is  its  ability  to  build  data 
over  time  so  you  don’t  have  to  process  huge  log 
files,”  which  can  be  as  big  as  40M  bytes,  said 
Andy  Schwab,  a  vice  president  at  TriNet. 

WebReporter  can  generate  reports  by  Web 
users’  geographic  area  and  domain  —  such  as 
commercial,  government  or  education.  It  can 
also  cross-correlate  data  to  show,  for  example, 
whether  a  certain  kind  of  information  is  being 
sought  by  existing  and  prospective  customers 
or  competitors. 

WebReporter  is  priced  at  $495  and  runs  on 
major  Unix  servers. 


Airlines 

CONTINUED  FROM  PAGE  53 
cision  Technologies. 

Sabre  Wireless  uses  Sabre’s  own  emulation 
software,  which  is  installed  on  IBM  ThinkPads 
and  communicates  via  McCaw  Cellular  Com¬ 
munications,  Inc.’s  AirData  Cellular  Digital 
Packet  Data  (CDPD)  network.  The  mobile  de¬ 
vice  was  developed  by  The  Sabre  Group,  a  divi¬ 
sion  of  AMR  Corp.  in  Fort  Worth, 

Texas,  which  owns  American  Air¬ 
lines. 

“We  envision  curbside  check-in 
with  the  product,  servicing  pas¬ 
sengers  much  more  quickly.  For  in¬ 
stance,  being  able  to  send  ticket 
agents  down  to  the  cruise  docks  in 
Miami  to  check  in  passengers,  sell 
tickets,  whatever,”  Serafin  said. 

“We  are  looking  at  adding  mo¬ 
bile  printing  capabilities.  Hotel 
guests  could  be  processed  from 
hotel  lobbies,”  he  added.  “We  are  talking  about 
movable,  virtual  travel  offices.” 

Serafin  would  not  release  pricing  informa¬ 
tion  for  the  system  but  said  it  will  include  the 
ThinkPads,  which  cost  approximately  $4,000 
each,  and  a  flat  rate  for  unlimited  airtime  on 
the  AirData  network. 

“This  is  a  real  success  story  and  a  great  thing 


for  the  wireless  industry  in  general,”  said  Vir¬ 
ginia  Brooks,  an  analyst  at  Aberdeen  Group, 
Inc.  in  Boston.  “This  kind  of  use  goes  a  long  way 
in  building  customer  trust  in  wireless  uses,  one 
of  the  stumbling  blocks  to  such  technologies  as 
CDPD.” 

The  only  cloud  has  been  the  slow  deployment 
of  CDPD  networks  nationwide,  but  Serafin  said 
Sabre  is  confident  the  network  rollouts  are 
accelerating. 

American  Airlines  plans  to  start  using  the 
system  at  the  Dallas  and  Miami  airports  and  at 
Kennedy  Airport  in  New  York  in 
the  next  couple  of  months.  In  addi¬ 
tion,  the  airline  is  testingwireless 
systems  in  European  airports  and 
looking  at  installing  wireless  ki¬ 
osks.  Those  kiosks  would  give  pas¬ 
sengers  last-minute  travel  infor¬ 
mation  as  well  as  offer  the  network 
to  mobile  workers  seeking  access 
to  the  home  office. 

American  is  not  the  only  airline 
taking  the  wireless  approach, 
however. 

Delta  Air  Lines  is  using  a  spread-spectrum 
wireless  technology  at  Kennedy  Airport  and  in 
Atlanta.  And  Southwest  Airlines,  the  first  car¬ 
rier  to  offer  a  ticketless  travel  system  one  year 
ago  —  when  rival  airlines  blocked  it  out  of  the 
Apollo  and  System  One  reservation  networks 
—  has  developed  its  own  radio  spread-spec¬ 
trum  wireless  LAN  information  system. 


One,  two 


Sabre  officials  say  it 
takes  about  two 
seconds  to  transmit 
data  to  users  of  the 
handheld  devices  on 
the  Sabre  Wireless 
system. 


Mitch  Betts 

Telecommuting: 
The  dark  side 


Thetelecom- 
mutingback- 
lashishere. 
Sprinkled 
among  the 
gee-whiz  arti¬ 
cles  about  the 
virtual  office 
are  thoughtful 
reports  about 

the  downside. 

Earlier  this  year,  we  saw  the 
Fortune  column  headlined:  “Let’s 
hear  it  for  the  office.  Work  at 
home?  Not  me.  I  want  to  be  part  of 
the  daily  pageant,  the  drama,  the 
morale-building  community 
around  the  watercooler.” 

Similarly,  Neal  Thornberry,  a 
professor  of  industrial  psychology 
at  Babson  College  in  Babson  Park, 
Mass.,  says  the  virtual  office  may 
be  virtual  death  for  your  career  be¬ 
cause  telecommuters  can’t  play 
the  game  of  office  politics. 

An  article  mFuturist  magazine 
warns  that  telecommuting  “por¬ 
tends  an  environmental  disaster 
of  the  first  magnitude .  ’  ’  Why?  Be¬ 
cause  modem-toting  expatriates 
from  the  city  will  buy  all  the  rural 
open  space  and  turn  it  into  Yuppie 
homesteads  that  destroy  forests 
and  streams. 

Not  for  tightfisted 

For  IS  managers,  the  most  eye¬ 
catching  report  comes  from  For¬ 
rester  Research  in  Cambridge, 
Mass.,  which  finds  that  outfitting 
the  teleworker  isn’t  cheap.  The 
cost  to  equip  telecommuters  ex¬ 
ceeds  $4,000  for  initial  installation 
and  $2,100  in  annual  expenses. 

“Productive  telecommuters 
must  have  turbocharged  technol¬ 
ogy,”  says  Forrester  analyst  David 
Goodtree.  “Hand-me-down  PCs 
and  antiquated  modems  don’t  cut 
it  when  connectingto  the  corpo¬ 
rate  network.” 

Goodtree’s  research  indicates 
that  most  telework  will  be  done  by 
“white-collar  workhorses”  who 
squeeze  in  a  few  extra  hours  of 
work  at  night,  on  weekends  and 
while  traveling.  For  the  remainder 
of  the  decade,  full-time  telework 
will  just  be  an  asterisk  in  corpo¬ 
rate  statistics. 

So,  the  backlash  is  here  —  and 
that’s  good  news.  The  hype  behind 
telecommuting  has  been  fueled  by 
Utopian  dreams  and  deceitful  pho¬ 
tos  of  telecommuters  lounging  by 
the  pool  or  working  in  their  robes 
and  slippers.  Artificial  intelli¬ 


gence  and  the  Internet  also  rode 
waves  of  hype  until  the  backlash 
slapped  everyone  back  into  reality. 

Let’s  hope  the  telecommuting 
backlash  will  do  the  same  and  lead 
to  more  realistic  thinking  about 
when  telecommutingworks  and 
when  it  doesn’t. 

For  starters,  the  lounge  chair 
photos  should  be  banned  and  sev¬ 
eral  telemyths  debunked.  One  per¬ 
sistent  myth  is  that  telecommuting 
replaces  day  care  for  children.  Ev¬ 
ery  parent  knows  you  can’t  do  sus¬ 
tained,  intensive  business  work 
while  caring  for  small  children. 
What  telecommutingcaw  do  is  give 
you  an  hour  or  two  more  with  your 
kids  because  you’re  not  stuck  in 
traffic  on  the  freeway. 

Another  myth  is  that  full-time 
telecommutingwill  become  ubiq¬ 
uitous.  Telecommuting  is  not  right 
for  every  employee  or  every  type  of 
job  —  or  even  the  majority  of  jobs. 

Telecommuting  also  isn’t  an  all- 
or-nothing  option.  In  fact,  doingit 
one  or  two  days  aweek  is  often  bet¬ 
ter  than  full-time  telecommuting 
because  telecommuters  can  still 
get  face-time  with  coworkers  and 
supervisors. 

Out  of  sight,  not  out  of  mind 

The  big  mama  of  all  telemyths  is 
the  Neanderthal  view  of  many 
managers  that  workers  out  of 
sight  aren’t  really  working. 

Teleworkers  report  they  are  ac¬ 
tually  more  productive.  One  rea¬ 
son  is  they  face  fewer  interrup¬ 
tions  than  in  the  typical  office.  And 
only  high-caliber  employees  are 
allowed  to  telecommute  in  the  first 
place,  and  they  want  to  prove 
they’re  really  working. 

But  that  leads  to  another  dark 
side:  Remote  workers  often  work 
too  much,  thus  running  afoul  of 
overtime  rules  and  failing  to  sepa¬ 
rate  their  work  and  personal  lives. 

If  nothing  else,  we’ve  learned 
there  are  pros  and  cons  to  tele¬ 
work,  but  it  can  be  highly  success¬ 
ful  if  there  is  sustained  manage¬ 
ment  attention  and  training  for 
employees  and  managers.  Tele¬ 
commutingwill  find  its  niche  in 
corporate  America  once  it  emerg¬ 
es  from  the  fad-of-the-month  club 
and  managers  apply  the  practical 
lessons  learned  from  countless  pi¬ 
lot  projects. 


Betts  is  Computerworld s  senior  editor, 
social  and  legal  issues.  His  Internet  ad¬ 
dress  is  mbetts@cw.com. 
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This  concludes  your  training  in 
00  programming  with  VisualAge 


No  ones  debating  the  benefits  of  object-oriented 
programming.  The  only  question  is  whether  it’s  worth 
the  time  and  money  it  would  cost  to  implement. 

With  VisualAge  ”  the  question  may  be  irrelevant. 
Because  its  simplicity  can  easily  remove  the  barriers 
between  you  and  the  fast  development  of  object-oriented 
business  applications. 

VisualAge  goes  Can  y  O  U  r  s  of  t 

light  years  beyond 

mere  GUI  builders.  It’s  a  rich  graphical  environment 
that  takes  you  through  the  complete  development 
process,  from  interface  design  to  working  application.  As 
Info  World  said  in  a  recent  review,  it’s  “a  masterpiece  of 
visual  programming.” 

With  the  VisualAge  C++  edition,  you  work  with 
“parts”  from  IBM’s  Open  Class  Library,  creating  visual 
links  simply  by  clicking  and  dragging. 

These  parts  are  easy  to  modify  and 
compliant  with  industry  standards,  so  you 
can  use  them  across  platforms,  from  the 
smallest  clients  to  the  largest  servers. 


When  your  project  is  complete,  you’ve  created  an 
application  with  industry-standard  code  (C++  or 
Smalltalk).  And  in  a  fraction  of  the  time  it  would  have 
taken  to  develop  with  traditional  tools,  you’re  ready  to 
deploy  a  true  object-oriented  application  —  complete 
with  rock-solid  components  that  can  be  used  again  and 

again  in  your  future 
ware  do  this?  development  projects. 

Of  course,  VisualAge 

is  only  part  of  your  company’s  complete  00  solution. 

That’s  why  IBM  offers  more  00  products, 
consulting,  education  and  services  than  any  other 
software  company  in  the  world.  To  reap  the  benefits  of 
object-oriented  technology  in  your  business,  just  call  us 
at  1  800  IBM-3333  ext.  GA  070  or  visit  our  Internet 
web  site  at  http://www.software.ibm.com. 

You’ll  find  that  you’ve  been  in 
training  for  VisualAge  all  your  life. 


to  Canada,  please  call  1 800-565-SW4U.  Outside  North  America,  please  contact  your  local  IBM  office.  The  IBM  home  page  is  located  at  http://wwwibm.coni  BM  is  a  registered  trademark  and  VisualAge  and  Solutions  tor  a  small  planet  are  trademarks  of  the  International  Business  Machines  Corporation  All  other  company  and/or  product  names  are  trademarks  or 

registered  trademarks  of  their  respective  companies  ©  1995  IBM  Corporation  All  rights  reserved 


Only  one  thing  can  protect  you  from  being 
left  behind  by  advancing  server  technology 

A  U6000/500  UNIX  Server  from  Unisys. 


Get  a  head  start  on  new  technology 
with  the  multiprocessing  server  that 
supports  future  generations  of 
Intel  technology. 

There’s  a  whole  new  kind  of  server 
available  from  Unisys  that  actually  helps 
you  re-architect  your  systems  environment 
for  client/server  computing. 

It’s  the  U6000/500  family  of  multi¬ 
processing  UNIX  servers. 
They  feature  an  innovative 
design  that  lets  you 
Pentium  Upgra(}e  from  today’s 

Pentium™  processors  through  future 
generations  of  Intel  processors-all  within 
the  same  base  cabinet.  That’s  what 
we  call  true  investment  protection  for 
evolving  client/server  needs.  But  there’s 
even  more. 

Some  of  the  biggest  OLTP  bottlenecks 
are  a  result  of  I/O  subsystems  that  can’t 
keep  pace  with  high-volume  transaction 
rates.  We’ve  developed  a  breakthrough 
system  architecture  that  overcomes  that 
challenge-and  delivers  increased  capacity, 


connectivity  and  throughput  for  your 
demanding  OLTP  environments. 

But  don’t  just  take  our  word  for  it. 
Computer  Intelligence  InfoCorp  had  some 

UNISYS 


interesting  things  to  say  about  Unisys  in  a 
report  on  suppliers  of  UNIX  multiprocessors. 
For  your  own  copy,  and  for  more  information 
about  the  U6000/500  family,  call  us  at 
1-800-874-8647,  ext.  204.  Learn  more  about  a 
new  approach  to  client/server  that  keeps 

i ? 

you  out  in  front  of  new  technology  for  a 
change,  instead  of  behind  it. 


©  1994  Unisys  Corporation.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively 
through  X/Open  Company  Limited.  Intel  Inside  and  Pentium  Processor  Logos  are  trademarks  of  Intel  Corporation. 
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AS/400 
field  grows 
greener 

ByCraigStedman 

Client/server  technology  and  the  AS/400 
are  starting  to  get  to  know  each  other. 

Lawson  Software,  a  key  vendor  of  cli¬ 
ent/server  applications  for  Unix  sys¬ 
tems,  plans  this  fall  to  ship  a  release  of  its  soft¬ 
ware  with  identical  capabilities  for  IBM’s 
AS/400  machines.  AS/400  users  who  were 
briefed  by  Lawson  late  last  month  said  they  ex¬ 
pect  to  be  able  to  buy  the  software  in  September 
(see  chart  at  right). 

Other  Unix-oriented  client/server  vendors 
such  as  PeopleSoft,  Inc.  and  SAP  AG  also  expect 
to  ship  AS/400  versions  of  their  products  in  the 
next  12  months.  Meanwhile,  several  AS/400 
software  companies  have  released  client/serv¬ 
er  packages  or  plan  to  do  so  in  the  near  future 
(see  chart  below). 

The  AS/400  is  the  most  widely  used  midrange 
system,  with  an  installed  base  of  more  than 
300,000  boxes.  But  virtually  all  of  those  ma¬ 
chines  are  used  in  traditional  green-screen  or 
terminal  emulation  modes.  Until  IBM’s  ship¬ 
ment  this  year  of  Version  3  Release  1  (V3R1)  of 
the  OS/400  operating  system,  the  AS/400  was 
mostly  terra  incognito  for  client/server  appli¬ 
cations. 

Limited  use 

Lawson  is  a  prime  example.  The  Minneapolis- 
based  company  got  its  start  in  the  IBM  mid¬ 
range  market  and  has  about  1,800  terminal- 
oriented  AS/400  customers.  Lawson’s  newer 
Universe  software  has  run  on  the  AS/400  all 
along,  but  until  now,  it  was  limited  to  host-cen¬ 
tric  uses,  said  Mark  Galloway,  director  of  prod¬ 
uct  marketing  at  Lawson. 

Doing  client/server  on  the  AS/400  “was  pos¬ 
sible”  before  V3R1,  but  the  new  version  “took 
away  a  lot  of  the  barriers,”  said  Thomas  Bitt- 
man,  an  analyst  at  Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.  Prior  to  V3R1,  the  AS/400  lacked 
strong  Windows  client  capabilities,  support  for 


Join  the  crowd 

Other  vendors  developing  client/server  business 
applications  for  the  AS/400  include  the  following 


Expanding  Universe 

Lawson  Software’s  Universe  server  and  Open 
Enterprise  Desktop  client  software: 


Features 

•  Dynamic  Data  Exchange  support  for 
sharing  data  with  Windows  applications 

•  Customizable  tool  and  navigation  bar 
with  icons  grouped  in  tabbed  folders 

•  Support  for  defining  workflow  and 
business  process  rules 

•  Ability  to  attach  Lawson  screens  to  MAPI- 
compliant  E-mail  documents 

•  Visual  Basic  compiler  with  macro 
extensions  for  tailoring  applications 

Pricing 

•  $31,000  per  application  module  for  10 
concurrent  users 

Availability 

•  Unix  systems  -  immediate 

•  AS/400  systems  -  fall 


standard  database  interfaces  and  competitive 
implementations  of  TCP/IP  and  the  SQL  query¬ 
ing  language,  he  said. 

“IBM  was  slow  in  coming  out  with  more  of  a 
client/server  technology”  for  the  AS/400, 
agreed  Robert  Preston,  associate  vice  presi¬ 
dent  for  information  systems  at  Examination 
Management  Services,  Inc.  (EMSI)  in  Dallas. 
But  V3R 1  “is  a  very  different  operating  system  ’  ’ 
that  should  be  much  more  amenable  to  client/ 
server  products  such  as  Lawson’s  Universe, 
Preston  said. 

EMSI,  which  gathers  and  processes  health 
data  on  life  insurance  applicants,  will  install 
V3R1  this  month,  Preston  said.  Later  in  the 
year,  the  company  plans  to  migrate  from  its  ex¬ 
isting  Lawson  applications  to  Universe  Re¬ 
lease  6.1  and  Lawson’s  equally  new  Open  En¬ 
terprise  Desktop  client  software. 

The  new  features  Lawson  provides  “hopeful¬ 
ly  will  empower  our  users  to  do  more  of  their 
functions  from  the  desktop,”  Preston  said. 
Training  new  employees  who  have  previous  PC 
experience  should  also  be  easier,  he  added. 
“Learning  the  Lawson  software  is  going  to  be 
much  less  of  a  jump,”  he  said. 


Unix  vendors 

Shipment  date 

PeopleSoft 

Not  specified 

SAP  AG 

Mid-1996 

AS/400  vendors 

).  D.  Edwards 

Financials  -  November  1995 

Manufacturing/distribution  -  early  1996 

System  Software 

June  1995 

Associates 

Software  2000 

Human  resources  -  February  1995 

Financials  -  late  1995 

Marcam 

First  quarter  1996 

Users  rave 

Dean  Foods  Co.  sent  almost  40  end  users  and 
department  managers  to  check  out  the  new 
software  at  Lawson’s  user  group  conference  in 
Minneapolis  late  last  month.  “We 
pounded  on  it  in  the  labs,  and  our 
people  came  back  very  im¬ 
pressed,”  said  Rod  Liddle,  corpo¬ 
rate  controller  at  the  food  and 
dairy  processing  company  in 
Franklin  Park,  Ill. 

“It’s  going  to  be  a  lot  easier  to 
navigate  and  get  around  to  accom¬ 
plish  the  tasks  they  want  to  accom¬ 
plish,”  Liddle  added. 

With  Universe  6.1  and  Lawson’s 
new  client  software,  Dean’s  users 
should  be  able  to  move  among  ap¬ 
plications  without  first  having  to 
close  the  application  they  are  leav¬ 
ing,  Liddle  said. 


Image  system  cures 
hospital  records  ills 


By  Julia  King 


In  the  past  year,  St.  Vincent’s  Hos¬ 
pital  in  Birmingham,  Ala.,  has  be¬ 
come  a  model  of  health  care  effi¬ 
ciency. 

Among  other  things,  the  338-bed 
acute  care  facility  has  done  the  fol¬ 
lowing: 

•  Cut  patient  registration  time 
from  10  to  2.6  minutes. 

•  Slashed  insurance  verification 
time  by  66%. 

•  Eliminated  20%  of  its  business  of¬ 
fice  staff,  even  though  patient  reg¬ 
istrations  have  increased  40%. 

•  Stored  all  patients’  records  and 
insurance  information  on-line. 

•  Reduced  the  average  accounts 
receivable  time  from  35-plus  days 
to  28  days,  saving  $2.2  million  in 
the  process. 

Behind  everyone  of  these 
accomplishments,  ac¬ 
cording  to  hospital  of¬ 
ficials,  are  two  im¬ 
age-based  client/ 
server  systems  that 
together  will  knock 
off  about  $3  million 
from  administrative 
costs  in  the  next  two 
years. 


Quick  payback 

So  far,  St.  Vincent’s 
has  invested  about 
$3.5  million  in  the  im¬ 
age-based  systems, 
according  to  Curtis 
James,  an  executive 
vice  president  and  St. 

Vincent’s  chief  finan¬ 
cial  officer.  Now  that 
they  have  both  been 
up  and  running  for  a 
full  year,  the  hospital 
is  calculating  its  payback  period, 
which  James  estimated  will  range 
from  2  to 2'/ 2  years. 

Developed  using FileNet  Corp.’s 
Image  Management  System  and 
WorkFlo  language,  the  new  sys¬ 
tems  also  use  American  Manage¬ 
ment  Systems,  Inc.’s  (AMS)  Pa¬ 
tient  Link  and  Patient  Record 
software  to  convert  paper-based 
records  into  electronic  images. 
These,  in  turn,  can  be  merged  with 
data  from  a  mainframe-based  hos¬ 
pital  information  system  and  oth¬ 
er  departmental  laboratory  and 
pharmacy  systems  to  form  a  com¬ 
prehensive  electronic  patient 
record. 


In  the  bank 

Image-based  client/ 
server  systems  have 
helped  reduce  St. 
Vincent  Hospital’s 
average  accounts 
receivable  time  to  28 
days,  compared  with  a 
health  care  industry 
average  of  66  days. 
Each  day  in  the 
accounts  receivable 
cycle  translates  to 
$725,000  in  costs. 


On  the  client  side,  the  hospital 
has  so  far  installed  about  140  Win¬ 
dows-based  PCs,  giving  staffers  in 
all  departments  instant  access  to 
all  patient,  medical,  insurance  and 
financial  information.  The  sys¬ 
tem’s  servers,  which  house  the  ap¬ 
plications  and  patient  data  in  an 
Oracle  Corp.  database,  are  IBM 
RISC/6000  computers. 

Additionally,  working  with  AMS 
in  Fairfax,  Va.,  the  hospital  has 
built  several  rules-based  work- 
flow  modules  that  streamline  and 
automate  hospital  business  pro¬ 
cesses,  ranging  from  gathering 
pre-admission  data  to  completing 
and  archiving  patient  medical 
charts. 

Under  one  of  these  modules, 
physicians  can  complete 
^  and  sign  off  on  patient 
0  charts  on-line.  Under 
%  another  module,  the 
hospital  pharmacy 
can  electronically  re¬ 
trieve  patient  charts  to 
perform  monthly  quality 
checks,  which  can  also  be 
completed  on-line. 

“Before,  the  phar¬ 
macy  would  have  to 
request  that  medical 
records  make  copies 
of  the  200  or  so  [pa¬ 
per-based]  charts 
they  needed.  Some¬ 
one  would  have  to 
take  them  there,  get  a 
sign-off  on  them  and 
then  shred  them  when 
they  were  returned  to 
medical  records,”  re¬ 
called  Jose  Valencia, 
assistant  vice  presi¬ 
dent  of  business  ser¬ 
vices. 

On  the  administrative  side,  a 
module  in  the  Patient  Link  system 
electronically  gathers  insurance 
and  medical  information  neces¬ 
sary  for  admission  days  —  and 
sometimes  weeks  —  before  a  pa¬ 
tient  actually  arrives  at  the  hospi¬ 
tal.  This  has  worked  to  cut  regis¬ 
tration  time  as  well  as  boost 
customer  service,  especially  with 
expectant  mothers,  James  said. 

About  25%  of  patients  admitted 
to  St.  Vincent’s  are  there  to  deliver 
a  baby,  he  noted.  “With  the  new 
system,  we’ve  worked  out  a  system 
so  those  patients  don’t  need  to 
come  to  admissions  anymore  be¬ 
cause  they’re  pre-admitted.” 
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Still  waiting 


Many  users  have  deployed  critical 
client/server  applications  . . . 

What  is  the  status  of  your 
client/server  application 
deployment? 

Researching 

Deployed  a 
small,  critical 
application 


r  Deployed  a 
noncritical 
application 


Deployed  a  large-scale 
application 


Base:  7 6  chief  information  officers 


. .  .yet  many  others  have  not 

When  will  a  critical  application 
be  deployed? 


67% 


Within  a  year 


Base:  30  CIOs 


3% 


13% 


Within 
five  years 


No  current  plans 
to  deploy  one 


Within  three  years 


Source:  International  Data  Corp.,  Framingham,  Mass. 


Briefs 


Eatery  outsources 

CKE  Restaurants,  Inc.  in  Orange  County,  Calif., 
last  week  outsourced  a  healthy  portion  of  its 
information  systems  operations  to  SHL  System- 
house,  Inc.  Terms  of  the  five-year  contract, 
estimated  to  be  worth  between  $10  million  and 
$15  million,  call  for  SHL  to  manage  and  support  the 
restaurant  chain’s  AS/400  systems,  help  desk, 
data  and  voice  networks,  and  LAN  server 
operations. 

IBM  to  revamp  product  data  line 

As  it  did  with  its  Workgroup  product  line,  IBM 
plans  to  completely  revamp  its  product  data 
management  (PDM)  software,  ProductManager, 
though  the  company  is  mum  about  specifics.  The 
software,  which  brings  together  planning, 
designing,  engineering  and  production  efforts  in 
one  collaborative  area,  will  be  unveiled  at  the 
EDMA/PDM  Vis  ion  95  show  in  Chicago,  Sept.  25-28. 

Mainframes  score  remotely 

IDEA  Associates,  Inc.  in  Billerica,  Mass.,  next 
week  plans  to  add  TCP/IP,  remote  management 
and  dial-in  support  to  its  low-end  Concert 
communications  controllers  for  IBM’ s  AS/400s  and 


mainframes.  The  features  will  ship  this  month  as 
separate  software  modules,  the  company  said. 
Midrange  customers  using  Concert  will  be  able  to 
connect  to  TCP/IP  networks  without  supporting 
that  protocol  on  their  AS/400s,  accordingtoIDEA. 
Remote  dial-in  is  also  being  added  to  the  AS/400 
version  of  Concert,  while  the  AS/400  and 
mainframe  products  will  now  support  remote 
management  from  a  Windows  PC  at  a  central  site. 

Informix  ports  database  to  Unisys 

Informix  Software,  Inc.  has  joined  Oracle  Corp. 
and  Red  Brick  Systems  in  porting  its  database 
software  to  Unisys  Corp.’s  massively  parallel 
processing  computer  system.  The  Informix 
relational  database  management  system  is 
expected  to  be  available  on  the  Unisys  hardware 
next  year. 

Comdisco  targets  health  care 

Comdisco,  Inc.  in  Rosemont,  Ill.,  acquired  the 
assets  of  National  Equipment  Sales  &  Leasing, 
Inc.  and  is  usingthem  to  form  a  new  division 
targeted  at  the  pharmaceutical,  chemical  and 
health  care  industries.  The  Comdisco  Laboratory 
and  Scientific  Group  will  sell  and  lease  used 
equipment  and  market  asset  management  and 
other  services  in  those  vertical  markets.  The  unit 
is  at  National  Equipment’s  former  facility  in 
Canton,  Mass. 


Kingston  Technology  Corp.  has  introduced  the  Data 
Silo  DS500,  a  rack-mountable,  external  expansion 
chassis. 

According  to  the  Fountain  Valley,  Calif.,  company,  the 
Data  Silo  DS500  is  RAID-compatible  and  can  house  up 
to  nine  half-height  SCSI  peripherals  or  four  full-height 
and  one  half-height  devices.  It  can  support  one  to  four 
hosts. 

The  Data  Silo  DS500  is  available  with  a  50-pin  SCSI-2 
or  fast  wide  68-pin  SCSI-3  I/O  interface.  It  has  monitors 
for  temperature,  power  supply  and  fans  and  includes 
warning  lights  and  alarms. 

Pricing  for  the  Data  Silo  DS500  starts  at  $1,200. 

► Kingston  Technology 

(714)435-2600 


Altai,  Inc.  has  announced  Zack  Enterprise  Automation 
3.2  for  MVS. 

According  to  the  Arlington,  Texas,  company,  Zack  3.2 
is  an  integrated  enterprise  automation  system  de¬ 
signed  for  distributed  processing  environments.  It  fea¬ 
tures  multiple  subsystem  support  that  allows  multiple 
copies  of  the  product  to  execute  on  a  single  IBM  MVS 
system  sharing  one  database  or  separate  databases. 
Companies  can  purchase  a  single  license  per  MVS  sys¬ 
tem  to  distribute  automation  functions. 

Zack  Enterprise  Automation  3.2  for  MVS  enables 
communication  with  other  Altai  applications  running 
on  different  systems  or  platforms.  That  function  lets  us¬ 
ers  receive  message  traffic  relating  to  remote  main¬ 
frame  systems  from  a  host  system. 

Pricing  for  Zack  Enterprise  Automation  3.2  for  MVS 
starts  at  $45,500. 

►  Altai 

(817)649-1816 


Emphasys  Software,  Inc.  has  introduced  Empha- 
Sys/36,  a  product  for  IBM  System/36  environments. 

According  to  the  Eden  Prairie,  Minn.,  company,  Em- 
phaSys/36  supports  System/36  migration  to  Unix  envi¬ 
ronments,  and  it  supports  System/36  applications  in 


Unix  environments.  Users  don’t  have  to  abandon  their 
existing  software  applications,  and  cabling  doesn’t 
have  to  be  replaced.  Current  twin-axial  devices  can  also 
be  used. 

EmphaSys/36  is  available  in  small,  medium  and  large 
versions.  The  small  and  medium  versions  use  The  San¬ 
ta  Cruz  Operation’s  SCO  Unix  operating  environment 
on  an  Intel  Corp.-based  PC,  while  the  large  version  sup¬ 
ports  migrated  System/36  applications  on  a  Digital 
Equipment  Corp.  AlphaServer  400. 

Prices  for  EmphaSys/36  small  system  start  at  $12,000. 

► Emphasys 

(612)941-9337 


Information  Builders,  Inc.  has  introduced  Distributed 
SmartMode  for  EDA/SQL,  a  query  analyzer. 

According  to  the  New  York  firm,  Distributed  Smart- 
Mode  for  EDA/SQL  is  an  intelligent  analyzer/governor 
designed  to  control  distributed  queries  sent  to  Informa¬ 
tion  Builders’  EDA  distributed  servers  through  the  EDA 
Hub  Server  3. 1 .  It  can  prevent  runaway  distributed  que¬ 
ries  before  any  system  or  network  resources  are  used. 

Distributed  SmartMode  for  EDA/SQL  provides  on-line 
control  to  prevent  unauthorized  or  poorly  written  re¬ 
quests  that  consume  corporate  database  resources.  It 
acquires  knowledge  about  site-specific  data  access  and 
cost  patterns  by  monitoring  actual  traffic  or  simulating 
typical  requests.  The  analyzer  uses  this  experience  to 
construct  rules  that  can  predict  the  costs  of  future  re¬ 
quests. 

It  is  compatible  with  ad  hoc  query  tools  and  client/ 
server  gateway  tools  that  access  EDA  servers,  includ¬ 
ing  products  from  Lotus  Development  Corp.,  Powersoft 
Corp.,  Oracle  Corp.,  Informix  Corp.  and  Microsoft  Corp. 

Pricing  for  Distributed  SmartMode  for  EDA/SQL 
starts  at  $24,500. 

►  Information  Builders 

(212)  736-4433 


Prolific,  Inc.  has  announced  Snapshot/400  4.0,  a  new 
version  of  its  graphical  IBM  AS/400  performance  moni¬ 
toring  tool. 

According  to  the  Arlington,  Texas,  company,  Snap¬ 
shot/400  captures  AS/400  performance  data  and  graph¬ 
ically  represents  performance  activity  and  trends. 


Snapshot/400  monitors  remote  communication  lines, 
current  and  average  CPU  usage,  Top  5  jobs,  response 
times,  faulting  rates,  disk  space,  current  transactions 
and  memory  utilization. 

Snapshot/400  provides  alert  facility;  it  can  be  config¬ 
ured  to  send  an  alert  when  a  batch  program  is  inter¬ 
rupted,  requiring  a  message  response  before  it  contin¬ 
ues.  Alerts  can  be  tracked  for  auditingpurposes. 

License  fees  for  Snapshot/400  start  at  $2,750. 

► Prolific 

(817)649-3223 


Large  Storage  Configurations,  Inc.  has  introduced 
the  Integrated  Data  Server  (IDS),  a  product  based  on 
Sun  Microsystems,  Inc.’s  SPARC  technology  and  Solaris 
2.0  software. 

Accordingto  the  St.  Paul,  Minn.,  company,  the  IDS  is  a 
high-performance,  plug-and-play  network  storage 
server  that  provides  file  management,  storage  and  ar¬ 
chival  and  retrieval  services.  It  can  be  installed  on  a  Net¬ 
work  File  System  network  and  can  manage  the  storage 
of  heterogeneous  systems,  includingsystems  from  Sun, 
IBM,  Hewlett-Packard  Co.,  Digital  Equipment  Corp.  and 
Silicon  Graphics,  Inc.,  on  the  network. 

The  IDS  was  designed  to  manage  storage  capacities 
from  several  gigabytes  to  hundreds  of  terabytes. 

Pricing  for  the  IDS  starts  at  $75,000. 

►  Large  Storage  Configurations 

(612)482-4535 


4th  Dimension  Software,  Inc.  has  unveiled  Control-0 
2.2.0,  automated  systems  operations  software. 

According  to  the  Irvine,  Calif.,  company,  Control-0 
2.2.0  features  a  rules-based  design  that  eliminates  the 
need  for  programming  in  developing  automated  func¬ 
tions.  It  includes  prewritten  applications  that  can  be 
used  as  automation  procedures  or  as  the  basis  for  de¬ 
signing  automation  facilities. 

Control-0  2.2.0  includes  automated  server  architec¬ 
ture  to  provide  scalability  of  automation.  It  also  fea¬ 
tures  a  preset  environment  that  defines  and  reuses  log¬ 
on,  log-off  and  started  task  operations. 

Pricing  for  Control-0  2.2.0  starts  at  $30,000. 

►  4th Dimension  Software 

(714)  757-4300 
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EDA/SQL*  MIDDLEWARE  IS 


OUR  .000  STUDENTS 


DON!  KNOW  WHAT 


T 


THEY  IUST  KNOW 


THEY  DONT  HAVE  TO 


Ricardo  Bartra 

Manager,  End-User  Computing 
Alamo  Community  College  District 
San  Antonio,  TX 


WAIT  IN  LINE 
TO  GET  THEIR  GRADES: 


At  the  three  colleges  that  make  up  Alamo  Community  College 
District,  there  are  no  more  long  lines  at  the  registrar's  office.  When 
students  want  information  on  their  grades,  tuition  bills,  or  even  their 
financial  aid  status,  they  simply  walk  up  to  one  of  the  conveniently 
located  kiosks,  enter  their  Social  Security  #  and  password,  and 
breeze  through  a  colorful  touch  screen  menu.  They  can  even  print 
out  the  information  on  the  kiosk  printer. 

Do  the  students  know  they're  using  a  PC  and  Information 
Builders'  EDA/SQL  middleware  to  transparently  access  and  join  files 
from  the  college  mainframe?... No.  Do  they  know  their  mainframe 
database  queries  are  being  processed  and  displayed  in  real  time  on  the 


kiosk  PC  using  Information  Builders'  FOCUS/EIS  for  Windows?...  No. 
Do  they  know  the  college  has  saved  millions  of  dollars  by  protecting  its 
investment  in  legacy  systems  rather  than  re-engineering  its  entire 
information  architecture?... We  doubt  it.  Do  they  appreciate  access  to 
their  student  records  24  hours  a  day  without  standing  in  long  lines?... 
You  better  believe  it! 

EDA/SQL  middleware  from  Information  Builders.  The  process  is 
transparent.  The  benefits  are  obvious. 

For  more  information  and  a  free  video  showing  how  different 
companies  have  benefited  from  EDA/SQL  middleware  technology,  contact 
your  local  Information  Builders  sales  office,  or  call  1-800-969-INFQ. 

In  Canada  Call  416-364-2760 


EDA/SQL 

Transparent  Enterprise  Data  Access 


Information 

Builders 


i:  •. 


FOCUS/EIS  and  EDA/SQL  are  trademarks  of  Information  Builders.  Inc.,  NY,  NY  212-736-4433  INFO@IBI.COM 


P*9  S^S' System 


SAS  Institute  Inc. 

Phone  919-677-8200 
Fax  919-677-4444 
Email:  cw@sas.sas.com 
URL:  http://www.sas.com/ 

In  Canada:  1-800-363-8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©  1995  by  SAS  Institute  Inc. 


U  S  WEST  Communications 
Makes  the  Right  Connections 


Calling  on  the  SAS ®  System  for  Critical  Decision 
Making ,  the  Telecommunications  Leader 
Responds  to  Customers  in  More  Ways  than  Ever 

To  meet  the  needs  of  25  million  customers  spanning  14 
states,  U  S  WEST  Communications  is  doing  more  than  talk  about 
customer  service.  It’s  listening —  and  transforming  business 
processes  to  monitor  every  facet  of  customer  interaction.  Part  of 
this  transformation  involves  collecting,  analyzing,  and  reporting 
on  massive  amounts  of  data — everything  from  daily  call  volume 
to  disruptions  in  nearly  45  million  miles  of  copper/fiber  com¬ 
munication  lines. 

“Until  recently,  various  organizations  and  systems  within 
U  S  WEST  Communications  were  responsible  for  portions  of 
the  data  collection,  reporting,  and  analysis  tasks  necessary  to 
assess  the  performance  of  our  business,”  says  Ronald  Telson, 


Director  of  Mass  Markets  and  Operations- 
Processes.  “We  are  now  implementing  a 
program  to  provide  an  integrated  and  unified 
approach  to  management-by-facts.” 


The  Data  to  Meet  the  Demand 

When  it  came  to  choosing  the 
software  to  meet  that  business 
challenge,  U  S  WEST  Communi¬ 
cations  called  on  the  SAS  System 
of  software.  More  than  28,000 
companies  throughout  the  world 
rely  on  the  SAS  System  for  its 
analytical  breadth  as  well  as  its 
capabilities  for  data  warehousing, 
for  client/server  applications 
development,  and  for  graphical 
user  interface — all  of  which 
U  S  WEST  Communications 
found  useful. 

As  a  result,  U  S  WEST  Communica¬ 
tions  expects  to  achieve  a  key  business 
goal — to  monitor  the  quality  of  its 
processes  and  the  health  of  its  network. 
That’s  why  we’ve  chosen  them  as  the 

1995  recipient  of  our  Enterprise  Computing 
Award — given  annually  to  the  organization 
that  best  exhibits  excellence  in  leveraging 
SAS  Institute  technology  to  meet  critical 
business  goals. 

To  learn  more  about  the  SAS  System, 
call  or  send  for  our  free  Executive 
Summary.  Or  to  learn  how  your 
organization  might  qualify  for  the 

1996  Enterprise  Computing  Award, 
ask  for  our  free  criteria. 


Viewer  freebies 
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Rival  integration  methods  fight  for  developers 

Expersoft  and  Teknekron  tools  follow  own  paths 


By  Elizabeth  Heichler 


There’s  more  than  one  way  to  in¬ 
tegrate  applications.  This 
week,  developers  who  want 
newways  for  distributed  appli¬ 
cations  to  share 
information  can  pit  two 
technology  approaches. 

In  one  corner  are  object 
request  brokers  (ORB). 

ORBs  sit  on  client  and  serv¬ 
er  systems  and  manage  in¬ 
teractions  among  the  ob¬ 
jects  on  a  distributed 
network,  arbitrating  ob¬ 
jects’  requests  for  informa¬ 
tion  and  services  from  one 
another. 

And  in  the  other  comer  is 
publish-and-subscribe  tech¬ 
nology.  This  approach  uses 
a  software  bus  that  broad¬ 
casts  data  over  a  network. 

Data  is  picked  up  only  by  ap¬ 


Heavy  name 

Isis  Distributed 
Systems  takes  its 
name  from  the 
Egyptian  goddess  who 
was  venerated  for 
resurrecting  her 
husband,  Osiris,  after 
he  was  dismembered 
atthehandsofhis 
brotherSeth.  Isis  made 
whole  Osiris’ brutally 
broken  body  and  gave 
him  eternal  life. 


plications  that  have  been  set  up  to  sub¬ 
scribe  to  it;  and  traffic  goes  over  the  net¬ 
work  only  when  the  subscribing  appli¬ 
cation  is  up  and  running.  Some  users  say 
this  is  a  less  complex  approach  to  inter¬ 
process  communications. 

CORB A  conforming 

Wearing  the  ORB  trunks  is  Expersoft 
Corp.’s  PowerBroker  4.0,  a  major  up¬ 
grade  to  its  ORB,  formerly  called  Xshell. 
With  PowerBroker  4.0,  Expersoft  is  one 


of  the  first  ORB  vendors  to  launch  a  prod¬ 
uct  that  conforms  to  the  latest  version  of 
Common  Object  Request  Broker  Archi¬ 
tecture  (CORBA)  Release  2.0.  But  be¬ 
cause  no  one  object  model  has  estab¬ 
lished  itself  as  a  standard,  PowerBroker 
has  been  designed  as  a 
“meta”  ORB  that  hides  the 
differences  among  object 
models.  This  frees  develop¬ 
ers  from  worrying  about  the 
underlying  object  architec¬ 
ture,  according  to  the  com¬ 
pany. 

PowerBroker  4.0  also 
adds  support  for  Smalltalk 
interoperability.  This  is  of 
great  interest  to  Andersen 
Consulting’s  Eagle  Technol¬ 
ogy  team,  said  solutions  ar¬ 
chitect  Kent  Steffen.  Object 
orientation  and  Smalltalk 
are  key  elements  of  the  Ea¬ 
gle  Technology  project, 
which  is  defining  a  new  ba¬ 
sis  for  software  development  at  the  Chi¬ 
cago-based  consultancy.  Steffen  also 
praised  the  flexible  architecture,  which 
he  said  will  make  it  easier  to  modify  sys¬ 
tems  down  the  road. 

ORBs  are  increasingly  the  middleware 
of  choice  for  corporations  that  are  mov¬ 
ing  to  object-oriented  programming  and 
want  to  build  a  software  infrastructure 
following  the  same  philosophy.  Most 
comply  with  the  Object  Management 
Group’s  (OMG)  CORBA  specification.  Us¬ 


ers  say  CORBA  compliance  is  important 
because  it  allows  them  the  flexibility  to 
change  vendors  and  use  any  product  that 
implements  the  standard. 

Its  rival:  Teknekron  Software  Sys¬ 
tems,  Inc.,  which  recently  launched  its 
Rendezvous  Software  Bus.  The  product 
is  a  stripped-down,  shrink-wrapped  ver¬ 
sion  of  the  message  transport  mecha¬ 
nism  technology  on  which  the  company 
has  based  its  offerings  of  middleware  for 
the  financial  industry. 

Teknekron’s  approach  is  not  incom¬ 
patible  with  ORBs.  In  fact,  the  company 
is  working  with  the  OMG  to  extend 
CORBA  to  support  such  an  event-driven 


communications  model,  said  Bradley 
Rode,  vice  president  of  core  technology 
at  the  Palo  Alto,  Calif. -based  Teknekron. 

At  cellular  services  provider  Airtouch 
Communications,  Inc.  in  Walnut  Creek, 
Calif.,  consultant  Jeffrey  Cavallaro  said 
he  found  Rendezvous  provides  a  “nice, 
economical  way  of  processing  events. 
It’s  much  simpler  than  an  object  request 
broker  scenario.” 

In  other  news,  Iona  Technologies  Ltd. 
and  Isis  Distributed  Systems,  Inc.  have 
successfully  integrated  Iona’s  ORB  with 
Isis’  fault-tolerant  software  technology. 
The  Orbix+Isis  product  will  begin  ship¬ 
ping  next  week. 


New  object  request  brokers  and  messaging  middleware 
Product/Vendor  Features  Price 


PowerBroker  4.0/ 
Expersoft 

San  Diego 


Supports  CORBA  2.0,  OLE  2.0; 
interoperates  with 
Smalltalk,  C++  and 
Visual  Basic 


$5,000  Smalltalk  or  C++ 
developer’s  kit; 
deployment  version 
starts  at  $175  (per  client), 
$575  (per  server) 


Rendezvous 
Software  Bus/ 
Teknekron  Software 
Systems 

Palo  Alto,  Calif. 


Messaging-oriented 
middleware  using  publish- 
and-subscribe  mechanism; 
will  have  interfaces  to 
Visual  Basic  and  Power¬ 
Builder  and  adapters  for 
Notes  and  leading  PC  desktop 
applications 


$350  to  $3,000, 
depending  on  platform 


Orbix+Isis/ 

Fault-tolerant  version  of 

$12,000 

Isis  Distributed 

Iona’s  Orbix  object  request 

Systems 

broker  using  Isis  technology 

Marlboro,  Mass. 

for  active  replication 

Iona  Technologies 

Dublin 

Revelation/Lotus  licensing  deal 
may  boost  low-profile  Notes  product 


By  Suruchi  Mohan 


Revelation  Technologies,  Inc.  recently  an¬ 
nounced  that  it  has  acquired  an  exclusive  li¬ 
cense  from  Lotus  Development  Corp.  to  devel¬ 
op  and  market  Lotus  Notes  VIP.  The  agreement 
could  boost  VIP’s  image  in  the  market. 

VIP  —  or  Visual  Programming  —  is  a  Win¬ 
dows-based  application  development  environ¬ 
ment  for  creating  Notes  applications.  It  is  a  su¬ 
perset  of  LotusScript,  a  scriptinglanguage  that 
will  be  embedded  in  the  forthcoming  Notes  4.0. 
Under  terms  of  the  agreement,  Lotus  will  con¬ 
tinue  to  use  VIP  unrestrictedly. 

Some  industry  watchers  see  the  move  as  Lo¬ 
tus’  attempt  to  streamline  its  product  line  and 
focus  on  developing  new  versions  of  Notes  and 
bringing  them  to  market. 

“Right  now,  they  are  very  focused  on  the  plat¬ 
form  and  getting  Notes  to  be  ubiquitous,”  said 
Judith  Hurwitz,  president  of  Hurwitz  Consult¬ 
ing  Group,  Inc.  in  Newton,  Mass.  “They  have  to 


Stuck  in 
a  corner 


"VIP  is  a  nice  tool,  and 
Lotus  never  marketed 
ittheway  it  should 
have,”  said  Judith 
Hurwitz,  president  of 
Hurwitz  Consulting 
Group.  “It  never  got 
the  type  of  attention  it 
needed  to  [be 
successful].” 


do  a  lot  to  take  the  emphasis  off  the  operating 
system  and  put  it  on  Notes.  They  [probably]  felt 
they  couldn’t  focus  on  both.” 

Hurwitz  called  Lotus’  decision  disappoint¬ 
ing.  “You  can’t  have  a  good  platform  without  a 
tool,”  she  said. 

For  Revelation,  perhaps  the  biggest  gain  is 
Lotus’  staff,  said  Audrey  Augun,  vice  president 
of  marketing  at  Percussion  Software,  Inc.,  a  Lo¬ 
tus  business  partner  in  Stoneham,  Mass.  Under 
the  agreement,  a  team  of  core  VIP  developers 
will  join  Revelation.  This,  Augun  said,  is  a  big 
plus  given  the  current  high  demand  for  Notes 
developers. 

Revelation’s  acquisition  of  VIP  raises  the 
question  of  what  will  happen  to  its  competing 
application  development  product,  Openln- 
sight. 

James  Acquaviva,  president  of  Revelation, 
said  the  Stamford,  Conn.,  company  will  contin¬ 
ue  to  develop  both  products  for  now.  Subse¬ 
quently,  his  development  team  will  try  to  in¬ 


clude  the  best  features  of  both  products  to  offer 
a  suite  of  tools,  he  said.  This  suite  would,  for 
example,  take  advantage  of  Openlnsight’s 
strength  in  creating  workgroup  applications 
and  VIP’s  rich-text  support.  Acquaviva  de¬ 
clined  to  give  a  time  frame  for  this  suite. 

Concurrent  with  this  agreement,  Revelation 
announced  that  it  has  started  to  ship  the  new 
version  of  VIP,  which  Lotus  built.  Version  1 .1  in¬ 
cludes  features  such  as  rich-text  support,  im¬ 
proved  query  performance  and  productivity 
tools  and  applications. 

More  tools 

In  other  news,  Lotus  announced  Notes  Report¬ 
er  for  Windows  1 . 1 ,  a  report  writing  and  analy¬ 
sis  tool.  Reporter  creates  reports  on  data  con¬ 
tained  in  Notes  databases. 

“Notes  Reporter  looks  like  a  good,  solid  prod¬ 
uct,”  said  Greg  Walrath,  Notes  programmer  at 
Westin  Hotels  and  Resorts  in  Seattle.  It  per¬ 
forms  essentially  the  same  functions  as  Ap¬ 
proach,  Lotus’  desktop  database  —  spread¬ 
sheets,  reports  and  charts  —  without  the 
overhead,  he  said.  Notes  Reporter  also  offers 
simpler  functions. 

The  product,  which  will  ship  in  the  third  quar¬ 
ter,  costs  $59  per  unit  for  100  units  or  more. 
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Viewer  freebies  unveil  imaging  for  users 


By  Tim  Ouellette 


Computer  users  could  soon  find  themselves  with  more 
image  viewers  on  their  desktops  than  files. 

Vendors  are  scrambling  to  offer  free  image  viewer 
software  as  part  of  their  software  offerings  —  or,  in  the 
case  of  Microsoft  Corp.’s  Windows  95,  as  part  of  the  op¬ 
erating  system. 

There  are  two  kinds  of 
viewers  being  provided: 
image  viewers  that  let  us¬ 
ers  see  many  types  of  file 
formats  and  those  that  let 
users  call  up  only  one  kind 
of  format. 

On  the  multiple-format 
front,  Lotus  Development 
Corp.  is  providing  a  free 
image  viewer  for  Notes 
called  the  Lotus  Image  Viewer.  And  Wang  Laboratories, 
Inc.  is  developing  an  image  viewer  for  future  versions 
of  Windows  95  and  Windows  NT  as  part  of  its  lawsuit 
settlement  with  Microsoft. 

In  the  other  camp  are  the  single-format  image  view¬ 
ers,  which  are  usually  found  in  electronic  distribution 
software  packages  such  as  Adobe  Systems,  Inc.’s  Acro¬ 


bat,  Novell,  Inc.’s  Envoy  and  Common  Ground,  Inc.’s 
Common  Ground  2.  In  these  packages,  documents  are 
turned  into  one  format  for  movement  across  the  net¬ 
work  or  onto  the  Internet. 

The  free  viewers  from  Wang  and  Lotus  will  provide  a 
small  amount  of  functionality  (see  chart)  but  will  act 
more  as  a  preview  of  what  users  can  do  with  imaging  on 


Lotus  Image  Displays  image  files,  faxes  and  OLE  documents 
Viewer  (for  created  in  Notes.  Zooms,  rotates,  prints,  faxes 
Notes)  and  performs  optical  character  recognition 

on  images. 

ImageVue  Scans  paper  documents  and  incoming  faxes, 

(for  Windows  95,  Displays  and  annotates  files  and  faxes.  Adds 
Windows  NT)  images  to  Windows  applications  via  OLE. 

the  desktop.  For  example,  to  smoothly  integrate  the 
viewer  into  a  business  application,  users  will  have  to 
buy  component  imaging  software,  which  is  offered  by 
Wang  and  Diamond  Head  Software,  Inc.,  among  others 
[CW,  July  10]. 

“I  think  the  importance  of  the  free  viewer  is  it  encour¬ 
ages  images  as  a  standard  desktop  data  type,”  said 


Bruce  Silver,  principal  at  Bruce  Silver  Associates  in 
Weston,  Mass.  And  when  someone  attaches  an  image  to 
an  electronic-mail  message,  for  example,  there 
wouldn’t  be  a  question  of  whether  or  not  the  reader  can 
view  the  image,  he  added. 

With  the  Wang/Microsoft  agreement  and  IBM’s  pur¬ 
chase  of  Lotus,  smaller  developers  of  commercial  image 
viewer  software  are  caught  waiting  for  the  impact  of  the 
new  free  viewers  on  their  sales.  Computer  Clearing 
House,  Inc.’s  Imaging  Group,  for  example,  has  a  Notes 
imaging  tool  kit  called  FileCabinet  that  also  includes  a 
viewer. 

To  differentiate  the  product  from  the  free  Lotus  view¬ 
er,  Computer  Clearing  House  lets  users  batch-scan  pa¬ 
per  files  into  images,  then  view  up  to  36  file  formats.  Us¬ 
ers  can  also  create  a  number  of  zoom  views  of  an  image, 
so  they  don’t  have  to  search  the  entire  paper  at  a  later 
date  for  certain  information,  according  to  Rodney  Lab- 
by,  marketing  manager  at  the  Rochester,  N.Y.,  firm. 

Some  analysts  think  that  even  with  the  influx  of  free 
viewers,  there  will  still  be  room  in  the  growing  imaging 
market  for  small  niche  players  to  make  money. 

“There  is  still  an  opportunity  for  companies  to  offer 
the  next  level  of  functionality  and  charge  for  it,”  said 
Jennifer  Mitchell,  principal  analyst  at  Dataquest,  Inc. 
in  San  Jose,  Calif. 
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Free  viewers 


A  room  with  a  view 

Company  Viewer  Features 


Pure  Software,  Inc.  has  introduced 
PureVision,  a  product  that  lets  develop¬ 
ers  use  the  Internet  to  measure  the  ex¬ 
ternal  user  testing  of  software  pro¬ 
grams. 

According  to  the  Sunnyvale,  Calif., 
company,  PureVision  monitors  the  func¬ 
tion  and  use  of  software  beta  versions 
running  at  user  sites.  It  collects  this  in¬ 
formation  and  relays  it  back  to  the  soft¬ 
ware  supplier  over  the  Internet. 

PureVision  tracks  usage  and  crash- 
related  information  and  provides  statis¬ 
tics  on  features  used,  hours  tested,  runs 
per  test  site  and  number  of  unique 
crashes. 

PureVision  includes  embedded  object 
code  insertion  technology  to  take  mea¬ 
surements  and  collect  application  data 
while  the  application  is  running.  This  in¬ 
formation  is  sent  back  to  the  developer 
via  the  Internet. 

Pricing  is  based  on  the  number  of  test¬ 
ing  sites  per  concurrent  test  projects. 
The  standard  price  for  one  project  with 
11  or  more  remote  testing  sites  is 
$75,000. 

►  Pure  Software 

(408)  720-9200 


Progress  Software  Corp.’s  Crescent  Di¬ 
vision  has  announced  EnQuiry  1.0,  a 
client/server  development  tool. 

According  to  the  Bedford,  Mass.,  com¬ 
pany,  EnQuiry  1.0  lets  Visual  Basic  pro¬ 
grammers  visually  build  forms  and  que¬ 
ries  without  coding. 

Users  can  graphically  manage  the  SQL 
query,  control  the  layout  process  and  see 
the  result  of  their  queries.  They  can  also 
see  the  way  data  is  presented  to  users  in 
either  free-form  or  grid  representations. 

EnQuiry  1.0  supports  Visual  Basic  3.0 


and  costs  $395. 

►  Progress  Software 
(617)280-4000 


Voxware,  Inc.  has  unveiled  ToolVox,  a 
suite  of  software  development  tools. 

According  to  the  Skillman,  N.J.,  com¬ 
pany,  ToolVox  lets  developers  increase 
and  enhance  the  use  of  voice  in  multime¬ 
dia  applications. 

It  incorporates  technology  that  en¬ 
ables  voice  compression  ratios  of  35-to-l 
without  compromising  the  character  and 
quality  of  the  original  voice.  Developers 
can  also  use  ToolVox  to  create  applica¬ 
tions  that  let  end  users  manipulate  voice 
files  during  playback. 

The  suite  of  tools  comprises  ToolVox 
Compressor,  for  voice  compression; 
ToolVox  Warp-It,  for  speech  time  shifting; 
ToolVox  Morph-It,  for  voice  transforma¬ 
tion;  and  ToolVox  PerfectPitch,  for  pitch 
shifting. 

Pricing  for  the  complete  ToolVox  suite 
starts  at  $895,  which  includes  5,000  com¬ 
mercial  runtime  licenses. 

►  Voxware 

(609)497-1212 


Secant  Technologies,  Inc.  has  released 
ObjectPM  Control  Pack,  a  control  pack¬ 
age  for  IBM’s  OS/2. 

According  to  the  Beachwood,  Ohio, 
company,  ObjectPM  Control  Pack  offers 
a  dozen  control  types  that  extend  the  set 
of  controls  supplied  by  OS/2  Presenta¬ 
tion  Manager.  These  controls  include 
multicolumn  list  boxes,  edit  masks,  a  cell 
and  combo  box,  split  bars  and  gauges. 

All  controls  in  ObjectPM  Control  Pack 
conform  to  the  PMCX  architecture  that 
allows  the  components  to  be  used  by 
most  OS/2  programming  tools.  The  Con¬ 
trol  Pack  supports  C++  programming 
environments  by  adding  a  set  of  class  li¬ 
braries  that  integrate  the  controls  na¬ 
tively  into  IBM’s  OpenClass,  Borland  In¬ 


ternational,  Inc.’s  ObjectWindows  and 
Secant’s  ObjectPM  framework  environ¬ 
ments. 

Pricing  for  ObjectPM  Control  Pack 
starts  at  $99. 

►  Secant  Technologies 

(216)595-3830 


Object  Technology,  Inc.  has  introduced 
Envy/Developer  1.45  for  Digitalk,  Inc.’s 
Visual  Smalltalk  3.0.1. 

According  to  the  Phoenix  company, 
Envy/Developer  1.45  is  a  component 
management  system  for  workgroups 
that  allows  the  sharing  of  objects 
throughout  an  enterprise  by  providing  a 
common  repository  for  the  management 
of  a  workgroup’s  objects.  The  product 
supports  Digitalk’s  application  packag¬ 
ing  technologies:  Parts  Workbench  and 
Smalltalk  Link  Libraries. 

Envy/Developer  1.45  is  available  on  Mi¬ 


crosoft  Corp.’s  Windows  and  Windows 
NT  and  IBM’s  OS/2  clients.  It  is  also  avail¬ 
able  on  Novell,  Inc.,  Banyan  Systems, 
Inc.,  Microsoft’s  Windows  NT,  Sun  Micro¬ 
systems,  Inc.’s  SunOS  and  Solaris,  Hew¬ 
lett-Packard  Co.’s  HP  9000  and  Sequent 
Computer  Systems,  Inc.  servers. 

Prices  for  Envy/Developer  1.45  start  at 
$3,000  per  client  or  server  for  new  users. 
►  Object  Technology 
(602)222-9519 

Product  short 


Imagine  Software,  Inc.’s  Imagine,  a 
custom  control  for  Visual  Basic,  now 
supports  Mitek  Systems,  Inc.’s  Quick- 
Strokes  ICR  imaging  engine.  Users  can 
now  use  Imagine  to  access  high-end 
handwriting  recognition  with  minimal 
coding.  Cost:  $2,300.  Imagine  Software, 
Silver  Spring,  Md.  (301)  588-8411. 


Source:  Sentry  Market  Research.  Westboro.  Mass. 
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And  the  winner  is... everyone  wno  conies 
to  Object  World! 


Object  Application 


Do  you  know  who’s  developed  the  world’s  best  end-user  applications  using  OT? 
Find  out  during  Computerworld’s  Object  Application  Awards  Ceremony  at  Object 
World  San  Francisco. 

This  must-be-there  event  will  be  hosted  by  industry  luminaries  Steve  Jobs  of 
NeXT  Computer  and  Gary  Beach  of  Computerworld.  And  it  takes  place  on 
Wednesday,  August  16,  at  6:00  p.m.,  followed  by  a  reception  sponsored  by  IBM. 

This  is  your  chance  to  see  how  OT’s  pacesetters  are  achieving  extraordinary 
business  results  by  putting  object  technology  to  work  in  real-world  applications.  And 
discover  why  so  many  companies  are  racing  full  speed  ahead  into  object  technology. 

Of  course,  this  is  just  one  reason  to  head 
for  Moscone  Hall,  August  15-17. 

Don't  miss  the  Distributed 
Applications  Showcase. 

Is  OT  the  best  way  to  build  distrib¬ 
uted  applications?  Object  World 
exhibitors  think  so.  And  they’re  will¬ 
ing  to  share  their  latest  tools,  services  and  customer 
applications  with  you.  Be  there  to  see  firsthand 
how  leading  companies  approach  the  challenge  of 
building  distributed  applications.  And  see  the  OMG  CORBA  2.0 
specifications  in  action  for  the  first  time.  Learn  from  those  who  are 
putting  OT  to  work  right  now! 

Get  a  FREE  Exhibits  Pass. 

Whether  you  sign  up  for  the  full  Conference  Program  or  take 
advantage  of  our  offer  for  a  FREE  Exhibits  Pass,  you’ll  walk  away 
a  winner  at  Object  World  San  Francisco. 

Your  FREE  Exhibits  Pass  is  your  ticket  to  see  hundreds  of  new 
products  and  services  firsthand.  Attend  seminars  put  on  by  Object 
World  exhibitors  and  the  OMG.  And  hear  keynote  addresses  by 
industry  leaders  like  Colin  Cook  of  Citibank  and  Dr.  Gerald  Held  of 
Oracle. 

You’ll  also  get  a  FREE  Program  Guide  and  Buyers  Directory,  a 
Distributed  Computing  with  Objects  diskette,  and  valuable  coupons 
you  can  redeem  for  products  and  services — only  at  Object  World. 

That’s  all  in  addition  to  the  Live  Distributed  Applications 
Showcase  and  the  Object  Application  Awards  Ceremony!  Plus  the 
California  Wine  Tasting  Reception! 

Object  World  San  Francisco  is  definitely  a  win-win  proposition. 


HOW  TO  REGISTER: 

BY  PHONE:  Call  us  toll  free  at  1-800-225- 
4698  (in  U.S.)  or  1-508-879-6700. 

BY  WORLD  WIDE  WEB  SERVER:  Address: 
http://www.omg.org  Select:  Object  World  San 
Francisco. 

BY  E-MAIL:  Send  to:  OMG@OMG.ORG. 
Type  the  word  “help”  by  itself  in  the  body  of 
your  letter,  and  the  server  will  send  you  com¬ 
plete  instructions.  To  receive  a  list  of  available 
files,  type  the  word  “index”  on  a  separate  line. 

GET  THE  OBJECT  WORLD  FACTS 
BY  FAX! 

Call  our  24-hour  automated  fax  system  at 
800-486-9808  and  request  the  following 
extension  for  up  to  the  minute  information: 

Bonus  Sessions  . Ext.  496 

Exhibitor  Seminars  . Ext.  496 

Tutorials  . Ext.  494 

Conferences  . Ext.  495 

Book  Signings . Ext.  497 


Computerworld  recommends  Object  World! 

Object  World  San  Francisco  has  fast  become  the  largest 
all-OT  show  in  the  nation,  and  it’s  truly  your  best  forum 
for  learning  how  to  make  the  most  of  object  technology.  If  OT  is  important 
to  your  organization  or  your  career,  Object  World  is  the 
place  to  be. 

“For  the  fourth  year,  we're  proud  to  sponsor  Computer- 
world’s  Object  Application  Awards  Ceremony  honoring 
the  world’s  best  uses  of  object  technology.  We  hope  to  see 
you  there  to  applaud 
the  winners!  ” 


HOURS  AT  A  GLANCE 


Exhibit  Hall  Hours: 

Tuesday  August  15 

Wednesday  August  16 

Thursday  August  17 

11:00  a.m.-  6:00  p.m. 
11:00  a.m.  -  6:00  p.m. 
10:00  a.m.  -  2:00  p.m. 

Wine  Tasting  Reception: 

Tuesday  August  15 

5:00  p.m.-  6:00  p.m. 

Application  Awards  Ceremony: 

Reception  sponsored  by  IBM 

Wednesday  August  16  starts  at  6:00  p.m. 

Object  World  is  sponsored  and  produced  by: 


COMPUTERWORLD 

The  Newspaper  of  IS 


IDG 


Attend  A  FREE 
Conference  Session! 

See  the  attached  coupon  for 
details  on  FREE  admission 
to  the  in-depth  Conference 
Session  of  your  choice  at 
Object  World  San  Francisco. 

For  FREE  admission: 

Call  800-225-4698,  ext.  11 
or  World  Wide  Web  Server: 
Address:  http://www.omg.org 
Select:  Object  World  San 
Francisco 
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AIXpert 
BULL 

Black  &  White  Software 
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Computer  Associates 
Computerworld 
The  Cushing  Group 
Dam  Management  Review 
Data  Views  Corporation 
Digital  Equipment 
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Dr.  Dobb’s  Journal 

Expersoft  Corporation 
Extended  Intelligence 
Franz,  Inc. 

Fujitsu  Limited 
GemStone  Systems,  Inc. 
Genesis  Development 
Corporation 
Hewlett-Packard 
Hitachi  America  Ltd. 
IBM 
IEEE 

ICON  Computing,  Inc. 

ICL 

ILOG,  Inc. 

Informix  Software 
InfoWorld 
Instruction  Set 
InielliCoip 


Interactive  Development 
Environments 
Intersolv 

Iona  Technologies  Ltd. 

Isis  Distributed  Systems 
John  Wiley  &  Sons,  Inc. 

KaPRE  Software,  Inc. 
Knowledge  Systems 
Lighthouse  Design 
Lockheed  Martin  Corporation 
Logiscope  Technologies,  Inc. 
Mark  V 

Mark  Winter  &  Associates  Inc. 
Matra  Datavision 
Meta  Ware  Incorporated 
Micro  Focus 

Microsoft  Systems  Journal 
Miller  Freeman.  Inc. 

Naval  Undersea  Warfare  Center 


NetLinks  Technology  Inc. 
Network  World,  Inc. 

Neuron  Data 
NeXT  Computer,  Inc. 
Object  International,  Inc. 
Object  Management  Group, 
(OMG) 

Object-Oriented  Strategies 
The  Object  People 
Objectivity,  Inc. 

Objectory  Corporation 
ObjectSpace,  Inc. 

Open  Engineering 
OjwnSource,  Inc. 

OS/2  EXPRESS 
ParaSofi 

ParcPlace  Systems,  Inc. 
PCM 

Persistence  Software,  Inc. 


Special  thanks  to  our  Gold  Rush  Sponsors  for  making  Object  World  the  most  successful  all-OT  event  in  the  world. 


POET  Software  Corporation 
Popkin  Software  &  Systems.  Inc. 
PostModern  Computing 
Technologies,  Inc. 

Powersoft  Corporation 
Prentice  Hall 
Proforma  Corporation 
ProtoSoft,  Inc. 

Ptech 

Rational  Software  Corporation 
Rogue  Wave  Software 
Segue  Software,  Inc. 

Semaphore 
Servio  Corporation 
SES 

SIGS  Publications 
Software  Development 
Software  Futures 
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+ SunSoft 


iTaligent. 


EXPERSOFT 


Stanford  Management  Group 
SunSoft  Inc. 

TakeFive  Software 
Taligent.  Inc. 

Technical  Resource  Solutions 
Teknekron  Software 
Systems,  Inc. 

Texas  Instruments 
Tom  Sawyer  Software 
UniSQL.  Inc. 

UNISYS 

VMARK  Software 
Walnut  Creek  CD-ROM 

Distributed  Applications 
Showcase  partripants  are 
shown  in  boldface. 

As  of  July  24,  1995 


UNISYS  U  INFORMIX* 


Call  1-800-225-4698,  ext.  11,  for  your  FREE  admission. 


Y 


“’Will CM 


YOU  WAKE  UP  REALIZING 


YOU’RE 


L  OF  A  MADCAP, 


DECENTRALIZED  WORLD. 


AND  YOU  SAY  TO  YOURSELF, 

WHAT  A  WONDERFUL  DBMS. 


Introducing  Microsoft®  SQL  Server™  6.0.  You  want  to  push  information  out  to  the  people  who  need  it.  The  problem 
has  always  been,  how  do  you  get  out  of  the  way  without  sacrificing  control  over  the  accuracy  and  security  of  the 
data?  The  answer  is  Microsoft  SQL  Server  6.0.  It's  the  powerful  client-server  database  platform  for  creating  a 
balance  between  centralized  information  management  and  user  empowerment. 

SQL  Server  6.0  really  delivers  enterprise  performance.  To  begin  with,  it’s  fast  and  scalable.  It  also  has  a  new  parallel 

architecture  that  adapts  to  the  size  of  your  workload  and  can 
handle  databases  of  100  gigabytes  or  more  on  industry  standard 
server  hardware.  And  with  its  built-in  distributed  management 
framework  and  new  SQL  Enterprise  Manager  administration 
tool,  you  can  administer  every  server  from  one  central  location, 
giving  you  control  while  helping  lower  on-site 
operational  costs.  SQL  Server  6.0  is  also  the  first 
DBMS  with  built-in  data  replication  services  you 
can  control  graphically.  With  a  drag-and-drop  interface  that  lets  you  replicate 
information  across  multiple  servers  anywhere  in  the  enterprise.  The  fact 
that  these  features  are  built-in  is  important  too.  It’s  one  of  the  reasons  our 
DBMS  has  the  lowest  overall  cost  of  ownership.  After  all,  the  more  we 
include,  the  fewer  add-ons  you  have  to  pay  for  and  struggle  to  integrate. 
As  for  ease  of  use,  no  other  DBMS  comes  close.  SQL  Server  6.0  can  be 
installed  in  less  than  30  minutes  with  easy  graphical  tools.  And  because 
it’s  tightly  integrated  with  familiar  desktop  applications,  users  can  access  and  analyze  corporate  data  in  a  format 
they're  used  to.  Which  means  more  productivity  for  them,  and  less  need  for  help  from  you. 

Bottom  line,  Microsoft  SQL  Server  6.0  can  help  shoulder  the  burden  of  managing  a  distributed  computing  world.  If  you 
want  more  information,  give  us  a  call  at  (800)  508-8452,  Dept.  U6W.  Or  visit  the  BackOffice  section  of  our  website  at 
http://www.microsoft.com.  Either  way,  you'll  be  provided  with  plenty  of  reasons  for  leaping  out  of  bed  come  morning. 

Microsoft 

WHERE  DO  YOU  WANT  TO  CO  TODAY?” 


—  Microsoft  SQL  Server 
is  part  of  the 

Microsoft  BackOffice family 
of  server  software, 
five  bcst-of-hreed  products 
that  combine  to  form 
an  integrated 
information  system. 
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BUILT-IN  DATA  REPLICATION 
DISTRIBUTED  MANAGEMENT  TOOLS 
SCALABLE  PARALLEL  ARCHITECTURE 
UNATTENDED  REMOTE  OPERATIONS 
OPEN  INTEROPERABILITY 


Microsoft  SQL  Server  6.0  is  now  available  at  Corporate  Software  (800)  808-1667,  Egghead  (800)  EGG-1123,  Software  Spectrum  (800)  824-3323  and 
Softmart  (800)  243-6292  ext.  817,  and  other  resellers  near  you. 

In  Canada,  call  (800)  563-9048.  ©1995  Microsoft  Corporation.  All  nghts  reserved.  Microsoft  and  Where  do  you  want  to  go  today ?  are  registered  trademarks  of  Microsoft  Corporation. 


I\IEW  Mainframe  &  Minicomputer 
Emulation  Applications 


*  Limited  time  offer  until  September  30,  1995. 
Valid  in  U.S.A.  and  Canada  only. 


From  the 
Developers 
of 

Chameleon 

TCP/IP  Applications 
for  Windows 


Swift  Includes  8 
Terminal  Emulators 
and  TCP/IP 


IBM  3270 
IBM  5250 
DEC  VT320 
TeleVideo  950/955 
Wyse  50/60 
SCO  ANSI 
AT386 
TTY 


Are  You  Moving  1b  TCP/IP? 
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Increased  competition  has  out¬ 
sourcing  vendors  scrambling  to 
sign  up  clients  for  the  long  haul. 
The  result  is  an  opportunity  for 
IS  to  get  the  upper  hand  in  its 


contract  terms. 


S  ONE  OF  A  SMALL  but  rapidly  growing 
number  of  attorneys  who  handle  out¬ 
sourcing  contract  negotiations,  John 
Halvey  knows  how  important  it  is  to 
keep  your  skills  current. 

In  just  the  past  24  months,  Halvey, 
a  partner  at  Millbank,  Tweed,  Hadley 
&  McCloy  in  New  York,  has  seen  a  sea 
of  change  in  the  way  outsourcing 
deals  are  structured.  The  current 
focus  on  core  competencies,  the 
outsourcing  industry’s  maturation 
and  more  realistic  expectations 
from  client  companies  are  forcing 
dramatic  changes  in  the  word¬ 


ing  of  outsourcing  contracts. 

And  Halvey,  who  represents  information  sys¬ 
tems  managers,  knows  that  understanding  the 
legal  changes  in  outsourcing  deals  means  the 
difference  between  a  happy  relationship  and 
an  unqualified  disaster.  This  is  especially  true 
when  users  are  anxious  to  get  the  show  on  the 
road  —  a  sentiment  vendors  encourage. 

“Because  of  competition,  vendors  are  in  a 
bigger  rush  than  ever  to  close,”  says  Harry 
Glasspiegel,  a  partner  at  Shaw,  Pittman,  Potts 
and  Trowbridge  in  New  York.  “They  don’t  want 
clients  shopping  around,  getting  outside  legal 
advice.  They  may  sweeten  up  the  deal  in  ex¬ 
change  for  a  sole-source  discussion.” 

And  what  sweets  are  vendors  offering?  More 
favorable  payment  schedules  for  users,  protec¬ 
tion  and  retrainingfor  displaced  personnel,  di¬ 
saster  recovery  protection  and  a  share  in  any 
new  revenue  or  savings  benefits. 

There  is  much  that  is  new  in  the  outsourcing 
marketplace  to  make  life  a  little  easier  for  out¬ 
sourcing  client  companies,  Halvey  says.  There 
is  more  information,  more  viable  vendors  and 
better  legal  help.  In  turn,  clients  can  be  more 
choosy  about  what  they’re  looking  for  —  and 
looking  to  avoid. 

“The  user  community  is  much  more  sophis¬ 
ticated.  They’ve  learned  through  experience 
where  trigger  events  are  that  can  cause  trou¬ 


ble,”  Halvey  says. 

Lawyers  therefore  advise  users  to  take  time 
to  assess  current  and  future  IS  needs  before  en¬ 
tering  any  deal. 

Protect  your 
former  people 

Contracts  now  include  plans  for 
displaced  personnel,  including 
provisions  for  retraining,  place¬ 
ment  assistance  and  compensa¬ 
tion. 

Recent  litigation  has  led  to  a  greater  focus 
on  human  relations  issues,  according  to  Glas¬ 
spiegel.  The  most  important  issues  deal  with 
protecting  employees  who  are  displaced  or 
transferred  to  the  outsourcer. 

User  companies  can  include  provisions  re¬ 
garding  displaced  key  personnel,  Glasspiegel 
says.  “They  make  provisions  that  these  person¬ 
nel  will  be  retained  by  the  vendor  company  on 
their  account,  not  switched  to  a  different  ac¬ 
count  and  not  terminated  for  a  certain  period 
of  time.” 
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And  of  those  who  are  not  retained  on  the  us¬ 
er’s  account,  the  user  company  can  require 
that  the  vendor  company  retrain  them  for  other 
assignments  or  provide  them  with  placement 
assistance  for  their  next  job. 

“If  you  are  dealingwith  unions,  you  obvious-' 
ly  are  going  to  have  to  look  at  whatever  special 
provisions  that  makes  in  the  contract,”  Glass- 
piegel  adds,  “and  be  sure  that  those  provisions 
are  carried  over  in  any  outsourcing  agree¬ 
ment.” 

A  user  company  also  has  certain  responsi¬ 
bilities  regardingbasic  employee  needs,  Glass- 
piegel  says. 

“Legally,  you  are  obligated  to  ensure  that 
your  original  severance  agreement  with  your 
employees  is  transferred  to  the  vendor  compa¬ 
ny,”  Glasspiegel  says.  This  means  makingsure 
these  former  employees  “have  the  same  sort  of 
arrangements  for  severance  and  benefits  that 
they  would  have  had  if  they  were  still  directly 
in  your  employ.” 

Even  before  the  contract  goes  into  effect, 
“there  are  certain  legal  obligations  to  notify 
your  personnel  when  you  are  planning  to  make 
a  major  change,”  Glasspiegel  says. 

“You  are  obligated  when  the  process  of  out¬ 
sourcing  IS  has  proceeded  far  enough  that  you 
are  making  definite  decisions  to  tell  affected 
personnel  in  general  terms  what  it  is  you  are 
considering  and  how  that  will  affect  them.  We 
advise  all  clients  to  be  as  honest  and  straight¬ 
forward  with  personnel  as  possible.  And  it  is 
our  experience  that  companies  want  to  deal  in 
good  faith  with  their  staff,”  Glasspiegel  says. 

Be  ready 
when  disas¬ 
ter  strikes 

Outsourcers  are  being  required  to 
keep  the  user’s  business  up  and 
running,  come  hell  or  high  water. 

Recent  national  events  have  altered  the  face 
of  “force  majeure”  provisions.  These  are  so- 
called  “act  of  God”  clauses  —  what  happens 
when  forces  beyond  the  control  of  either  party 
come  into  play. 

“They’ve  been  gettinga  lot  more  focus,”  Hal- 
vey  says,  “because  there  have  been  hurricanes, 
earthquakes,  bombs.” 

The  principal  protection  the  client  needs  to 
cover  those  kinds  of  disasters  are  —  quite  sim¬ 
ply  —  plans  to  keep  your  business  up  and 
running. 

“Your  goal  is  to  build  in  specific  provisions 
for  disaster  recovery,”  says  Allen  Grogan,  a 
partner  at  Blanc,  Williams,  Johnston  and  Kron¬ 
stadt  in  Los  Angeles.  “Make  sure  the  vendor 
has  in  place  a  disaster  recovery  plan  and  facili¬ 
ties.  The  client  needs  to  know  that  if  a  disaster 
hits  one  facility,  your  work  can  be  transferred 
to  another  data  center  so  that  your  business 
can  keep  going.” 

Whether  the  outsourcer  provides  the  disas¬ 
ter  recovery  function  or,  in  turn,  subcontracts 
out  that  function,  Grogan  says,  “The  client 
should  think  through  the  problem  and  work  out 
a  solution.  Then  you  should  actually  have  a  dry 
run  to  see  that  in  case  of  a  disaster,  how  that 


problem  can  be  solved  —  sort  of  a  fire  drill  —  to 
see  if  the  vendor  can  get  you  up  and  running 
and  how  long  it  takes.  ” 

And  if  the  vendor  is  unable  to  provide  disas¬ 
ter  recovery  protection?  Grogan  says  the  client 
can  try  to  negotiate  provisions  that  would  allow 
it  to  collect  for  damages. 

“Vendors  will  resist  that,”  Grogan  says.  “In 
any  case,  your  principal  focus  should  be  on  hav¬ 
ing  a  plan  to  work,  not  worrying  about  dam¬ 
ages.  If  there’s  a  disaster  of  that  magnitude  and 
the  recovery  plan  doesn’t  work,  collecting  dam¬ 
ages  should  be  the  least  of  your  problems.  You 
could  be  out  of  business.” 

Get  your 
fair  share 
of  the  pie 

Savings  isn’t  the  driving  force  be¬ 
hind  most  outsourcing  deals,  but 
users  should  benefit  from  any  rev¬ 
enue  or  savings  the  vendor  gets. 

“More  and  more  of  these  deals  are  driven  by 
a  strategic  reason,  the  desire  to  deal  with  rapid 
change,”  Grogan  says.  “People  understand 
that  outsourcing  isn’t  going  to  solve  all  their 


What  users  look  for 
before  signing 

The  top  factors  determining 
which  vendors  will  receive  a 
request  for  proposal: 

•  Reputation 

•  References 

•  Existing  relationships 

The  top  factors  determining 
which  of  those  vendors  will  get 
the  contract: 

•  Ability  to  offer  a  complete 
package  (price,  reputation, 
terms,  resources  and  overall 

support) 

•  Flexibility  and  commitment 

to  quality 

•  Cultural  match  and 
similarity 

•  Additional  value-added 

capabilities 

Source:  Outsourcing  Institute.  New  York 


problems  and  save  them  50%  on  [information 
technology]  costs.  Fewer  deals  are  driven  pri¬ 
marily  by  the  desire  to  save  money  per  se.  Sav¬ 
ings  is  no  longer  the  drivingforce.” 

Instead,  “value-added”  has  become  the  new 
mantra,  where  the  user  can  share  any  revenue 
or  savings  generated  by  the  vendor  as  a  result 
of  the  outsourcing  partnership. 

This  is  a  change  Halvey  sees  as  altogether 
appropriate:  “These  contracts  used  to  be 
viewed  as  technology-based  transactions. 
Really  they  are  financial  transactions  that  hap¬ 
pen  to  involve  technology.” 

There  are  several  ways  this  is  affecting 
deals.  “The  user  may  fund  the  R&D  of  new  soft¬ 
ware  that  the  vendor  may  later  want  to  mar¬ 
ket,”  Grogan  says.  “The  contract  provides  that 
the  user  pays  for  software  development  costs 
up  front  but  shares  in  any  revenues  the  vendor 
derives  from  licensingit  to  other  customers.” 

Likewise,  if  the  outsourcer  can  save  the  user 
money,  say,  by  “reducing  staff  or  consolidating 
facilities,  ”  they  will  expect  to  take  a  cut  of  those 
savings,  Grogan  says.  “However,  the  user 
needs  to  have  right  of  approval  over  reductions 
in  staffing  or  facilities.  These  clauses  stipulate 
that  savings  have  to  be  achieved  without  no¬ 
ticeable  reductions  in  service.” 

The  contract  should  define  some  sort  of  base¬ 
line  anticipated  cost  savings  or  efficiencies  the 
outsourcing  intends  to  achieve,  Grogan  says. 
“For  example,  say  the  vendor  anticipates  that 
it  can  reduce  your  staff  by  20%.  You  may  build 
in  provisions  that  say  they  can  do  further  staff 
reductions  and  still  meet  all  performance  obli¬ 
gations  and  benchmarks,  instead  of  the  vendor 
getting  all  the  benefit  those  additional  cost  sav¬ 
ings  can  be  shared  with  the  customer.  You  say 
to  the  vendor,  ‘We  can  do  this,  but  I  want  to  real¬ 
ize  some  of  those  cost  savings  as  well.’  ” 

Take  the 
pay-as-you- 
can  plan 

Users  can  negotiate  favorable  pay¬ 
ment  terms  in  order  to  be  drawn  in¬ 
to  a  long-term  deal. 

Because  general  business  conditions  can 
change  dramatically  from  one  year  to  the  next, 
many  users  are  reluctant  to  enter  into  long¬ 
term  deals  with  outsourcers.  But  increased 
competition  amongvendors  has  forced  many  to 
accept  more  flexible  payment  terms  in  order  to 
attract  customers  to  five-  or  10-year  deals. 

Attorneys  are  therefore  advising  their  user 
clients  to  negotiate  as  flexible  a  contract  as 
possible  when  it  comes  to  payment  schedules. 

“You’re  dealing  with  an  industry  that’s  un¬ 
dergoing  radical  change  monthly,”  says  Clara 
Martin,  a  partner  at  Klein  and  Martin  in  Los  An¬ 
geles.  “You  don’t  want  to  have  tied  yourself  into 
a  deal  three  years  ago  that  will  hamper  you 
three  years  from  now  in  a  way  you  could  never 
have  possibly  anticipated.” 

Contracts  should  allow  for  the  ups  and 
downs  of  a  typical  business  cycle,  Halvey  says. 
“If  you’re  simply  paying  X  dollars  a  month  for 
10  years,  you’re  in  trouble.  If  you’re  willing  to 
go  into  a  long-term  contract  with  a  vendor,  give 
the  vendor  a  sense  of  how  you  plan  to  deploy 
your  new  resources  [over  time].  If  you  know 
you’re  goingto  need  10  fewer  functions,  you  can 
work  that  into  the  contract  to  take  advantage 
Hard  bargain,  page  76 
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Outsourcing  contracts 


Doing  better  deals 

IS  users  are  negotiating  more  favorable 
provisions  in  outsourcing  contracts 
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of  spikes  and  valleys  in  your 
business.” 

“The  flip  side  for  vendors,” 
Glasspiegel  says,  “is  that  they 
often  make  significant  up-front 
investments  that  they  expect  to 
regain  over  time  as  efficiencies 
lack  in.  Vendors  may  want  to  be 
paid  at  a  higher  rate  in  the  be¬ 
ginning  of  the  contract  term.  So¬ 
phisticated  customers  will 
grant  their  service  providers  a 
reasonable  profit  but  in  return 
are  insisting  on  as  flexible  an 
agreement  as  possible.” 

(&  your 
eye  on 

performance 

New  benchmarks  are 
helping  to  ensure  that 
vendors  keep  the  cus¬ 
tomer  satisfied. 

As  firms  move  into  client/ 
server  configurations,  it  be¬ 
comes  more  difficult  to  quantify 
things  such  as  improved  skills 
and  productivity.  As  a  result,  a 
key  change  in  outsourcing  con¬ 
tracts  is  the  new  focus  on  busi¬ 
ness-customer  satisfaction  — 
that  is,  keeping  the  user’s  busi¬ 
ness  customers  happy. 

“Outsourcing  firms  are  now 
paying  much  more  attention  to 
users,”  says  Harry  Wallaesa, 
vice  president  of  IS  at  Campbell 
Soup  Co.  in  Camden,  N.J.  “We 
use  customer  service  surveys 
for  benchmarking.  Now  we  link 
compensation  for  project  exec¬ 
utives  to  customer  satisfaction 
to  help  ensure  the  outsourcers 
stay  focused  and  link  service 
levels  with  the  vendor’s  ability 
to  bid  on  additional  business 
when  other  contracts  come  up.” 

In  order  to  maintain  busi- 


Concem 
of  IS  users 


■  Displaced 
key  personnel 

■  Other  displaced 
personnel 

■  Benefits 

and  severance 

B  Disaster 
recovery 

B  Lack  of 

disaster  recovery 

B  New  savings 
or  revenue 

B  Changing 
revenue  cycles 

B  Business-customer 
satisfaction 

B  Nonperformance 
of  terms 

B  Unacceptable 
error  rates 

B  Changing 
business  needs 


ness-customer  satisfaction, 
contracts  should  clearly  spell 
out  the  responsibilities  of  both 
parties.  Often,  performance  of 
one  party  depends  on  the  other. 

“Say  the  outsourcing  compa¬ 
ny  is  obligated  to  deliver  a  re¬ 
port  by  5  p.m.  every  Friday,” 
Grogan  says.  “Their  ability  to  do 
so  may  depend  on  the  customer 
providing  them  with  data  by 
3  p.m.  The  contract  needs  to 
spell  out  what  the  conse¬ 
quences  are  —  maybe  the  ven¬ 
dor’s  timetable  slips  by  some 
factor  if  the  user  doesn’t  provide 
the  data  by  3  —  if  nonperfor- 


Provision  for 
outsourcing  vendors 


Keep  on 
user’s  account 

Retrain  or  provide 
placement  assistance 

Offer  same  terms 
user  had  provided 

Ensure  user’s  business 
will  stay  operational 

Provide  for  damages 
as  necessary 

Agree  to  split 
with  user 

Allow  for  flexible 
payment  schedules 

Establish  performance 
benchmarks 

Set  penalties 
for  late  deliverables 

Make  credits 
on  maintenance  costs 

Allow  for 

contract  termination 


mance  by  one  affects  the  perfor¬ 
mance  of  the  other.  This  makes 
the  contract  much  more  compli¬ 
cated  and  time-consuming  be¬ 
cause  you  have  to  think  through 
all  these  issues. 

“If  the  vendor  doesn’t  get  it  to 
you  by  5,  you  might  include  cred¬ 
its  that  will  appear  for  every  half 
hour  that  they  are  late,”  Grogan 
says.  “Money  is  really  the  only 
thing  that  will  get  the  vendor’s 
attention.  If  the  information  is 
really  important,  have  the  de¬ 
merits  increase,  say,  $50  if 
you’re  10  minutes  late,  but  may¬ 
be  $1 ,000  if  you’re  an  hour  late. 


“Some  contracts  also  now 
have  requirements  that  there  be 
no  more  than  X  number  of  criti¬ 
cal  efforts  in  an  application.  Se¬ 
vere  errors  would  be  defined  as 
those  that  seriously  affect  your 
business  or  cause  the  system  to 
crash.  If  there  are  too  many  of 
these  types  of  errors,  you  can 
call  for  things  like  substantial 
credits  on  maintenance  costs,” 
Grogan  says. 

Obviously,  this  has  to  be  tai¬ 
lored  to  the  contract.  Specific 
provisions  might  also  include 
things  such  as  response-time 
measurements.  For  example, 
the  client  would  take  key  trans¬ 
actions  and  define  —  carefully 
—  response  time. 

“The  contract  might  say,  for 
example:  When  an  operator  sits 
down  at  a  terminal,  from  the 
time  they  hit  the  Return  key  a 
complete  screen  that  answers  a 
customer’s  query  has  to  be 
available  in  a  half  second,  or 
whatever,”  Grogan  says. 

“The  important  thing  is  that 
both  vendor  and  client  must  be 
in  a  position  to  be  able  to  mea¬ 
sure  those  benchmarks  in  the 
real  world,”  he  adds. 

0^  a”” 

good 

escape  route 

As  conditions  change 
during  the  life  of  the 
deal,  make  sure  you 
can  get  out  of  the  con¬ 
tract  if  it’s  no  longer 
right  for  you. 

The  increased  flexibility  in 
outsourcing  contracts  is  also 
leading  to  more  flexible  termi¬ 
nation  terms,  according  to 
Glasspiegel.  In  fact,  some  ven¬ 
dors  are  now  offering  very  le¬ 
nient  termination  clauses  for 
competitive  advantage. 

“It  can  become  a  differentia¬ 
tor  —  those  vendors  who  show 


more  flexibility  in  the  negotia¬ 
tions  to  allow  for  termination  of 
the  contract  may  actually  get 
the  contract,”  Glasspiegel  says. 

“Now,  if  after  a  period  of  years 
a  client’s  business  objectives 
change,  they  can  get  out  of  the 
deal  without  major  penalties,” 
Halvey  says.  “Maybe  you  were 
going  to  divest,  and  wham,  you 
get  acquired  or  start  acquiring. 
You’re  different,  you  need  a  dif¬ 
ferent  deal,  and  that  leeway 
needs  to  be  written  into  your 
contract.” 

But  this  is  a  low-risk  ap¬ 
proach  for  outsourcers,  Glass¬ 
piegel  says,  because  rarely  do 
users  walk  away  from  the  deal. 
Instead,  changes  in  their  mar¬ 
ketplace  or  organization  may 
force  them  to  renegotiate  the 
terms  of  the  contract. 

“When  the  contract  no  longer 
fits  the  user’s  needs,  both  sides 
will  sit  down  and  renegotiate 
the  contract.  Very  few  users  ex¬ 
ercise  the  termination  of  the 
contract;  they’re  too  dependent 
on  the  outsourcer,”  Glasspiegel 
says. 

This  renegotiation  of  con¬ 
tracts  is  another  trend  in  out¬ 
sourcing,  Glasspiegel  says. 

“We  are  being  brought  in 
more  and  more  to  help  renegoti¬ 
ate  terms  in  contracts  that  we 
had  done  years  ago.  In  some 
cases,  both  sides  didn’t  under¬ 
stand  their  needs  clearly 
enough.  In  others,  the  needs 
have  changed,”  he  says. 

But  users  and  their  attorneys 
are  better  at  framing  deals  that 
allow  for  changing  needs. 

“The  thing  we  worry  about  is 
that  because  vendors  are  so 
much  more  experienced  at  ne¬ 
gotiating,  and  the  customer  is 
often  a  first-timer,  that  the  cus¬ 
tomer  is  at  a  disadvantage,” 
Glasspiegel  says. 

“It’s  rarely  a  level  playing 
field,  but  customers  are  begin- 
ningto  realize  what  they  have  to 
know.”  ■ 


Menagh  is  a  freelance  writer  in  New 
York.  Associate  editor  David  Weldon 
contributed  to  this  report. 


Norwest  Corp.  in  Minneapolis  has  an¬ 
nounced  the  appointment  of  Webb  Ed¬ 
wards  as  executive  vice  president  and 
chief  technology  officer  of  its  technical 
services  division.  Edwards  was  previ¬ 
ously  executive  vice  president  and  gen¬ 
eral  manager  of  information  systems  at 
First  Interstate  Bancorp  in  Los  Angeles. 

Alexander  J.  Trotman,  chairman  and 
chief  executive  officer  of  Ford  Motor  Co. 


in  Detroit,  was  recently  honored  by  Gart¬ 
ner  Group,  Inc.  with  its  1995  Excellence 
in  Technology  Award  for  executive  lead¬ 
ership  in  information  technology.  The 
award  was  presented  at  Gartner’s  Re- 
shapinglS  Conference  in  Chicago.  Trot¬ 
man  was  honored  for  his  leadership  in 
the  company’s  implementation  of  an  en¬ 
terprisewide  networked  computing  envi¬ 
ronment  to  streamline  design  and  pro¬ 
duction  of  new  cars.  The  “Global  Studio” 
enables  engineers  in  the  U.S.,  Europe 
and  Asia  to  concurrently  share  visual  in¬ 
formation  and  work  on  three-dimension¬ 
al  models,  resulting  in  enhanced  design 
control,  reduced  international  travel  ex¬ 
penses  and  shorter  design  cycles. 


Bricker  &  Asso¬ 
ciates,  Inc.,  a  Chica¬ 
go-based  productivi¬ 
ty  consulting  firm, 
has  announced  that 
Sheleen  Quish  Fry¬ 
er  has  been  named 
senior  vice  presi¬ 
dent.  Prior  to  the  appointment  Fryer  was 
senior  vice  president  and  chief  informa¬ 
tion  officer  at  Blue  Cross/Blue  Shield  of 
Illinois. 

Continental  Airlines  has  announced 
that  Daniel  P.  Garton  has  been  appoint¬ 
ed  CIO  and  seniorvice  president.  Garton 
had  previously  been  chief  financial  offi¬ 


cer  and  executive  vice  president  at  the 
airline.  He  replaces  former  CIO  Barry  Si¬ 
mon,  who  will  now  focus  on  Continen¬ 
tal’s  European  operations. 

Rohn  &  Haas  C.,  a  Philadelphia-based 
chemical  concern,  has  announced  that 
David  A.  Stitely,  55,  director  of  informa¬ 
tion  technology,  has  been  named  a  vice 
president  of  the  company. 

Alexander  Consulting  Group  in  Lynd- 
hurst,  N.J.,  has  announced  the  appoint¬ 
ment  of  Ellen  G.  Braverman  as  director 
of  the  firm’s  national  systems  group.  Bra¬ 
verman  was  director  of  information  ser¬ 
vices  at  American  Home  Products. 
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Calendar 

Aug.  13 -Sept.  20 


MANAGEMENT 


Identifying  and  Maximizing  Business  Applica¬ 
tions  for  Networked  Multimedia.  Chicago,  Aug. 
28-29  —  A  conference  addressing  key  issues  in 
optimizing  and  implementing  multimedia  net¬ 
works.  Seminars  will  include  “Entering  the  Vir¬ 
tual  Workplace,”  “Multimedia  Standards”  and 
“Determining  the  Organizational  Requirements 
for  Building  a  Networked  Multimedia  Infra¬ 
structure."  Flees:  $1,195  per  person;  $1,095  with 
three  to  four  attendees  from  the  same  company; 
$950  per  person  with  five  or  more  attendees. 
Contact:  ICM  Conferences,  Inc.,  Chicago,  Ill. 
(312)  540-3083. 

The  Information  Warfare  Conference.  Arlington, 
Va.,  Sept  7-8  —  Focus  will  be  on  personal  priva¬ 
cy,  industrial  and  economic  espionage  and  glob¬ 
al  information  warfare.  Contact:  Paul  Gates,  Na¬ 
tional  Computer  Security  Association,  Carlisle, 
Pa.  (717)  258-1816. 

1995  International  Customer  Service  Association 
Annual  Conference.  Orlando,  Fla.,  Sept  9-13  — 

Theme:  “In  Search  of  New  Customer  Service 
Galaxies.”  Keynote  speakers  will  include  Tom 
Peters,  founder  of  the  Tom  Peters  Group,  and 
Les  Brown,  author  and  television  personality. 
Contact:  International  Customer  Service  Asso¬ 
ciation,  Chicago,  Dl.  (800)  203-4272. 

IS  Expo  Fall  ’95.  Anaheim,  Calif.,  Sept  10-13  — 
Topics  will  include  the  impact  of  client/server  on 
mainframe  operations,  distributed  systems 
management  using  remote  support,  continuous 
quality  improvement  in  the  data  center,  the  data 
center’s  changing  role,  managinghelp  desk  per¬ 
formance  and  customer  expectations  and  enter¬ 
prisewide  monitoring.  Contact:  Association  for 
Computer  Operations  Management,  Orange, 
Calif.  (714)997-7966. 


TECHNOLOGIES 


GTG  ’95:  Second  Annual  Conference,  Exposition 
and  DataMart  Reston,  Va.,  Sept.  5-8  —  Focus  is 
on  geographic  technologies,  what  works  and 
what  doesn’t  from  an  organizational  and  tech¬ 
nological  perspective.  Fees:  government,  uni¬ 
versity  and  nonprofit  employees,  $350;  stu¬ 
dents,  $195;  all  others,  $450.  Contact:  GIS  World, 
Inc.,  Conference  Division,  Fort  Collins,  Colo. 
(970)  223-4848. 

DiskCon  USA  ’95  Trade  Showand  Conference.  San 

Jose,  Calif.,  Sept  6-7  —  Focus  is  on  suppliers  of 
technology,  equipment,  materials  and  services 

Calendar  announcements  should  be 
submitted  at  least  six  weeks  prior 
to  the  event  and  include  the  title  of 
the  event,  dates,  location,  theme  or 
focus,  keynote  or  major  speakers, 
principal  topics  and  a  contact  person, 
organization  and  phone  number. 


Send  announcements  to: 


David  Weldon,  Associate 
Editor/Management,  Computerworld, 
375  Cochituate  Road,  Framingham,  Mass. 
01701.  Fax:  (508)  875-8931. 


AMA  offers  skills, 
management  courses 

Looking  to  polish  your  project 
management  skills?  Need  tips  on 
implementing  a  disaster  recovery 
plan?  The  American  Management 
Association  (AMA)  maybe  able  to 
help  with  its  fall  and  winter  course 
offerings. 

Professional  skills  topics  in¬ 
clude  systems  analysis  and  de¬ 
sign,  structured  systems,  internal 
consulting  skills,  information  sys¬ 
tems  project  management,  writing 
user  manuals  and  effective  pre¬ 
sentation  skills.  Information  tech¬ 
nology  topics  include  using  the  In¬ 
ternet  for  business  and  managing 
telecommunications . 

Management  topics  include  di¬ 
saster  recovery,  strategic  plan¬ 
ning,  quality  review  techniques, 
achieving  excellence,  re-engineer¬ 
ing  IS  and  strategic  outsourcing. 
Business  systems  applications 
topics  include  integrating  systems 
and  electronic  data  interchange. 
Project  management  topics  in¬ 
clude  team-building  skills  and 
management  skills. 

Each  course  will  be  offered  sev¬ 
eral  times  in  various  cities.  For  in¬ 
formation,  contact  the  AMA,  P.  O. 
Box  169,  Saranac  Lake,  N.Y.  12983 
(800)  262-9699. 


to  the  data  storage  industry.  Contact:  Interna¬ 
tional  Disk  Drive  Equipment  and  Materials  As¬ 
sociation,  San  Jose,  Calif.  (408)  720-9352. 

Embedded  Systems  Conference.  San  Jose,  Calif., 
Sept  12-15  —  F°r  software  developers  and  engi¬ 
neers  involved  with  embedded  design.  Keynote 
speaker:  cartoonist  Scott  Adams,  creator  of  the 
comic  strip  “Dilbert,”  who  will  speak  on  humor 
in  the  workplace.  Contact:  Sherry  Nykiel,  Miller 
Freeman,  Inc.,  San  Francisco,  Calif.  (415)  905- 
2354. 

Establishing  Security  and  Combating  Financial 
Cybercrimes  on  the  Information  Superhighway. 
Chicago,  Sept  13-14  —  Topics  will  include  secu¬ 
rity  requirements  for  the  Internet,  threats  to  fi¬ 
nancial  security  in  cyberspace  and  tools  for  se¬ 
curing  electronic  commerce.  Contact:  Ralph 
Gaillard  Jr.,  International  Communications  for 
Management,  Chicago,  Ill.  (312)  540-3845. 

Client/Server  Economics  Summit  Washington, 
Sept  18-20  —  Topics  include  distributed  sys¬ 
tems  support,  real-world  advantages  of  deploy¬ 
ing  a  request-tracking  system,  applying  ad¬ 
vanced  systems  and  profiting  from  emerging 
technology,  controlling  the  cost  of  migrating  to  a 
client/server  environment,  networking  chal¬ 
lenges  of  client/server  and  deploying  mission- 
critical  systems  in  a  client/server  environment. 
Fees:  $1,095  until  Aug.  18;  $1,195  after  Aug.  18. 


Contact:  Mary  Clare  Bennett,  Client/Server  Eco¬ 
nomics  Summit  Registration,  San  Francisco, 
Calif.  (415)  905-2267. 


USER GROUPS 


SHARE  Technical  Conference.  Orlando,  F’la.,  Aug. 
13-18  —  Theme:  “Connecting  to  the  Future.” 
Keynote  speaker:  Nicholas  M.  Donofrio,  IBM  se¬ 
nior  vice  president  and  group  executive.  Speak¬ 
ers  include  Paul  Gillin,  editor  of  Computer- 
world who  will  discuss  "Information  Systems 


in  the  ’90s:  New’ World  Disorder.”  Fee:  $560.  Con¬ 
tact:  SHARE  Technical  Conference  Registra¬ 
tion,  Chicago,  Ill.  (312)  822-0932. 


Manufacturing  Execution  Systems  Roundtable  4. 
Chicago,  Sept.  13-14  —  Focus  is  on  improving 
manufacturing  productivity  and  quality  with  in¬ 
tegrated  manufacturing  execution  systems. 
Contact:  Manufacturing  Execution  Systems  As¬ 
sociation,  Pittsburgh,  Pa.  (412)  781-9511. 
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Find  out  why  Skadden  Arps,  one  of  the  world’s  largest  law  firms,  trusted  Lawson  at  http://www.lawson.com  or  1-800-477-1357. 


Sure,  you  might  get  lucky.  On  the  other  hand, 
you’ve  got  a  lot  to  lose.  That’s  why,  when  purchasing 
software,  you’d  better  know  exactly  what  you’re 
getting  into. 

For  example,  Lawson  Software  supports  all  the 
leading  client/server  platforms.  So  no  matter  what 
hardware  system  you  move  to  next,  we’ll  be  running 


on  it.  And  you  can  migrate  through  technological 
changes  and  upgrades  without  additional  licensing  fees. 

Finally,  twenty  years  of  experience  has  resulted 
in  some  pretty  amazing  functionality.  Ask  our  users. 

Lawson  Software.  For  accounting,  human 
resources,  distribution  and  materials  management. 
We’re  making  it  as  painless  as  possible. 


THE  LAST  TIME  YOU’LL  CHANGE 

SOFTWARE  COMPANIES. 


©  1995  Lawson  Software. 


SPECIAL  QUARTERLY  REPORT  ON  RE-ENGINEERING 


FLUSHEDwith 


css 


American 

Standard  recast  itself 
through  re-engineering.  The 
company’s  new  shape  may  be 
a  preview  of  your  tomorrow. 


Continued,  frontpage  1 

Through  re-engineering  programs  champi¬ 
oned  by  Chairman  and  Chief  Executive  Officer 
Emmanuel  A.  Kampouris,  American  Standard 
has  been  able  to  nearly  eliminate  $325  million 
in  annual  debt  payments.  Moreover,  manufac¬ 
turing  cycle  times  have  been  cut  from  months 
and  weeks  to  days  and  hours.  The  firm,  which 
is  part  employee-owned,  went  public  in  March. 

Wall  Street  analysts  laud  the  revitalized 
manufacturer — parent  of  Trane  International, 
WABCO  and  Ideal-Standard  —  as  a  successful 
turnaround  story. 

“They’re  doing  a  great  job,”  enthuses  Barry 
Bannister,  vice  president  of  research  at  S.  G. 
Warburg  &  Co.,  a  Wall  Street  investment  firm. 

How  different  is  information  systems  life  in  a 
post-re-engineered  organization?  Look  at  Pete 
Rogex-s’  business  card  and  you  begin  to  see  that 
things  at  American  Standard  are  anything  but 
standard  these  days. 

The  card  reads:  “Vice  President/Coach  of 
Change.”  An  unusual 


title,  but  one  befitting 
the  technology  leader 
of  a  firm  that  has  no 
functional  depart- 
Success,  page  80 


►  INSIDE: 

Get  the  latest 
information  on  re¬ 
engineering  tools, 
events  and  research 
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‘COACH’  Pete  Rogers  of  American  Standard:  ‘I  II  break  your  arm  if  you  violate 
the  information  technology  model,’  he  jokes. 
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Success  at  American  Standard 


CONTINUED  FROM  PAGE  79 

ments  and  no  central  IS  staff  and  requires  its 
38,900  employees  to  be  schooled  in  business 
process  theory. 

Trendy?  Risky?  Crazy?  General  Electric  Co. 
CEO  Jack  Welch  doesn’t  think  so;  he  cites  Amer¬ 
ican  Standard  as  a  model.  Ditto  for  Ford  Motor 
Co.  In  fact,  some  industry  consultants  say 
American  Standard’s  “process-based  organi¬ 
zation”  offers  many  companies  a  glimpse  of 
their  own  tomorrows. 

Initial  work  focused  on  improving  manufac- 
turingand  slashingdebt;  it  then  spread  to  office 
functions,  Vess  says.  The  goal:  boost  profit  mar¬ 
gins  and  market  share  while  slashing  working 
capital.  So  what  kind  of  technology  strategies 
make  sense  amidst  such  massive  change? 

•  Transitional  outsourcing 
To  support  these  goals,  American  Standard  is 
halfway  through  a  three-year,  worldwide  shift 
to  open  client/server  computing.  Its  strategy: 
finance  the  move  with  $5  million  to  $6  million  in 
annual  savings  from  outsourcing  legacy  main¬ 
frame  processing,  technical  support,  data 
communications  and  network 
management. 


“If  you 
don’t  outsource,  you  may 
never  have  the  time  and  resources 
needed  to  move  to  the  new  world  of  client/ 
server,”  explains  Rogers,  a  26-year  company 
veteran. 

In  the  U.S.,  the  Genix  Group  in  Pittsburgh 
holds  a  $6  million  outsourcing  contract  with 
American  Standard.  In  addition,  IBM’s  Inte¬ 
grated  Systems  Solutions  Corp.  handles  the 
automotive  facilities 


are  assigned  to  a  process  and  decentralized, 
Rogers  says.  The  rest  work  in  an  IS  “center  of 
excellence,”  supporting  client/server  and  oth¬ 
er  key  technologies. 

As  coach,  Rogers  has  no  operating  responsi¬ 
bilities  or  IS  staff.  Rather,  his  job  is  to  dissemi¬ 
nate  technology  information,  consult  with  pro¬ 
cess  owners  and  take  a  lead  role  in  setting  and 
enforcing  standards.  The  only  two  people  who 
report  to  him  are  process  educators  with  heavy 
IS  backgrounds. 

IS  policy  is  set  by  an  eight-member  council. 
The  group,  headed  by  Rogers,  meets  for 
days,  four  times  a  year. 

•  Heavy  standards 

Rogers  says  the  company  promotes  joint  tech¬ 
nology  decisions  based  on  centralized  corpo¬ 
rate  guidelines,  with  business  unit  freedom. 

“Without  standards,  client/server  degener¬ 
ates  into  chaos,”  he  says.  Thus,  American  Stan¬ 
dard  has  close  ties  with  17  global  partners,  in¬ 
cluding  Microsoft,  SAP  AG  and  Oracle  Corp.  A 
companywide  information  architectural  model 
gives  business  units  a  framework 
for  selecting  and  integrating  hard¬ 
ware,  software  and  communica¬ 
tions. 

How  strict  is  Rogers?  “I’ll 
break  your  arm  if  you  violate  the 
information  technology  mod¬ 
el,”  he  jokes.  A  new  IS  applica¬ 
tion  review  board  ensures 
compliance. 

•  Retooling  IS 
Despite  the  shakeups,  only 
about  50  to  75  technical 
staffers  supporting  CICS, 
VTAM  and  MVS  have  been 
let  go  since  re-engineering 
and  outsourcingbegan,  he  says. 

Remaining  Cobol  programmers  and  other  IS 
staffers  are  being  trained  in  Visual  Basic,  Unix 
and  other  areas  such  as  applications  adminis¬ 
tration. 

Rogers  says  information  technology  has  had 
a  difficult  time  keeping  up  with  change.  “You 
can  re-engineer  a  lot  faster  than  you  can  devel¬ 
op  systems,”  he  says.  As  a  result,  the  company 
uses  more  packaged  software  and  third-party 
applications. 

Vess  adds  that  “mainframe  mentality”  is  a 
problem  among  end 


in  Hannover,  Germa¬ 
ny;  Computer  Sci¬ 
ences  Corp.  serves 
Ideal-Standard  in 
Brussels. 

The  plan  calls  for 
unpluggingeight  IBM 
3090  mainframes  by 
Dec.  31, 1997.  Eventu¬ 
ally,  Rogers  says,  all 
enterprise  servers 
(running  NT  or  Unix), 
network  services/ 
management  and  ap¬ 
plication  develop¬ 
ment  may  also  be  out¬ 
sourced. 

•  Decentralized  information  technology 

Amongthe  most  dramatic  changes  is  American 
Standard’s  new  structure.  By  year’s  end,  tradi¬ 
tional  departments  in  the  three  main  business 
units  will  have  been  replaced  by  five  “process¬ 
es”:  business  strategy,  product  development, 
order  acquisition,  order  fulfillment  and  cus¬ 
tomer  service. 

About  three-fourths  of  the  500  IS  employees 


Best  of  breed 


Standard  products  in  American 
Standard’s  re-engineered  organization 
include  the  following: 

*8  Microsoft  Mail 
PeopleSoft  financials 
JCIT  Flowpower  for  manufacturing 
Oracle  databases 

SAP  and  Platinum  for  order  entry 
and  logistics 

CFM’s  TeamFlow  process  mapping 
software 


users.  “People  are 
spoiled,”  he  says. 
“They’re  used  to  sys¬ 
tems  people  doing  ev- 
erythingfor  them.” 

Still,  Rogers  says 
his  $60  million  IS  bud¬ 
get  is  1.4%  of  sales, 
down  from  1.8%  in 
1990.  He  projects  that 
figure  will  dip  to  1% 
by  2000. 

John  R.  Costanza, 
president  of  the  JCIT 
Institute  of  Technol¬ 
ogy  in  Englewood, 
Colo.,  says  further 
dramatic  gains  depend  on  how  well  American 
Standard  can  transplant  demand  flow  technol¬ 
ogy  beyond  manufacturing. 

There’s  no  turning  back.  “Re-engineering  is 
not  a  technology  project,”  Rogers  says.  “It’s  a 
business  program.”  ■ 

Maglitta  is  Comp uter world's  senior  editor,  corporate 
strategies. 


Re-engineering  Digest: 


TOOLS 

CFM,  Inc.  in  Bedford,  Mass.,  has  intro¬ 
duced  two  network  versions  of  Team- 
Flow4:  Work  Processor.  The  integratec 
Windows  software  package  is  aimed  a' 
re-engineering  teams  and  other  pro¬ 
cess  designers.  A  10-user  license  costs  $2,000.  On-line 
demo  at  http://www.teamflow.com/teamflow.  Contact: 
(617)275-5258. 


Logic  Works,  Inc.  in  Princeton,  N.J.,  and  CenterView  Soft¬ 
ware  in  San  Francisco  are  jointly  developinga  ciient/serv 
ertool  set  based  on  Visual  Basic  4.0.  New  products  will 
integrate  the  Erwin  modeling  tool  and  Choreo  application 
development  environment.  Ships  in  fourth  quarter.  Con¬ 
tact:  (609)  252-1177  or  (415)  873-1295. 


Sterling  Software,  Inc.  in  Atlanta  has  announced  an  ob¬ 
ject-based  Windows  development  environment  called 
Key.  The  Key  family  integrates  business  process  re-engi¬ 
neering,  workflow  and  visual  development  tools  for  creat¬ 
ing  client/server  applications.  Beta  testers  include  the 
National  Association  of  Insurance  Commissioners.  It  has 
a  third-quarter  ship  date;  client/server  pricing  starts  at 
$45,000.  Contact:  (404)  231-8575. 

Arcland,  Inc.  in  Malvern,  Pa.,  is  shipping  FlowModel,  a 
Windows-based  tool  for  depicting,  analyzing  and  commu¬ 
nicating  complex  business  processes,  systems  and  mod¬ 
els.  The  price  is  $495.  Contact:  (610)  993-9904. 

Arcland  also  plans  to  ship  in  October  a  new  version  of  its 
flowcharting/ benchmarking/analysis  suite.  Solution 
Pack  includes  Arcland’s  FlowModel  2.0  and  Benchmark- 
er  Plus  3.0  from  Fleet  &  Partners,  Inc.  Available  for  DOS, 
Microsoft’s  Windows  3.1  and  Windows  NT.  Cost:  $495. 
Contact:  (610)  993-9904. 

ComputerSystems  Advisers,  Inc.  in  WoodcliffLake,  N.J., 
has  announced  an  integrated  business  modeling  work¬ 
bench.  Silverrun-Enterprise  lets  users  build  and  manage 
companywide  client/server  models  including  business 
processes,  conceptual,  logical  and  physical  models  and 
corporate  data  warehouses.  Cost:  $4,000  per  user.  Con¬ 
tact:  (201)  391-6500. 

Ptech,  Inc.  in  Cambridge,  Mass.,  has  announced  Version 
3.1.11  of  Framework.  Object-oriented  methods  and  tools 
let  users  prototype,  capture,  design  and  automate  busi¬ 
ness  processes.  Starter  kit  costs  $5,000  for  Microsoft’s  < 
Windows  NT;  $6,000  for  Unix.  Contact:  (617)  577-71 r 


PROJECTS 

MCI  Communications  Corp.  Is  re-engi 
neering  sales  and  service  at  100  U.S. 
sites.  Technology  it  is  using  includes 
Aurum  Software’s  SalesTrak,  IBM’s 
ThinkPad  755CD,  Gupta  Corp.’s 
SQLBase  and  Oracle’s  database  management  system. 
The  effort  will  affect  5,000  representatives. 


Unisys  Corp.  completed  a  six-month  business  process  re¬ 
engineering  project  at  the  Michigan  Department  of  Trans 
portation.  The  effort  cost  $746,000.  Annual  payoff:  $2 
million  saved  from  speedier  hiring,  reassignments  and 
more  efficient  payroll. 
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Microsoft  Corporation 
One  Microsoft  Way 
Redmond,  WA  98052-6399 


Microsoft * 


To:  Our  Customers  and  Partners 

From:  Brad  Silverberg 
Re:  THANK  YOU! 


We  are  Finally  at  the  end  of  the  long  journey,  and  I  want  to  thank  all  of  those  who  have  been  our 
companions.  We  have  completed  development  of  Windows®  95,  an  operating  system  that  will  allow 
computer  users  everywhere  to  get  more  out  of  their  personal  computers.  We  have  been  helped  by 
people  across  the  spectrum:  from  individuals  such  as  John  R.  Garman,  Chief  Information  Officer 
at  NASA  Johnson  Space  Center,  to  Adam  Baratz,  who  is  nine  years  old.  to  software  developers, 
computer  system  manufacturers,  and  many  others.  We  could  not  have  made  it  without  the  help  we 
have  received  from  all  of  you. 

A  key  part  of  our  journey  was  the  Preview  Program — the  program  whereby  over  a  million  individuals 
got  to  use  an  early-release  copy  of  Windows  95.  It  was  also  a  chance  for  us  to  learn  about  the  issues 
that  you’ll  face  in  your  own  experiences  with  Windows  95.  I  would  like  to  report  to  you  what  we 
have  learned. 

We  learned  things  about  our  product  that  we  needed  to  fix.  As  a  result  we  have  improved  setup  and 
our  support  for  your  existing  software  and  hardware.  Along  the  way  we  fixed  many  bugs  that  have 
helped  us  improve  the  product. 

We  also  used  the  Preview  Program  to  test  our  support  capabilities  for  Windows  95.  We  have  trained 
hundreds  of  support  engineers  and  have  made  arrangements  with  five  companies  who  w  ill  help  us 
provide  support  for  Windows  95.  From  the  size  of  the  initial  orders  we  have  seen  placed  by  retailers 
for  Windows  95,  it  is  possible  that  there  may  be  delays  in  getting  through  to  our  support  personnel 
during  the  initial  weeks.  We  apologize  if  you  experience  any  inconvenience  and  want  you  to  know  that 
we  are  working  hard  to  minimize  this.  We  will  have  almost  as  many  people  taking  calls  for  Windows  95 
as  we  have  taking  calls  for  all  our  other  products  combined  and  will  be  active  on  electronic  forums  to 
help,  too. 

But  perhaps  the  most  common  theme  to  emerge  was  that  people  need  accurate  information  direct 
from  Microsoft  to  help  them  evaluate  or  plan  their  migration  to  Windows  95.  To  address  this  we  have 
created  the  WinNews  Newsletter,  where  you  can  get  our  best,  no-nonsense  assessment  of: 

•  the  strengths  and  weaknesses  of  Windows  95 

•  its  compatibility  with  existing  software  and  hardware 

•  the  best  practices  and  tools  to  help  minimize  cost  of  deployment 

To  join  our  WinNews  Newsletter  mailing  list,  send  email  to  enewsl8@microsoft.nwnet.com  with 
subscribe  winnews  as  the  only  text  in  the  body  of  your  message;  or  visit  our  Windows  95  forums  on 
CompuServe,  America  Online,  or  The  Microsoft  Network,  or  our  Internet  web  page  at 

www.windows.microsoft.com. 

We  think  Windows  95  is  a  wonderful  product  and  will  be  a  significant  improvement  to  Windows®  3.1. 
It  has  been  made  immeasurably  better  as  a  result  of  your  help. 

I,  and  all  the  members  of  the  Windows  95  product  team,  thank  you. 


Senior  Vice  President 
Personal  Systems  Division 
Microsoft 


Success  at  American  Standard 


A  Fast  Roundup  of  New  Products,  Ideas  and  Resources 


The  U.S.  government  has  begun  more  than  200  busi¬ 
ness  process  re-engineering  projects  in  the  past  18 
months.  Drivers:  to  lower  costs  and  curb  runaway  IS 
projects. 

Royal  Caribbean  Cruises  Ltd.  in  Miami  has  begun  an 
18-month  business  process  re-engineering  effort 
aimed  at  faster,  more  efficient  crew  hiring  and  de¬ 
ployment.  Its  partner  is  KMPG  Peat  Marwick.  The 
new  Crew  Acquisition  and  Movement  system  will 
save  millions  yearly,  says  Ron  Sieman,  Royal  Carib¬ 
bean’s  information  technology  vice  president. 

OshKosh  B’Gosh  in  Oshkosh,  Wis.,  is  celebrating  its 
100th  anniversary  by  re-engineering.  Activity-based 
management  is  key  to  major  revamps  in  its  manu¬ 
facturing,  administration  and  distribution  areas. 
Goal:  Slash  product  development  in  half — to  12 
weeks.  Contact:  (312)  856-0001. 


( 


RESEARCH 


ber  of  business  process  re-engi¬ 
neering  projects  through  1996. 
Average  in  1994: 3.6  projects. 


Nearly  75%  of 400  large  North 
American  firms  polled  by  Deloitte 
&  Touche  will  increase  their  num- 


New  product  development  is  the  next  megaprocess 
targeted  for  business  process  re-engineering  ef¬ 
forts,  according  to  80  chief  financial  officers  at 
large  companies  polled  by  Ernst  &  Young.  Another 
Ernst  &  Young  study  found  that  the  Top  100  U.S. 
banks  plan  to  spend  $2.9  billion  on  re-engineering 
in  1997. 


ON-LINE 

World  Wide  Web  page:  WARIA  On¬ 
line.  A  treasure  trove  of  books, 
education  programs,  consultant 
listings,  conferences  and  other 
Web  pages.  Posted  by  the  Work- 
flow  and  Reengineering  International  Association 
(http://www:waria.com/waria). 


RESOURCES 

Research  report:  “Process  Prod¬ 
uct  Watch:  Vol.  4.”  Detailed  list¬ 
ing,  analysis  of  latest  work  man¬ 
agement  technologies  and 
business  process  re-engineering 
tools.  Cost:  $235.  Internet:  miers@enix.co.uk;  or 
call  44-181-332  0210. 


Discussion  list:  BPRL-Digest.  A  little  heavy  on  tool 
talk,  but  a  hopping  international  forum  for  debate 
on  re-engineering  topics  from  Integration  Definition 
Method  to  consultants’  Trojan  horses.  To  subscribe, 
send  E-mail  to  LISTSERV@IS.TWI.TUDELFT.NL. 
Message:  sub  bprl  yourname. 

Discussion  list:  Business  Process  Management  and 
Improvement.  To  subscribe:  majordomo@quality. 
org.  Message:  subscribe  bpmi  your  name. 


CONSULTANCIES 

Symmetrix,  Inc.  and  Science 
Applications  International  Corp. 
formed  a  partnership  aimed  at 
bringing  business  process  re¬ 
engineering  and  fast  system  de¬ 
livery  to  finance,  banking  and  in¬ 
surance  firms  worldwide.  Contact:  (617)  862-3200 
or  (615)  481-2166. 


Andersen  Consulting  combined  telecommunica¬ 
tions,  cable,  wireless  and  satellite  businesses  into 
a  communications  industry  group.  Partner  Larry 
Levitan  will  lead  the  3,000-consultant  practice. 
Contact:  (312)  580-0069. 


Book:  After  Re-engineering:  Organizing  for  Growth 
by  Richard  K.  Lochridge.  Guidelines,  examples,  in¬ 
sights.  Contact:  (800)  829-6759. 

List:  Re-engineering  benchmark  services,  “Sys¬ 
tems  Reengineering  Economics,”  February  1995. 
Contact:  (619)  438-8100. 

Book:  The  Change  Management  Toolkit  for  Reengi- 
neering by  Gary  Skarke,  et  al.  How-to  book  includes 
worksheets,  techniques,  time  lines.  Cost:  $495. 
Contact:  (800)  381-3033. 

Book:  Techniques  for  Business  Process  Redesign  by 
Lynn  C.  Kubeck.  Overview  of  concepts  and  imple¬ 
mentation.  Cost:  $34.95.  Contact:  (800)  225- 
5945. 

Magazine:  Special  business  process  re-engineering 
issue.  American  Programmer,  June  1995.  Contact: 
(617)  648-8702. 

Videos:  “The  Reengineering  Roadmap”  and  “Re¬ 
engineering  the  Future,”  by  Raymond  L.  Manganel- 
li.  Multipart  American  Management  Association 
videos  give  solid  foundations  in  how-to  and  what  it 
is.  Preview  $50,  rent  $190,  buy  $695.  Contact: 
(800)  225-3215. 


Outside  business  process  re-engineering  consul¬ 
tants  are  used  by  88%  of  Fortune  500  companies 
polled  by  the  Omicron  Center  for  Information  Tech¬ 
nology  Management  in  Mountain  Lakes,  N.J.  Top 
evaluation  criteria:  specific  process  experience, 
72%;  skills  transfer  capability,  67%;  methodology 
used,  67%;  client  references,  61%;  fees/cost,  61%; 
specific  individual  experience,  55%;  and  specific  in¬ 
formation  technology  experience,  33%.  Contact: 
(201)  335-0240. 


EVENTS 

The  Second  Annual  National 
Business  Process  Reengineering 
Conference.  Arlington,  Va.,  Sept. 
18-21.  Free.  Contact:  (703)  761- 
0646. 

Re-engineering  1995:  Success  Stories  and  Impact 
on  the  Information  Technology  Organization.  Oct. 
18,  Liberty  Corner,  N.J.  Aimed  at  CIOs  and  technol¬ 
ogy  executives.  Contact  the  Computer  Power  Group 
at  (904)  494-9333. 


James  Martin  &  Co.  in  Reston,  Va.,  formed  a  utility 
industry  practice.  A  new  pharmaceutical  unit  was 
created  last  December.  Contact:  ( 703)  620-9504. 

Coopers  &  Lybrand  High  Tech  Consulting  in  Boston 
is  now  headed  by  Alex  Beavers,  former  business  pro¬ 
cess  re-engineering  and  quality  leader.  Contact: 
(617)  478-5292. 

Unisys,  Inc.  is  staffing  up  its  Worldwide  Enabling 
Change  Practice  in  Blue  Bell,  Pa.  The  unit  supports 
Unisys’  business  process  re-engineering,  outsourc¬ 
ing  and  integration  efforts.  Headed  by  Ronald  Sims, 
formerly  of  G.  E.  Aerospace,  Martin  Marietta  Corp. 
and  the  U.S.  Army.  Contact:  (215)  986-5046. 


QUOTES 

“For  a  lot  of  CIOs  —  provided  they 
rise  to  the  challenge  —  re-engi¬ 
neering  is  a  ticket  that  gets  them 
a  seat  at  the  top  table.  The  ones 
who  don’t  get  a  ticket  on  the 
night  train.”  —  Michael  Hammer,  Hammer  and  Co. 

“Questions  we  might  ask:  Do  those  undergoing 
change  have  necessary  talent?  Skills?  Time?  Re¬ 
sources?  Support?”  —  Keith  E.  Ferrazi,  Deloitte  & 
Touche 


Book:  The  Workflow  Imperative  by  Thomas  M.  Kou- 
lopoulos.  Where  workflow  meets  business  process 
re-engineering  in  the  real  world.  Cost:  $32.95.  Con¬ 
tact:  (606)  525-6600. 

Book:  Reengineering  Management  by  James 
Champy.  This  sequel  argues  that  bosses  better 
change  their  acts.  Cost:  $25.  Contact:  (800)  331- 
3761. 

Magazine:  Benefits  &  Compensation  Solutions, 
June  1995,  is  a  Technology  Special  Report.  It  covers 
human  resources,  benefits  and  compensation  appli¬ 
cations;  client/server  technology  and  business  pro¬ 
cess  re-engineering  for  human  resources  functions. 
Contact:  (800)  743-9101. 

Magazine:  SAS  Communications.  This  special  is¬ 
sues  focuses  on  use  of  SAS  Institute,  Inc.'s  soft¬ 
ware  in  business  process  re-engineering.  Contact: 
(916)  677-8000. 

White  Papers:  “Distributed  Object  Computing  for 
Business”  and  “Integrated  Project  Support  Envi¬ 
ronments”  by  the  Technical  Resource  Connection 
(TRC) .  They  are  short,  clearly  written  primers  that 
put  choice  technical  meat  on  business  process  re¬ 
engineering  bones.  See  TRC’s  Web  page  at 
http://www.trcinc.com/  or  call  (813)  891-6084. 

—  Compiled  by  Joseph  Maglitta 
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It’s  the  new  office.  But  it’s  not  what  you 
think.  It’s  an  office  without  walls  or 
desks.  Without  the  rules  of  time 
or  place.  It  lets  you  work  the  way 
you  want  to,  instead  of  how 
you  have  to. 

It  can  all  happen,  with  AT&T’s 
INTUITY™  Multi-Media  Solutions.  An 
ever-expanding  communications  framework 
that  plugs  you  into  all  the  latest  technology  as 
it  happens. 

INTUITY  Solutions  let  you  market  to  your 
customers  in  innovative  ways.  Free  you  from 
routine  tasks.  Open  your  office  to  the  rest  of 
the  world.  And  to  the  future. 


AT&T  can  do  all  these  things  for  you  today. 
And  with  the  integration  of  fax,  interactive  voice, 
data  and  video,  you’ll  be  able  to  do  things  you 
never  imagined. 

Call  AT&T  Global  Business  Communications 
Systems  at  1800325-7466,  ext.  537.  Find  out 
how  INTUITY  AUDIX®  Solutions  and  INTUITY 
CONVERSANT®  Systems  can  help  set  you  free. 


AT&T.  Where  innovation  leads. 


AT&T 


©1994  AT&T 


Wayne  Vincent 


(coming  to  a  data  center  near  you) 


No  longer  a  fantasy,  the  merger  of  the  biological 
and  computing  sciences  is  happening  like  never 
before  in  areas  such  as  DNA  computing,  bacteria- 
based  computer  memory  systems  and  electronic 
microchips  designed  to  mimic  human  brain  cells. 

BY  THOMAS  HOFFMAN 

It  has  festered  in  the  earth’s  salt  marshes  for  more  than  3.5  billion  years, 
a  bacterium  that  has  managed  to  thrive  under  the  worst  possible  condi¬ 
tions  in  spite  of  everything  that  man  and  nature  have  thrown  at  it. 

Now,  millions  of  years  after  dinosaurs  last  ruled  the  earth  and  man 
has  taken  his  place  at  the  top  of  the  pecking  order,  this  bacterium  is 
rising  up  from  the  dark,  briny  mass  to  unleash  its  fury  on  the  computer 
industry. 

Call  it  swamp  thing.  Or  call  it  an  optical  memory  system  powered  by 
marsh-dwellingbacteria. 

It’s  one  of  the  many  examples  of  how  biotechnology  and  computational 
sciences  are  merging  like  never  before.  These  next-generation  systems 
—  which  follow  technologies  such  as  artificial  intelligence,  natural  lan¬ 
guages  and  neural  networks  —  include  DNA  computing,  genetic  algo¬ 
rithms  and  computer  chips  embedded  with  human  brain  cells. 

Since  AI  never  really  met  the  hype  promised  for  it  10  years  ago,  most 
biocomputing  proponents  are  taking  an  understandably  guarded  ap¬ 
proach  before  touting  their  successes. 

“We  don’t  have  enough  results  to  talk  quantifiably  about  our  research 
yet,”  says  James  J.  Hickman,  a  surface  chemist  at  Science  Applications 
International  Corp.  in  McLean,  Va.  The  company  has  been  workingwith 
the  Naval  Research  Laboratory  in  Washington  to  integrate  organically 
grown  neurons  from  laboratory  rats  into  solid-state  electronic  devices. 

Cooperation  between  government,  industry  and  university  research 
labs  could  help  make  prototype  bioelectronic  devices  attainable  within 
three  to  five  years,  according  to  Hickman. 

Despite  the  guarded  optimism,  there’s  still  a  great  deal  of  excitement 
about  the  potential  benefits  to  be  realized  from  the  combination  of  bio¬ 
logical  and  information  technologies.  For  example,  Leonard  Adelman,  a 
computer  science  professor  at  the  University  of  Southern  California, 
stunned  the  scientific  community  last  fall  when  he  described  how  DNA 
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Call  It  Swamp  Thing 


strands  can  be  used  more  efficiently  than 
supercomputers  to  tackle  mathematical 
calculations. 

Although  Adelman’s  DNA  computers 
have  performed  individual  tasks  slower 
than  supercomputers  —  30  minutes  on 
average — theyuse  billions  times  less  en¬ 
ergy  than  conventional  computers  and 
can  handle  billions  of  calculations  at 
once  using  trillions  of  DNA  molecules. 

He  has  also  discovered  that  a  DNA 
computer  memory  bank  containing  a 
pound  of  DNA  molecules  can  store  more 
information  than  the  memories  of  all  the 
computers  that  have  ever  been  built.  The 
molecules  are  suspended  in  roughly 
1,000  quarts  of  fluid  in  a  one-square-yard 
tank. 

Late  last  year,  Adelman  reported  in 
Science  magazine  how  he  had  used  DNA 
to  solve  a  version  of  the  traveling  sales¬ 
man  problem.  A  salesman  has  to  visit 
seven  cities;  each  city  is  connected  by  a 


one-way  road  to  two  other  cities.  What  is 
the  shortest  path  for  the  salesman  to  fol¬ 
low?  U sing  DNA  strands  in  test  tubes,  Ad¬ 
elman  was  able  to  come  up  with  an  an¬ 
swer  within  a  week.  The  dilemma  has 
taken  conventional  computers  years  to 
solve. 

Adelman  has  had  preliminary  discus¬ 
sions  with  IBM  and  a  few  other  vendors 
about  the  commercial  viability  of  DNA 
computing,  which  is  at  least  five  years 
from  reaching  the  market,  according  to 
a  USC  spokesman. 

“It  won’t  replace  a  PC  [because]  it’s 
not  good  for  smaller  problems,”  says  Er¬ 
ic  Baum,  a  senior  research  scientist  at 
NEC  Research  Institute  in  Princeton,  N.J. 
But  DNA  computers  are  good  for  large, 
complex  problems  “that  you  couldn’t 
solve  any  other  way,”  Baum  says. 

The  brain  makers 

Hickman  and  his  partners  at  the  Naval 
Research  Laboratory  aren’t  the  only 
ones  investigating  computer/brain  sim¬ 
ulations.  For  example,  Nestor,  Inc.  in 
Providence,  R.I.,  began  developing  an 
Advanced  Research  Projects  Agency- 
sponsored  chip  in  1990  that’s  designed  to 
mimic  the  human  brain. 

The  chip  contains  1,024  silicon  “neu¬ 
rons”  that  have  performed  up  to  57  bil¬ 
lion  instructions  per  second  on  a  33-MHz 


circuit.  That  compared  favorably  with  a 
100-MHz  Intel  Corp.  Pentium  chip  that, 
with  no  pipeline  constraints,  can  run  up 
to  200  million  instructions  per  second, 
according  to  Mark  Laird,  a  project  engi¬ 
neer  at  Nestor. 

Nestor  began  shipping  its  NI 1000  chip 
in  single-chip  Industry  Standard  Archi¬ 
tecture  development  cards  last  June. 
The  company  is  readying  the  chip  for 
four-chip  Peripheral  Component  Inter¬ 
connect  bus  cards  that  shipped  late  last 
month  and  VME  cards  that  will  begin 
shipping  this  month,  Laird  says. 

Neural  networks  —  a  combination  of 
hardware  and  software  technologies  de¬ 
signed  to  mimic  the  workings  of  the  hu¬ 
man  brain  —  continue  to  make  inroads 
in  commercial  computing.  For  example, 
the  Chicago  Police  Department  is  using  a 
neural  network  system  to  analyze  data 
on  its  12,500-person  police  force  to  iden¬ 
tify  police  officer s  who  are  at  risk  for  mis¬ 
conduct.  The  neural  network  software 
has  identified  91  officers  at  risk,  roughly 
half  of  whom  were  already  enrolled  in 
misconduct  counseling  programs. 

Neural  networks  have  also  gained 
widespread  acceptance  by  Wall  Street 
brokerages  to  predict  changes  in  the 
stock  market,  by  banks  to  analyze  data 
to  detect  credit-card  fraud  and  by  air¬ 
lines  to  predict  how  many  passengers 
will  show  up  for 
flights  in  order  to 
optimize  their 
loads. 

Neural  network 
technologies  are 
also  being  applied 
to  handwriting 
and  speech  recog¬ 
nition  systems.  For 
example,  Lexicus, 
Inc.,  a  Palo  Alto, 
Calif.-based  divi¬ 
sion  of  Motorola,  Inc.,  offers  handwriting 
recognition  software  called  Lexicus 
Longhand.  Longhand  is  a  Windows- 
based  system  that  relies  on  neural  net¬ 
work  technology  to  help  recognize  com¬ 
mon  words,  proper  words  and  special¬ 
ized  vocabulary. 

From  the  deep 

In  the  Syracuse  University  optical  mem¬ 
ory  experiments,  a  protein  called  bacte- 
riorhodopsin  is  encapsulated  into  an  op¬ 
tically  transparent  polymer.  Bacte- 
riorhodopsin  is  found  in  the  purple  mem¬ 
brane  of  a  salt  marsh-dwelling  microor¬ 
ganism  known  as  Halobacterium  halobi- 
um.  The  rhodopsin  protein,  found  in 
human  eyes,  lets  us  see  in  dim  light. 

Using  laser  beams,  scientists  at  the 
university  have  been  able  to  write  and 
read  information  into  and  out  of  the  pro¬ 
tein,  according  to  Robert  R.  Birge,  a 
chemistry  professor  and  director  of  the 
Center  for  Molecular  Electronics  at  the 
university.  He  is  also  research  director 
for  the  New  York  State  Center  for  Ad¬ 
vanced  Technology  in  Computer  Applica¬ 
tions  and  Software  Engineering  at  Syra¬ 
cuse  University. 

Birge  began  working  on  his  research 
in  the  late  1970s  at  the  University  of  Cali¬ 
fornia  at  Riverside.  At  that  time,  reports 
were  circulating  that  the  Soviet  Union 


was  trying  to  leapfrog  Western  research 
with  its  own  rhodopsin  storage  efforts. 

He  says  that  protein-based  optical 
computers  and  memories  should  reach 
the  commercial  market  in  the  next  three 
to  eight  years,  dependingon  how  quickly 
relative  technologies  such  as  charge  cou¬ 
pled  devices  (CCD)  and  charge  integra¬ 
tion  devices  (CID)  can  be  brought  to  the 
market  at  affordable  prices. 

CCD  arrays,  which  are  used  in  the  lens¬ 
es  of  video  cameras  to  convert  light  into 
electrical  signals,  are  relatively  inexpen¬ 
sive  at  $50  to  $100.  But  higher-end  CCDs 


—  such  as  those  in  the  1,024-  by  1,024- 
pixel  range  —  still  cost  several  hundred 
dollars  and  are  currently  overpriced  for 
commercial  use  with  bacteriorhodopsin, 
Birge  says. 

The  “swamp  thing”  may  be  in  your 
data  center  by  the  turn  of  the  century,  but 
some  in  the  industry  are  still  skeptical  as 
to  when  —  if  ever — other  biological  com¬ 
puting  devices  such  as  DNA  computers 
will  become  commercialized.  ■ 


Hoffman  is  Computerworld' s  senior  editor,  us¬ 
er  strategies  in  the  Mid-Atlantic  bureau. 


Tell  me  about  it 

Sci-fi  authors  sound  off  on  the  merger  of  biotechnology 


H.  P.  NEWQUIST 

Author,  The  Brain  Makers:  Genius,  Ego 
and  Greed  in  the  Quest  for  Machines 
That  Think  (Sams  Publishing,  1994) 


Any  new  technologies  as  advanced  as  or¬ 
ganic  [substances]  and  biological  [prod¬ 
ucts]  fall  into  the  realm  of  other  past  tech¬ 
nologies  that  promised  to  be  wonderful 
but  got  shot  down  because  of  the  hype — 
AI,  natural  languages,  neural  networks. 

DNA  computing  and  genetic  algorithms  also  lend  themselves  to  what  I 
call  the  “gaga”  effect  or  “save  theworld”  computing.  But  I  think  these 
have  uses  and  will  be  incorporated  into  other  applications,  just  as  AI  has 
been.  They  won’t  take  the  place  of  database  searches  and  word  process¬ 
ing,  they’ll  have  a  much  more  generic  use  such  as  number  crunching. 

WILLIAM  GIBSON 
Author,  Neuromancer  (Berkeley  Pub¬ 
lishing  Group,  1984) 


Our  great-grandchildren  won’t  even  know 
that  they  have  computers  because  they 
will  be  computers.  As  the  interface  [be¬ 
tween  man  and  computer]  evolves,  the 
computer  itself  will  become  invisible. 

PIERS  ANTHONY 

Author, Kilobyte  (Ace/Putnam,  1993), 
Total  Recall  (Avon  Books,  1990) 


I’m  intrigued  by  this  crossover,  the  way 
biological  systems  are  being  used  to  solve 
1 1  problems  like  the  traveling  salesman’s 
s  fastest  route.  Of  course,  there  are  ethical 
||  issues  at  stake  here.  If  you  start  killing 
people  and  putting  their  brains  into  ma¬ 
chines,  then  you’ll  have  a  real  ethical  problem. 

BRUCE  STERLING 
Author,  The  Hacker  Crackdown:  Law 
andDisorderon  the  Electronic  Frontier 

(Bantam,  1993) 


|  I  was  at  a  brain  mime  conference  [about 
|  technologies  that  mimic  brain  functional- 
!  ity]  in  Munich  recently  where  there  were 
|  discussions  surrounding  computational 
neurology.  It’s  difficult  to  get  computers  to 
behave  like  the  human  brain,  particularly  since  neurons  have  a  tendency 
to  stream  from  place  to  place.  I  think  [biocomputing]  is  all  theoretically 
possible,  but  it’s  like  what  everyone  once  said  about  AI:  “Hey,  we’ll  have 
computers  that  are  smarter  than  we  are  by  1991.”  It’s  a  lot  like  the  work 
being  done  with  skin  cells,  where  you  can  have  a  hide  like  a  rhinoceros 
and  change  colors.  It’s  philosophically  interesting,  but  I  don’t  see  any 
red-hot  business  applications  coming  out  of  this.  —  Thomas  Hoffman 


and  compuferscience 


Because  bacteriorhodopsin,  a 
swamp  bacteria,  takes  on  different 
readily  detectable  states  when  ex- 
osed  to  light,  it  can  act  as  a  switch 
in  protein-based  optical  comput¬ 
ers.  Cubes  of  the  bacteria  can  hold 
close  to  lT  byte  of  memory. 
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way  to  recruit  university 
and  college  students 
planning  computer 
careers: 


RESUMES 


RESUMES 

from  Computerworld’s 
Campus  Edition 


Computerworld's  eighth  annual 
Campus  Recruitment  Edition 


If  you  recruit  top  computer  students  on  America's  campuses,  your  message  in  this  special  issue  will 
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That's  because  100,000  copies  of  this  special  issue  will  be  distributed  to  America's  best  and  brightest  students 
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Computerworld's  Campus  Edition  works! 
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substantial  number  of  Information  Systems  students  across  the  country.  I  feel  it  is  a  magazine  that  is  widely 
read  by  the  college  student  and  our  advertising  in  it  has  been  successful  in  getting  people  to  know  who  we 
are  before  we  come  on  campus." 


Finally  you  can  cost-effectively  reach  the  quality  and  quantity  of  students  you  need! 
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YVliv  do  employees  leave?  Managers  cla  im  rigorous 
recruiting  is  to  blame,  but  a  quest  for  a  greater  challenge 
is  usually  the  reason. 


By  William  Spain 


Folks  who  are  capable  of  handling  the  newest  gizmos 
are,  by  their  own  accounts,  an  easily  distracted  lot. 
Many  are  forever  ready  to  discard  an  outdated  employ¬ 
er  as  quickly  as  they  would  an  old  version  of  Windows. 

A  picture  emerges  of  a  restless  subclass  constantly 
on  the  prowl  for  new  opportunities.  And,  fortunately  for 
them,  their  need  for  new  challenges  is  very  nearly 
matched  by  the  high  likelihood  of  their  finding  them. 

While  each  case  is  unique,  employers  and  employees 
seem  to  agree  that  the  main  reason  for  this  constant 
state  of  flux  is  the  search  for  more  excit¬ 
ing  technical  possibilities.  Both  groups 
also  affirm  that  money  is  usually  in¬ 
volved  to  some  extent. 

Staff  view: 

Kevin  Taylor,  30,  is  one  such  wanderer. 

A  recently  hired  sales  engineer  at  Claris 
Corp.,  he  left  his  last  IS  job  at  a  business 
publishing  company  when  a  headhunt¬ 
er  contacted  him  with  promises  of  big 
money  and  opportunity.  The  deal  that 
lured  him  away  fell  through,  but  he 
eventually  landed  on  his  feet  at  Claris. 

Over  the  years,  Taylor  has  voluntarily 
left  jobs  because  they  lacked  variety,  had  too  much 
stres  s  or  didn’t  pay  enough.  He  has  also  been  laid  off. 

“Generally,  I  won’t  leave  a  job  unless  I  get  a  really 
good  opportunity  somewhere  else,”  he  says.  “For  me,  a 
better  opportunity  is  defined  by  what  the  job  entails: 
[What]  is  the  company,  and  who  will  I  be  working  for?  Is 
the  company  goingto  put  money  into  me?” 

Taylor  says,  “In  the  computer  industry,  it  is  really 
easy  to  get  stuck  in  a  rut  in  network  management.”  And 
the  thirst  for  variety  has  prompted  him  to  move  on.  He 
also  gets  tired  of  the  stress  associated  with  technical 
support. 

When  it  comes  to  compensation,  Taylor  admits  that 
“money  is,  of  course,  always  a  factor,”  but  it  has  taken 
a  backseat  to  other  considerations.  “There  was  a  time 
four  to  five  years  ago  when  I  was  purely  money-driven, 


[but  now]  it’s  not  so  much  a  money  issue  as  a  job  issue.  I 
have  turned  down  $20  grand  a  year  more”  to  work  some¬ 
where  else,  Taylor  says. 

A  firm’s  lack  of  the  most  sophisticated  equipment  has 
also  caused  him  to  move  on,  he  says.  “Being  the  com¬ 
puter  geek  that  I  am,  I  like  to  play  with  the  latest  and 
greatest  technology.  That  is  always  enticing,”  he  says. 

As  one  senior  software  quality  assurance  engineer, 
37,  who  works  for  a  Fortune  500  company  and  is  more 
than  ready  to  leave  puts  it:  “The  biggest  reason  people 
move  on  is  that  they  get  bored.  Part  of  being  in  the  com¬ 
puter  culture  is  wanting  to  do  new  stuff  all  the  time.” 

Frank  Coleman,  a  35-year-old  self- 
described  “multimedia  ninja,”  con¬ 
firms  the  aforementioned  boredom  fac¬ 
tor.  “A  lot  of  people  in  our  industry  have 
varying  degrees  of  attention  deficit  dis¬ 
order,”  he  says 

Coleman,  an  independent  contractor 
who  has  worked  at  a  variety  of  firms, 
says  he’s  “been  around  a  whole  bunch 
of  different  blocks.  Part  of  it  is  that  I  am 
a  restless  soul  —  the  Gypsy  aspect  [of 
movingfrom  job  to  job]  appeals  to  me.” 

“When  I  was  working  for  other  peo¬ 
ple,  the  longest  I  could  ever  stay  at  a 
particular  job  was  a  year.  After  a  year,  I 
would  start  getting  squirrelly,”  Coleman  says. 

Manager’s  view: 

From  one  manager’s  point  of  view,  lifestyle  needs  drive 
more  IS  people  to  new  jobs  than  anything  else.  Don  Ser- 
pico,  executive  vice  president  of  operations  at  the  Chi¬ 
cago  Mercantile  Exchange,  has  been  in  information  ser¬ 
vices  for  30  years.  He  says  one  of  the  main  reasons  his 
people  leave  these  days  “is  a  quality  of  life  issue.” 

“A  generation  ago,  there  was  a  certain  mind-set  and 
a  certain  discipline  followed”  regarding  priorities  of 
work  and  personal  life.  “Now,  there  are  certain  home 
life  standards  that  people  are  really  committed  to,”  he 
says,  and  they  will  leave  if  they  feel  those  standards  are 
not  being  met. 

Serpico  says  at  one  time  there  was  a  “tremendous 


“If  you  don’t  put 
challenging  opportu¬ 
nities  in  front  of 
people,  it  is  like  giving 
an  artist  nothing 
hut  boring  drafting 
assignments.  ” 

Liz  Ryan, 

U.S.  Robotics 


Most  common  reasons  for 


leaving*  a  job* 

IS  staff 

IS  middle 
manager 

Increased  challenges/advancement 

65% 

57% 

Better  pay 

46% 

45% 

Escape  stress 

36% 

35% 

Lack  of  communication 
with  superiors 

19% 

18% 

Base 

167 

194 

•Top  responses;  multiple  responses  allowed 


Source:  Computerworld' s  Job  Satisfaction  Survey 


Interest  level  In  jobs  at  oilier 


companies* 

IS  staff 

IS  middle 
manager 

Not  actively  looking,  but  If  the 
right  job  came  along  . . . 

60% 

65% 

Always  looking 

16% 

7% 

Currently  seeking  job 
for  advancement 

12% 

10% 

Base 

173 

201 

♦Top  responses 


pride”  in  IS  work,  but  “you  are  not  seeing  that  as  much 
anymore.  Instead,  you  are  seeing  bailouts  on  projects 
in  the  middle  of  projects.” 

He  also  attributes  job  turnover  to  the  relentless  re¬ 
cruiting  of  people  with  specialized  skills.  “You  are  find¬ 
ing  a  tremendous  amount  of  movement  due  to  these  ef¬ 
forts.  People  are  getting  snatched  away  because  of  their 
specialized  expertise.  Financial  institutions  are  losing 
people  to  a  bigger  variety  of  smaller  companies  [offer¬ 
ing]  very,  very  flexible  packages,”  Serpico  says. 

Liz  Ryan,  vice  president  of  human  resources  at  Sko- 
kee-Ill.-based  U.S.  Robotics,  says  her  people  are  “under 
assault  by  headhunters.  The  phones  are  burning  up 
with  opportunities.  It  is  as  hot  as  I’ve  ever  seen  it.” 

Maintaining  a  vibrant  technological  environment  is 
crucial  to  keepingyour  best  IS  workers  happy,  she  says. 
“If  you  don’t  put  challenging  opportunities  in  front  of 
people,  it  is  like  giving  an  artist  nothingbut  boringdraft¬ 
ing  assignments,”  Ryan  says. 

Lisa  Bond,  IS  director  at  DMB&B,  an  advertising 
agency  in  New  York,  downplays  the  lifestyle  excuse  and 
concentrates  on  more  traditional  reasons  such  as  “the 
ability  to  get  a  jump  in  salary  by  moving.”  However,  she 
quickly  adds  that  it  is  not  universal  because  she  has 
seen  a  few  people  even  take  a  small  pay  cut  for  a  new  job. 

Another  reason  is  a  desire  for  training.  With  so  many 
companies  under  budgetary  constraints,  people  often 
must  leave  to  seek  “the  new  technological  challenges 
whatever  and  wherever  they  may  be.  Some  companies 
don’t  move  as  fast  as  others,”  Bond  says. 

At  least  not  as  fast  as  their  employees  do.  ■ 


Spain  is  a  freelance  writer  in  Boston. 


Company’s  action  to  minimize 


turnover* 

IS  staff 

IS  middle 
manager 

Nothing 

54% 

50% 

Competitive  salary/bonus 

12% 

18% 

Training/education 

5% 

11% 

Base 

120 

145 

•Top  responses 
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One  of  America’s  Finest  Companies* 
is  searching  for  America’s 
finest  MIS  professionals 

Get  on  3  fast  information  technology  career  track  with  RLI. 

Located  il  Central  Illinois,  we  are  financially  solid,  and  among 
the  nation's  top  property/casualty  insurers. 

Op&mbmg  RLI's  MIS  Department  is  a  corporate  imperative.  You 
wifi  be  a  key  player  in  implementing  a  major  systems  overhaul, 
including  migration  to  an  AS/400  environment.  RLI  is  committed 
to  investing  in  the  latest  technology  and  most  qualified  people. 

We  will  harness  your  leadership  skills,  give  you  wide  latitude  and 
authority,  and  compensate  you  handsomely  if  you  meet  the 
challenges  of  these  positions. 

PROJECT  LEADER 

v;  You  will  be  immersed  in  critical  project  management,  planning 
and  implementation.  CASE  Tools,  and  information  engineering. 

The  ideal  candidate  will  possess  a  Bachelor  s  Degree  in  MIS  or 
related  field,  minimum  3. 0/4.0  GPA.  at  least  4  years  Systems 
Development  Experience  including  AS4 00  &  COBOL,  demon¬ 
strate  experience  in  structured  methodology,  project  manage¬ 
ment,  and  package  implementation  background,  excellent  inter¬ 
personal  skills,  and  be  self-motivated/results-oriented. 

BUSINESS  ANALYST 

You  will  interact  with  key  user  groups  and  be  immersed  in  criti¬ 
cal  project  management,  CASE  Tools,  and  information  engineer¬ 
ing.  The  ideal  candidate  will  possess  a  Bachelor’s  Degree  in  MIS 
or  related  field,  minimum  3. 0/4.0  GPA,  at  least  2  years  Systems 
Development  experience  including  AS400  &  COBOL,  demon¬ 
strated  experience  in  structured  methodology,  package  imple¬ 
mentation  and  systems  conversions,  excellent  interpersonal 
skills,  and  be  self-motivated/results-oriented.  || 

We  offer  a  competitive  salary  and  an  outstanding  non  contributory: 
fringe  benefits  package,  including  major  medical,  dental,  disabi  ity, 
life,  pension,  and  profit  sharing  (ESOP),  as  well  as  a  smoke-free, 
work  environment.  Send  a  resume  and  salary  history  to: 

RLI  Insurance  Company 
Attn:  Sr.  Personnel  Administrator 
9025  N.  Lindbergh  Drive,  Peoria,  IL  61615 
EOE  M/F 

"RLI  has  been  selected  as  one  of 
America's  Finest  Companies  by  the 
Financial  Training  Group.  Fewer  than  3% 
of  America's  publicly  traded  companies 
share  this  distinction. 


RCG  is  currently  staffing  a  large  client  server  develop¬ 
ment/conversion  project  in  the  Kingdom  of  Saudi 
Arabia.  Packages  include  Tax  Free  salaries.  Free  Housing 
and  Transportation.  Experienced  consultants  are  needed 
in  the  following  skills: 

■  SAP  R3 

■  Mainframe  to  Client  Server  Conversions  Specialists 

•  IMS.  DB2,  TELON  to  POWERBUILDER/ORACLE 

■  POWERBUILDER  w/  RDBMS 

■  JAD  FACILITATORS  w /  ADW 

■  Communications  PROTOCOLS  w/  Laboratory 
Information  Management  System  experience 

■  NETWORKING  TOPOLOGY  -  CNE.  EITHERNET. 
TOKEN  RING 

■  ORACLE  DBA  w/CASETOOLS  experience. 

■  DOBIS/LIBIS  Prjt.  Mgrs.  and 
Prgmr.  Analysts  Needed 

Attn:  Victoria  Freeman 
1900  N.  Loop  West  #200 
Houston,  TX  77018 
Internet  Address: 

RCGPRO@NEOSOFT.COM 


Call  800-877-5383  ext.  138 
Fax:(713)956-5763 


Attention  Contractors! 

Add  your  resume  to  the  Jupiter  Database  and  let  all  the  consulting  companies  that 
are  looking  for  your  skillset  come  to  you.  Assignments/Positions  are  available 
nationwide  for  absolutely  all  skillsets.  The  Jupiter  System,  an  on-line  database  of 
IS  professionals  that  are  available  for  contract  and/or  permanent  positions,  can 
give  you  the  added  advantage  in  finding  that  perfect  assignment  or  job  And  it 
costs  you  nothingl  If  you  want  that  added  advantage,  mail  or  fax  your  resume  to: 

The  Jupiter  System 

P.O.  Box  37075  FAX  (800)  505-6293 

Kansas  City,  Mo.  64138  VOICE  (800)222-0751 

Assignments  Contract  W2  •  Contract  1 099  •  Contract  for  Hire  •  Permanent 
Placement 

Positions  Applicabons  Programmers  •  Database  Administrators  •  Lan 
Administrators  •Programmer/Analysts  •  Systems  Analysts  •  Systems 
Programmers  •  Team/Project  Leaders  •  Technical  Writers 


Computer  Careers 


You  Know 

Or 


Kodak. 


Kodak 

digital  science 


©  1 995  Eastman  Kodak  Company 


Youl 


Historic  developments  are  taking  place  at 


Kodak 


The  most  powerful  names  in  the  communications  and 


computer  industries  are  forming  key  alliances  with  us  to  access  our 

innovations  in  digital  imaging.  ■  Alliances  with  Microsoft 


Util  Packard.  SJlSlSM  ^—Sprint*. 

and  WANG  are  just  the  beginning.  Explosive  growth  in  the 
home  office  computer  market  and  continued  expansion  of  business  net¬ 
works  around  the  globe  have  created  an  unparalleled  demand  for  our  dig¬ 
ital  imaging  technology.  ■  It  has  also  created  a  demand  for  professionals 
who  want  to  get  in  on  the  ground  floor  of  these  new,  entrepreneurial 
enterprises. 


Software  Engineers,  Software  Quality  Engineers 


Opportunities  are  available  in  the  following  product  areas:  Photo  CD;  Large  Volume  Optical  Disk  Storage 
Systems;  PostScript  Printer  Software  Development/RIPS;  Photofinishing  and  Photographic  Equipment. 

These  positions  require  a  BS  (or  equivalent);  3-5  years  product  development  experience  with  C/C++;  Object 
Oriented;  GUI  (Motif);  UNIX/Mac/MS  Windows/Windows  NT;  Windows  95;  OS2;  Real  Time  Machine 
Control  Applications;  Test  Engineering  and  SW  Quality  Processes;  and  Database  Design/Development 
(FoxPro,  Sybase). 

In  addition  to  a  stimulating  technical  environment,  you  will  enjoy  our  location  in  Rochester,  New  York. 
Affordable  housing,  high  caliber  schools,  diverse  cultural  and  recreational  activities,  and  the  beauty  of  the 
Finger  Lakes  Region  all  contribute  to  an  enviable  lifestyle. 

Kodak  offers  competitive  compensation,  a  liberal  benefits  package  and  relocation  assistance.  Qualified  candi¬ 
dates  are  invited  to  forward  resumes  to:  Eastman  Kodak  Company,  Attn:  Professional  Staffing,  Dept. 
BDAICWN32,  343  State  Street,  Rochester,  NY  14650-1139.  FAX:  (716)  724-9416.  Eastman  Kodak 
Company  is  an  equal  opportunity  employer.  We  invite  people  with  disabilities  to  notify  us  of  their  need  for 
accommodation.  NO  PHONE  CALLS,  PLEASE. 


Pacific  Data  Group 
We  have  a  proven  track  record  of  systems 
integration  and  information  services  consult¬ 
ing.  Our  7  years  of  double  digit  growth  and 
market  leadership  is  due  to  our  strong  ethics, 
skilled  employees  and  ability  to  offer  top  pay. 

PDG  offers  an  attractive  compensation  and 
benefits  package.  For  immediate  considera¬ 
tion.  mail,  fax  or  e-mail  your  resume  to:  Pacific 
Data  Group,  Inc.,  10300  SW  Greenburg  Road, 
Suite  230,  Dept  C.  Portland,  OR  97233.  Fax: 
(503)  293-3898.  Tel:  503-293-2499. 

Internet:  70540.31 4 @ compuserve.com. 

Equal  opportunity  employer. 


•  DB2.  CICS 

•  IMS  DB/DC 

•  IDMS/DC 

•  IDS/II 

•  COBOL.  CSP 

•  Huron 
•C/C++ 

•  PowerBuilder 

•  Oracle  V6/V7 

•  Oracle  Forms 

•  Oracle  Case 

•  Windows  NT 

•  Visual  Basic 

•  SQL  Server 

•  SQL  Windows 

•  HP3000 

•  AD/JAD 

•  EF.  ADW 


CONSULTANTS 
SHOULD  CONSULT, 


/  IMMEDIATE  \ 

/  CONTRACTS  \ 

/  Please  send  resume  &  call\ 

/  Mimi  Simon  Assoc.  \ 

f  90  West  SI.  Suite  1105,  NYC  10006  \ 

(212)406-1705 
FAX  (212)  406-1768 


MTW _ 

Consulting 

MakUxff  Ttihnoioffff  Work 

IE/IEF/TELON 

MTW  Consulting  is  hiring  for  project  work!  With  several  multi-year, 
full  life  cycle  projects  under  way.  MTW  Consulting  has  immediate 
needs  within  several  key  positions  including: 

•  Senior  and  Mid-level  IE/IEF  Developers 

•  Experienced  Telon/DB2/CICS  Programmer  Analysts 
MTW  Consulting  offers  competitive  salanes  relocation  assistance 
and  an  excellent  benefits  package 

Respond  to: 

2300  Main  SL.  #900.  Kansas  City.  MO  64108 

(816)421-5005  •  (800)  669  9MTW 
Fax  (816)  471-7918 
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9  ANOTHER 

REASON  WHY 

COIVT PT ITFR WOR  T  F) 
RFCRI  JTTMFNT 
ADVERTISING  WORKS ... 


Computerworld  gives  you  only  qualified  computer  professionals. 

Unlike  the  readers  of  Sunday  or  daily  newspapers, 
Computerworld's  readers  are  experienced  computer  professionals. 
In  fact,  the  majority  of  Computerworld's  audience  has  experience 
beyond  three  years.  What’s  more,  some  subscribers  have  been 
reading  Computerworld  ever  since  its  first  issue  in  1967. 
Simply  put,  Computerworld  delivers  far  more  than  just  job 
candidates  -  it  delivers  qualified  job  candidates. 


Years  in  Current  Job  Function 
Reported  by  Computerworld's  Audience  of 
Over  One  Half  Million 


More  than  4  years 


More  than  6  years 


More  than  9  years 


SOURCE:  Skill  Survey  of  Computerworld’s  Audience,  August  1993, 


To  place  your  advertisement  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Recruitment  Advertising,  at 

800-343-  6474,  in  MA  508-879-0700. 


Where  the  qualified  Hh|^Poo/c.  Every  week. 


Computer  Analyst:  Develop  soft¬ 
ware  and  programming  for  in¬ 
line  customer  information  sys¬ 
tems  and  for  on-line  service 
order  handling  system.  Upgrade, 
simplify  and  enhance  hardware 
performance.  Recommend  appli¬ 
cation  software  and  work  with 
clients  to  develop  custom  soft¬ 
ware  packages.  Test  and  install 
programs  assuring  user  friendli¬ 
ness.  Debug  and  make  changes 
as  needed.  Use  knowledge  of 
COBOL  and  Assembler  lan¬ 
guages,  CICS/OS,  MS/DOS, 
Alpha  4,  Accpac  Plus.  Windows, 
RPG-400,  on  IBM  Mainframe, 
Network  (Novell)  and  FoxPro. 
Req.:  Bachelor's  degree  in 
Computer  Science/Data  Proc¬ 
essing/Information  Systems  and 
2  yrs  exp  in  position  or  2  yrs  as 
an  Analyst/Programmer. 
$26,505/yr,  40  hrs/wk,  9-5. 
Submit  resume  only  to:  Job 
Service  of  Florida,  701  SW  27th 
Avenue,  Room  47,  Miami,  FL 
33135-3014.  Re:  Job  Order  #  - 
FL  1284740. 


FLORIDA 
DP JOBS 

FLA.  #1  WEB  SITE 

http://siesta.packet.net/ cps/ 

E-MAIL  RESUMES  TO 

cps@Packet.NET 
FAX  813-796-4537 


Recruit 
computer 
professionals 
in  the  one 
newspaper 
that  reaches 
more 
QUALIFIED 
professionals 
than  any  other 
newspaper: 
Computerworld. 

For  more 
information  or 
to  place  your 
advertisement, 
call 

Lisa  McGrath  at 
1-800-343-6474; 
ext.  201 

(in  MA,  508-879-0700). 


Weekly. 
Regional. 
National. 
And  It  works. 


COMPUlBtWOMD  | 


APPLICATIONS  SYSTEMS 
DEVELOPMENT  MANAGER 

North  Florida  based  software  development  company,  seeking 
senior  level  Applications  Systems  Development  Manager  for 
microcomputer  based  networks.  Must  possess  project  leader¬ 
ship  skills,  systems  analysis,  systems  design,  indepth  knowledge 
of  Windows  programming,  relational  databases  and  distributed 
processing  systems  technologies.  Requires  self-starting,  highly 
motivated  individual  who  is  familiar  with  team  development 
processes.  Principals  only.  Interested  individuals  please  provide 
detailed  resume,  salary  requirements  and  references  to:  Human 
Resources-Attn:  President,  3813-7  North  Monroe  Street, 
Suite  83,  Tallahassee,  Florida  32303. 


FLORIDA 

OPPORTUNITIES  FOR 
DP  PROFESSIONALS  WITH: 


INFORMIX 

NewEra 

Consulting  Partner 


.  IDMS/ADSO 

•  TPNS  EXPERT 

•  MICROFOCUS  COBOL 

.  COBOLII/DB2/CICS/DCS 
.  BORLAND  &  VISUAL  C++ 

•  COBOL11/MVS,  IMS/DB/DC 
.  MS  ACCESS/C++/ORACLE 
.  TANDEM/COBOL/SCOBOL 


•  ORACLE  DBA  S 

•  IMS,  DB2,  IDMS  DBA  S 

.  UNIX  SYSTEM  ADMIN/HP-UX 
.  INFORMIX  DBA/4GL/ESQL/C 

•  PEOPLESOFT/HR/FINANC1ALS 

•  C  &  C++/UNIX/MOTIF/GUI/SQL 

.  HP3000/COBOUQUIZ/QUIK/MPE 
.ORACLE  FINANCIALS/REPORTS 


FOR  IMMEDIATE  CONSIDERATION  CALL  OR  FAX  RESUME  TODAY 


(800)  797-5644 
(813)  287-0054 


Syslogic 

P.O.  Box  26146 
Tampa,  FL  33623 


FAX 

(813)  282-9511 


LAN  MANAGER 

Fieldston  School 

Hands-on  experienced  administrator  to  manage 
computers  on  Novell  LAN  at  large  independent 
school  (grades  7-12).  Duties  include  installa¬ 
tion,  maintenance  and  management  of 
campus-wide  LAN,  user  management,  data 
security,  software  and  hardware  upgrades, 
backup  and  network  troubleshooting. 

Resume  to: 

Bruce  Posner,  Fieldston  School, 

Fieldston  Road,  Bronx,  NY  10471 
Fax:  718-884-6033 

Equal  Opportunity  Employer 


IBM/Apple 


raft 


Ethical 

Culture 

Fieldston 

Schools 


NATURAL/ AD  ABAS 


TOP  DOLLAR  PAID 

Natural/Adabas,  Natural/DB2,  and 
Construct  programmers  and  analysts  need¬ 
ed  for  various  long  term  positions  throughout 
the  country.  Also  recruiting  MEDICAID, 
ORACLE,  DB2,  and  VISUAL  BASIC  Technicians. 
Please  Call: 

LENCO  COMPUTER  CONSULTING 

One  Cranberry  Hill 
Lexington,  MA  02173 
(617)  674-1010 
(617)  674-2001  (fax) 


CLIENT-SERVER 

SPECIALISTS 

(Northeast) 

UNIX 

ORACLE/SYBASE 

C/C++ 

WINDOWS 

NOVELL/TCP/IP 

Resume  to: 

Karen  Kelly 
Schattle  &  Dunquette 
1130  Ten  Rod  Rd. 

No.  Kingstown,  Rl  02852 
TEE:  401-739-0500 
FAX:  401-295-8564 
EMAIL:  SDKSK@aol.com 


SOURC)  iS-n+t 


SYSTEMS 

Permanent  and  Contract 
Placement  Consultants 

Positions  Available: 

•  Lotus  Notes  Developers 

•  Software  Engineers 

VAX/VMS.  Network,  C. 
Visual  Basic,  Motif.  GUI, 

MIB  Design,  SNMP,  Unix, 
Sybase.  Ethernet,  x.25,  OSI, 
TCP/IP 

Information  Systems 
Resources,  Inc. 

1 55  Westminster  Street 
Suite  1100 

Providence,  Rl  02903 

k  Tel.  401-272-1200 
^  Fax.  401-272-1201  ^ 
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Computer  Careers  East 


Sr.  Software  Engineer.  Design 
systems  including  developing 
programming  requirements  8 
specs,  for  multimedia,  multi-task¬ 
ing,  GUI  operating  system  envi¬ 
ronment.  Develop  scheme  for 
object-oriented  relational  data¬ 
base.  Design  interprocess  com¬ 
munication  interface.  Manage 
programming  teams.  Required:  2 
yrs.  exp.  (gained  at  any  time) 
which  must  have  involved  C, 
C++,  Fortran,  Reduce,  8 
Mathematica  programming. 
Knowledge  of  advanced-level 
object-oriented  database  soft¬ 
ware  with  lllustra  as  model,  rela¬ 
tional  database  mgmt.  software, 
advanced-level  software  eng'g 
8  advanced-level  math,  as 
demonstrated  by  6  mos.  exp.  in 
each  area  or  1  graduate-level 
academic  course  in  each  topic. 
Ability  to  perform  computer 
graphics  programming  in  X-win- 
dows  8  Windows  environments, 
as  demonstrated  by  6  mos.  exp. 
or  1  graduate-level  academic 
course.  Ability  to  perform 
Microsoft  Foundation  Classes 
(MFC),  Object  Linked  8 
Embedded  (OLE),  8  Dynamic 
Linked  Library  (DLL)  program¬ 
ming,  as  demonstrated  by  6 
mos.  exp.  or  1  graduate-level 
academic  course  in  such  pro¬ 
gramming.  All  exp.  may  have 
been  gained  concurrently.  Must 
be  able  to  perform  all  job  duties. 
40  hrs/wk.,  8AM-5PM.  Salary: 
$48,000/yr.  Send  resumes  to 
JO#  345291,  Ginny  Burton. 
Dept,  for  Employment  Services, 
275  E.  Main  St.,  2W,  Frankfort, 
KY  40621.  EQUAL  OPPORTU¬ 
NITY  EMPLOYER. 


UNIX 

PROGRAMMERS 

Lucrative  one  year  assignment. 

Publishing  company  converting  from 
IBM  mainframe  to  Unix/Oracle 
Systems  has  need  for  top-notch  4GL 
programmers  to  install,  modify  and 
adapt  major  software  packages.  Must 
be  skilled  in  at  least  one  4GL  in  a 
Unix,  relational  database  environ¬ 
ment.  Accell,  Oracle,  mainframe 
COBOL  a  plus. 

Approximate  length  of  assignment  is 
one  year.  Bonus  based  on  project 
completion  date.  Benefits  provided. 
For  immediate  consideration,  submit 
your  resume  with  salary  require¬ 
ments  in  confidence  to: 

Pat  Crowley 

CLEMENT 

COMMUNICATIONS,  INC. 

Concordville,  PA  1 9331 
Phone: 1-800-253-6368 
Fax:  (610)  459-4582 
Equal  Oppty/AA  Employer 


Programmer/Analyst:  Analyze, 
design,  and  develop  programs 
for  data  processing  and  dissem¬ 
ination  in  the  airline  and  travel 
industries.  Must  have  min 
Bachelor's  in  Civil  Eng., 
Computer  Sc.  or  similar  disci¬ 
pline,  be  thoroughly  familiar 
with,  and  proficient  in,  ABACUS 
Computer  Reservation  Syst., 
TPF  applications  and  syst.  pro¬ 
gramming,  with  exp.  in  PNR 
migration,  file  support,  message 
switching,  PNR,  seat  selection 
and  teletype,  structured  syst. 
analysis,  design  and  program¬ 
ming  methodology,  CMS  and 
TPF  assemblers,  REXX,  TPFDB 
and  SABRETALK.  Must  have 
proof  of  legal  authority  to  work 
in  U.S.  M-F,  8am-5pm,  $80,000/ 
yr  Send  resume,  or  apply  in 
person,  to  Georgia  Dept  of 
Labor,  Job  Order  #GA  5881918, 
2972  Ask-Kay  Dr,  Smyrna,  GA 
30082-2309  or  the  nearest  Dept 
of  Labor  Field  Service  Office. 


M 


SOUTHEAST  fc= 

=  P/A's,  P/M’s,  DBAs,  S/E's  ^ 
Immediate  Permanent  8  Contract 
positions  paying  top  SSS  in 
Tampa.  Jacksonville. 

Ft.  Lauderdale.  Orlando,  Raleigh, 
Winston-Salem,  Charlotte, 
Atlanta.  Richmond. 
SYBASE,  ORACLE,  PROGRESS, 
C++,  VISUAL  BASIC, 
POWERBUILDER,  SAP  R/2,  R/3, 
ABAP/4,  RPG/400, 

J.D.  EDWARDS,  LAWSON, 
SYNON,  ADELIA,  PACBASE,  CICS, 
DB/2,  ADABAS,  IMS  DB/DC 
ISG 

1304  SW  160th  Avenue 
Suite  S42,  Sunrise,  FL  33326 
a  800/776-3190 
I  305/389-3196  (fax)  E 


Systems  Engr:  Analyze,  interpret 
8  implement  theoretical  tele¬ 
comm  reqmnts  for  enhancements 
8  new  svcs  in  cellular  industry 
based  on  AIN  0.1  call  model: 
assess  customer  reqmnts  8  inte¬ 
grate  product  development/ 
enhancements  to  meet  specific 
customer  needs:  guide,  instruct  8 
monitor  programmers/analysts  in 
development,  testing  8  mainte¬ 
nance  of  s/w  for  enhanced 
mobile/cellular  svcs  to  meet  cus¬ 
tomer  needs:  direct  support  for 
s/w  releases,  analyzing  8  recon¬ 
ciling  customer  problems:  direct 
support  for  SS-7/ISUP  front-end 
processing  platform  used 
w/Summa-4  digital  switches  8 
support  for  ISDN  signalling  proto¬ 
col:  oversee  installation  of 
telecomm  systems:  provide  con¬ 
figuration  mgmnt  schemes  to 
maintain  project's  s/w.  Requires 
MSc  in  EE  or  Comp  Sci  8  6  mos 
in  job  or  6  mos  as  Cellular 
Telecomm  S/W  Developer.  Exp 
must  include  6  mos  exp  in 
Wireless  Intelligence  Networks: 
s/w  development  for  cellular  tele 
phony  using  AIN  0.1  call  model 
enhanced  mobile/cellular  svcs 
technology  8  platforms:  land- 
based  telephony  incl  ISDN  8 
ISUP  trunking,  adjunct  digital 
switch  technology  8  configura¬ 
tion,  incl  Summa-4  switches  8  its 
SS-7  front-erid  platform;  client/ 
service  Programming;  UNIX  8 
C/programming  8  real-time  pro¬ 
gramming;  X  windows/OSF  Motif 
Programming;  UNIX  system 
admin;  s/w  configuration  mgmt. 
$45,000/yr.;  40  hrs  per  wk; 8:00  to 
5:00.  Resume  to  Job  Svc  of  FLA. 
2312  Gulf-to-Bay  Blvd.,  P.O.  Box 
C,  Clearwater,  FL  34618-4090; 
Re:  JO#FL-1283014 


SOFTWARE  CONSULTANT 
(DOT  code  030.062-010)  to  pro¬ 
vide  consultancy  at  customer 
locations  to  analyze,  design,  re¬ 
engineer.  develop,  test,  modify 
and  implement  application  han¬ 
dling  system,  creditworthiness 
analysis  system,  credit  scoring 
system,  documentation  mainte¬ 
nance  and  printing  systems  for 
the  credit  industry  in  IBM  main¬ 
frame  environment  using  APS, 
IMS  DB/DC.  CICS,  DB2,  VSAM, 
ISPF-PDF,  TSO,  XPEDITER, 
BTS,  INTERTEST,  JCL,  FILE- 
AID  (IMS  DB2  MVS)  under 
MVS/ESA/XA,  OS2  and  MS- 
DOS  operating  systems  using 
COBOL,  APS,  SQL,  SAS 
EASYTRIEVE  PLUS,  REXX, 
CLIST  and  MFS;  maintain 
BUREAULINK  Interface  soft¬ 
ware.  Require:  M.S.  in  Computer 
Science  and  four  years  experi¬ 
ence  in  the  described  job  duties 
or  as  Systems  Analyst.  Experi¬ 
ence  must  include  at  least  six 
months  in  the  credit  industry 
using  APS  and  BureauLink  soft¬ 
ware.  Salary:  $44,000  per  year, 
9  am  to  5:30  pm,  M-F.  All  inter¬ 
ested  applicants  should  apply  at 
the  nearest  North  Carolina  Job 
Service  office,  or  submit  a 
resume  to  Job  Service,  500  W. 
Trade  Street,  Charlotte,  NC 
28202,  Job  Order  Number  NC 
2650440;  resumes  must  include 
applicant’s  Social  Security  num¬ 
ber. 


CONTRACT 

OPPORTUNITIES 

FLORIDA 

If  you  are  a  Data  Processing  profes¬ 
sional  with  at  least  2  years  program¬ 
ming  experience  with  IBM  main¬ 
frame  skills  and  are  considering  a 
Florida  lifestyle,  ESSEX  is  for  you.  We 
offer  flexible  compensation  packages 
(Salary/Hourly  Rates)  that  include 
direct  deposit,  optional  Medical 
Insurance,  paid  holidays,  personal 
days,  etc..  We  have  immediate  long 
term,  contract  positions  available  for 
these  skills.  Many  other  opportuni¬ 
ties  available.  Please  fax  your  resume 
or  call: 

ESSEX 

4700  N.  State  Rd.  7.  Suite  206 
Fort  Lauderdale.  FL.  33319  or 
Call:  1-800-226-9830 
Fax:  1-305-735-5189 
Email:  ESSEXCOMP@AOL.COM 


PROGRAMMER  /  ANALYSTS 
&  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities  exist  for  on¬ 
line  and  data  base  applications  P/A's  as 
well  as  systems  programmers  and 
DBA's.  Fee  Paid.  Please  call  or  send 
resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

4  Pine  Point  Rd. 

Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Chanotta.  NC) 


0  Whole  Neui  Platform  For 
Vour  Programming  Talents. 


Mack  Technologies,  Inc.,  an  innovative  leader 
in  high  tech  electronics  contract  manufacturing,  is 
seeking  candidates  for  the  following  position: 


Programmer/Developer 


The  successful  candidate  will  modify  our  home 
grown  Shop  Floor  System  application,  using  a 
Sybase  DB;  write  SQL  reports,  and  develop  an 
interface  between  a  Sybase  application  and  an 
Informix  application.  Must  be  proficient  pro¬ 
gramming  in  C  in  a  UNIX  environment.  Must 
nave  experience  with  Sybase,  DB  Library,  APT, 
Shell  Programming  and  Openwindows 
Programming.  Informix  and  database 
administration  a  plus. 

For  consideration,  please  send  your  resume  to 
Human  Resources,  Mack  Technologies,  21  Carlisle 
Road,  Westford,  MA  01886. 


TECHNOLOGIES 


An  Equal  Opportunity  Employer 


AS/400  Systems 
Programmers 

EDS,  a  world  leader  in  applying  information  technology, 
currently  has  outstanding  opportunities  for  computer 
professionals.  Positions  are  located  at  the  corporate 
headquarters  of  a  large  long  distance  service  provider  in 

Jackson,  MS. 

Qualified  candidates  must  possess  the  following: 

•  2  years'  IBM  AS/400  experience 

•  In-depth  knowledge  of  the  OS/400  operating  system 

•  Demonstrated  ability  with  RPG/400  and/or 
COBOL/400  and  CLP 

•  AS/400  system  installation  experience 

•  Strong  customer  interaction,  troubleshooting,  and 
technical  and  business  writing  skills 

EDS  offers  excellent  salaries  and  benefits,  as  well  as  the 
opportunity  for  advancement.  For  consideration,  please 
mail,  FAX  or  E-mail  your  resume  to: 


EDS 


EDS  Staffing,  Dept.  73-3715 
5400  Legacy  Drive,  H4-GB-35 
Plano,  TX  75024 
FAX  (214)  605-2643 
email:staffing@eds.com. 

EDS  is  mi  etptnl  opportunity  employer,  m/f/dAt. 

EDS  is  a  registered  mark  of  Electron  ir  Data  Systems  Corporation 


SENIOR 

APPLICATIONS 

PROGRAMMER 


Perfumariia,  America's  leading  fragrance  retailer  with  over 
180  stores  nationwide,  has  a  position  available  in  the  MIS 
Department  of  our  fast-paced  corporate  office  in  Miami,  FL. 

This  full-time  position  will  be  responsible  for  design  and 
programming  of  enhancements  to  retail  and  P.O.S.  appli¬ 
cations.  Qualified  applicants  must  have  experience  and 
proficiency  in  RPG/400  and  AS/400  CLP,  preferably  in  a 
retail  environment.  Point  of  Sale,  PC  experience,  Microsoft 
Windows,  Microsoft  Office,  Novell,  C,  and  C++  knowl¬ 
edge  are  a  plus. 

For  consideration,  fax  or  send  resume  to:  H.R. 
Coordinator,  Perfumania,  11701  N.W.  101st  Rd., 
Miami.  FL  33178.  Fax:  305-888-7926.  EOE 

Perfumania 


•  NO  COST  •  NO  OBLIGATION  • 


CURE® 


One-on-one 
interviews  with 
your  choice  of  New 
England’s  best  companies! 

Career  Opportunities  for  IS/MIS,  Systems,  Software, 
Engineering  &  Other  Technical  Professionals 


BOSTON  TECHNICAL  CAREER  FAIRS 


Monday,  August  21:  3pm  -  7pm 

Sheraton  Tara  *  1652  Worcester  Road  »  Framingham,  MA 

Tuesday,  August  22:  3pm  -  7pm 

DoubleTree  Guest  Suites  »  550  Winter  St.«  Waltham,  MA 

Wednesday,  August  23:  3pm  -  7pm 

Holiday  Inn  Crowne  Plaza  •  2  Forbes  Road  •  Woburn,  MA 

To  have  your  resume  circulated  in 
advance  to  participating  companies  or 
if  you  are  unable  to  attend, 

MAIL  (to  the  address  below) 

E-MAIL:  Lendmnjd@infi.net 
FAX  (804-490-7448) 
your  resum6  to:  Annette,  Attn:  8BOT-CW 


Over  50  Participating  Companies  Including: 

•  Microsoft  •  Sybase  •  GTE  •  Digital  Equipment  •  Compaq  Computer  • 

•  Fidelity  Investments  •  Liberty  Mutual  •  Lockheed  Martin  •  EDS  •  Many  More!  • 

Visit  us  at  http://www.cweb.com/  or  http://careers.computerworid.com 
for  additional  Lendman  Career  Fair  dates  and  locations. 


Produced  by:  The  Lendman  Group 
141  Business  Park  Drive  •  Virginia  Beach.  VA  23462 


Consultant,  Telecommunication 
Software  Engineering  -  Analyze 
client  rqmts.  &  develop/test 
telecomm,  software  applications, 
utilizing  exp.  in  C/C++;  PRO-IV; 
VMS;  UNIX  system  administra¬ 
tion;  Sun  Workstation;  signal 
analysis;  microwave  telecomm./ 
satellite  communication/transmis¬ 
sion/common  channel  signaling/ 
electronic  measurement  systems, 
incl.  Radio  Frequency  (RF)  &  RF 
circuit  design/testing/assembly, 
network  analyzer  &  electromag¬ 
netic  waves;  public  telephony/pub¬ 
lic  circuit  switching/cellular  tele¬ 
phone  systems;  SPDT  switches; 
data  communication  design/test¬ 
ing/implementation,  involving 
Hayes  compatible  modems,  MNP 
protocol,  logical/analog  circuitry, 
assembly  language  programming 
&  ElectroMagnetic  Interference 
testing;  PBX  system  operation/ 
simulation;  software  engineer¬ 
ing/development  methodology, 
including  rqmt.  gathering/analysis. 
Intelligent/Telecommunications 
Mgmt  Networks.  RQMTS:  MS  in 
Electrical  Engineering/Computer 
Science  &.  2  yrs  exp  in  job  offered 
or  as  Software  Engineer/Re¬ 
search  Assistant  w/  above  exp.  40 
hr/wk;  8:30-5:30;  $55,000/yr.  Mail 
resume  &  copy  of  ad  to: 
Department  of  Economic  & 
Employment  Development,  1100 
N.  Eutaw  St.,  Rm.  212,  Baltimore, 
MD  21201.  JO#  9482048.  JOB 
LOCATION:  BETHESDA,  MARY¬ 
LAND. 


medexfe. 


PROGRAM  M  ER/ANALYST 

Medex,  Inc.,  an  international  med¬ 
ical  manufacturing  company  locat¬ 
ed  in  Duluth,  Ga.  has  an  immedi¬ 
ate  opening  for  a  programmer 
with  at  least  2  years  experience  in 
RPG/400  or  RPG  III  in  application 
development  and  maintenance. 
Candidate  must  have  knowledge 
of  manufacturing  concepts  such 
as:  Shop  Floor,  Inventory  Control, 
Purchasing  and  Receiving.  Ideally, 
candidate  will  have  experience 
with  CA-PRMS  or  Pansophic 
System's  RMS.  familiarity  with  PC 
Applications  and  experience  with 
PC  Support/  Client  Access  400. 
Bachelor  s  Degree  in  Information 
Systems,  MIS  or  CIS  is  required. 
Medex,  Inc.  offers  competitive 
salary  and  excellent  benefit  pack¬ 
age.  If  you  are  interested  in  this 
position  please  send  resume  and 
salary  history  to:  Medex,  Inc., 
11360  Technology  Circle,  Duluth, 
Ga.  30155,  no  phone  calls 
please.  Equal  Opportunity 
Employer _ 


A  Global  View 
Of  The  Future. 

Sharpen  your  focus  for  future  success  by  teaming 
up  with  Maplnfo.  Based  in  Troy,  NY  we’re  one  of 
the  fastest  growing  PC  software  companies  in  the 
United  States.  We  currently  have  the  following 
opportunities  available: 

Quality  Assurance  Engineers 

These  positions  are  responsible  for  all  aspects  of 
PC-based  software  product  certification.  Emphasis 
on  working  with  developers  to  build  quality 
throughout  a  software  development  life  cycle  is 
essential.  Experience  with  unit,  integration  and  sys¬ 
tem  level  testing  is  ideal.  The  ideal  candidate  will 
have  a  BSCS  or  related  field  and  2-5  years’  experi¬ 
ence  in  a  development,  GtS  or  QA  environment 
Strong  emphasis  on  MS  Windows  platforms  and 
usage  of  automated  test  tools  such  as  QA  Partner 
and  MS  Test  is  required.  Job  code  QACW 

Software  Engineers 

individuals  will  be  responsible  for  programming  a 
Windows  product.  Previous  commercial  application 
experience  required.  Candidates  must  have  at  least 
3  years’  C  programming  and  2  years’  Windows 
experience  as  well  as  a  BS  in  Computer  Science  or 
related  field.  Knowledge  of  C++/object  oriented 
design  desired.  Experience  with  client/server  data¬ 
base  programming  a  plus.  Job  code  SECW 

Maplnfo  provides  excellent  compensation  and  ben¬ 
efits  packages,  as  well  as  an  attractive  work  envi¬ 
ronment  in  New  York's  beautiful  Capital  Region, 
with  easy  access  to  Boston,  the  Berkshires  and 
New  York  City.  Interested  candidates  should  send 
resume  and  cover  letter  to  Human  Resources, 
Maplnfo  Corporation,  One  Global  View,  Troy, 

NY  12180.  Please  include  Position  *  on  all 
inquiries.  No  Phone  Calls  Please.  Equal 
Opportunity/Affirmative  Action  Employer. 

Maplnfo 


CORPORA 
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CONTRACTS 


&  Permanent  Positions 

$60,000  -  $100,000 

First  Time  Contractors  Welcome 

Programmer  Analysts 

IBM  Midrange,  Client/Server, 
SYNON,  RPG,  COBOL,  UNIX 

FREE  TRAINING 

For  national  opportunities 
send,  fax  or  email  to: 


820  16th  #800  Denver  CO  80202 
(303)  446-2484  Fax  (303)  446-2483 
Email:  MorCatc  irS@AOL.COM 


IODATA  INC  UNLIMITED 

tuiMM  irtL  CHALlENGi, 

Due  to  our  continued  success  as  one  of  the 

West's  leading  System  Integrators,  we  have  immediate  openings 

for  IS  Project  Managers.  PAs,  and  Software  Engineers  in: 

Bay_Area:  Unix  SVR4.  TCP/IP,  Sys.  Administrators,  Pyramid 
DC/OSX,  Datakit,  Asynch.  Terminal  Services. 

LAN/WAN  experts,  Oracle,  Sybase,  Informix 
PRO-STAR.  Ill  Anza  Blvd,  #110,  Burlingame.  CA  94010 
(PH)  415-348-STAR  •  FAX  41 5-348-7994 
E-Mail:  pro-bay@ix.netcom.com 

Portland:  ISP,  DB2  (CICS  and  DBA's),  IDMS/ADSO,  Oracle, 

OOP/GUI  t 

PRODATA.  700  NE  Multnomah  #1100,  Portland,  OR  97232 
(PH)  503-236-5776  •  FAX:  503-236-5784 

Salt  Lake  City:  Powerbuilder.  Visual  Basic,  Delphi,  C++. 

DB2/IMS,  Cobol.  CICS,  Oracle  Tools.  Informix,  || 
SQL/Server,  Access,  RPG/SYNON 

PRODATA.  11 00  E.  6600  S„  Suite  200,  Salt  Lake  City,  UT  841 21  1 

(PH)  801  -266-61 38  •  FAX  801  -266-0069 


We  know  that  PEOPLE  -  NOT  COMPUTERS 
are  the  keys  to  our  success! 

Our  career-emphasis  includes: 


•  Career  Growth 

•  Loaded  Perks 

•  The  Challenge  of  Diversity 

•  Outstanding  “Quality  of  Life" 

•  Relocation  Assistance 

•  Training 

•  Fortune  500  Clientele 


•  Excellent  Compensation 

■  Continuing  Education 

■  International  Travel  Opportunities 

•  Over  a  Decade  of  Sustained  Growth  j 


$40,000  TO 
$65,000 

IBM,  AS/400,  OEC/VAX, 

COBOL,  CICS,  IMS  DB/DC,  RPG, 

C++,  VISUAL  BASIC,  POWERBUILDER, 
ORACLE,  DB2,  SYBASE 
DB2/2,  DB2/6000,  UNIX,  NOVELL,  CNE 
KNOWLEDGEWARE  ADW 

FOR  THESE  AND  OTHER  POSITIONS 
CALL  COLLECT  OR  WRITE 

(8001  301-1582 
A  1800  Meidinger  Tower 
Louisville,  ICY  40202 

COMPUTER  CAREER 
CONSULTANTS  INC. 

500  AFFILIATED  OFFICES 
- 1  Client  Companies  Pay  Fees 


” First  When  Quality  Counts’ 


ComputerwoiicTs 
eighth  annual 
Campus  ^TTm 
Recruitment 
Edition 


Issue  Date:  October  31, 1995 
Close:  September  15, 1995 


%  f. 


If  you  recruit  top  computer  career  students  on 
America’s  campuses,  your  message  in  this  special  issue  will 
target  more  of  them  than  any  other  newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on  campus  without 
leaving  your  office! 

That’s  because  100,000  copies  of  this  special  issue  will  be 
distributed  to  America’s  best  and  brightest  students  enrolled  in 
Information  Systems  (IS),  Computer  Science,  Computer 
Engineering,  Electrical  Engineering,  and  just  about  any  other 
computer-related  curricula. 

Finally  you  can  cost-effectively  reach  the  quality  and 
quantity  of  students  you  need! 

And  you  can  do  it  with  just  one  ad  in  Computerworld’s 
Campus  Recruitment  Edition!  For  a  rate  card  reflecting 
complete  campus  distribution,  call  John  Corrigan  at 
800/343-6474  (in  MA,  508/879-0700) .  But 
hurry. . . 

This  issue  closes  September  15,  1995. 

<y°/3~FIo^v' 

Planned  Editorial  Features: 

(subject  to  revision) 

•  The  best  place  to  work  in  IS 

•  Companies  where  computer  career  students  want  to  work. 

•  Information  Systems  salaries  from  Computerworld’s  annual 
survey  with  the  Association  for  Systems  Management 

•  And  much  more! 


PORTLAND r  OR 

PROCRAMMER/ANALYSTS 

Join  Computer  People  Inc.  You'll  be  impressed  by  our  commitment 
to  fostering  permenent,  career-enriching  opportunities  that  incorpo¬ 
rate  your  goals  and  encourage  your  advancement.  We  believe  the 
success  of  our  $250  million  international  systems  consulting  firm  is 
founded  on  the  long-term  accomplishments  of  our  people. 

Currently,  we  have  exceptional  opportunities  in  Portland,  OR  for 
experienced  Information  Systems  Professionals  with  demonstrated 
expertise  in  any  of  the  following  areas: 

•  IBM  Mainframe  w/  database  and  on-Gne  skills 

•  Client/server  technology  including  Microsoft  Tool  Sot 

Our  progressive  organization  provides  competitive  salaries  and 
comprehensive  benefits.  Hourly  positions  with  or  without  benefits 
are  also  available.  You’ll  also  enjoy  decisive  career  challenge  in  a 
cutting-edge  technical  setting.  Please  call  us  today  (503)  224-6070 
or  (800)  274-2707  Fax  to  (503)  223-1294,  707  SW  Waahlngton 
St.,  Suit*  510,  Portland,  OR  97205.  E-mail  lo: 
RECRUITING9CPEOPLE.COM  An  Equal  Opportunity  Employer 
AA/EE0. 


Computer 
^freople 
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Microsoft 


Computer  Careers 


A  Service  of  D&L  Online,  Inc/  (515)  280-1 144 


California 

Georgia 

Illinois 

Iowa 

Massachusetts 
New  Jersey 
Texas 
Internet 


408-737-9339 
404-523-1341 
708-782-0960 
515-280-3423 
617-266-1080 
201-242-4166 
214-691-3420 
telnet  dice.com 


Data  processing 

I  N  DEPEN  DENT 

Consultant's! 

E  XCHANGE 


DICE  is  looking  for  Data  Processing,  Engineering  and 
Technical  Writing  professionals  to  fill  open  positions  for 
companies  nationwide. 

DICE  is  a  FREE  online  job  search  service,  providing 
detailed  information  about  current  contract  and  fulltime 
positions  across  the  USA.  Please  contact  by  calling  ANY 
of  these  access  numbers,  using  your  computer  & 
1200-9600  baud  Modem,  8-N-l. 


SP0  is  an  international  consul¬ 
ting  organization  specializing  in 
SAP  software.  We  are  an  official 
SAP  partner  tor  consulting, 
development  and  implementa¬ 
tion.  During  the  past  3  years  we 
have  doubled  in  size  each  year. 
And  we  are  continuing  to  ex¬ 
pand  our  business! 

SP0  is  known  to  provide  high 
quality  support,  meeting  the 
highest  expectations.  Our  tasks 
are  challenging  and  command 
dedication. 

Naturally  we  provide  you  with 
ongoing  training  and  personal 
development  to  increase  your 
skills.  The  compensation  and 
recognition  you  will  receive 
reflects  your  productivity  and 
value  to  our  team. 


For  our  projects  in  the  U.S., 
Europe  and  Asia  we  are  looking 
for  several  levels  of  IS/SAP 
professionals: 

Junior  Analysts 

Requires  a  Master's  or  Bachelor's 
degree  in  computer  science  or 
equivalent;  2  years  experience  in 
an  IS  environment  and  6  -  12 
months  SAP  exposure;  UNIX 
experience  a  plus.  Salary:  50  K 
1st  year,  100  K  2nd  year. 

Senior  Analysts 

Requires  a  Master's  degree  in 
computer  science  or  equiva¬ 
lent;  5  yrs  experience  in  major 
IS  projects;  2  yrs  experience 
with  SAP  R/3  systems  and  con¬ 
figuration  skills  in  SD,  MM,  PP. 
HR  or  FI/C0;  Salary:  150  K+ 

Project  Managers 

Requires  the  above  S.A.  skills 
plus  2  yrs  SAP  Project  manage¬ 
ment  experience;  Salary:  180  K+ 


The  SAP  Experts 


SP0  America  Inc.,  8  Woodstock 
Drive,  Framingham,  MA  01701,  Fax: 
(508)  877-7110,  Phone  (508)  877- 

71 00  (SAP  experts  only  please) 


Now  you  have  a 
better  way  to 
recruit  university 
and  college 
students  planning 
computer  careers: 
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Join  us  in  Colorado 

and  take  vour  career 


Perot  Systems  isn’t  like  most  companies.  In  fact,  we  aren’t  like  any  other  company.  Our  cor¬ 
porate  structure  encourages  accountability  and  allows  quick  advancement.  And  our  job  oppor¬ 
tunities  come  with  great  pay,  top  benefits  and  exceptional  relocation  assistance. 

We  are  seeking  Programmer/Analysts  to  become  involved  in  team-based  Full  Systems  Life 
Cycle  projects  in  Colorado  Springs,  CO.  Qualified  candidates  should  have  3-7  years  of  devel¬ 
opment  experience  in  one  of  the  following  skill  sets: 

.  COBOL/COBOL  II,  CICS,  IMS,  DB2,  TSO/ISPF 
•  C/C++,  UNIX,  RDBMS,  Visual  Basic 

Please  fax  your  resume  to  (719)  528-2489.  Mail  your  resume  to:  Perot  Systems  Corporation, 
Dept  CW724,  6760  Corporate  Drive,  Suite  100,  Colorado  Springs,  CO  80919.  E-mail: 
Recmiting@ps.net  Or,  visit  us  on  the  World  Wide  Web:  http://www.ps.net  An  Equal 
Opportunity  Employer.  To  be  considered  for  other  openings  at  Perot  Systems  locations  listed 
below,  FAX  your  resume  to  (703)  648-2476. 

PEROT 
SYSTEMS 

CORPORATION 

Definitely  Different.  Decidedly  Better. 

Washington,  DC  *  Dallas  *  Atlanta  *  Minneapolis 
Cedar  Rapids,  IA  *  Denver  *  Orlando  *  Detroit 
Philadelphia  *  Mechanicsburg,  PA 


j 


Structured  Logic  is  a  dynamic,  rapidly  growing,  full-service  information  systems  consulting  firm  servicing  NY,  NJ,  MD,  GA,  VA  and  NC. 
Our  clients  are  among  the  most  prestigious  in  their  respective  industries:  Banking,  Brokerage,  Communications,  Insurance, 
Manufacturing,  Electronics  and  Pharmaceuticals.  We  are  currently  staffing  for  the  following  positions: 

■  PROGRAMMER  ANALYSTS  •  DESIGNERS  •  TECH  WRITERS  •  PROJECT  LEADERS  •  BUSINESS  ANALYSTS 


•  DBAS  •  SYSTEM  ADMINISTRATORS 


•  PEOPLESOFT 

■  SYBASE 

•  ORACLE/FORMS 

■  DBAS 

■  UNIX,  C++ 

■  COMSHARE 

•  ADABAS/NATURAL 

■  TPF/SABRETALK 


■  RADIO  FREQUENCY 

■  WIRELESS 

-  CDMA/TDMA/AMPS 

-  AS/400 
■VAX 

■  FORTRAN, C 
■VISUAL  BASIC 

■  LAN/WAN 


■  OS/2 

■ MACAPP 

■  LOTUS  NOTES 

■  SMALLTALK 
■VISUAL  WORKS 

■  POWERBUILDER 

■  NETWORK  ENGINEERS 

■  TESSERACT 

NO  ENTRY  LEVEL 


■  WINDOWS  NT 

■  ATM/SONET 

■  SAP 
■WALKER 
■TOP  END 

■  DATA  ARCHITECT 

■  BUSINESS  ANALYST 

■  DB2/CICS 


■  IDMS 

■  IMS  DB/DC 

■  REALIA 
■ADW 

■  DATA  TECHNICIANS 

■  DATA  WAREHOUSE 

■  SNMP  TCP/IP 

■  CMISE/CMIP 


Structured  Logic  Company,  Inc. 


330  Seventh  Avenue,  15th  Floor,  New  York,  NY  10001 
212-947-7510  |tel|  /  212-947-9338  (fax)  /  800-537-1132 
E-mail:  myone@aol.com 

7474  Greenway  Center  Drive,  Suite  670,  Greenbelt,  MD  20770 
301-513-9200  (tel|  /  301-513-0596  (fax)  E-mail:  slcmd@aol.com 

1033  Route  46  East,  Suite  A205,  Clifton,  NJ  07013 
201-458-9001  (tel|  /  201-458-901 1  (fax) 

RiverEdge  One,  5500  Interstate  N.  Parkway,  Ste.  450,  Atlanta,  GA  30328 
404-955-1714  (tel)  /  404-955-1734  (fax)  /  800-599-9550 
E-mail:  slcll@aol.com 


212  South  Tryon  Street,  Suite  1260,  Charlotte,  NC  28281 
704-375-0040  (tel)  /  704-375-0051  (fax) 

700  East  Main  Street,  Suite  1625,  Richmond,  VA  23219 
804-643-4500  (tel)  /  804-643-1 769  (fax)  /  800-353-5080 
E-mail:  amiller384@aol.com 

222  West  Las  Colinas  Blvd.,  Suite  1650,  Irving,  TX  75039 
214401-4150  (tel)  /  214-401-4091  (fax) 

Visit  our  World  Wide  Site  at: 
http://www.occ.com/occ/member/cpstruct.html 


NATURAUADABAS 

CONSULTANTS 

Lots  of  short  and  long-term  nationwide 
opportunities  just  waiting  to  be  fHledt 
You  need  soW  experience  in  any  of  the 
following:  Natural/Adabas;  Construct; 
Smalltalk  SAP  R3.  Construct  a  plus. 
Are  you  mobile  and  looking  lor ‘greener 
pastures’? 

Send  resume  to:  CPI  WoridGroup, 
2115  N.  California  Blvd,  Suite  255, 
Walnut  Creek,  CA  54595.  FAX:  (510) 

472-4504.  ^ 


PROGRAMMER/ 

ANALYSTS 

FT.  MYERS,  FLORIDA 


Local  gov’t.  Prog/Analyst  posi¬ 
tions  for  Court  and  Financial 
Systems.  Require  strong  analyti¬ 
cal  skills,  communication  abilities, 
and  structured  analysis  experi¬ 
ence.  HP  MPE/XL.  TurbolMAGE 
experience  desired.  (Speedware 
V6/7,  RPG,  PASCAL,  any  4GL 
exp.  a  plus.)  Great  benefits. 
Resume  and  salary  requirements 
to:  Lee  County  Clerk  of  Courts, 
ISD  Director,  PO  Box  9384,  Ft 
Myers  FL  33902.  FAX  941-335- 
2440 


We  specialize  in  the  placement 
of  SAP  professionals  and  have 
over  300  openings  worldwide 
for  long  term  contracts  and 
permanent  positions.  We  have 
low  overhead,  so  we  can  pay 
you  TOP  rates. 

Peoples  Unlimited 

1805  Sardis  Rd.  N.  #103 
Charlotte.  NC  28270 
Phone:  704-841-1135 
Fax:  704-841-1173 


TANDEM 

CONTRACTORS 

New  business  has  created  sever¬ 
al  exciting  new  opportunities  for 
TANDEM  consultants  with  the 
following  skills: 


TAL  •  “C”  •  DBA  •  SQL  •  DSS 


Contact  jay.  Don  or  Heather  @ 

DATA  ARTS  & 
SCIENCES,  INC. 

8  Strathmore  Road 
Natick.  MA  01760 
1-800-448-3274 
FAX  508-651-2936 
EMAIL  dasi@ixl.com 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs./wk.  8  a.m.  -  5  p.m.. 
$50,200.00/yr.  Carry  out  system 
analysis,  system  design,  coding  and 
testing  of  software  application  sys¬ 
tems  in  UNIX  environment  utilizing 
ORACLE,  SQL’Forms  and  C.  Evaluate 
user  requirements:  perform  internal 
and  external  design.  Requires  bache¬ 
lor’s  degree  in  Computer  Science  or 
Electrical  Engineering  or 
Mathematics.  Reqr.  4  yrs.  expr.  in  job 
offered,  or  4  yrs.  expr.  in  Systems 
Analysis  &/or  Programming  &/or 
Software  Engineering  &/or  Computer 
Consulting.  Reqr.  work  expr.  in  devel¬ 
opment  of  s/w  systems  on  UNIX  uti¬ 
lizing  ORACLE,  SQL’Forms  &  C. 
“Employer  paid  ad."  E.O.E.  Send 
resumes  to:  7310  Woodward  Ave, 
Rm.  415.  Detroit,  Ml  48202.  Ref. 
No.:  133195. 


CONSULTANTS 


] 


•  All  Technologies 

•  Nationwide  Openings 

•  Salaried  or  Project  Basis 

•  2+  Years  Experience 

Send/Fax  resume  to: 

Analysts  International  Corp. 
P.O.Box  39612 
Minneapolis,  MN  55439 
Fax  (612)  897-4693 


RENO/TAHOE 

Response  Time,  Inc.  a  well  respected 
company  serving  over  100  Fortune 
500  type  companies  is  experiencing 
tremendous  growth.  Join  Us.  Current 
staffing  requirements  in  Reno/Tahoe 
are  for: 

•  DB2/CICS  •  ADABAS/NATURAL 

•  DB2  CSP  •  dBASE,  ETC. 
•CICS/VSAM  •  AS  400  P/A’s 

•  PC  P/A’s  FOXPRO.  PARADOX 

•  PC  LAN  SPECIALISTS 

•  MVS/CICS  Systems  Prog. 

Response  Time,  Inc. 

3100  Mill  Street,  Suite  210 
Reno.  NV  89502 
Ph:  (702)  324-3387 
Fax:(702)  324-7187 

The  Company  With  a  Heart 


WEST  COAST 

Permanent  Positions 

UNIX  Sys.  Admin. 

OS/2  Systems  Programmer 
VTAM.  TCP/IP  Sys  Prog 
DB2  Systems  Programmer 
MVS  Software  Developer 
DB2  Data  Modeler 
SYBASE  or  ORACLE  DBA 
MVS  Systems  Programmer 
PowerBuilder  Developer 
CICS  Systems  Programmer 

QUANTUM  SEARCH 

P.O.  Box  189279 
Sacramento.  CA  9581 8 
Fax  916-454-9350 


The  weather  is  not  the  only 
hoi  thing  in  St.  Louis!  So  is 
the  J  ob  Market 

Multiple  Coni  ract  &  Perm 

positions  available 

Strong  Mainframe  Profession^ 

Clemt/Server  Developers  &  Analysis 

Business  Analysts 

Bull  9000 

Natural/Adabase 

JiR. 

Sji2% 

^Assoc  iate  j,  Inc 

9417  Lackland  Rd. 
Overland,  MO  631 14 
(J14)429-ROSS 
FAX  429-7600 


MANUFACTURING 
SYSTEMS  MANAGER 

World  leader  in  wireless  commu- 
nicaiions  business  seeks  a  proven 
manufacturing  systems  profes¬ 
sional  to  act  as  catalyst  for  the 
interdivisional  exchange  of  infor¬ 
mation,  systems,  and  personnel. 
Should  be  familiar  with  commen¬ 
surate  budgetary  and  managerial 
functions  as  well  as  having  made  a 
strong  technical  contribution  in  an 
RDB/OPEN  SYSTEMS  environ¬ 
ment. 

FAX:  708-726-8248 
MAIL: 

PO  456  Barrington,  IL  60011 


Head  of 

Networked  Computing 

The  University  of  North  Carolina 
Charlotte  seeks  an  individual  to  pro¬ 
vide  leadership,  direction,  and  oper¬ 
ational  supervision  for  the 
University's  distributed  computing 
and  electronic  connectivity  services. 
The  Head  of  Networked  Computing 
position  is  a  senior  level  position 
responsible  for  planning  and  sup¬ 
porting  the  campus'  distributed  com¬ 
puting  environment.  Networked 
Computing  is  responsible  for  the 
integration  of  all  computer  operating 
systems  used.  Requirements:  A  bac¬ 
calaureate  degree  or  a  demonstrated 
successful  career  in  network  plan¬ 
ning  and  administration.  A  minimum 
of  5  years  network  managerial  expe¬ 
rience  is  required.  Benefits:  Excellent 
benefits  including  tuition-waiver  pro¬ 
gram.  Salary  commensurate  with 
qualifications  and  experience.  For 
further  information  about  this  posi¬ 
tion  contact  to  Carole  Runnion, 
Library  and  Information  Services, 
The  University  of  North  Carolina  at 
Charlotte,  Charlotte.  NC  28223- 
0001 .  Applications  will  be  accepted 
until  the  position  is  filled.  Members 
of  minority  groups,  persons  with  dis¬ 
abilities  and  women  are  especially 
encouraged  to  apply.  AA/EOE. 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1,  COBOL,  C.ON/2 


MUMPS  UNIX 


SUN,  HP,  RS/6000,  GUI,  SDK 
Powertxjilder,  C++,  Visual  Basic 
Fulltime/Consulting  Positions 
available  in  the  US/ ABROAD 


CONTRACTORS 

ALL  TECHNICAL  SKILLS 

NATIONWIDE  REQUIREMENTS 

We  mail  your  resume  to  brokers 
nationwide  at  no  cost  to  you. 
Send  your  resume  to: 

JKL  Enterprises,  Inc. 

500  North  College.  Suite  108 
Charlotte,  NC  28202 

or 

1377  K  Street  NW,  Suite  167 
Washington.  DC  20005 
1-800-257-0945 
(202)543-1930 
FAX:  (202)  543-2230 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.  10001 


Unisys  &  Unix 


Nation-wide 

Positions 

Permanent  &  Contractual 
Uric,  Xgen,  Algol.  Cobol 
Mapper,  Dma,  Tip,  Masm 
Oracle.  Informix,  C,  C++ 


Unasyst  P0447 

Morton,  IL  61 550-0447 
800-458-8370 
Fax  800-932-8370 
Unasyst@AOL.COM 


CONTRACTORS 


4’Information  Systems* 


4  LOTUS  NOTES  DEVELOPERS 
4  LOTUS  NOTES,  SERVER  SET-UP 
4  VISUAL  BASIC,  ORACLE,  ODBC 
♦  AS/400,  COBOL  OR  RPG4 
-f  SAS,  MVS,  VMS 

4-  ACCESS,  VISUAL  BASIC  DEVELOPER 
4  ORACLE  V7  DBA 
4  WINDOWS  NT  MIGRATION 
4  OS/2  DESKTOP  SUPPORT 
4  ORACLE  FINANCIALS  DEVELOPER 
4  UNIX/LAN  SYSTEMSADMINISTRATOR 
4  PROGRESS ,  UNIX  DEVELOPER 
4  C,  UNIX,  ANY  REL.DBMS 
4  NOVELL/WINDOWS  SUPPORT 
4  CICS,  IMS,  EASYTRIEVE  + 

4  HP3000  COBOL  PROGRAMMER 
4  POWERBUILDER,  SYBASE 
4  CC:MAIL,  NOVELL  NETWORK  SUPPORT 
4  MUMPS  DEVELOPERS 


♦Software  Engineering* 


OBJECT-ORIENTED 

4  WINDOWS  '95,  DNS,  N  IS,  NFS 
-f  WINDOWS  '95,  VISUAL  C++ 

♦  VISUAL  C++,  WINDOWS  3.1,  FIN'L  SERVICES 
4  VISUAL  C++,  WINDOWS  NT,  FIN'L  SERVICES 
4-  VISUAL  C++,  WINSOCK 
4-  VISUAL  C++,  WIN'95,  COMMS  GUI 
4-  VISUAL  C++,  IMAGING/SCANNING  GUI 
4-  VISUAL  C++,  32-BIT  MULTIMEDIA 
4  32-BIT  PORT  TO  OS/2 
4-  OLE  2.0,  VISUAL  C++,  CDK 
4-  OLE  2.0,  WIN’95,  NT,  GROUPWARE 
4-  SENIOR  OBJECT-ORIENTED  QA/TESTING 
INTERNATIONALIZATION 
4-  DOUBLE-BYTE  ENABLING 
4-  LOCALIZATION,  COMPILING 

COMMUNICATIONS 
4  SNMP  FOR  ATM 

4-  WAN  (SMDS,  ATM,  ISDN,  PPP,  OSPP) 

4  ISDN  FOR  ROUTERS 


Winter,  Wyman  ♦  Contract  Services 

PLEASE  CONTACT  JODI  SKLARI 

_  617-890-7007  ext.  3014  ^  e-mail:  winter@world.std.com 

@  800-890-7002  OUTSIDE  MA  J  204  SECOND  AVENUE,  DEPT.  CW 

fax:  617-890-4433  waltham,  ma  02154-1126 


CONSULTANTS 

Immediate  Interviews 


MAINFRAME 


OB2/CICS 
DB2  or  CICS 
Natural  2 
Tandem 
ADWorlEF 
BAL 

HOGAN 


EDI  •  AD  SO 
IDMS  •  IMS 
Internals  •  James  Martin 
AS  400  •  CASE 
CSP  *  M&DorMSA 
APS  •  PL1 
QMF  •  SAP 


CLIENT  SERVER 

Lotus  Notes  •  VAX/RDB  •  Progress 

Powerbuilder  •  Informix  •  Banyan 

OLE  2.0  •  Novell  •  Paradox 

Oracle  •  Unix  •  Vis  Basic 

Lan/Wan  •  Sybase  •  Smalltalk 

Visual  C--+  •  Access  •  C~ 

Sys/Admins  •  TCP/IP  •  Motif 

PeopleSoft  •  Testing  •  Windows 

Windows  NT  •  SAP  •  System  1 0 

Rohn  Rogers  Consulting 

1212  6th  Ave.  9th  R.  NYC  10036 
800-421-5158  212-921-1319 
Fax  212-302-4363 
email:  p00801  @  psilink.com 


\ 


:ONSULTANirs 

$60,000  TO  $175^000  \ 

We  have  requirements  for  the  following  skills: 

■  lEF/Composer  -  BAA,  BSI,  Model  Managers 

■  ORACLE  DBA's 

■  DB2  Systems  Programmer  - 
Performance  &  Tuning  -  Platinum 

■  ORACLE  CASE,  SAP.  Object  Oriented 

■  Data  Warehousing,  Client/Server 

Please  call  or  send  resume  to: 

LOGAN/BRiTTON 

3300  S.  Gessner,  Ste-203  •  Houston,  TX  77063 

1-800-362-4352  ♦  Fax  (713)  266-0263 


August  7,  1995  Computerworld 


Computer  Careers 


CHIEF  INFORMATION 
OFFICER 

Green  Tree  Financial  Corporation,  a  national  financial 
services  corporation,  has  an  excellent  opportunity  for 
an  experienced  Chief  Information  Officer. 

This  individual  will  direct  and  manage  the  information 
technology  function  for  this  high-growth  and 
competitive  organization  with  a  staff  of  approxi¬ 
mately  100. 

Reporting  to  the  President  and  Chief  Operating 
Officer,  the  ideal  candidate  will  have  7  or  more  years 
of  information  technology  management  experience  at 
a  corporate  level,  having  hardware  and  software 
experience  in  a  distributive  and  midrange  environ¬ 
ment.  Superior  project  management,  budgeting,  and 
human  relations  skills  are  essential,  as  well  as  the 
capacity  to  develop  and  implement  long-range 
strategic  initiatives  while  managing  day-to-day 
operations. 

If  you  are  seeking  a  growth  opportunity  with  excellent 
career  and  compensation  potential,  please  submit  your 
resume  and  salary  requirements  to:  Green  Tree 
Financial  Corporation,  Corporate  Human  Resources 
Department,  600-HR  Landmark  Towers,  345  St.  Peter 
Street,  St.  Paul,  MN  55102.  Reply  deadline:  Monday, 
August  21,  1995. 


Equal  Opportunity  Employer  M/F/H/V 


THEBEST 

OFBOTH 

WORLDS 

Information 

Management 

Resources,  Inc. 

(IMR)  is  a  fast 

growing, 

international 

commercial 

systems, 

integration, 

software 

development,  and 

consulting 

company 

dedicated  to 

helping 

businesses 

maximize  their 

information 

systems  potential 

through 

innovative  and 

creative  software 

solutions.  Our 

recent  growth 

and  new 

business 

opportunities 

have  created  the 

following 

immediate 

requirements. 


Project  Managers/Senior  Consultants/Senior  Pro- 
grammers/Programmers/DBA's 

We  require  professionals  at  all  levels  tor  our  U.S. 
offices  with  any  of  the  following  technical  disci¬ 
plines: 


•  IMS  DB/DC 

•  SQL/DS 
•CICS 

•  DB2 
•CSP 

•  IEF  5.3 

•  UNIX  C,  C++ 


•VISUAL  BASIC 
•POWERBUILDER 

•  ORACLE  7.0 
•SYBASE 

•  AS400 
•BAL 
•APS 


Jacksonville,  FL;  L.A.  CA,  Chicago,  Detroit, 
Westchester  County,  NY  and  other  locations 
nationwide 

REGIONAL  TECHNICAL 
RECRUITMENT  MANAGER 

Based  in  Clearwater,  Florida.  This  position  is  re¬ 
sponsible  for  sourcing  and  recruiting  professional 
resources  for  projects  throughouf  the  Eastern 
U.S.  Candidates  must  be  seasoned  recruiters  in 
the  information  technology  business. 

IMR  offers  excellent  compensation  and  a  com¬ 
prehensive  benefits  package.  Interested  candi¬ 
dates  who  are  available  immediately  and  willing 
to  relocate  should  apply  by  mailing  or  faxing  a 
detailed  resume,  including  salary  history  and  con¬ 
tact  telephone  to: 

Staffing,  Reference  No.  CW8795,  Information 
Management  Resources,  Inc.,  26750  U.S.  High¬ 
way  19  North,  Suite  500,  Clearwater,  FL  34621- 
142.  Tel:  |813)  797-7080/ 


344 

Fax:  (813)  791-8152.  Equal 
Opportunity  Employer.  All 
Inquiries  Welcome. 


Information 

Management 

Resources 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs./wk.  8  a.m.  -  5  p.m., 
$48,900.00/yr.  Carry  out  system 
analysis,  system  design,  coding 
and  testing  of  software  applica¬ 
tion  systems  on  IBM  m/f  utilizing 
CICS,  DB2,  and  CSP.  Evaluate 
user  requirements;  perform  inter¬ 
nal  and  external  design.  Requires 
bachelor's  degree  in  Computer 
Science  or  Electronics 
Engineering.  Reqr.  3  yrs.  expr.  in 
job  offered,  or  3  yrs.  expr.  in 
Systems  Analysis  &/or 
Programming  8,/or  Software 
Engineering  &/or  Computer 
Consulting.  Reqr.  work  expr.  in 
development  of  s/w  systems  on 
IBM  m/f  utilizing  CICS.  DB2,  & 
CSP.  “Employer  paid  ad."  E.O.E 
Send  resumes  to:  7310 
Woodward  Ave.,  Rm  415,  Detroit. 
Ml  48202.  Ref.  No  :  132795 


Systems  Analyst  -  Client  sites  & 
Co.  location  in  Boca  Raton,  FL. 
Analyze,  design,  develop,  imple¬ 
ment  &  maintain  systems;  build  & 
integrate  software;  automate  the 
build  process.  Utilize  Assembly, 
REXX,  VREXX,  Lotus  Notes. 
Korn  Shell.  Bachelors/  Comp. 
Sci,  Engg  or  Math,  lyr/exp.  in  job 
offered  or  1  yr  as  Design 
Engineer/Research 
Assistant/Programmer.  Related 
occ.  must  include  6mos/exp. 
using  Assembly,  REXX,  VREXX, 
Lotus  Notes  &  Korn  Shell  lan¬ 
guages.  (may  be  concurrent) 
40hrs/wk  (8-5;  M-F).  $38,256/yr. 
Send  resume  to:  Job  Service  of 
Florida,  2660  W.  Oakland  Park 
Blvd..  Fort  Lauderdale,  FL 
33311-1347,  Re:  Job  order  num¬ 
ber  FL-1283866. 


SENIOR  SOFTWARE  ENGI¬ 
NEER:,  40  hrs/wk.,  8  am-5  pm, 
$47,800/yr.  Analysis,  design,  and 
development  of  s/w  systems  for 
manufacturing/transportation 
applications  on  TBM  and  UNIX  m/f 
&  midrange  platforms.  Prepare 
requirement,  design,  and  program 
specifications,  test  plans,  case 
writing,  and  carry  out  implementa¬ 
tion  of  systems  utilizing  MVS, 
UNIX,  CICS.  ORACLE,  C, 
COBOL.  MS-Windows,  and  ADW. 
Reqr.  5  yrs.  expr.  in  job  offered,  or 
5  yrs.  expr.  as  Programmer/ 
Analyst,  Asst.  Consultant.  Reqr. 
work  expr.  on  IBM  m/f  and  UNIX 
platforms  utilizing  MVS,  UNIX, 
CICS,  ORACLE,  C,  COBOL,  and 
ADW.  “Employer  paid  ad."  E.O.E. 
Send  resumes  to:  7310 
Woodward  Ave,,  Rm.  415,  Detroit, 
Ml  48202.  Ref.  No,  62094 


★  GET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS.  BUT  NOT  YOUR 
CAREER  OPPORTUNITY.  THE 
COMPUTER  TECH  NETWORK  OF  160 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
NO  CHARGE  PLACEMENT  AND 
EMPLOYER  PAID  RELOCATION  OF 
COMPUTER  PERSONNEL  TO  ALL 
AREAS  OF  THE  USA.  A  OVERSEAS. 

TOLL  FREE  1  -800-752-3674 
FAX  (216)  356-9991 


COMPUTER  I 


NETWORK 


21010  Center  Ridge  Rd. 
Rocky  River,  Ohio  44116 


PROGRAMMER  ANALYST:  (2  posi¬ 
tions)  40  hrs./wk.,  8  a.m.  -  5  p.m., 
S41 ,000.00/yr.  Carry  out  the  analysis 
of  program  specifications,  program 
design,  coding  and  testing  of  compul- 
er  application  systems  for  manufac¬ 
turing  and  industrial  applications  on 
IBM  PC  utilizing  POWERBUILDER.  C, 
&  XBASE.  Prepare  test  suites  and 
assist  in  implementation.  Requires 
bachelor's  degree  In  Computer 
Science  or  Electrical  Engineering  or 
Mechanical  Engineering.  Reqr.  1  yr. 
expr.  in  job  offered,  or  1  yr.  expr.  in 
Systems  Analysis  &/or  Programming 
&/or  Software  Engineering  &/or 
Computer  Consulting.  Reqr.  work  exp. 
in  development  of  s/w  applications  on 
IBM  PCs  utilizing  C.  XBASE,  & 
POWERBUILDER.  "Employer  paid 
ad".  E.O.E.  Send  resumes  to:  7310 
Woodward  Ave.,  Rm.  415,  Detroit,  Ml 
48202.  Ref.  No:  132995. 


Programmer/Analyst  -  Majority  of 
time  at  client  sites  in  St.  Louis, 
MO  vicinity;  balance  of  time  at 
client  sites  in  Moline.  IL  & 
Omaha,  NE  -  Analyze  users' 
needs;  design,  develop,  imple¬ 
ment  modules  to  systems  &  appli¬ 
cations;  write  specifications  & 
programs;  debug  code,  use 
Oracle  6.0  (or  higher  version), 
Oracle  CASE  tools,  SQL  (Forms, 
Plus.  Menu).  UNIX  SVR4 
Bachelors/Comp.  Sci.  or  Engg. 
2yrs/exp.  in  job  offered.  Must  be 
willing  to  travel  &  relocate  (reim¬ 
bursed  by  employer).  40hrs/wk 
(9-6).  $50,000/yr.  ($24.04/hr  O/T 
as  needed).  Send  resume  to  Mrs 
J.  Gaston,  Division  of  Employ¬ 
ment  Security,  P.O.  Box  339, 
Florissant,  MO  63032.  Refer  to 
Job  No.  279303. 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs./wk.  8  a.m.  -  5  p.m., 
$49,500.00/yr.  Carry  out  system 
analysis,  system  design,  coding  and 
testing  of  software  application  sys¬ 
tems  on  IBM  m/f  utilizing  CICS,  DB2, 
CSP,  and  COBOL.  Evaluate  user 
requirements:  perform  internal  and 
external  design;  prepare  test  suites 
and  assist  in  implementation  of  the 
system.  Requires  bachelor  s  degree 
in  Computer  Science  or  Electrical 
Engineering.  Reqr.  3  yrs.  expr.  in  job 
offered,  or  3  yrs.  expr.  in  Systems 
Analysis  &/ or  Programming  &/or 
Software  Engineering  &/or  Computer 
Consulting.  Reqr.  work  expr.  in  devel¬ 
opment  of  s/w  systems  on  IBM  m/f 
utilizing  CICS.  DB2,  CSP  &  COBOL. 
"Employer  paid  ad."  E.O.E.  Send 
resumes  to:  7310  Woodward  Ave., 
Rm.  415,  Detroit.  Ml  48202.  Ref. 
No.:  132695. 


Recruit 
The  Best! 

Place  your  advertisement 
in  regional  or  national  edi¬ 
tions  of  Computerworld's 
Computer  Careers  sec¬ 
tion.  For  more  informa¬ 
tion,  call  Lisa  McGrath. 

800-343-6474 

x201 

(in  MA  508-879-0700) 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 

o 

WORKS... 


Computeworld  gives  you  the  unique  option  of  REGION¬ 
AL  or  NATIONAL  recruitment  advertising. 

Whether  you  want  to  place  your  advertisement  in  the 
Eastern,  Midwestern,  Western,  National,  or  any  combi¬ 
nation  of  regional  editions,  Computerworld  gives  you  the 
only  regional  recruitment  advertising  section  available  in 
the  United  States  designed  exclusively  for  I.S.  profes¬ 
sionals.  And  no  other  newspaper  or  magazine  reaches 
so  many  qualified  computer  professionals  regionally  or 
nationally! 

Computerworld’s 
Regional  Editions  and  Readers 


International 


To  place  your  advertisement  regionally  or  nationally,  call 
John  Corrigan,  Vice  President/  Professional 
Development  Division,  at  800/343-6474  x8201,  in  MA 
508/879-0700. 


Computerworld  August  7,  1995 


Computer  Careers 


Systems  Analyst  for  Software 
Consulting  firm.  Duties  include: 
Design,  development,  trouble 
shooting  and  maintenance  of 
Letters  Module  for  Claims 
Department  Includes  providing 
required  Enhancements  and 
developing  Phase  3b  of  Letters; 
and  utilization  of  CRE-  an  appli¬ 
cation  software  used  for  creat¬ 
ing,  modifying  and  maintaining 
claims.  The  client-server  com¬ 
ponents  are  implemented  using 
Visual  Basic  3.0,  Name  Shared 
Memory,  MS  Windows,  API's, 
C/C++,  DLL's,  SQL,  ODBC. 
WINIO.  DBM,  MS-MAIL,  MS 
SQL  Server  Also  includes  sup¬ 
porting  and  assisting  LAN 
Administrators  with  specific  soft¬ 
ware  programs  on  the  LAN  file 
Server  and  building  Databases 
on  Remote  SQL  Server. 
Requires  a  Bachelor’s  Degree  in 
Electrical  Engineering.  Requires 
two  years  experience  in  the  job 
offered  or  two  years  experience 
as  a  Software  Consultant  to 
include  the  following  experi¬ 
ence:  -Utilization  of  LAN;  WAN; 
Named  Shared  Memory;  DB1I, 
WINIO;  Programming  in  MS- 
MAIL;  and  VB  3.0.  Salary  is 
$42,000.00  per  year.  Hours  are 
8:00  am  to  5:00  pm,  forty  per 
week.  Send  resume  to  7310 
Woodward,  Room  415,  Detroit, 
Ml  48202.  Ref.  #142195 
Employer  paid  ad. 


Programmer  required.  Analysis, 
design,  coding  &  maintenance  of 
Security  Industry  Software  on 
IBM  AS/400  platforms  using 
Control  Language  Programming, 
PC  Support/400,  Query/400  & 
systems  utilities  including  SDA 
(Screen  Design  Aid),  DFU  (Data 
File  Utility)  &  RLU  (Report  Layout 
Utility).  Develop  barcode  technol¬ 
ogy  &  maintain  optical  systems 
(download  &  upload  of  optical 
files)  using  ImageView/  400. 
Perform  data  management  & 
maintenance  of  communications 
between  host  &  remote  systems 
using  RJE  &  SNADS  across  mul¬ 
tiple  platforms  including  MS- 
Windows.  VAX/VMS,  IBM 
Mainframe  &  UNIX.  Bachelors 
Degree  or  its  Equi-valent 
required  in  Math,  Computers  or 
Engineering,  plus  2  years  experi¬ 
ence  in  the  job  duties  described 
above  Must  have  proof  of  legal 
authority  to  work  in  the  U.S. 
Salary-$29, 000/year  for  a  40 
hour  work  week.  Send  resume  to 
Job  Service  of  Florida,  2660 
West  Oakland  Park  Blvd,  Fort 
Lauderdale,  FL  33311-1347.  Re: 
Job  Order  Number  FL-1285745 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs./wk.  8  a.m.  -  5  p.m.. 
S58.500.00/yr.  Carry  out  system 
analysis,  system  design,  coding  and 
testing  of  software  application  sys¬ 
tems  on  IBM  m/f  utilizing  IMS/DB, 
CICS,  and  COBOL.  Take  a  lead  role  in 
evaluating  user  requirements,  per¬ 
form  internal  and  external  design; 
prepare  test  suites  and  assist  in 
implementation  of  the  system. 
Requires  bachelor's  degree  in 
Computer  Science  or  Electrical 
Engineering  or  equivalent.  Reqr.  4 
yrs.  expr.  in  job  offered,  or  4  yrs. 
expr.  as  Systems  Analyst  &/or 
Programmer  &/or  Software  Engineer 
&/or  Computer  Consultant. 
Equivalent  includes  8  yrs.  expr.  in  job 
offered  or  related  occupation  in  lieu 
of  both  the  bachelor's  degree  and  4 
yrs.  of  expr.  in  job  offered  or  related 
occupation.  Reqr.  work  expr.  in  devel¬ 
opment  of  s/w  systems  on  IBM  m/f 
utilizing  IMS/DB.  CICS,  &  COBOL 
"Employer  paid  ad."  E.O.E.  Send 
resumes  to;  7310  Woodward  Ave., 
Rm.  415,  Detroit,  Ml  48202.  Ref. 
No.:  132595. 


CLIENT  SERVER 
MANAGER 


We  have  been  retained  to  con¬ 
duct  two  Senior  level  searches 
for  positions  in  the  Baltimore 
area.  Experience  should  include 
an  emphasis  in  Client  Server 
Architecture  or  Systems 
Development.  Positions  offer 
very  attractive  compensation  and 
benefit  plans.  Relocation  provid¬ 
ed.  Please  forward  resume  & 
salary  requirements  to  Abacus 
Consultants,  Inc.,  1777  So. 
Harrison  St..  Ste.  404,  Denver. 
CO  80210.  Ann:  SJK. 

Fax:  (303)  759-9846  or 
E-.mail  Abacons  a  AOL.COM 


decision 
cansuisantis 
met - 


Do  you  count  yourself 
in  the  top  20%  of  your  profession? 

Do  you  have  experience, 
a  strong  work  ethic,  dedication,  and  drive? 


If  you  said  "Yes"  to  these  questions. 
Decision  Consultants,  Inc.,  wants  to  speak  with  you! 


Over  the  last  quarter  century.  Decision 
Consultants,  Inc.,  has  grown  into  one  of  the  na¬ 
tion's  largest  and  best  known  consulting  compa¬ 
nies.  We  exceed  our  Clients'  expectations  and 
provide  timely  solutions  in  a  variety  of  business 
systems  and  technologies.  Our  business  part¬ 
ners  include:  Microsoft,  PowerSoft,  and  SAP. 
We  are  Preferred  Providers  in  the  airlines,  auto¬ 
motive,  telecommunications,  and  computer  in¬ 
dustries,  serving  many  Fortune  1 00  companies. 

Decision  Consultants,  Inc.,  provides  ex¬ 
pertise  in  Client  Server  technology  and  method¬ 
ology.  Interested  in  a  long-term  assignment 
using  C/C++,  UNIX,  Windows  NT,  and  Macin¬ 
tosh  systems?  We  are  also  searching  for  experts 
in  Oracle,  SYBASE,  Informix,  and  Paradox. 
Also,  we  are  currently  staffing  an  SAP  R/3  pro¬ 
ject.  Developing  long-term,  enterprise-wide 
solutions  is  a  cornerstone  of  Decision  Consult¬ 
ants,  Inc.,  business  objective. 


Do  you  have  expertise  in  Mainframe  de¬ 
velopment  and  support?  We  need  professionals 
skilled  in  COBOL,  DB2,  CICS,  PLV1  and  re¬ 
lated  utilities.  The  business  process  CASE  tools 
such  as  ADF  and  IEF  are  in  demand  and  so  is 
Midrange  development  involving  COBOL, 
RPG,  and  Visual  RPG. 

If  you  are  skilled  in  Network  Administra¬ 
tion  or  Support,  Novell  or  UNIX  or  Banyan,  we 
have  opportunities  suited  to  your  skills  as  well. 

Our  Training  initiatives  range  from  our 
Developers  Apprentice  Program,  a  career  op¬ 
portunity  for  entry  level  professionals,  to  full 
service  courseware  in  the  latest  technologies 
presented  in  our  state-of-the-art  Training  Cen¬ 
ters  around  the  country. 

If  you  are  ready  to  accept  the  challenge  of 
great  opportunity,  send  your  resume  to  the  of¬ 
fice  in  the  geographic  location  you  prefer. 


All  positions  advertised  are  local  with  no  travel. 

Decision  Consultants  ,  Inc.,  is  an  equal  opportunity  employer  (M/F/D/V). 


Business  Systems  Branch  (800)329-2626  •  FAX(8 13)572-6088  -jmk6281@aol.com 
Chicago  Branch  (800)414-4324  •  FAX(708)240-0234  •  MButler@dci-chicago.ccmail.compuserve.com 
Dallas  Branch  (800)304-4324  -  FAX(2 14)386-0741  -  CHogg@dci-dallas.ccmail.compuserve.com 
Detroit  Branch  (800)324-6001  •  FAX(8 10)3 52-30 10  •  staffing@dci-detroit.ccmail.compuserve.com 
Ft.  Lauderdale  Branch  (800)777-8603  •  FAX(305)389-0204  •  dciftl@gate.net 
Jacksonville  Branch  (800)246-4085  •  FAX(904)464-0290  •  dci@jaxnet.com 
Orlando  Branch  (800)299-9953  •  FAX(407)  843-8153 
Raleigh  Branch  (800)253-4324  •  FAX(9 19)36 1-1 167  •  dciraleigh@aol.com 
Tampa  Bay  (800)329-2626  •  FAX(813)572-6088  •  kevinm@computerppl.com 
Telecom  Branch  (800)977-8170  •  FAX(813)977-6674  •  donellga@cftnet.com 


decision 
consultants 
mn - 


TIME 


Illustrated 


UNIX  ADMINISTRATOR 


Fast  paced  challenges  await  you  when  you  join  the  high 
caliber  team  at  Time  Customer  Service,  Inc.  Our 

organization  provides  magazine  fulfillment  to  such  popu¬ 
lar  Time  Warner  publications  as  TIME,  PEOPLE  and 
SPORTS  ILLUSTRATED.  We  are  currently  seeking  a  UNIX 
Administrator  to  work  at  our  state-of-the-art  data  center  in 
our  Tampa  based  administrative  facility. 

This  position  is  responsible  for  supporting,  installing, 
customizing,  and  upgrading  AIX  systems,  as  well  as, 
developing  shell  scripts,  C  programming  and  24  hour  on 
call  system  support. 

The  successful  candidate  will  possess  5  years  experi¬ 
ence  administering  multiple  UNIX  systems  in  a  large  IBM 
mainframe  environment.  Additional  requirements  include 
extensive  knowledge  of  Shell  programming  (Bourne,  Korn, 
C),  C  programming,  TCP/IP  networking  and  working  knowl¬ 
edge  of  AWK.  Proficiency  in  AIX  administration,  SP2 
systems,  Oracle,  Informix  and  Perl  is  preferred. 

We  will  reward  your  talents  with  an  attractive  salary  and 
excellent  benefits  including  an  annual  incentive  bonus. 
For  consideration  please  send  your  resume  to:  Time 
Customer  Service,  Inc.,  Human  Resources  Recruiter, 
CW0807, 1  North  Dale  Mabry,  Tampa,  FL  33609.  AA/EOE 


Time  Customer  Service,  Inc. 

A  Time  Warner  Company 


If: 


M 


Federal  Reserve  Automation  Services  (FRAS),  providers  of  centralized  mainframe  support  and  net¬ 
work  services  for  the  Federal  Reserve  System,  has  the  following  opportunities  available: 

SENIOR  SYSTEMS  PROGRAMMER 

Richmond,  VA 

The  qualified  individual  will  be  responsible  for  the  overall  operating  system,  such  as 
sophisticated  file  maintenance  routines,  large  telecommunications  networks,  computer  accounting 
and  advanced  mathematical/scientific  software  packages. 

Position  requires  a  minimum  of  3-7  years  systems  programming  experience  in  a  large  mainframe 
(MVS)  environment  supporting  storage  administration  (DASD  management),  including  installation 
and  maintenance  of  operating  system  software  and  OEM  software  products.  Experience  imple¬ 
menting  IBM’s  SMS  methodology  and  customizing  automated  storage  management  products  such 
as  DFHSM  and  STOP/X37  are  also  required.  Knowledge  of  ICF  catalog  recovery  techniques, 
DASD  hardware  architectures,  disaster  recovery  planning,  DASD  performance  and  tuning 
concepts  and  software  exit  development  essential.  SAS,  MICS,  FDR  and  VSAM/Mechanic 
experience  desired. 

PERFORMANCE  MEASUREMENT 
&  TUNING  ANALYST 

Richmond,  VA 

Duties  will  include  image  monitoring  in  the  CPU  and  I/O  subsystem  areas  for  a  large  number  of 
consolidated  systems  images,  as  well  as  problem  investigation  and  resolution. 

Position  requires  3-5  years  experience  in  the  systems  performance  and  tuning  area  and  expe¬ 
rience  in  an  MVS/ESA  partioned  environment.  The  qualified  individual  will  be  experienced  in 
various  tools  and  packages  such  as:  Omegamon;  RMF  Monitor  I,  II,  III;  the  RMF  post  processor; 
RMF  cache  reporter;  MICS;  IMS/IMF;  Netview;  NPM;  NPDA;  DB2/AM/PM.  Usage  and  familiarity 
with  BGS  modeling  software  such  as  BEST/1  a  plus. 

This  is  a  great  opportunity  for  a  self-motivated  individual  with  the  ability  to  work  projects  to 
successful  completion  on  a  timely  basis  and  with  minimal  supervision.  Excellent  verbal  and  written 
communication  skills  required. 

NETWORK  ENGINEER 

Chicago,  IL 

Provide  design  level  technical  support  for  the  T1/T3  network.  Utilize  network  modeling  tools  to 
provide  design  expertise  to  optimize  integration  of  higher  layer  network  models  including  SNA, 
LAN,  and/or  Frame  Relay  onto  the  backbone.  The  qualified  individual  will  possess  5+  years  experience 
in  data  communications  and  2-3+  years  designing  wide  area  networks.  Experience  in  multiplexing  and 
complex  backbone  networks  also  required.  BSEE  degree  a  plus. 

We  offer  a  competitive  salary  and  complete  benefits,  including  relocation  assistance.  For 
confidential  consideration,  please  send  your  resume  (indicating  position  of  interest)  to:  Betsy 
Garrison,  FEDERAL  RESERVE  AUTOMATION  SERVICES,  Dept.  CW807,  P.O.  Box  27622, 


MGA  Consulting,  a 
national  firm  based  in 
Clearwater,  Florida 
has  immediate 
FULL-TIME/CONTRACT 
openings  in  the 
following  areas: 

IEF  •  PEOPLESOFT 
IDMS  •  SAP 
PLATINUM  SOFTWARE 
TPF/CRS  •  ADABAS 
POWERBUILDER 
ORACLE  •  0B2  •  INFORMIX 
VISUAL  C++  •  VISUAL  BASIC 
UNIX  •  C 

CICS  •  IMS  DB/OC 
AS400  •  COBOL 

Excellent  salary, 
benefits,  relocation. 

FAX  resume  to 

813-724-8039 
or  call  800-642-4729 


NATIONAL 

Consulting  and  full  time  informa¬ 
tion  technology  positions  in: 

DB2  CSP  Unix 

CICS  Natural  Oracle 
Informix  Cobol  IMS 

Adabase  PL/1  Ingres 

Sybase  Powerbuilder  WAN 
AS400  Visual  C/C++  RPG 
Foxpro  MS  Access  SAP 
A.C.  Coy,  established  in  1984. 
offers  medical  Insurance,  vaca- 
tion/holldays,  life  and  a  malching 
401k  plan.  Reply  with  a  resume 
and  geographic  preference  !o: 

A.C.Gv  Company 

Dept.  CW.  PO  Box  1262 
Canonsburg  PA  15317 
412-941-2220.  FAX  412-942  9140 


Information 
Systems  Director 


InfoWorld  -  a  leading  computer  trade 
newsweekly  -  is  looking  for  an  information 
Systems  Director.  This  position  directs  the 
overall  IS  strategy  for  InfoWorld,  including 
electronic  publishing  system,  electronic 
page  imposition,  Lotus  Notes,  LAN/WAN 
maintenance  and  enhancements,  and  gen¬ 
eral  day  to  day  running  of  the  IS  depart¬ 
ment.  Requirements:  7  -  10  years  IS  experi¬ 
ence,  management  expertise  and  technical 
expertise  in  Lotus  Notes,  Intel/Windows, 
Macintosh,  Unix,  Quark,  and  a  strong  net¬ 
work  background.  Customer  service  focus 
is  a  must.  Publishing  industry  experience 
desired. 

InfoWorld  offers  competitive  salaries,  an 
excellent  benefits  package,  and  the  oppor¬ 
tunity  to  be  part  of  a  team  of  publication 
professionals.  Please  send  your  resume  and 
salary  requirements  to:  InfoWorld,  Human 
Resources  Dept.,  Re:  IS  Director,  155  Bovet 
Road,  8th  Floor,  San  Mateo,  CA  94402 
(EOE/No  Phone  Calls  Please). 
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Computer  Careers 


Computer  Consultants 


Cross  The  Line  To  A  New 
Standard  Of  Consulting 


MAINFRAME 
•ADABAS,  NATURAL 
(MA,CT,DC,NY) 
•ADABASOBA 
•DB2,  NATURAL 
•CICS, COBOL  w/ Fin.  Svs. 
•  CICS,  DB2-Mult  Positions 
-DB2,  TELON 
•DMS,  COBOL  or  ADSO 


CLIENT  SERVER 
•Visual  C++,  UNIX  or  MS-DOS 
•ORACLE,  C++ orC,  UNIX 
•DBA's-SYBASE  or  ORACLE 

•  VISUAL  BASIC  &for  ACCESS 
•POWERBUILDER 
•LOTUS  NOTES 

•  UNIX  System  Administratexs 
•LAN  SERVER  or  NETWARE 


ADD.  HOT  OPENINGS 

•TAMDEM.TAL-BANK1NG  •  AS/400,  RPG-III 

•PEOPLESOFTorUNIFACE  -SAPVkBAP 


The  Absolute  Choice  In  Information  Technology  Consulting 

888  Worcester  Rood, Wellesley,  MA  02181 
Ten  Post  Office  Sq.,  Boston.  MA  02109 
Phone:  (617)  239-1700,  FAX:  (617)  237-0892 
E-mail:  recruit@adeptinc.com 
Member  NACCB/EOE 


Data  Processing 


PC  Manager 

(PROGRAMMER  ANALYST) 


Responsible  PC  Manager  position  available  in  the  Information  Services 
Division  of  the  Kansas  City,  Missouri  Aviation  Department  located  at  the 
KCI  Airport.  Position  involves  the  leading  and  supervising  the  work  of  the 
PC  support  staff,  planning  and  implementing  PC  and  network  services, 
implementing  connections  to  mid-range  and  mainframe  systems,  man¬ 
aging  application  and  implementation  projects.  An  accredited  bachelor's 
degree  in  computer  science  or  a  closely  related  area  preferred  and  two 
years  of  responsible  PC  support  experience.  Comparable  experience 
may  be  substituted  for  college  level  education  on  a  year  for  year  basis. 
Successful  candidate  for  current  opening  must  possess  expert  knowl¬ 
edge  of  PC  Hardware  and  Software  products  including:  PC  Architectures 
(ISA.  PCI.  &  MicroChannel),  PC  Installation,  configuration  and  trou¬ 
bleshooting;  Microsoft  Windows,  memory  management  and  trou¬ 
bleshooting;  PC  Networking  (Novell  Netware  preferred);  Implementation 
of  network  services  including  mail  and  database  access;  and  Microsoft 
Office  products.  Salary  range  $2,410  to  $4,156  per  month  with  starting 
salary  DOQ.  Successful  completion  of  drug  screen  required  as  a  condi¬ 
tion  of  employment.  Non-residents,  if  appointed,  must  establish  residen¬ 
cy  within  the  city  limits  of  Kansas  City,  Missouri.  Send  application  or 
resume  by  August  25, 1995  to:  City  of  Kansas  City,  Missouri,  Human 
Resources  Department,  12th  Floor  City  Hall,  414  E.  12th  Street, 
Kansas  City,  Missouri  64106.  The  Aviation  Department  maintains  a 
smoke  free  work  environment.  EOE/M/F/D. 


SOFTWARE  ENGINEER;  40 
hrs./wk.  8  a.m.  -  5  p.m., 
$46,600.00/yr.  Analyze,  design.  & 
develop  computer  s/w  systems  for 
manufacturing  &  industrial  appli¬ 
cations  on  IBM  3090  m/f  utilizing 
MVS,  CICS.  DB2,  VM.  CSP,  & 
IMS  DB/DC.  Gather  user  require¬ 
ments  and  carry  out  internal  & 
external  system  design.  Prepare 
comprehensive  test  plans  &  assist 
with  user  documentation.  Reqr.  3 
yrs.  expr.  in  job  offered,  or  3  yrs. 
expr.  as  Systems  Analyst/Prog¬ 
rammer.  Reqr.  work  expr.  in 
design  &  development  of  comput¬ 
er  s/w  application  systems  on  IBM 
3090  utilizing  MVS,  CICS,  DB2, 
VM,  CSP.  &  IMS  DB/DC. 
“Employer  paid  ad.”  E.O  E  Send 
resumes  to:  7310  Woodward 
Ave.,  Rm,  415,  Detroit,  Ml  48202. 
Ref  No.:  60394 


Systems  Analyst,  40hrs/wk.,  9am 
-  5pm,  $41,325/yr.  Software 
development  for  financial/securi¬ 
ties  applications  including  graphi¬ 
cal  user  interface.  Systems  inte¬ 
gration,  principally  PC  to  main¬ 
frame.  Tools:  TAL;  COBOL.  TACL; 
Visual  Basic:  Windows; 

ENFORM;  SIS.  B.S.  in  Computer 
Science.  Math  or  equivalent  as 
well  as  two  years  experience  as  a 
Systems  Analyst  or  Programmer 
required.  Previous  experience 
must  include:  TANDEM;  TAL; 
COBOL;  TACL;  ENFORM;  SIS  or 
BASE  24.  Apply  at  the  Texas 
Employment  Commission,  Dallas, 
Texas,  or  send  resume  to  the 
Texas  Employment  Commission, 
TEC  Building,  Austin,  Texas 
78778,  J.O.  #TX6944672.  Ad  paid 
by  an  Equal  Opportunity 
Employer. 


PROGRAMMER  ANALYST:  40 
hrs./wk.  8  a.m.  -  5  p.m., 
$37,500.00/yr.  Develop  comput¬ 
er  s/w  systems  for  industrial  & 
transportation  applications  on 
Unisys  m/f  utilizing  DMS  II, 
LINC.  ERGO.  COMS  &  COBOL 
74.  Prepare  test  data,  write  pro¬ 
gram  specifications  &  assist  in 
the  implementation  of  the  sys¬ 
tem.  Reqr.  2  yrs.  expr.  in  job 
offered,  or  2  yrs.  expr.  as 
Systems  Analyst/Programmer/ 
Design  Engineer.  Reqr.  work 
expr.  in  design  &  development  of 
s/w  systems  on  Unisys  m/f  utiliz¬ 
ing  DMS  II,  LINC,  ERGO,  COMS 
&  COBOL  74.  "Employer  paid 
ad.”  E.O.E.  Send  resumes  to: 
7310  Woodward  Ave.,  Rm.  415, 
Detroit,  Ml  48202.  Ref.  No.: 
53894 


Due  to  explosive  growth,  PCS  GROUP  has  imme¬ 
diate  Full-Time  and  Consulting  opportunities  for  IS 
professionals  with  at  least  two  years  experience 
with  the  following  technologies: 


Client  Server 
©  Sybase 
©PowerBuilder  ©CICS 
©D82 
©  Telon 
©IMS 


Mainframe 

©Cobol 


Miscellaneous 
©  Network  Engineer/CNE 
©CBpper 
©Unix  Admin. 

©OS/2 
©  AS/400  Cobol 


© Natixal/Adabas  ©Delphi 


©C/C++ 

©ORACLE 
©Visual  Basic 
©  Visual  C++ 

©Access 

PCS  GROUP  offers  excellent  fringe  benefits, 
training  reimbursement,  relocation  allowance, 
and  performance  bonuses.  Please  send  resume 
to:  PCS  GROUP 

9300  Shelbyville  Road,  Suite  1 103 
Louisville,  KY  40222 
800-682-9784  or  502-339-2900 
FAX:  502-  339-2888 

WWW  ADDRESS:  http://iglou.com/pcsgroup 
E-MAIL  ADDRESS:  pcsgroup@iglou.com. 

Equal  Opportunity  Employer 

■  ■: 

®PCS  GROUP 

PROFESSIONAL  CONSULTING  SERVICES 


Mainframe  &  Cross  Platform  Opportunities 

{Positions  located  throughout  the  country} 

~R  4  D  Manager(20  OeYs)  DB2  Sybase  MVS  Windows  Stocks*  90k 
-SW  Development  Manager  tor  an  MVS  Performance  Monitor  100k+ 
-Product  Developer  "NeW  DB2/MVS  Performance  Utility  (GUI  driven) 
Req'd:  C  &  Bal  (RACF  APPC  TCPIP  Unix  &  Oracle)— Royal«es+70k 
-Senior  Developer  IMS  Performance  Monitor  C,  BAL  &  MVS  90k 
-Sr  Dev  "New"  Netview  Monitor  C/BAL  MVS/Unix  -CICS  or  LAN*  80k 
-Senior  Dev  MVS  Performance  Monitor  or  Sys  Util  C  BAL/MVS  90k 
-SW  Dev  C  Rexx  Clist  MVS/Vtam  internals  (C++,  Unix  &  OS-2+)  80k 
-Senior  Middleware  Product  Dev  C/BAL  IDMS  or  IMS  MVSAJNIX  90k 
-Dev  in  C  port  MVS  product  to  A1X  HP  Sun  Solaria  RDB  equity  4  70k 
-Customer  Support  IMS  DBA  Utility  BAL  SMPE-OB2+(level  1  &  2)70k 
-Customer  Support  IMS  &  CICS  system  or  prog  ,  cobol  or  BAL  w/JCL 
VSAM  req'd.  DB2  GUI/LAN  UNIX/Otacle  desired  (3  companies)  85k 
-Prod  Marketing  Mgr  Storage  Mgmt  HW/SW.  Collateral  Req'd.  65k 
-Prod  Marketing  Mgr  MVS/Una  Syi  Utilities.  West  coast  territory  75k 
-Technical  Writer  Dev  SW  user  manuals:  MVS/OS2  util's  Coreldraw 
&  Word  (1PF+)  or  RDB  Orada/DB2  APP  4  DBA  tools  Interleaf*  60k 
-SE*s  (pre-post  salesJMVS  Unix/OS2  util's  C/Cobof  SMPE  (CM2+)  or 
DB2/IMS  oracle/sybase  MVSfUnix  applic/systems/DBA  product  80k 
—Many  other  posrtions  (at  all  levels)  exist  with  growth  potential— 
Submit  Resume  to  Tina  Costa  of  Mason  Concepts,  Inc 
6380  Wilshiro  Blvd.,  Suite  1000 
MASON  5*1®  Los  Angeles,  Ca  90048 

213-665-7656  Fax  213-658-1647 

Out  orCaliFornia  800-935-1555  masoncon@neUam.com 


Looking  for 
qualified 
computer 
professionals? 


Look 


further 


More  than  over  one  half  mil¬ 
lion  computer  professionals 
read  Computerworld  every 
week.  And  you  can  reach  all  of 
them  -  or  just  the  ones  in  your 
region  -  with  a  regional  or 
national  recruitment  advertise¬ 
ment  in  Computerworld's 
Computer  Careers  section. 

For  more  information,  call  Lisa 
McGrath  at  800-343-6474,  x  201 
(in  MA,  508-879-0700);  or  call 
your  local  sales  office  listed  below: 

BOSTON 

Nancy  Percival 
375  Cochituale  Road,  Box  9171, 
Framingham,  MA  01701-9171, 508-879-0700 

NEW  YORK 

Marty  Finn 

Mack  Center  1 ,  365  West  Passaic  St., 
Rochelle  Park,  NJ  07662,  201-587-0090 

WASHINGTON,  D.C. 

Katie  Kress 
8304  Professional  Hill  Drive. 
Fairfax.  VA  22031 .  703-573-41 1 5 

CHICAGO 

Patricia  Powers 
1 01 1  E  Touhy,  Suite  550, 
Des  Plaines.  IL  60018,  708-827-4433 

LOS  ANGELES 

Barbara  Murphy 
2171  Campus  Drive,  Suite  100. 
Irvine.  CA,  92715.  714-250-0164 


CAREER  SURVEY:  Project  Management  Software 


INDUSTRY  HIRING  TRENDS 


OVERALL  GROWTH  RATE 


REGIONAL  GROWTH  ANALYSIS 


9.6% 


■BT.v^r 

N  f\OZ 

Stable 


Growing  at 
LESS  THAN  14% 


Growing  at 
more  than  6% 


0% 


Shrinking 


.0%  .0%  .0%  .0%  .0%  .0%  .0% 


Survey  base:  87  technology  firms 
involved  in  Project  Management  Software 

Survey  conducted  between  November  '94  and  July  ’95; 


©Copyright  1995,  Corporate  Technology  Information  Services,  Inc.,  Woburn,  Mass 


New 

Mid  Southern  Northern  New  Jersey  New  York 

Eastern 

Great 

Mid-West 

. . . 

SnUTNWFOT 

England 

Atlantic  California  California  &  Delaware  Metro 

Valley 

Lakes 

Lakes 

US. 

UA. 

UA 

US. 

CORPTECH,  A  DIRECTORY  PUBLISHER  IN  WOBURN,  MASS.,  TRACKS  THE 
U.S.  35,000  TECHNOLOGY  MANUFACTURERS.  THIS  SURVEY  RELATES  TO 
THE  29,383  TRACKED  FIRMS  WITH  FEWER  THAN  1,000  EMPLOYEES. 
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1996 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


June  2-  5,  1996 

suburban  Denver,  CO 

1-800-488-9204 

to  register  or  for  more  info 


Computerworld's  Helpful  Hints 
on  Buying  IT  Products  and  Services 

Read  editorial  providing  information  on  products  and  services 
that  will  help  you  create  a  buying  strategy  and  make  your 
job  easier. 


Keep  up-to-date  on  the  latest  products  offered  by  leading 
vendors. 


Seek  out  grouped  advertisements  featuring  IT  products 
and  services  that  your  business  needs. 


•  client/server  •  consulting 

•  networking  and  communications  •  peripherals 

•  PC  hardware  and  software  •  outsourcing 

•  midrange  and  mainframe  •  leasing 

•  and  more! 


MOST  IMPORTANT: 

Read  the  Computerworld  Marketplace 
section  every  week  and  accomplish  all  of 
the  above! 


Marketplace 


urn  the  page. 


*• 


OUTSOURCING 

OPTIONS  FOR 
HELP  DESKS 


By  Alan  Radding 


OMPANIES  ARE  TURNING  over  all  or 
part  of  their  help  desk  operations  to  a 
growing  cadre  of  outsourcing  ven¬ 
dors.  Some  consultants  discourage 
this  practice,  and  the  economic  ad¬ 
vantage  isn’t  compelling.  But  the 
trend  is  gainingmomentum. 

In  a  recent  Help  Desk  Institute  survey,  58%  of  1,007 
respondents  say  they  outsourced  some  or  all  of  their 
help  desk  operations  in  1994,  up  from  12%  in  1993.  But 
the  motivation  to  outsource  varies. 

Some  experts  say  interest  is  due  in  large  part  to  com¬ 
panies’  focusing  on  what  they  do  best 
and  outsourcing  functions  they’re 
not  equipped  to  handle  or  can’t  do 
cost-effectively. 

But  money  isn’t  always  the  main 
issue.  “Cost  is  [not]  driving  this,” 
says  Char  LaBounty,  author  of  the 
Help  Desk  Institute  study.  (In  fact, 
less  than  10%  of  survey  respondents 
calculated  the  cost  per  call  of  their 
help  desk,  so  these  respondents 
don’t  even  have  a  basis  for  cost  com¬ 
parison.)  An  increase  in  workload 
is  a  more  compelling  reason  to  outsource,  LaBounty 
suggests. 

For  example,  Lutheran  Social  Services  of  Illinois  in 
Des  Plaines  outsourced  its  remote  LAN  support  and 
help  desk  when  it  began  installing  LANs  at  more  than 
120  sites. 

“We  faced  the  problem  of  ramping  up  a  major  new 
system  without  adding  staff,  and  we  didn’t  have  the  staff 
to  do  both  the  installation  and  the  support,”  says  Bret 
Smith,  director  of  information  systems.  Since  many  of 
the  remote  sites  required  nonstandard  installations,  IS 


handled  installation  and  out¬ 
sourced  support. 

Unfortunately,  experts  predict 
the  support  problem  will  only  get 
worse.  “Windows  95  will  require 
knowledge  that  few  IS  organiza¬ 
tions  have,”  says  Peter  Raulerson, 
president  and  chief  executive  offi¬ 
cer  of  ParaTechnology  in  Bellevue, 
Wash.  With  it,  help  desks  will  face 
a  much  more  complex  environ¬ 
ment  that  includesmultimedia,  re¬ 
mote  access,  Internet  connectivity 
and  more. 

Currently,  only  5%  of  376  companies  outsourcing  are 
turning  over  everythingto  an  outside  vendor,  according 
to  the  survey.  But  with  help  desk  out  sourcing  appearing 
on  every  vendor’s  radar  screen  as  a  hot  target,  a  wide 
range  of  options  exist. 

When  choosinghelp  desk  support  vendors,  organiza¬ 
tions  place  primary  importance  on  telephone  support 
capabilities,  staff  expertise  and  documentation,  ac¬ 
cording  to  Dataquest  Worldwide  Services  Group.  When 
purchasing  support  from  software  vendors,  respon¬ 
dents  ranked  service  reputation,  product  reputation, 
product  features,  documentation  and  clear  value  of  ser¬ 
vice  as  the  most  important  issues. 

Yet  not  everyone  is  bullish  on  help  desk  outsourcing. 

“Outsourcing  is  expensive,”  says  Ivy 
Meadors,  president  of  High  Tech 
High  Touch  Solutions,  a  help  desk 
consulting  firm  in  Seattle. 

Pricing  varies  depending  on  cov¬ 
erage,  response  speed  and  the  num¬ 
ber  of  users  supported.  Vendors 
offer  an  array  of  pricingoptions,  from 
per  incident  pricing  to  unlimited 
service.  Lutheran  Services,  for  exam¬ 
ple,  pays  a  base  price  for  a  fixed  num¬ 
ber  of  workstations  and  a  fee  for 
each  additional  workstation.  “You  al¬ 
so  pay  about  40%  more  for  extended  support  hours,” 
Smith  adds. 

Because  help  desk  outsourcing  is  just  emerging,  or¬ 
ganizations  must  be  careful.  “Users  need  to  think  about 
what  their  needs  will  be  tomorrow  as  well  as  today  be¬ 
cause  if  you  dismantle  your  help  desk,  it  is  hard  to  go 
back,”  warns  Bob  Johnson,  a  director  of  research  at 
Dataquest.  “We’ve  also  seen  a  lot  of  vendors  go  out  of 
business  or  merge.”  Caveat  emptor!  ■ 


Radding  is  a  freelance  writer  in  Newton,  Mass. 


COUNTING  COSTS 

85%  of  help  desk  outsourcing  deals  are 
eusl^^b.  Average  pricing  for  annual  corporate 
contracts  at  the  25  leading  support  outsourcing 
vendors  include  the  following: 


STANDARD:  $154  average  per  user; 
$267  per  user  for  extended  hours 
PER  HOUR:  $147 
PER  MINUTE:  $2  to  $3 
PER  CALL/INCIDENT:  $3 


•  These  are  average  corporate  prices. 
Volume  discounts  available. 

Source:  Dataquest  Worldwide  Services  Group.  Framingham.  Mass. 


AT  A  GLANCE 


HOW  MANY  OUTSOURCE? 


58%  of  1,007  respondents  surveyed  by  the  Help 
Desk  Institute  outsource  some  or  aU  of 
their  help  desk  operations. 


WHAT  TASKS  GO? 


86%  of  376  respondents  outsource  hardware 
support  and  repair;  30%  outsource  shrink- 
wrapped  PC  software  support; 

15%  outsource  network  and  LAN  support. 


WHO  OFFERS  HELP? 


Dataquest  identifies  four  categories  of 
support  outsourcing  vendors: 

1)  small  low-budget  telephone-based  operations 
2)veteran-support  outsourcing  providers 
3)  large  diversified  service  companies 
4)major  hardware  vendors 


MOST  IMPORTANT  FEATURES  OF 
HELP  DESK  OUTSOURCING  VENDORS 


Telephone  support  capabilities,  staff  expertise 
and  documentation 

Source:  Help  Desk  Institute.  Colorado  Springs, 

Dataquest  Worldwide  Services  Group.  Framingham,  Mass. 


DOUBLE  TROUBLE 

Call  volumes  at  the 
leading  software  support 
outsourcing  vendors  tracked 
by  Dataquest  Worldwide 
Services  Group  hit 
1.3  million  in  1994,  up 
from  560,000  in  1993. 
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MARKET  IH 

Where  IS  Buyers  Find  Solutions 

TRADESHOWS  &  EXHIBITIONS 

Object  World* 

San  Francisco 
August  15 -17: 

Networks  Expo* 

Dallas 

September  12-15 
Cybex  Booth  #1696 
September  12 -14: 

Interop  &  Networld* 

Atlanta 

September  25  -  29: 

Cybex  Booth  #5166 

•Indicates  Bonus  Distribution 
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Is  Your  E-Mail  Still  Costing  You ? 


Loney?  Poor  response  time?  Inability  to  add  users?  Security?  Administrative 
Overload?  Organizations  with  LAN  based  e-mail  systems  find  costs  running  to 
over  $300  per  user  per  year,  with  no  ability  to  grow. 


Register  now  for  the  10th 
annual  Stratagy  meeting 

Users  Conference  &  Trade  Show 

September  17-20, 1995 

Education  Seminars 

September  16-17, 1995 

•  Trade  show  floor 

•  Technical  sessions 

•  Vendor  sessions 

•  Stratus  education 

Keynote  Speaker 

Bill  Foster 

CEO,  Stratus  Computer,  Inc. 


Enter  to  win  a  new 
Stratus  Computer! 


M  A  R  K  E 

Where  IS  Buyers  Find  Solutions 


Call  1-800-833-0724 

More  info  at  www.stratus.com 


Supports  all  100%  IBM  compatible  PCs 
and  PS/2  or  serial  mouse;  optional 
Macintosh  and  Sun  support  available 

Rear  peripheral  access  available 


S  L  i 


LINE 


COMMANDER 


Cybex  Corporation 
4912  Research  Drive  Huntsville  Al  3SSOS  USA 

(205)  430  4000  (20S)  430-4030  fax 


IBM  is  a  trademark  of  International  Business  Machines  Corpo'atfoit.  in  «  •  -  -  -  ■■  j 

Apple  Computer,  Inc.  Sun  is  a  trademark  of  Sun  M:crovyUsip' .  Cybt'V  *■  l.*Ccc  ‘  > 


are  trademarks  of  Cybex  Corporation. 

Dealer  Program  Available 


,t..  Ts.'  S:*1 
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The  alternative  is  EXM  Mail  from  Enterprise  Solutions  Limited.  It  allows  you  to 
continue  using  your  existing  infrastructure  while  evolving  to  an  enterprise-wide 
solution  that  will  reduce  your  costs  and  let  you  gain  control  of  your  information. 
EXM  Mail  has  been  designed  with  your  enterprise  in  mind.  It's  scalable, 
reliable,  secure,  easy-to-use,  available  on  a  variety  of  platforms,  and  offers 
a  modular  design  with  extensive  add  on  products... 
all  within  a  standards-based  framework. 


Call  today  for  a  pamphlet  describing  how  organizations 
of  all  sizes  use  EXM  Mail  to  run  their  business,  and  reduce 
their  costs. 


EXM  Mail-The  Xperienced 
Standard  in  Enterprise 
Wide  Messaging. 

©  1995  Enterprise  Solutions  limited 


Enterprise  Solutions  Limited 

2900  Townsgate  Road,  Suite  210 
Westlake  Village,  CA  91361 
805-449-4181  •  805-449-4186  Fax 


■  Control  all  computers  locally,  remotely, 
or  both 


or 


for  quick  pain  relief! 


SERVICES 

Telephone  Support 

•  On/Off-Site 
Help  Desk 

Call  Management 

•  Performance 
Measurement 

•  Needs  Assessment 

•  Network 
Administration 

Staffing/Management 

•  Agent  Training 
Data  Analysis 


BENEFITS 

•  End  User  Productivity 

•  Reduced  Support 
Costs 

•  IS  Staff  IS  projects  for 
Increased  ROI 

•  Lower  Training  Costs 

•  Optimize  Investment 
in  Computing  Tools 

•  Independent, 

Unbiased  &  Objective 
Consulting 

Experienced  Eirm  with 
700  +  Employees 


r 


•  wmMi 


•  Dallas  •  m 


raoii 


Yes!  Then  you  should  call 

IBS  Support  Services 


AutoBoot  Technology 
in  a  New  Glimmer'  Size! 


Control  up  to  96  file  servers  with  just  1  keyboard, 
monitor  and  mouse 


1 .75 "  unit  fits  into  your  computer 
rack  using  a  minimum  of  space 


Push-button  and  keyboard 
controlled  scanning  standard 


AutoBoot™  feature  boots  all  computers 
without  user  intervention 


Business  Connections  Wanted  ! 


We  are  a  successful  German  softwarehouse  and  we  are  looking  for  an  American  software 
company  that  we  can  work  for  in  german  speaking  Europe.  The  company  should  be  able  to  offer 
attractive  standard  software  products  for  the  MVS  and/or  VM/VSE  mainframe  market. 

4  As  a  result  of  our  marketing  concept,  from  mailings,  continuous  telephone  contacts,  as  well  as 
technical  presentations  to  interested  groups  and  our  self-initiated  based  seminars,  we  have  at 
our  disposal  accurate  information  and  permanent  contacts  within  Germany,  Austria  and 
Switzerland  for  mainframe  users. 


4  Apart  from  that  we  are  looking  for  a  qualified  business  partner  for  the 
developed  CCM-product 


sales  of  our  own- 


(Change-  and  Configuration-Management  System  with  an  integrated  online-repository  for  3GL, 
4GL,  JCL  and  other  documents)  which  operates  under  MVS  and/or  VM/VSE  operating  systems. 


SET 

1  Software 
Entwfckfungstaam 
GmbH 


WattmannstraRe  6 
D- 41564  Kaarst 
Germany 

Tel.:  011-49-2182-88060 
Fax:  011-49-2182-69375 


for  transparency 


- - - 


•  ,vVr;-'y 


More  than  one? 


What  would  your  customers  say  if 
you  installed  one  software  product 
that  could: 

Present  your  service  solution 
across  any  platforms  you  choose; 

Automate  your  system  facilities 
to  communicate  with  your  enterprise 
management  solution; 

Integrate  your  service  desk, 
problem,  change,  and  asset 
management  disciplines;  and— 


Distribute  your  data  and 
applications  across  popular  non¬ 
proprietary,  relational  databases? 

How  about,  "Thunk  you." 

ASG  announces 
ASG-IMPACT™  and 
ASG-IMPACT/LAN?1 
today’s  only  totally  integrated 
customer  service,  enterprise 
management  solution. 

Call  your  ASG  sales  and  service 
representative  today  for  details. 

1-800-932-5536.  Ext.  411. 


Allen  Systems  Group 

Customer  Service  for  the  Enterprise 


Offices:  Naples.  FL  Atlanta  Boston  Sydney  Paris  Tokyo  Amsterdam  Singapore  Bristol  11. K. 
Copyright  1095.  Allen  Systems  Group,  Inc.  All  products  named  herein  are  trademarks  of  their  respective  holders. 
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When  you  buy  from  Box  light,  you'll 
get  the  exact  system  for  your  needs.  We 
don't  limit  you  to  just  a  few  products. 
You  can  choose  from  over 
50  models  in  stock.  Our  \* 


24  hours  -wherever  you  need  it  even 
if  that  means  multiple  locations  world¬ 
wide.  m  When  your  new  equipment 
arrives ,  it's  ready  to  go.  Set-up  is 
about  as  simple  as  using  a  toaster.  If 
you  ever  have  questions  or  need  help , 
our  Technical  Support  Group  is  standing 
by  with  free  after-th e-sale 
phone  assistance.  Every 
work  day.  Forever. 
No  charge. 


ms 


L'./.v'-'- 


Boxlight  ColorShow  2000 


Boxlight  ProColor  1301 


msm  Monday  through  Friday,  6am-5p?n,  Pacific  Time. 

All  Box/ight  products  carry  a  30-day  no  risk  money-back  guarantee! 


Government:  (800)  497-4009  •  Resellers:  (800)  736-6956 

rials  (360)  779-7901  •  Rental:  (800)  736-6954  •  Fax:  (360)  779-3299 


trained  people  will  ask  you 
questions  and  guide  you  to  the  exact 
solution  for  your  situation ,  sometimes 
at  a  lower  cost  than  you  might 
have  thought  possible.  ■  And ,  we 
guarantee  to  ship  your 
order  in  less  than 


Boxlight  ColorShow"  1200 


Why  buy  from  Boxlight  Direct?  *  Immediate  dialog  with  knowledgeable  people  the 
first  time  you  call.  ■  Immediate  help  in  finding  the  most  appropriate  equipment  for  your 
unique  situation — from  our  on-hand  inventory  of  over  50  models. a  Immediate  service 
of  everything  we  sell  by  our  in-house  service  group.  Industry  leading  Uptime  Assurance 
Program,  a  Immediate  overnight  delivery  to  multiple  world-wide  locations,  a  Hassle- 
free  30  day  money  back  guarantee.  a  Rentals.  ■  Free  lifetime  after-the-sale  technical 
support  should  you  have  any  questions,  a  Call  today  and  ask  for  a  catalog. 


BOXLIGHT 

|  DIRECT 
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Purchasing  presentation  equipment 
doesn  V  get  any  more  convenient. 
Just  pick  up  the  phone  and  dial. 
There's  absolutely  no  ii.sk  in 
buying  from  us,  because  if  you're  not 
happy  with  your  purchase,  call  us 
within  30  days  and  return  it  for  your 
money  back.  No  hassle.  No  risk! 


amdahl 

Cisco 

Concurrent 

IvData  General 


New  &  Used 

•  Computers 


Peripherals 


Upgrades 


SYSTEM/88 


...and  more! 


SPECTRA 

(800)  745-1233 

(714)970-7000  •  (714)  970-7095  Fax 

Anaheim  Corporate  Center 

5101  L.  La  Palma  Ave..  Second  Floor 

Anaheim.  C'A  92807 


wSun 

^TANDEM 

UNiSYS 

XEROX 


COMPUTERWORLD  AUGUST  7,  1995 


Extensive  Software  Library 

Telenet  Tymnet 
Advantis  CompuServe 


MVS/ESA  IMS/DBDC 
VM/ESA  CICS  SAS 
VSE/ESA  TSO  DB2 


Extraordinary  Customer  Service 
Migration  Management 


FANEUIL 

SYSTEMS 


708-574-3636 

New  England  617-595-8000 
815  Commerce  Drive,  Oak  Brook,  IL  60521 


Your  best  choice  for  mainframe  computing  services 


MARKET 

Where  IS  Buyers  Find  Solutions 


•  Buy  /  Sell  /  Lease  •  Services  •  Train 
•  Classified  Solutions 


Ti  H 


Dawn  Bjork 

Microsoft  Certifled  Trainer 
S  MS  Word  Instructor 


Video  Training  for  the  Entire  Enterprise 


#  0 

Alison  Balter  Chris  Maio 

Microsoft  Certified  Developer  Lotus  Notes  Certified  Trainer 
&  MS  Access  2.0  Instructor  &  Notes  3.x  Instructor 


ALICOMP 


j  ! 
,  • 


j 
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Beg/Int/Adv 
Special-All  Three  $129.95 


Access  2. 


Beg/Int/Adv  (ea)$49.95 
Special-All  Three  $129.95 


Windows  3.1 


Beg/Int/Adv  (ea)$49.95 
Special-All  Three  $129.95 


Excel  5. 


Beg/Int/Adv  (ea)$49.95 
Special-All  Three  $129.95 


Project  4. 


Level  I/1I/III/IV  <ea)  $79.95 
Special-All  Four  $299.95 


Rob  Aronson 

NetWare  4.1  Instructor 
8  Novell  CNI S  ECNE 


NetWare  4. 


Level  I/2/3/4  (ea)  $89.95 
Level  5/6/7  (ea)  $89.95 
Special-Any  Four  $329.95 
Special-All  Seven  $495.95 

Lotus  Notes  3jt  j 

App.  Dev.  Lev  1  $89.95 

App.Dev.Lev2  $89.95 
Sys.  Adm.Lev  1  /2  (ea)$89.95 
User  $49.95 

Special-All  Five  $379.95 


Windows  NT  3.5 


Installation  $89.95 

NT  Server  Level  1  $89.95 

NT  Server  Level  2  $89.95 

NT  Workstation  $89.95 

Special-All  Four  $299.95 


Other  Videos  |  SQL  Server  4.x 


M  SQL  Sertev  1/2/3<ea)$89.95 

k'1  VB/SOL  Connection  $89.95 

M  Special-All  Four  S329.95 


PerfectOffice 
SmartSuite 
Visual  Basic 


KeyStone 

Lofwtng  Systems  Cocp. 

Average:  2  hours  per  video 


PowerBuilder  4.0 


Level  1/2/3  (ea)  $89.95 
Special-All  Three  S249.95 


Attention  IS 
Professionals 


Call  to  order 

Computerworld’s  Salary 
Survey  on  disk  to  ' 


$99 


Call  tolkfree  1*800495’0157,  ext.10 


Special  Microsoft  Office 
Video  Combinations 

Office  4  J(  Standard _ .$349.95 

.  3  Excel  5.0,3  PowerPoint  4.0 

war 

[Pro. 

cel  5.0, 3  Access  2.0 
nt  4.0, 1  MS  Mail  training  videos 

with  over  24  hours  of  training 

Microsoft  Office  4jc  Plus _ _ ..$579.95 

•  3  Word  6.0, 3  Excel  5.0, 3  Access  2.0 

•  3  PowerPoint  4.0, 3  Windows  3.1, 1  MS  Mail 

•  16  videos  with  over  29 


3  Easy  Ways  to  Order: 

0DM-8OO-748-4838 

801-375-8680 

►1-801-373-6872 

KeyStone  Learning  Systems  Corp. 
r  2181  Larsen  Padtway 
Provo,  UT  84606 


$495.95 


The  “Boutique”  of  the  Computer  Services  World 

Outsourcing  Remote  Computing 

VM,  MVS,  VSE 

Two  State  of  the  Art  Locations: 

^  ALICOMP  /  ®CBS 

20,000  sq.  ft.  Manhattan  complex  105,000  sq.  ft.  Secaucus,  NJ  complex 

“Our  Platform  is  Excellence” 

Serving  Clients  Since  1980 

(2T2)  886-3600  •  (800)  274-5556 


AD#  0075 


SOLUTION  PROVIDER 


ESHHliJ 


Carlson  Computer  International 


•  BUY* 

•  LEASE  • 


•  SELL  • 

•  TRADE  • 


••  RENT •• 


•  SYSTEMS 

•  UPGRADES 

•  DISKS 


•WORKSTATIONS 

•  MEMORY 

•  PERIPHERALS 


DEC  &  SILICON  GRAPHICS 


NEW  .  .Discounted  from  list  price 
USED . .  .At  a  fraction  of  list  price 


“We  love  spending  money  buying  computer  gear” 

800-334-7073 

Carlson  Computer  International 
1 1956  Bernardo  Plaza  Dr.  #503 
San  Diego,  CA  92 128 
(619)  675-3377 
FAX  (619)  675-3379 


Association  of  the 


Iddal 


DEG  Marketplace 


Supplement  your  IS  operation. 

-  Mainframe  Processing 

-  Report  Distribution  to  CD-ROM 

-  AS/400  Remote  Management 

-  Network  Management 

-  Applications  Support 

-  Operations  &  Technical  Support,  and  more 

Quality  Account  Manasement 
Satisfied  Clients 

We  will  help  evaluate  your  options,  formulate  a 
flexible  strategic  and  expeditious  plan  to  help 
reach  your  goals  -  and  get  the  fastest  return  on 
your  investment 

13  The  Outsourcing  Group 

A  Unit  of  American  Software  USA,  Inc. 

470  E.  Paces  Ferry  Road 
Atlanta.  GA  30305 
404-264-5770 


Let  Computerworld 
deliver  your  message 
to  over  140,000  IS  professionals 
weekly.  Using  the  improved 
“Classified  Solutions”  4-color 
section.  The  section  features 
both  black/white  &  4-color  ads. 
For  more  rate  information  about 
affordable  display  color  ads 
call  1-800-343-6474  ext.  744 


♦  PC  Solutions 


Micro  Focus  COBOL,  Dialog  System, 
Panels2  solutions.  Next  EDition,  Inc 
(216)  498-0602 


•  Elect.  Data  Interchange 


EDI  software,  consulting,  &  integration 
Next  EDition,  Inc.  14+  yrs  exp 
(216)  498-0602 


To  place  your  advertisement 
in  the  Classified  Solutions 
section  CALL 
1-800-343-6474 
ext.  744 


_ ♦Bbs/Pwvosals 

REQUEST  FOR  PROPOSALS 

Electronic  typesetting  and  paper 
publication,  information  manage¬ 
ment,  and  document  distribution 
system  needed  tor  production  of 
the  Iowa  Administrative  Code.  This 
request  seeks  to  incorporate  elec¬ 
tronic  publishing  capabilities  with 
the  current  process  of  supplement¬ 
ing  the  Code,  which  involves  print¬ 
ing  of  change  pages  for  users  to 
insert.  An  RFP  is  available  upon 
request  to  Legislative  Service 
Bureau,  State  Capitol,  Des  Moines, 
Iowa  50319  (515/281-3566)  or  by 
FAX  515/281-8027,  until  the  pro¬ 
posal  submission  deadline  of 
September  5, 1995. 


_ ♦  Bids  /  Proposals 

THE 

“CONVERSION  SPECIALISTS’’ 

AUTOMATED  CONVERSIONS 
TAILORED  TO  YOUR  NEEDS 

DOS  TO  MVS 
HONEYWELL  TO  IBM 
WANG  TO  IBM 

OTHER  PLATFORM  CONVERSIONS 


CSPT0  C0B0L/CICS 
SHADOW  TO  CICS 
MACRO  TO  COMMAND 
RPG  TO  COBOL 
PL/1  TO  COBOL 
COBOL  TO  C0B0LII 
CENTURY/FIELD  EXPANSION 
OTHER  LANGUAGE  CONVERSIONS 


BELCASTR0  COMPUTER 
SERVICES,  INC. 

(216)  652-1628 
(800)  521-2861 


*  Conversions 


Toronto  Transit 
Commision 


“THE  BETTER  WAY” 

TORONTO  TRANSIT  COMMISSION 

The  Toronto  Transit  Commission  requests  inter¬ 
ested  parties  to  respond  to  a  Request  for 
Information  for  the  supply  of  a  Legal  and  Claims 
Administration  System  to  manage  a  claims  and 
litigation  process,  Request  No  R14P5037 
Sealed  submissions  must  be  received  no  later 
than  Friday,  August  25, 1995. 

Copies  of  the  Proposal  Documents  will  be  avail¬ 
able  from  the  Materials  and  Procurement 
Department,  2nd  Floor,  1138  Bathurst  Street, 
Toronto,  Ontario  on  and  after  Tuesday  August  8. 
1995. 

A  pre-bid  meeting  will  be  conducted  by  the 
Commission  on  Wednesday,  August  16,  1995 
at  3:00  p.m.  tor  Interested  parties.  Proponents 
are  encouraged  to  have  a  representative  present 
at  this  meeting,  as  no  subsequent  meetings  will 
be  arranged 

For  addition  information  contact  Jack  Higgins  at 
(416)393-4725 


August  7,  1995  Computer world 
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Where  IS  Buyers  Find  Solutions 


Microsoft* 


SOLUTION  PROVIDER  DIRECTORY 


Microsoft  Solution  Providers  are  independent  organizations  that  provide  consulting,  integration,  development,  training,  technical 
support  or  other  services  with  Microsoft  products.  Microsoft  Solution  Providers  implement  business  solutions  for  companies  of 
all  sizes  and  industries  by  taking  advantage  of  today’s  micro-computer  technology  for  graphical  and  client-server  applications 


! —  Call  A  Microsoft  Solution  Provider  listed  below,  or  for  program  information  or  a  referral,  call  1-80O-SOLPR0V, 


Advanced  Systems  Training 


Hilton  Computer  Strategies 
6001  Savoy  #207 
Houston,  TX  77036 

Hilton  Computer  Strategies  is  the  premier  training  facility  in 
Houston  for  advanced  systems  training  in  Windows  NT,  Windows 
95,  Systems  Management  Server,  and  soon  Information  Exchange. 
Call 

1-800-324-7415  for  complete  information. 


Advanced  Training/Consultant 


Network  Services  Group,  Inc. 

8275  Allison  Pointe  Trail,  Suite  375 

Indianapolis,  Indiana  46250-4207 

Phone:  (317)  579-5806  Fax:  (317)  579-5807 

E-Mail:  75361.3151@compuserve.com 

NSG  is  Indy’s  NT  networking  leader.  The  “sales  staff”  is  our  team 

of  Microsoft  Certified  Instructors/Engineers  focused  on  enterprise 

solutions.  Instructors  are  on-site  consultants  when  not  giving 

ATEC  training. 


Client/Server 


Advanced  Information  Solutions 
730  North  Franklin,  Suite  710 
Chicago,  IL  60610 

Phone:  (312)  751-9700  Fax:  (312)  751-9053 

We  are  a  full-service  consulting  company,  specializing  in  design¬ 
ing,  developing,  and  implementing  Client/Server  enterprise  sys¬ 
tems.  Utilizing  Visual  Basic,  Access,  SQL  Server,  and  the  Microsoft 
suite  of  products,  we  are  Chicagoland's  premier  provider  of  cus¬ 
tom  business  solutions. 


COROMANDEL  INDUSTRIES,  INC. 

70-15  Austin  Street,  Third  Floor 

Forest  Hills,  NY  11375 

Phone:  800-535-3267  Fax:  718-793-9710 

Leading  developer  of  Client/Server  products  like  Integra  VDB. 
Services  include  design  and  custom  development  of  cross-plat- 
form,  graphical  applications  using  C++,  Visual  Basic,  Microsoft 
Office,  BackOffice,  NT,  OLE  and  SQL  databases. 


Hummingbird  Communications,  Ltd. 

2900  John  Street 

Markham,  Ontario,  Canada  L3R  5G3 
Phone:  (905)  470-1203  Fax:  (905)  470-1207 

Hummingbird  offers  the  most  comprehensive,  robust  PC  X  con¬ 
nectivity  product  line  available  today.  The  eXceed  product  family  is 
comprised  of  PC  X  software  for  Windows,  Windows  NT,  OS/2  and 
DOS. 


Jinks  Technology  Management,  Inc. 

2  Tomolonis  Dr.,  Nashua,  NH  03062 
Phone:  (603)  882-8222  Fax:  (603)  886-8886 

Planning  and  Development  assistance  for  Windows  and 
Client/Server  applications  throughout  New  England.  Staff  includes 
Microsoft  Certified  System  Engineer  and  Product  Specialists. 


SOLARC  (800)  665-0883 

Offices  in  Tulsa  &  New  Orleans 

We  specialize  in  developing  both  departmental  and  enterprise  wide 
client/server  solutions,  and  provide  consulting  and  training  for: 
Microsoft  NT  Visual  Basic 
SQL  Server  Visual  C++ 


Unibased  Systems  Architecture,  Inc. 

14323  So.  Outer  Forty  Rd.,  Ste.  300  South 
St.  Louis,  MO  63017 

Phone:  800-489-6069  Fax:  (314)  878-2674 

Providing  migration  of  large  scale  legacy  applications  to  a  three  tier 
client/server  environment.  USA’s  layered  RAD  tool  (A*SET)  pro¬ 
vides  RDBMS  independence,  generating  standard  C  code  for  use 
with  Win  95  and  NT  server 


Consulting 


Carnegie  Technology  Group,  Inc. 

1266  W.  Paces  Ferry  Rd,  Suite  508 
Atlanta,  GA  30327 

Phone:  (800)  499-7624  Fax:  (404)  988-9889 

We  are  recent  PhD’s  from  top  schools  including  Carnegie  Mellon, 
MIT,  Georgia  Tech.  We  specialize  in  solving  complex  problems 
using  Visual  C++,  Visual  Basic,  Smalltalk,  SQL  Server,  and  ODBC. 


Computermart  of  Georgia,  Inc. 

7274  Mount  Zion  Blvd. 

Jonesboro,  GA  30236 

Phone:  (800)  887-5105  Phone:  (404)  478-5681 
Fax:  (404)473-1726 

Contract  programming,  consulting  service  &  software  develop¬ 
ment.  Specializing  in  all  industries  &  most  applications.  17  years  in 
business,  diverse  programming  capabilities,  multi-platform  &  a  list 
of  satisfied  customers. 


CoreTech  Consulting  Group,  Inc. 

565  East  Swedesford  Road,  Suite  102 

Wayne,  PA  19087-1611 

Phone:  (610)  971-0666  Fax  (610)  971-0708 

CoreTech  is  a  leading  Information  Management  consulting  firm 
specializing  in  helping  large  organiztions  plan  and  implement  new 
technologies.  We're  recognized  as  experts  in  managing  technology 
change,  while  protecting  our  client’s  current  investments.  Skilled  in 
Windows  '95,  BackOffice  suite,  MS  development  tools  and  MS 
Applications. 


DHS  &  Associates,  Inc. 

10255  W.  Higgins  Rd.,  Suite  800 
Rosemont,  IL  60018 

Phone:  (708)  297-5600  Fax:  (708)  297-5607 

At  DHS  &  Associates,  we  design  and  build  practical  information 
systems  enabling  our  clients  to  anticipate  and  respond  to  rapidly 
changing  business  environments. 


DIS  Research  Ltd 
1500  Broadway,  31st  Floor 
New  York,  NY  10036 

Phone:  (212)  719-9696  Fax:  (212)  382-24852 

DIS  Research  is  a  full  service  desktop  systems  integrator  serving 
the  business  community  for  the  last  ten  years.  With  specializations 
in  LAN,  WAN  design  and  implementations,  systems  support  and 
applications  development  DIS  maintains  the  depth  and  breadth  of 
services  needed  to  meet  all  your  computing  needs. 


InterWorks  Software,  Inc. 

1355  Willow  Way,  Suite  220 
Concord,  CA  94520 

Phone:  (510)  671-0810  Fax:  (510)  671-4706 

Get  ready  for  Windows95!  Building  on  years  of  cross-platform 
experience  with  Fortune  500  companies  and  the  Microsoft 
Office/Back  Office  product  suites,  we  will  help  you  improve  system 
and  staff  productivity  through  effective  System  Management 
Solutions  today  and  tomorrow. 


Naviglst 

Sunnyvale,  CA  (408)  744-1760 
Colorado  (303)  290-0232 

Emphasizing  Client/Server,  messaging  and  connectivity  technolo¬ 
gies,  Navigist  designs,  implements,  and  supports  robust 
LANs/WANs.  A  service  oriented  organization,  Navigist  will  be  an 
extension  of  your  IS  staff. 


NewData  Strategies 
16415  Addison  Road,  Suite  500 
Dallas,  TX  75248 

Phone:  (214)  735-0001  Fax:  (214)  735-8008 

Client/Server  and  RDBMS  Solutions.  NewData  Strategies  offers 
Training  and  Consulting  in  Microsoft  products  and  major 
Client/Server  and  DBMS  Tools.  We  employ  Certified  PowerBuilder 
Developers  and  Microsoft  Specialists, 
fice  integration,  SQL  Server,  and  Windows  NT  support. 


Synaxis  Corporation 

Contact:  Sam  Levine  (Sam@Synaxis.COM) 

617-449-4400x140 

Technical  Competence! 

Expert  Application  Development  using  Visual  Basic.  Focus  on 
Imaging  and  E-Mail.  Database  Analysis,  Design,  and  Development 
for  Access,  SQL-Seiver,  and  others.  Customized  Visual  Basic 
Front-ends  and  Development  for  Lotus  Notes. 


Taylor  Management  Systems,  Inc. 

2800  River  Rd  Ste  425 
Des  Plaines,  IL  60018 
Phone:  (708)  803-1500  Fax:  (708)  803-1509 
EMAIL:  carl@taylormgmt.com 
Taylor  is  among  the  25  largest  consulting  firms  in  Chicago.  As  a 
Microsoft  Business  Partner,  we  specialize  in  Microsoft  solutions 
development,  Mainframe  to  Client-Server  conversions  and  statisti¬ 
cal  analysis  using  SAS. 


SQLSoft,  Inc.,  10635  NE  38th  PI.,  Ste.  24B,  Kirkland, 
WA  98033;  phone:  (206)  822-1287;  fax:  (206)  822-1485 


VIRTUALOGIC,  Inc. 

Phone:  (301)  571-9476  Fax:  (301)  571-8530 
6701  Democracy  Blvd.,  Suite  300 
Bethesda.MD  20817-1574 

Professionals  with  the  skills  you  seek  —  where  needed  —  when 
needed.  On-site  developers,  DBAs  or  complete  teams  skilled  in  MS 
developement  tools,  PowerBuilder,  MS  BackOffice,  Sybase  and 
Oracle.  Contact  Mark  Rogers. 


Custom  Software  dev. 


InfoDesign  Inc. 

108  Daventry  Lane,  Suite  101,  Louisville,  KY  40223  (502) 
339-7144  (voice)  (502)  339-7194 


Personal  P.C.  Consultants,  Inc.  11026  Prarie  Hills  Dr. 
Omaha,  NE  68144  Phone:  (402)  393-4548;  Fax:  (402)  392-0711 


Database  Design/Dev 


Professional  Computer  Solutions,  Inc. 

383  Nordhoff  Place,  Suite  100 
Englewood,  NJ  07631 

Phone:  (201)  816-8002  Ext.  136  Fax:  (201)  816-8113 

PCSI  focuses  on  developing  database  applications  using  Access, 
Visual  Basic,  Paradox,  Microsoft  SQL  Server,  Sybase,  Oracle,  and 
other  products.  We  also  perform  technology  planning,  require¬ 
ments  analysis,  architecture,  and  performance  benchmarking. 


Quantum  Compliance  Systems,  Inc. 

4251  Plymouth  Rd., 

Ann  Arbor,  Ml  48105 

Phone:  (313)  761-21752  Fax:  (313)  761-3058 

Environmental,  Health  &  Safety  Information  Management  Systems 
to  assist  with  compliance  with  SARA,  RCRA,  CAA,  TSCA,  OSHA, 
CERCLA,  DOT,  and  other  regulatory  requirements. 


Education 


CheckPOINT  17W240  22nd  Street,  Oakbrook  Terrace,  IL 
60181.  Phone:(708)  279-9030/fax:  (708)  279-6359. 


End-User  Training 


eei 


66  Canal  Center  Plaza,  Suite  200 
Alexandria,  VA  22314-5507 

Phone:  (800)  683-5859  /(703)  683-0683  Fax:  (703)  683-4915 

Training,  development,  and  consulting  for  Microsoft  Access, 
Windows,  Word,  PowerPoint,  and  Excel.  Multimedia  development 
and  training  for  Windows  and  Mac:  Director,  Toolbook,  Premiere— 
also  Photoshop,  CorelDRAW,  QuarkXPress,  Illustrator,  PageMaker, 
Framemaker. 


resolution,  New  York  area  MS  ATEC,  (212)  255-1956 
Get  ready  NOW  for  Windows  95,  NT  3.5 


E-mail  Management 


Baranof  Software  Inc. 

85  School  Street 

Watertown,  MA  02172 

Phone:  (800)  462-4565  Fax:  (617)  926-6636 

Leading  provider  of  E-mail  Management  products,  including 
MailCheck  -  multivendor  graphical  console  providing  end-to-end 
connectivity  checking,  error-levels,  alerts,  statistics,  more!  Call 
Kelly  Walters  for  FREE  demo! 


Industrial  Automation 


C.B.  Engineering  Ltd 
#20,5920-11  Street  SE 
Calgory,  Alberta,  Canada  T2H  2M4 
Phone:  (403)  259-6220  Fax:  (403)  259-3377 

CB  Engineering  represents  industrial  automation  suppliers  which 
include  Intellution,  Inc.  (SCADA/MMI  software)  and  IBM  (Industrial 
Computers,  Monitors,  and  Data  Collection  Units).  Located  in  seven 
major  Canadian  cities,  call  1 -800-99CBENG  (1-800-992-2364). 


Line/business  solutions 


Granitek  Systems,  Inc. 

Meredith  Sq.  #10 

169  Rt.  3.  Daniel  Webster  Hwy. 

Meredith,  NH  03253 

Phone:  (603)  279-1200  Fax:  (603)  279-1201 

SALES  PARTNER  -  Integrated  Sales  and  Prospect  Management  in 
Microsoft  Access  for  Windows  or  Windows  NT.  Sales  Force 
Automation  with  links  to  Word,  Excel,  Great  Plains,  Dynamics  and 
Micro-MAX  MRP. 


Information  Processing  Corporation 
5930  LBJ  Freeway,  Suite  300 
Dallas,  TX  75240 

Phone:  1-800-IPC-FICS  Fax:  (214)  404-9287 

IPG’s  products  are:  ABACUS,  provides  billing  and  resource  utiliza¬ 
tion  management  for  data  processing  centers;  FICS,  a  relationship 
banking  solution  for  financial  institutions;  Visual  Security  System, 
a  security'  product  for  developers. 


JMJ  Technologies,  Inc. 

Phone:  (404)  509-5653/(800)  677-5653  Fax:  (404)  973-8194 

Quality  client/server  solutions  using  00  technology.  Uls  include 
PowerBuilder,  VB,  C++.  DBMSs  include  SQL  Server,  Sybase, 
Ingres,  Access.  Solutions  glued  with  OLE,  ODBC,  DDE,  Wireless 
LANs,  Remote  Access. 


Micro-Frame  Technologies,  Inc. 

430  N.  Vineyard,  Suite  102 

Ontario,  California  91764 

Phone:  (909)  938-2711  Fax:  (909)  984-5382 

ProjectServer  converts  Microsoft  Project  into  a  client/server  solu¬ 
tion  for  managing  multiple  projects.  Features  multi-project  task 
updating  with  automatic  posting  to  Project;  on-line  status  reports; 
action  item  tracking;  automated  fiie  uploading;  and  timesheets. 


SQL  Financials 

Two  Ravinia  Drive,  Suite  1000 

Atlanta,  GA  30346 

Phone:  (404)  390-3900  Fax:  (404)  390-3999 

SQL  Financials  develops  and  support  cross-industry  client/server 
financial  applications  for  a  wide  range  of  environments.  These  high 
performance  applications  are  fully  functional,  intuitive,  quick  to 
implement  and  provide  a  rapid  return  on  customer  investment 


Systems  Integration 


Stream  International 
2  Edgewater  Dr., 

Norwood,  MA  02062 

Phone:  (617)  440-1000  Fax:  (617)  440-7070 

International  provider  of  microcomputer  software,  support  and  sys¬ 
tems  integration  services  for  businesses  and  institutions.  Services 
include  software  support,  technical  training,  pilot  implementations, 
consulting,  software  integration  and  migration  management. 


EDM  Inc.  4075  Papazian  Way,  Ste  205,  Fremont,  CA 
94538  (510)  438-9651  -  VB,  NT,  SQL,  PowerBldr., 
Conversions,  Imaging. 


G.A.  Parks  Consulting  Group,  Inc. 

342  Madison  Avenue,  Suite  1430 
New  York,  NY  10173 
Phone:(212)286-0777 

Improve  your  existing  investment.  WFW,  NT,  Access,  hardware, 
sales,  support,  service,  design,  full  help  desk  support. 


Indus  Consultancy  Services 
140  E  Ridgewood  Ave 
Paramus,  NJ  07652 

Phone:  (201)  261-3100  Fax:  (201)  261-1399 

Indus  Consultancy  Services  (ICS),  the  systems  integrator  of 
choice,  will  help  you  implement  Distributed  Databases, 
Client/Server,  GUI  and  00  Systems.  ICS  specializes  in  Microsoft 
Windows  NT,  SQL  Server,  SMS,  Access  and  Visual  C++. 


LANSystems  Inc.  -  (800)  ASK.4.LAN 


Network  Six,  Inc. 

475  Kilvert  Street 
Warwick,  Rl  02886 

Phone:  (401)  732-9000  Fax:  (401 )  732-9009 

Providing  systems  integration  services  to  government  human  ser¬ 
vices  agencies,  using  information  technology  -  including  project 
management,  systems  design,  software  development,  hardware 
procurement/installation,  training,  and  data  conversion. 


Random  Access,  Inc. 

8000  East  lllif  Avenue 
Denver,  CO  80231 

Phone:  (303)  745-9600  Fax:  (303)  745-0242 

Random  Access  is  a  leading  provider  of  information  technology 
solutions.  Headquartered  in  Denver,  Random  Access  has  branch 
offices  in  Colorado  Springs  and  Boulder,  Seattle,  Portland, 
Phoenix,  Salt  Lake  City,  Boise,  Houston,  Omaha  and  Minneapolis. 


Systems  Research  and  Applications  Corporation 
2000 15th  St., 

No  Arlington,  VA  22201 

Phone:  (703)  803-1500  Fax:  (703)  803-1509 

SRA  provides  solutions  for  industry  and  government.  Specific  markets 
include  health,  manufacturing,  legal  and  retail,  with  expertise  in  inte¬ 
gration,  telecommunications,  networks,  imaging,  multimedia,  full  text- 
document  management,  and  business  reengineering. 


Tech-Comm,  Inc.  LAN-MAN  Network  Experts 
Birmingham,  AL  (205)250-8053 


Systems  Integration/Messaging 


Wordlink 
2009  Fox  Drive 
Champaign,  IL  61820 

Phone:  (217)  359-9378  Fax:  (217)  373-6279 

WORDLINK  offers  of  complete  set  of  networking,  information  inte¬ 
gration  and  authorized  education  services  designed  for  Microsoft 
solutions.  WORDLINK  has  locations  in  Illinois,  Indianapolis, 
Missouri  and  California. 


Technical  Training 


Digital  Equipment  Corporation 
129  Parker  Street 
Maynard,  MA  01754 

Phone:  (800)  332-5656  Fax:  (603)  884-6655 

Come  to  us  for  a  complete  turnkey  solution  that  includes  registra¬ 
tion,  scheduling,  and  accounting,  as  well  as  course  development 
delivery  and  testing.  It’s  training  at  its  best-in  your  best  interest 


Meliora  Systems,  Inc. 
s  Creek 


95  Allens  Creek  Road,  Building  2,  Suite  302 
Rochester,  NY  14618 

Phone:  (716)  461-1900  Fax:  (716)  461-1989,  E-Mail: 
70742, 31 73@Compuserve.com 

As  one  of  the  country’s  premier  Microsoft  Solution  Provider 
Partners  and  Authorized  Technical  Education  Centers,  Meliora 
Systems  is  a  leading  provider  of  consulting  and  training  on 
Microsoft  Office  and  BackOffice. 


RRTC,  Inc. 

1-800-476-4454/Fax:  804-295-3291 

Authorized  Technical  Education  Center  (ATEC).  Microsoft  certified 
training  for  support  professionals.  Washington,  D.C.  and 
Richmond,  Virginia.  On-site  training  available.  Classes  in  NT,  NT 
Server,  SQL,  SMS,  Windows  95,  Mail. 

Serving  Customers  Nationwide 


Training 


Computer  Savvy,  Inc.,  2382  W  Oakland  Park  Blvd.,  Ft. 
Lauderdale,  FL  33311  Phone:  (305)  486-0644;  Fax: 
(305)  486-5659;  PC  Training  Network  Certification 


Keystone  Learning  Systems  Corp. 

2181  Larsen  Parkway 
Provo,  UT  84606 

PH:  800-748-4838,  04  801-375-8680  FAX:  801-373-6872 

We  specialize  in  Video  Training  for  your  Entire  Enterprise.  Courses 
available  for  MS  Office,  VisualBasic,  Project,  Back  Office,  Windows 
and  many  more.  Call  today  to  start  your  Video  Training  Library. 

MSU,  Windows  Training  &  Development  Center, 
Houston,  TX  (713)  650-0333  Fax:  (713)  650-0060. 


Workgroup  Automation 


Kois  &  Associates,  Inc 
156  Fifth  Avenue 
New  York,  NY  10010 

Phone:  (212)  255-1956  Fax:  (212)  255-1735 

Specialists  in  workgroup  automation  &  customization  with  all  fla¬ 
vors  of  Windows  (Workgroups,  NT),  MS  apps  (Word,  Excel, 
Access,  Mail),  &  MS  BASICS  (VB,  WordBasic,  VBA). 
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Hewlett-Packard  Co.’s  stock  price  slid  after  news  of  printer  price  reductions  and 

COMPETITIVE  PRESSURES.  IN  CONTRAST,  STOCKS  FOR  PRINTER  RIVAL  CANON  USA,  INC.  ROSE  TO  A 
YEAR’S  HI6H  AFTER  IT  ANNOUNCED  NEW  HIGH-SPEED  PRINTING  TECHNOLOGY. 


Ear  from  the  madding  crowd 


Almost  lost  in  the  Wall  Street  din  of  mergers,  television  net¬ 
work  purchases  and  a  hostile  takeover  hoax  was  the  quiet, 
friendly  merger  announcement  by  Broderbund  Software, 
Inc.  (BROD)  and  The  Learning  Co.  (LRNG). 

The  Learning  Co.’s  stock  bounded  upward  after  the  Fre¬ 
mont,  Calif.-based  software  developer  announced  it  would 
join  forces  with  Broderbund,  a  Novato,  Calif.-based  devel¬ 
oper  of  desktop  publishing  and  educational  software.  This 
type  of  growth  merger  “makes  perfect  sense  to  both  compa¬ 
nies,”  said  Vincent  Turzo,  an  analyst  at  Jefferies  and  Co.  in 
San  Francisco. 

“For  Broderbund,  the  runaway  success  of  their  game 
products  [including  Myst  and  Carmen  San  Diego  geography 
games]  changed  the  complexion  of  their  business  so  much 
so  that  entertainment  products  started  approaching  30%  of 
total  sales,”  Turzo  said. 

Broderbund  is  a  conservative  company  “that  is  more  com¬ 
fortable  with  the  longer  shelf-life  personal  productivity 
products”  and  the  adult  language  education  software  that 
The  LearningCo.  offers,  he  added.  The  LearningCo.  will  use 
Broderbund’s  international  market  distribution  expertise 
and  the  increased  capital  to  expand  into  international  mar¬ 
kets.  Its  challenge  will  be  to  “localize  internationally”  by 
culturally  and  linguistically  targeting  their  products  to  in¬ 
dividual  countries,  Turzo  said. — Stewart  Deck 
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15.00  -0.50 

-3.2 

OTC 

50.50 

20.00 

ChipcomCorp. 

36.25 

-1.38 

-3.7 

OTC 

25.25 

13.50 

Platinum  Technology 

23.75  1.00 

•4.0 

OTC 

58.75 

20.38 

Cisco  Systems  Inc.  (H) 

54.25 

-2.13 

-3.8 

OTC 

59.50 

29.50 

Progress  Software  Corp. 

53.00  -4.63 

•8.0 

OTC 

12.00 

6.13 

Compression  Labs  Inc. 

8.31 

-1.06 

-11.3 

OTC 

16.13 

1.94 

Quarterdeck  Corp.  (H) 

15.00  -0.31 

-2.0 

OTC 

12.75 

5.63 

Computer  Network  Tech.  (H) 

8.81 

-3.81 

-30.2 

OTC 

26.75 

10.13 

RainbowTechnologies  Inc. 

22.75  .  2.00 

-8.1 

OTC 

14.50 

7.50 

CrossComm 

11.19 

0.44 

4.1 

OTC 

8.00 

2.00 

Rasterops 

7.75  0.25 

3.3 

OTC 

4.50 

2.13 

Data  Switch  Corp. 

4.31 

0.00 

0.0 

OTC 

7.00 

3.00 

Ross  Systems  (H) 

6.25  -0.13 

-2.0 

OTC 

55.50 

22.00 

DSC  Communications  (H) 

49.13 

-4.88 

-9.0 

OTC 

47.25 

12.00 

Softkey  International  Inc.  (H) 

42.75  -3.50 

-7.6 

OTC 

42.00 

14.13 

FORE  Systems  Inc. 

33.50 

-3.63 

-9.8 

OTC 

6.25 

2.88 

Software  Publishing  Corp. 

3.25  -0.13 

-3.7 

NYS 

35.88 

9.25 

General  Datacomm  Inds. 

12.75 

-0.50 

-3.8 

OTC 

12.50 

5.25 

State  of  the  Art 

7.88  -0.13 

-1.6 

NYS 

36.38 

29.50 

GTE  Corp. 

35.75 

0.00 

0.0 

NYS 

42.13 

25.00 

Sterling  Software  Inc.  (H) 

40.63  -1.13 

-2.7 

NYS 

121.88 

77.00 

ITT  Corp.  (H) 

118.50 

1.38 

1.2 

OTC 

15.00 

4.63 

Struct.  Dynamics  Research 

12.94  0.63 

5.1 

OTC 

25.88 

17.25 

MCI  Comm  mu nic  at  10 ns  Corp. 

23.50 

0.44 

1.9 

OTC 

55.00 

19.88 

Sybase  Inc. 

34.88  1.13 

3.3 

OTC 

15.75 

5.50 

MICOM  Communications  Corp. 

8.25 

0.88 

11.9 

OTC 

30.00 

11.13 

Symantec  Corp. 

26.94  -0.13 

-0.5 

OTC 

22.25 

6.25 

Microcom  Inc.  (H) 

18.69 

-2.44 

-11.5 

OTC 

67.25 

36.00 

SynOpsys 

59.75  -5.75 

-8.8 

OTC 

10.50 

4.00 

NetrixCorp. 

5.75 

0.38 

7.0 

OTC 

30.00 

10.63 

System  Software  Assoc. 

24.13  3.25 

15.6 

OTC 

10.47 

3.25 

Network  Computing  Devices 

8.88 

0.13 

1.4 

OTC 

18.13 

5.50 

SystemsoftCorp. 

16.75  -0.13 

•0.7 

NYS 

30.75 

9.75 

Network  EquipmentTech. 

29.50 

-0.63 

-2.1 

OTC 

8.13 

3.25 

Trinzic  Corp.  (H) 

7.88  -0.19 

-2.3 

OTC 

36.13 

15.25 

Network  General 

33.00 

-1.50 

-4.3 

OTC 

24.00 

7.88 

ViewLogic  Systems 

13.00  0.06 

0.5 

NYS 

43.38 

27.00 

Newbridge  NetworksCorp. 

29.50 

-2.75 

-8.5 

OTC 

22.00 

10.75 

VMark  Software  Inc. 

14.63  -0.38 

-2.5 

MYS 

41.00 

31.25 

Northern  Telecom  Ltd. 

37.50 

0.00 

0.0 

OTC 

10.75 

4.63 

Walker  Interactive  Systems 

6.88  0.00 

0.0 

OTC 

23.25 

13.75 

Novell  Inc. 

18.25 

0.13 

0.7 

OTC 

55.50 

15.00 

Wall  Data  Inc. 

19.00  0.13 

0.7 

NYS 

43.13 

35.63 

Nynex  Corp. 

43.13 

1.13 

2.7 

OTC 

19.50 

9.13 

Wang  Laboratories  Inc.  (H) 

17.88  -0.88 

-4.7 

OTC 

39.25 

17.75 

36.00 

-2.63 

-6.8 

OTC 

33.00 

7.88 

Optical  Data  Systems  Inc. 

30.75 

-1.25 

-3.9 

OFF  a.co% 

DTC 

6.00 

2.13 

Penril  DataComm  Networks 

4.75 

-0.25 

-5.0 

OTC 

62.00 

13.75 

PictureTel  Corp.  (H) 

56.38 

-3.00 

-5.1 

NYS 

67.50 

22.25 

Advanced  Micro  Devices 

32.00  -1.38 

-4.1 

OTC 

8.13 

2.13 

Proteon  Inc. 

6.88 

0.25 

3.8 

NYS 

37.88 

18.13 

Analog  Devices  Inc. 

33.63  -2.25 

-6.3 

OTC 

7.88 

3.00 

Racotek  Inc. 

5.88 

-0.31 

-5.1 

OTC 

70.13 

21.88 

Atmel  Corp.  (H) 

64.38  -4.13 

-6.0 

OTC 

6.75 

3.50 

Retix 

4.00 

-0.25 

-5.9 

OTC 

15.50 

3.63 

Chips  and  Technologies  (H) 

13.63  -0.63 

-4.4 

MYS 

24.88 

17.00 

Scientific  Atlanta  Inc. 

20.25 

-2.13 

-9.5 

OTC 

48.50 

10.50 

Cirrus  Logic  (H) 

44.00  -2.25 

-4.9 

NYS 

49.75 

39.25 

Southwestern  Bell  Corp.  (H) 

49.50 

1.75 

3.7 

NYS 

55.25 

15.00 

Cypress  Semiconductor  Corp. 

48.50  -5.00 

-9.3 

NYS 

40.13 

25.88 

SprintCorp. 

34.00 

-0.38 

-1.1 

NYS 

222.00 

13.38 

Dallas  Semiconductor  (H) 

22.63  0.63 

2.8 

OTC 

31.63 

12.50 

Standard  Microsystems  Corp. 

17.25 

-1.38 

-7.4 

OTC 

48.50 

20.00 

Integrated  Silicon  Systems 

40.75  -5.50 

-11.9 

OTC 

57.50 

14.38 

Stratacom  Inc. 

50.63 

-4.75 

-8.6 

OTC 

78.38 

28.38 

Intel  Corp. 

62.38  -4.88 

-7.2 

OTC 

8.13 

3.63 

Telebit  Corp. 

4.44 

-0.38 

-7.8 

NYS 

49.88 

13.75 

LSI  Logic  Corp.  (H) 

44.25  -3.63 

-7.6 

OTC 

150.00 

25.50 

US  Robotics  (H) 

137.75 

-5.75 

-4.0 

OTC 

43.00 

15.50 

Lattice  Semiconductor 

37.63  -2.25 

-5.6 

NYS 

44.00 

29.63 

US  West  Inc. 

43.88 

0.50 

1.2 

NYS 

64.75 

15.25 

Micron  Technology 

58.25  -5.13 

-8.1 

OTC 

23.50 

9.13 

Xircom 

10.19 

0.19 

1.9 

NYS 

80.13 

49.00 

Motorola  Inc. 

75.13  -2.88 

-3.7 

OTC 

33.50 

8.00 

Xylogics  Inc. 

30.38 

0.13 

0.4 

NYS 

31.25 

14.38 

National  Semiconductor 

25.13  -2.63 

-9.5 

OTC 

46.13 

8.75 

43.00  -0.69 

-1.6 

PCs  and  Workstations 

OFF  3.02% 

NYS 

159.75 

63.38 

Texas  Instruments  (H) 

145.75  -12.25 

-7.8 

OTC 

33  63 

10.25 

28.50  -1.75 

-5.8 

OTC 

7.63 

3.63 

Advanced  Logic  Research 

7.25 

0.00 

0.0 

OTC 

5.25 

1.78 

Weitek 

4.25  -0.13 

-2.9 

OTC 

50.13 

32.13 

Apple  Computer  Inc. 

44.31 

-1.44 

-3.1 

ASE 

21.75 

13.13 

Western  Digital  Corp. 

18.75  -0.13 

-0.7 

OTC 

19.25 

10.38 

AST  Research  Inc. 

15.13 

-0.63 

-4.0 

OTC 

127.13 

33.75 

Xiunx(H) 

116.88  -3.88 

-3.2 

NYS 

52.88 

30.75 

CompaqComputer  Corp.  (H) 

50.75 

-0.50 

-1.0 

OTC 

54.13 

37.38 

Zilog  Inc. 

43.00  -4.63 

-9.7 

OTC 

70.13 

28.00 

67.25 

0.13 

0.2 

OTC 

30.38 

13.13 

Gateway  2000  Inc.  (H) 

28.13 

-0.88 

-3.0 

Perioherats  and  Subsystems 

OFF  ?.!«;% 

MVS 

83.75 

39.50 

73.00 

-8.25 

-10.2 

OTC 

20.13 

2.75 

Micron  International  Inc. 

18.75 

0.38 

2.0 

OTC 

25.88 

14.38 

American  Power  Conversion 

16.63  -1.38 

-7.6 

NYS 

45.63 

23.25 

Silicon  Graphics 

39.88 

-2.25 

-5.3 

OTC 

44.63 

17.25 

Adaptec  Inc.  (H) 

42.25  -0.13 

-0.3 

OTC 

51.50 

22.63 

Sun  Microsystems  Inc. 

46.44 

-2.56 

-5.2 

OTC 

27.25 

14.75 

Banctec  Inc. 

17.13  -0.50 

-2.8 

MYS 

-59.88 

37.38 

Tandy  Corp. 

57.13 

-2.13 

-3.6 

OTC 

13.13 

3.38 

Cambex  Corp.  (H) 

12.38  0.25 

2.1 

ASE 

5.63 

1.38 

COGNITRONICS  CORP.  (H) 

4.50  -0.31 

-6.5 

Large  Systems 

UP  1.04% 

NYS 

OTC 

14.63 

21.50 

9.00 

5.88 

Conner  Peripherals 

13.13  -0.63 
7.00  -1.38 

-4.5 

-16.4 

ASE 

13.63 

6.50 

Amdahl  Corp. 

9.81 

-0.13 

-1.3 

OTC 

13.13 

3.50 

Data  Race  Inc. 

10.63  -0.88 

-7.6 

NYS 

8.88 

3.63 

Convex  Computer 

4.75 

-0.38 

-7.3 

ASE 

7.75 

4.25 

Dataram  Corp. 

7.50  0.25 

3.4 

MYS 

74.38 

14.63 

Cray  Research  Inc. 

24.88 

-1.25 

-4.8 

NYS 

27.38 

14.00 

EMC  Corp. 

20.75  -2.38 

-10.3 

MYS 

12.00 

6.75 

Data  General  Corp. 

9.38 

0.75 

8.7 

OTC 

28.50 

7.00 

EmulexCorp. 

26.38  0.38 

1.4 

NYS 

49.50 

19.63 

Digital  Equipment  Corp. 

44.13 

4.38 

11.0 

OTC 

18.50 

11.25 

Evans  &  Sutherland  (H) 

16.50  -0.75 

-4.3 

OTC 

5.56 

1.06 

Encore  Computer  Corp. 

1.56 

-0.13 

-7.4 

OTC 

24.00 

11.75 

Exabyte 

14.88  -0.63 

-4.0 

OTC 

18.50 

9.25 

HarrisComputer  Systems  Corp. 

14.13 

0.63 

4.6 

OTC 

4.75 

1.88 

Intelligent  Info.  Systems 

3.50  0.13 

3.7 

MYS 

111.75 

61.88 

IBM  (H) 

109.63 

-1.25 

-1.1 

OTC 

30.00 

2.31 

Iomega  Corp.  (H) 

27.38  1.38 

5.3 

OTC 

7.88 

3.00 

Meridian  Data  Inc. 

7.38 

1.13 

18.0 

OTC 

7.88 

2.00 

IPL  Systems  Inc.  (H) 

6.75  -0.50 

-6.9 

OTC 

12.25 

4.25 

NetFrame 

5.88 

0.63 

11.9 

OTC 

69.63 

20.00 

Komag  Inc.  (H) 

66.25  -0.75 

-1.1 

OTC 

22.75 

13.88 

Sequent  Computer  Sys. 

21.38 

-0.13 

-0.6 

OTC 

7.25 

2.63 

Maxtor  Corp. 

4.63  0.19 

4.2 

OTC 

10.00 

3.13 

Sequoia  Systems  Inc. 

7.00 

0.00 

0.0 

OTC 

11.50 

4.00 

Micropolis  Corp. 

6.56  -0.19 

-2.8 

NYS 

39.88 

24.38 

Stratus  Computer  Inc.  (L) 

24.38 

-1.88 

-7.1 

OTC 

19.50 

8.75 

Pinnacle  Micro  Inc.  (H) 

16.75  -0.50 

-2.9 

MYS 

19.75 

12.00 

TandemComputers  Inc. 

12.75 

0.13 

1.0 

OTC 

38.75 

8.88 

Printronix  Inc. 

31.25  0.75 

2.5 

OTC 

7.63 

3.38 

TriCord  Systems 

3.75 

-0.19 

-4.8 

NYS 

10.75 

4.00 

QMS  Inc. 

4.63  0.13 

2.8 

NYS 

13.63 

8.25 

Unisys  Corp. 

8.63 

-0.38 

-4.2 

OTC 

27.63 

13.75 

Quantum  Corp.  (H) 

25.25  -1.31 

-4.9 

OTC 

15.00 

7.38 

Radius  Inc. 

9.38  -0.38 

-3.8 

Software 

OFF  1.94% 

NYS 

OTC 

10.38 

7.00 

6.38 

3.00 

Recognition  International 

10.00  0.13 

3.25  -0.75 

1.3 

-18.8 

OTC 

66.50 

27.25 

Adobe  Systems  Inc. 

57.00 

-6.00 

-9.5 

OTC 

46.00 

22.88 

Seagate  Technology  (H) 

42.88  -2.38 

-5.2 

OTC 

6.00 

2.50 

American  Software  Inc. 

5.50 

0.00 

0.0 

NYS 

39.13 

17.88 

Storage  Technology 

24.88  -1.75 

-6.6 

OTC 

33.00 

9.75 

Applix  Inc.  (H) 

27.25 

-2.50 

-8.4 

NYS 

52.38 

30.13 

Tektronix  Inc. 

46.88  -1.75 

-3.6 

OTC 

50.25 

24.63 

Autodesk  Inc. 

45.00 

-2.75 

-5.8 

NYS 

125.88 

90.63 

Xerox  Corp. 

119.00  0.13 

0.1 

OTC 

7.88 

1.75 

6.50 

-0.38 

-5.5 

OTC 

34.00 

22.00 

BGS  Systems  Inc. 

33.00 

0.50 

1.5 

OFF  0.80% 

OTC 

83.25 

41.00 

BMC  Software  Inc. 

74.25 

-4.00 

-5.1 

OTC 

31.25 

16.88 

Boole  &  Babbage 

30.38 

0.25 

0.8 

OTC 

27.00 

14.38 

American  Mgmt.  Systems 

24.75  0.00 

0.0 

OTC 

14.38 

6.00 

Borland  Int’lInc. 

11.25 

-1.63 

-12.6 

NYS 

3.38 

0.56 

Anacomp  Inc. 

0.88  0.06 

7.7 

OTC 

11.75 

5.75 

Brock  Control  Systems  Inc. 

9.25 

0.13 

1.4 

OTC 

28.00 

14.50 

Analysts  Int’l 

26.88  -0.63 

-2.3 

OTC 

3.75 

1.78 

CE  Software 

2.19 

-0.06 

-2.8 

NYS 

66.00 

36.75 

Auto  Data  Processing 

64.75  0.13 

0.2 

ASE 

21.88 

8.13 

Cheyenne  Software  Inc. 

18.50 

0.00 

0.0 

OTC 

36.25 

14.00 

Cambridge  Tech.  Partners 

34.00  0.88 

2.6 

OTC 

32.63 

10.50 

Cognos  Inc. 

32.13 

0.00 

0.0 

NYS 

43.50 

23.50 

Ceridian  Corp.  (H) 

40.88  -0.13 

-0.3 

NYS 

77.50 

37.50 

Computer  Associates  (H) 

73.63 

1.25 

1.7 

NYS 

32.50 

19.38 

Comdisco  Inc. 

31.88  0.38 

1.2 

NYS 

11.13 

2.50 

Computer  vis  ion  Corp. 

9.88 

-0.75 

-7.1 

OTC 

21.00 

6.63 

Computer  Horizons  (H) 

20.00  0.38 

1.9 

OTC 

49.25 

21.50 

Compuware  Corp. 

24.25 

-0.50 

-2.0 

NYS 

61.50 

40.00 

Computer  Sciences  (H) 

57.63  -1.63 

-2.7 

OTC 

29.00 

9.00 

ComshareInc.(H) 

26.75 

2.00 

8.1 

NYS 

16.00 

7.50 

Computer  Task  Group 

14.50  -0.25 

-1.7 

OTC 

19.50 

10.13 

Corel  Corp. 

18.13 

0.00 

0.0 

NYS 

36.00 

6.75 

CompUSAInc. 

33.50  -1.13 

•3.2 

OTC 

16.25 

8.00 

Dataware  Technologies  Inc. 

13.75 

0.25 

1.9 

OTC 

10.75 

5.38 

Control  Data  Systems  Inc. 

9.06  -0.56 

-5.8 

OTC 

46.00 

17.25 

Filenet  Corp. 

42.50 

0.13 

0.3 

OTC 

14.25 

6.25 

Egghead  Discount  Software 

11.75  -1.38 

-10.5 

OTC 

8.75 

3.38 

4th  Dimension 

7.38 

0.38 

5.4 

NYS 

46.25 

34.75 

General  Motors  E  (EDS) 

43.75  -0.13 

-0.3 

OTC 

33.00 

10.00 

Frame  Technology  (H) 

28.75 

-3.00 

-9.4 

OTC 

15.25 

6.88 

Inacom  Corp. 

13.50  0.38 

-2.7 

OTC 

35.50 

12.38 

FTP  Software  Inc. 

24.25 

-5.25 

■17.8 

OTC 

18.13 

7.50 

Intelligent  Electronics 

13.00  0.00 

0.0 

OTC 

26.00 

7.75 

Group  1  Software 

23.00 

0.13 

0.5 

OTC 

11.25 

3.88 

Merisel 

7.25  0.75 

11.5 

OTC 

13.88 

8.25 

Gupta 

9.13 

-0.25 

-2.7 

OTC 

15.88 

8.50 

MICROAGE  Inc. 

12.88  0.88 

-6.4 

OTC 

12.00 

4.63 

Hogan  Systems  Inc.  (H) 

11.75 

0.25 

2.2 

OTC 

40.00 

21.13 

Paychex 

37.50  -0.25 

-0.7 

OTC 

53.75 

24.25 

Hyperion  SoftwareCorp. 

48.25 

-4.00 

-7.7 

NYS 

53.88 

32.63 

Policy  Management  Sys.  (H) 

52.25  0.75 

1.5 

OTC 

18.63 

11.25 

Information  Resources 

13.00 

0.00 

0.0 

NYS 

33.50 

22.25 

Reynolds  and  Reynolds 

30.63  -0.63 

-2.0 

OTC 

32.38 

9.63 

InformixCorp. 

27.25 

-3.63 

-11.7 

OTC 

24.50 

16.75 

SEI  Corp. 

21.50  -0.63 

•2.8 

OTC 

14.38 

7.38 

Intergraph  Corp. 

11.25 

-0.13 

-1.1 

OTC 

42.75 

23.13 

Shared  Medical  Systems 

40.25  1.50 

•3.6 

OTC 

10.63 

2.75 

Interleaf  Inc.  (H) 

9.25 

-0.88 

-8.6 

OTC 

8.13 

4.00 

SHLSystemhouse  (H) 

7.44  -0.50 

•6.3 

OTC 

26.25 

11.00 

Intersolv  Inc. 

24.25 

-0.44 

-1.8 

OTC 

26.50 

12.00 

Software  Spectrum  Inc. 

24.50  -0.25 

-1.0 

OTC 

88.75 

34.50 

Intuit  Inc. 

88.75 

4.25 

5.0 

OTC 

31.75 

16.38 

Sungard  Data  Systems 

30.00  0.75 

2.6 

OTC 

48.25 

20.75 

Legent  Corp.  (H) 

47.75 

-0.06 

-0.1 

OTC 

11.50 

3.63 

Magic  Software  Enterprises  (H) 

10.88 

-0.13 

•1.1 

OTC 

16.50 

6.75 

Manugistics  Group  Inc. 

15.13 

-0.13 

-0.8 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low  reached  in  period 
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“The  SPECTRUM  Test 
Drive  presents  a  strong 
challenge  to  the  net¬ 
work  management 
marketplace.  Network 
administrators  now 
have  the  opportunity 
to  evaluate  a  truly 
distributed  manage¬ 
ment  platform  in  a 
unique,  unbiased  test 
environment  — 
their  own  networks .” 

-  John  McConnell 
McConnell  Consulting 
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Why  wait  another  day  for  distributed  network  management?  Announcing  the 
SPECTRUM  Test  Drive  from  Cabletron  -  a  30-day  FREE  TRIAL  of  the  enterprise-wide 
management  system  that  oversees  LAN,  WAN,  PBX,  SNA  and  ATM  network 
environments. 

If  you’re  a  current  user  of  HP  OpenView,  SunNet  Manager  or  IBM  NetView, 
now’s  your  chance  to  try  SPECTRUM”  —  the  only  distributed  client/server 
management  system  — at  no  cost  or  obligation.  In  fact,  if  after  30  days  you  wish 
to  keep  SPECTRUM,  it’s  yours  at  no  charge. 

As  a  Test  Drive  participant  you  also  get  optional  free  training  (Introduction. and 
Administrative  classes)  for  one  user  at  any  Cabletron  training  location. 

If  you’re  already  a  SPECTRUM  user,  you  get  50%  off  of  all  Advanced  Applications  and 
all  Third-Party  Application  Modules  ordered  during  the  Test  Drive  program. 


Only  SPECTRUM... 

•  Provides  the  flexibility,  productivity  and  cost-savings  of  a  true  distributed 
management  system 

•  Offers  automated  management  through  object-oriented  modeling  and  Artificial 

Intelligence 

•  Operates  on  the  industry’s  widest  variety  of  UNIX  platforms  including 
HP,  IBM  and  Sun 

Once  you  see  SPECTRUM  in  action,  you’ll  wonder  how  you  ever 
managed  without  it. 

Call  603-337-2705  for  all  the  details  and  to  get  behind  the  wheel  for  your  test 
drive. This  offer  is  only  available  until  September  30th,  so  act  soon! 
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^  The  Complete  Networking  Solution™  ^ 

35  Industrial  Way  •  Rochester,  NH  03867  •  Internet:  http://www.ctron.com 

Includes  SPE<  fRl  M  \  V  I  SpectroSERY  ER  and  SpectroGRAPH,  and  all  device  management  modules  for  managing  Cabletron  and  third-party  devices 
HP  OpenView, IBM  NetView  and  SiuiNet  Manager  are  registered  trademarks  of  Hewlett-Packard,  Inc.,  International  Business  Machines  Corporation,  and  Sun  Microsystems,  Inc.,  respectively 
SPECTRl  M  and  the  SPECTRl  \1  logo  are  registered  trademarks,  and  SPECTRUM  for  Open  Svstertis  a  trademark,  of  Cabletron  Systems,  Inc. 
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Countdown  to  Windows  95 


Stability  and  compatibility  top  Win  95  user  issues 


Training  and  networking  secondary  concerns 


By  Cheryl  Gerber 


Corporate  users  bracing  for  the  move  to 
Microsoft  Corp.’s  Windows  95  are  con¬ 
cerned  chiefly  with  stability  and  com¬ 
patibility,  with  a  lesser  focus  on  cost  and 
networking. 

“Our  greatest  concern  is  stability.  We 
want  to  be  sure  the  bugs  are  worked  out 
and  [that]  there’s  no  danger  of  system 
crashes,”  said  David  Bernauer,  chief  in¬ 
formation  officer  of  Walgreen  Co.  in  Deer¬ 
field,  Ill. 

Compatibility  between  the  16-  and  32- 
bit  environment  is  also  a  salient  concern, 
Bernauer  and  others  said.  The  long  file 
names  in  Windows  95  don’t  integrate 
with  the  short  file  names  of  Windows  3.1 
files. 

“If  I  save  a  long  file  name  on  a  net¬ 
worked  drive  that  contains  the  16-bit  ver¬ 
sion  of  the  application,  then  that  user  will 
see  a  shortened,  cryptic  version  of  the 
longfile  name.  In  the  mixed  16-  and  32-bit 
application  environment,  it’s  hard  for 
people  to  decipher  file  names,”  said  En¬ 


rique  Salem,  general  manager  of  Syman¬ 
tec  Corp.’s  Norton  Utilities  division  who 
is  beta-testing  Windows  95. 

Compatibility  is  also  a  big  concern  at 
AgCo  Services  Corp.  in  Norcross,  Ga.,  the 
data  center  for  a  large  agricultural  finan¬ 
cial  services  company.  “Sending  incom¬ 
patible  documents  back  and  forth  be¬ 
tween  offices  will  be  a  problem.  There’s 
no  backward  converter  yet  for  [Micro¬ 
soft’s]  new  32-bit  PowerPoint,  for  exam¬ 
ple,”  said  Perry  Mittler,  network  planner 
at  AgCo. 

Mittler  has  been  preoccupied  with 
printer  driver  migration. “We  know  we’ll 
have  printer  driver  incompatibility  be¬ 
tween  Windows  95  and  the  32-bit  version 
of  Word.  We’re  running  the  32-bit  Word 
on  NT  now,  and  we’ve  had  problems,”  he 
said. 

Of  lesser  importance 

The  high  costs  of  maintaininga  help  desk 
and  concerns  about  networking  com¬ 
patibility  have  been  relegated  to  second¬ 
ary  issues  because  the  Windows  95  ar¬ 


chitecture  addresses  some  of  those  con¬ 
cerns.  Analysts  say  cost  concerns  have 
been  partially  assuaged  by  the  fact  that 
Windows  95’s  registry  and  systems  man¬ 
agement  features  help  with  cost  justifi¬ 
cation.  And  the  built-in  TCP/IP  protocol 
stack  eases  concerns 
about  a  lack  of  stan¬ 
dard  networking. 

“If  I  can  reduce  40% 
of  my  technical  calls 
through  the  function¬ 
ality  delivered  in  the 
operating  system,  it’s 
immediately  cost  jus¬ 
tifiable,”  said  John 
Dunkle,  a  consultant 
at  Workgroup  Strate¬ 
gic  Services,  Inc.  in 
Portsmouth,  N.H. 

Training  is  a  concern,  however.  At  fi¬ 
nancial  services  giant  Merrill  Lynch  & 
Co.  in  New  York,  “the  time  and  cost  of 
training  is  a  big  issue  right  now.  The  user 
interface  of  Windows  95  is  different  from 
Windows  3.1,”  said  a  brokerage  execu¬ 
tive  who  requested  anonymity. 

Developers  also  foresee  a  steep  learn¬ 


ing  curve  with  regard  to  the  different  in¬ 
terface.  “Windows  95  uses  four  levels  of 
cascading  menus  for  launching  pro¬ 
grams  vs.  just  using  Windows  that  con¬ 
tain  program  icons  in  Windows  3.1,” 
Salem  said. 

Stability  tops 

It  is  stability,  however, 
that  has  been  the  top 
concern  among  cor¬ 
porate  Microsoft  us¬ 
ers  for  the  past  year, 
according  to  surveys 
on  Windows  95  migra¬ 
tion  issues  completed 
last  year  and  this 
year  by  International 
Data  Corp.  (IDC)  in 
Framingham,  Mass. 

“One  year  ago,  the  reservations  users 
had  about  [Windows  95]  were  reliability 
and  bugs.  In  the  interveningyear,  that  re¬ 
mains  their  chief  concern,  and  it  contrib¬ 
utes  to  their  reluctance  to  upgrade  to 
Windows  95  immediately  after  it  ships,” 
said  Mary  Conti  Loffredo,  an  analyst  at 
IDC  who  recently  completed  the  survey. 


Added  stress 


Top  user  concerns  about  migrating  to 
Windows  95 


1  1 

Bugs 

2 

Stability 

3 

Hardware  issues 

4 

Compa  tibili  ty 

5  r 

Availability 

Source:  International  Data  Corp.,  Framingham,  Mass. 


What  price  Win  95? 
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8M  bytes  of  RAM  and  a  24M-  to  48M-byte 
hard  disk  to  load  the  operating  system. 
Giving  the  486  the  nod,  survey  respon¬ 
dents  overwhelmingly  said  they  will  rec¬ 
ommend  a  300M-  to  799M-  byte  hard  disk 
and  8M  to  16M  bytes  of  RAM. 

Companies  also 
vary  in  how  they  fig¬ 
ure  costs.  In  addition 
to  hardware  and  soft¬ 
ware  expenses,  some 
include  installation, 
training  and  support 
as  well  as  completely 
unrelated  costs  such 
as  network  changes. 

“We  have  a  generic 
number  of  about 
$600”  based  on  sever¬ 
al  trial  cases,  said  Jim 
Lisiak,  senior  soft¬ 
ware  engineer  at 
Chevron  Information 
Technology  Co.  in  San 
Ramon,  Calif.  That  figure  includes 
“hardware,  software,  installation  time, 
training  and  support  [costs],”  he  said. 

“[Our]  preliminary  spreadsheet  [esti¬ 
mates]  about  $2,000  per  machine,”  said 
John  Thompson,  systems  manager  in  the 
resource  group  at  the  Tennessee  Valley 
Authority’s  Chattanooga  facility.  The 
TVA’s  estimates  include  about  $500  per 
user  for  training.  And  while  the  average 
PC  at  the  TVA  is  a  486-based  machine 
with  16M  bytes  of  RAM  and  a  500M-byte 
hard  drive,  the  estimate  also  includes  the 
cost  of  installing  a  Microsoft  Windows 
NT-based  network. 

“We’ve  been  runningwith  an  estimate 
of  $500”  per  machine  to  upgrade  the 


How  much  time  do  you 
plan  to  spend  per  machine 
to  install  Windows  95?* 

-  , 

Less  than  1  hour 

20°b 

a  to  2  hours 

34% 

2  to  3  hours 

11% 

3  to  4  hours 

ll°o 

4  to  5  hours 

7% 

More  than  5  hours 

4% 

Don’t  know 

12% 

Not  planning  to  install 

1% 

Windows  95 

*  Including  hardware  upgrades  Base:  100 

|  but  excluding  training  Windows  95  users  | 

Source:  Computerworld  survey 


hardware  and  software  based  on  early 
adopter  companies  likely  to  have  mostly 
PCs  that  are  less  than  2  years  old,  said 
Rob  Enderle,  a  senior  industry  analyst  at 
Dataquest,  Inc.  in  San  Jose,  Calif. 

However,  it  may  be  difficult  to  account 
for  the  cost  of  upgrading  to  Windows  95 
because  its  release  is  likely  to  be  the  cat¬ 
alyst  for  an  overall  performance  up¬ 
grade,  said  Chris  Le  Tocq,  principal  ana¬ 
lyst  at  SoftTracks  Software  Research  in 
Los  Altos,  Calif. 

Training  is  another 
area  where  costs  are 
hard  to  quantify,  al¬ 
though  65%  of  respon¬ 
dents  in  the  Compu¬ 
terworld  survey  said 
they  plan  to  provide 
users  with  less  than 
three  hours  of  Win¬ 
dows  95  training. 
Still,  IS  expectations 
vary  dramatically. 

“In  an  hour,  you 
can  show  people  all 
they  need  to  know  to 
go  from  Windows  3.1 
and  Office  4.0  to  Win¬ 
dows  95  and  Office  95,”  said  Briscoe  Ste¬ 
phens,  a  coordinator  for  space  sciences 
at  NASA  in  Huntsville,  Ala. 

In  contrast,  Don  Barker,  associate  pro¬ 
fessor  of  information  sciences  at  Gonza- 
ga  University  in  Spokane,  Wash.,  said  he 
doesn’t  plan  to  provide  any  training  oth¬ 
er  than  interactive  CD-ROM-based  train¬ 
ing  tools  and  tutorials. 

On  the  opposite  end  of  the  scale,  Lisiak 
said  that  while  Chevron  end  users  will 
initially  receive  an  hour  of  training,  the 
company  will  provide  follow-on  training 
for  users  dependingon  specific  needs. 


Alternatives  surface  for  Windows  95 
support.  See  page  39. 


AT&T  opens  up 

CONTINUED  FROM  PAGE  1 

ers  more  capacity  for  remote  LAN  access 
than  dial-up  lines. 

But  user-to-user  signaling  will  enable 
PRI,  AT&T’s  ISDN  service,  to  be  used  by 
midsize  and  large  sites  to  more  efficient¬ 
ly  support  remote  access.  That  will  win 
accolades  in  the  data  market  for  the 
younger,  less-ballyhooed  PRI. 

“That’s  a  great  capability  that  we 
could  definitely  use,”  said  Dave  Meyer,  a 
senior  network  engineer  at  the  Universi¬ 
ty  of  Oregon  in  Eugene.  “We’d  love  to 
move  authentication  for  remote  access 
over  to  the  D  [signaling]  because  our  us¬ 
ers  are  pounding  on  our  B  channels.  We 
need  as  many  of  them  as  we  can  get.” 

A  PRI  would  let  23  workers  dial  in  to  a 
LAN  at  a  midsize  or  large  site  at  the  same 
time;  a  BRI  would  let  only  two  workers 
do  the  same  thing. 

While  BRI  lines  have  two  64K bit/sec.  B 
channels  and  one  16Kbit/sec.  D  signaling 
channel,  PRI  lines  —  which  analysts  say 
are  selling  like  hotcakes  —  have  23  64K 
bit/sec.  B  channels  and  one  64K  bit/sec. 
D  signaling  channel. 

More  savings 

The  extra  64K  bit/sec.  will  also  help  us¬ 
ers  better  support  high-bandwidth  appli¬ 
cations.  Shifting  functions  from  a  chan¬ 
nel  that  is  billed  per  minute,  such  as  a 
phone  call,  to  the  less  expensive,  kilo- 
packet-priced  signalingchannel  will  also 
save  users  money. 

To  employ  user-to-user  signaling,  the 
masses  of  users  with  T1  lines,  which  cost 
about  $410  per  month,  will  need  to  spend 
roughly  $400  more  a  month  for  a  PRI  line. 
The  extra  $400  buys  the  signaling  chan¬ 
nel,  which  users  can’t  get  with  T1  lines. 


“The  $400  charge  for  a  PRI  is  a  minimal 
one  when  you  start  to  consider  the  added 
functionality  that  users  will  be  able  to  get 
with  the  signaling  channel,”  said  Mark 
Langner,  a  senior  analyst  at  TeleCoice, 
Inc.  in  Verona,  N.  J.  Meyer  agreed. 

AT&T  is  expected  to  use  a  flat-rate 
charge  to  a  certain  level,  beyond  wilich 
users  would  pay  a  usage-based  charge. 
It  didn’t  have  specific  pricing  last  week. 

Langner  speculated  AT&T  will  employ 
user-to-user  signaling  as  part  of  a  multi¬ 
month  controlled  introduction  with 
many  users,  followed  by  nationwide 
availability. 

Keeping  ahead  of  the  paek 

Offering  the  new  capabilities  for  ISDN 
PRI  would  help  AT&T  —  which  analysts 
estimate  has  90%  of  the  PRI  market  — 
keep  that  huge  market  lead  over  rivals 
MCI  Communications  Corp.,  Sprint  Corp. 
and  WilTel. 

Langner  said  the  explosion  of  user  in¬ 
terest  in  remote  LAN  access  and  LAN-to- 
LAN  access  has  fueled  the  development 
of  the  new  network-based  capabilities. 

“[User-to-user  signaling]  is  just  the  be¬ 
ginning  of  AT&T’s  plans  to  expand  the 
role  of  PRI  far  beyond  the  voice  features 
it  supports  today,”  Langner  said.  “Net- 
work  managers  need  to  start  looking  at 
moving  from  T1  to  PRI  to  gain  capacity 
and  to  use  future  features.” 

Router  vendors  such  as  Cisco  Sys¬ 
tems,  Inc.  have  laid  the  foundation  for  us¬ 
er-to-user  signaling  by  providing  PRI  in¬ 
terfaces  for  their  routers.  Vendors  will 
need  to  add  minimal  code  to  router  soft¬ 
ware  to  support  the  new  offerings. 

Analysts  say  other  national  carriers 
have  the  basic  ability  to  support  user-to- 
user  signalingfrom  their  nationwide  net¬ 
works  but  lag  AT&T  in  bringing  iheir  im¬ 
plementations  of  the  technology  to 
market. 
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NT  suddenly  looks  better 
in  the  daylight  of  Win  95 


You  don’t  have  to  be  a  genius  to  sense 
the  wave  of  second  thoughts  sweep¬ 
ing  the  user  community  as  Microsoft 
prepares  to  launch  Windows  95. 

Should  we  delay  our  conversion? 
Will  our  applications  be  available 
when  we  need  them?  If  it ’s  coming  out  on  time, 
how  stable  will  it  be?  These  are  some  of  the 
questions  PC  managers  and 
information  systems  direc¬ 
tors  are  asking  them  selves. 

Microsoft  Chairman  Bill 
Gates  recently  told  Wall 
Street  analysts  that  he  sees 
only  two  more  versions  of 
Windows  before  it  merges 
with  Windows  NT.  His  com¬ 
ment  raises  the  question,  “If 
we  are  goingto  end  up  with 
Windows  NT  anyway,  why 
don’t  we  just  move  there 
now?” 

The  prospect  of  migrating 
to  NT  is  a  difficult  one.  It  is  an  inherently  more 
complex,  server-oriented  operating  system 
with  many  properties  that  end  users  don’t 
need.  It  was  designed  to  merge  the  best  fea¬ 
tures  of  Unix  and  Digital’s  VMS  around  a  hard- 
ware-independent  microkernel.  Until  now,  I 
didn’t  view  NT  as  an  end-user  operating  sys¬ 
tem,  but  desktop  hardware  and  networking 
needs  are  catching  up  to  it. 

NT’s  software  and  hardware  requirements 
are  only  a  short  jump  ahead  of  what  you  are 
buying  for  Win  95.  If  you  have  been  buying  PCs 
with  8M  to  12M  bytes  of  memory  to  prepare  for 
Win  95,  then  you  need  only  move  to  16M  bytes 
to  prepare  for  Windows  NT. 

The  diminishing  gap  between  the  two  oper¬ 
ating  systems  has  one  manager  saying  “no”  to 
Win  95  and  “next  year”  to  NT.  Vince  Chrisman, 
MIS  director  at  Sandy  Corp.,  a  specialized 
training  firm  in  Troy,  Mich.,  says  he  is  buying 
only  Pentium-based  PCs  equipped  with  1 6M 
bytes  of  memory  for  his  250  users.  But  he  has 
no  plans  to  convert  them  to  Win  95.  In  a  year,  he 
estimates,  he’ll  move  straight  to  NT. 

In  a  test-drive,  Chrisman  found  that  his  32-bit 
version  of  Microsoft’s  own  Schedule  Plus  is  not 
backward-compatible  with  his  current  Sched¬ 
ule  Plus  on  Windows  for  Workgroups.  If  he  con¬ 
verts  some  users  to  Win  95,  they  will  be  able  to 
read  and  update  other  Win  95  user  calendars 
but  not  those  back  in  the  world  of  Windows  3.11. 
Chrisman  says  he  worries  that  the  same  con¬ 


flict  between  16-  and  32-bit  applications  may 
crop  up  for  other  Win  95  packages,  so  he  plans 
to  convert  everyone  to  NT  at  the  same  time. 

And  while  the  Win  95  operating  system  is  in¬ 
expensive,  buyingnew  applications  for  every¬ 
one  begins  to  add  up.  “Windows  95  is  the  ‘new’ 
Coke,”  Chrisman  says.  Why  not  just  move  to  NT 
instead?  he  asks. 

Apparently  he  isn’t  alone. 
Computerworld  surveyed 
100  IS  managers  and  found 
that  79%  plan  to  move  to  Win 
95,  although  only  29%  said 
they  would  migrate  in  its 
first  six  months.  And  35% 
said  it  was  very  likely  or 
somewhat  likely  that  they 
would  skip  Win  95  and  move 
to  NT.  These  responses 
were  collected  before  Gates 
confirmed  to  Wall  Street 
that  Windows  would  soon 
merge  into  NT.  As  they  pon¬ 
der  that  statement,  some  managers  are  going 
to  reconsider  their  need  for  Win  95. 

IS  managers  also  might  want  to  consider  the 
following; 

Security.  NT  offers  C2-level  security,  which  al¬ 
lows  the  owner  of  a  database,  file  or  other  re¬ 
source  to  decide  which  users  can  access  it  and 
what  those  users  can  do  with  it.  NT  also  keeps 
an  auditor’s  account  of  security-related  events, 
including  identification  of  who  attempts  to  ac¬ 
cess  or  delete  system  resources.  Wall  Street 
firms  have  been  among  the  early  converts  to  NT 
from  Unix,  partly  because  of  its  security  fea¬ 
tures.  Win  95  does  not  offer  C2  options. 
Multithreading.  Ambitious  users  want  to  do 
more  than  one  task  at  a  time,  which  they  can  do 
under  Windows  3.11  or  Win  95.  But  Windows  NT 
is  a  multithreaded,  multitasking  system  that 
can  take  advantage  of  more  than  one  CPU.  This 
feature  is  useful  to  investment  advisers  or  cus¬ 
tomer  information  workers  conducting  com¬ 
plex  queries  against  large  databases. 

So  the  next  six  months  are  likely  to  reveal  a 
pronounced  shift  toward  NT.  If  you  don’t  want 
to  move  all  of  your  end  users,  it  might  make 
sense  to  consider  those  at  company  headquar¬ 
ters,  in  a  trading  room  or  on  a  customer  infor¬ 
mation  system.  They  will  benefit  most  from 
NT’s  multithreading  and  security. 


Babcock  is  Computerworld' s  technical  editor.  His  In¬ 
ternet  address  is  cbabcock@cw.com. 


If  we  are  going 
to  end  up  with 
Windows  NT 
anyway,  why 
don’t  we  just 
move  there 
now? 


Charles  Babcock 
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Inside  Lines 


Never  let  facts  get  in  the  way  of  a  good  plot 

The  new  Internet-run-amok  film  The  Net,  starring  Sandra  Bullock 
as  ’nethead  Angela  Bennett,  is  full  of  exaggerations  and  oversim¬ 
plifications  in  its  depictions  of  hackers,  according  to  Jon  Single¬ 
ton,  president  of  the  Information  Systems  Audit  and  Control  Asso¬ 
ciation.  “The  idea  that  one  software  program  [the  fictional  Gate¬ 
keeper]  could  instantaneously  hack  into  any  computer  system  is 
pure  fantasy,”  Singleton  said.  Also,  the  “characters  in  this  movie 
were  far  more  adept  at  linking  government  sources  than  the  gov¬ 
ernment  is,”  he  pointed  out.  Ouch. 

Making  it  personal 

Digital  is  planning  to  unveil  a  “personal  workstation”  next  month 
that  will  run  on  either  Intel  or  Alpha  microprocessors  —  and  even 
switch  from  one  to  the  other.  David  Flawn,  marketing  director  at 
Digital’s  Windows  NT  unit,  said,  “You  can  buy  it  as  an  Intel  machine 
and  then  upgrade  it  to  an  Alpha  later”  by  installing  a  new  card. 

The  Sun  sets  on  Islandia 

Computer  Associates  continues  to  tighten  the  integration  between 
its  CA-Unicenter  systems  management  package  and  other  leading 
network  management  products.  This  week,  CA  and  Sun  Microsys¬ 
tems  will  announce  plans  to  join  CA-Unicenter  and  SunNet  Man¬ 
ager  into  a  single,  integrated  product.  Sources  said  the  plans, 
which  extend  well  beyond  the  limited  connectivity  the  systems 
share,  are  akin  to  the  integration  project  CA  and  Hewlett-Packard 
unveiled  several  months  ago. 

Everybody  share,  now! 

Collabra  Software  in  Mountain  View,  Calif.,  is  working  on  Release 
3.0  of  Collabra  Share,  its  information  sharing  product  that  com¬ 
petes  on  the  low  end  with  Notes.  The  company  will  focus  primarily 
on  two  areas:  the  Internet  and  Microsoft’s  Messaging  Application 
Programming  Interface  (MAPI)  1.0.  Share  3.0  will  support  Multi¬ 
purpose  Internet  Mail  Extensions  on  the  Internet.  It  will  also  pro¬ 
vide  stronger  support  for  MAPI  1.0,  which  will  ship  with  Windows 
95,  and  de-emphasize  Vendor  Independent  Messaging  and  Com¬ 
mon  MessagingCall  APIs. 

‘Basic’-ally  panicked? 

Are  those  beads  of  sweat  forming  on  the  brows  of  Microsoft’s  nor¬ 
mally  cucumber-cool  Visual  Basic  product  team?  Beta  users  have 
grumbled  that  the  much-awaited  major  new  release  of  Visual  Ba¬ 
sic  might  not  be  siBh  hot  stuff  after  all,  especially  when  compared 
with  rival  Borland’s  scorching  Delphi  tool.  And  now  the  folks  be¬ 
hind  the  32-bit  Visual  Basic  4.0 — which  was  originally  scheduled 
for  a  mid-September  announcement  —  have  decided  to  march 
right  into  the  lion’s  den.  They  will  brief  the  press  this  week  at,  of 
all  places,  the  Borland  developers  conference  in  San  Diego. 

Novell  flirts  with  Windows  NT 

While  Novell  isn’t  saying  anything  officially,  the  Provo,  Utah,  com¬ 
pany  appears  to  be  moving  closer  to  granting  users’  wishes  that  it 
port  its  NetWare  Directory  Services  (NDS)  to  Microsoft’s  Windows 
NT  Server  platform.  “We’re  taking  a  close  look  at  what  other  plat¬ 
forms  NDS  must  run  on,  including  Windows  NT  Server,”  said  Toby 
Corey,  Novell’s  vice  president  of  marketing.  Microsoft  isn’t  expect¬ 
ed  to  have  a  full-blown  enterprise  directory  services  until  the  Cairo 
release  of  NT  Server,  due  in  mid-1996. 

No  doubt  in  hopes  of  making  us  all  forget  last  week’s  brouhaha 
over  the  desktop  future  of  OS/2,  IBM  hits  the  road  this  week 
with  a  side-by-side  comparison — completely  unbiased,  we’re 
sure  —  of  OS/2  Warp  and  Microsoft’s  upcoming  Windows  95. 
The  ever-clever  IBM  marketeers  are  calling  it  the  “Prepare  to 
Compare’’  tour.  News  of  IBM’s  plan  prompted  one  waggish 
analyst  to  mention  a  clear  advantage  Warp  holds  over  Win¬ 
dows  95.  “Many  fewer  applications  to  crash,”  he  said.  If  the 
sound  of  crashing  apps  is  keeping  you  up  at  night,  why  not 
spend  a  few  minutes  getting  in  touch  with  Computerworld 
about  news  items  or  tips.  You  can  call  our  24-hour  voice-mail 
tip  line  at  (508)  820-8555  or  our  toll-free  number  at  (800)  343- 
6474.  News  editor  Mary  fran  Johnson  can  be  reached  by  phone 
at  (508)  820-81 79  or  via  the  Internet  at  mJohnson@cw.com. 
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An  AS/400®  Advanced  Series  Solution 


is  knowing  whose 
system  is  jamming  up 


and  a  timely  assist 
from  some  new  AS/400 
Advanced  Systems. 


Behind  Gary  Whiting’s 
success  in  speeding 
the  response  time  of  Great 
Western’s  network 


He  was  the  first  to  see  that 
AS/400  Advanced  System 
could  be  purchased  for  less 
than  the  depreciation  expense 
of  his  old  computers. 


For  MIS  Director  Gary  W  hiting, 
the  perfect  network  is  built  around  two 
numbers:  a  high  one  for  network  satis¬ 
faction  and  a  low  one  for  network  cost. 

Both  were  challenged.  Rapid 
gro  wth  of  his  consumer  finance  network 
was  taking  response  time  to  unacceptable 
levels.  Administrative  costs  were  rising. 

His  solution:  upgrading  to  AS/400 
Advanced  System,  using  AS/400  as  the 
backbone  of  his  distributed  processing 
configuration. 

The  result?  Response  time  and 
transaction  time  on  the  network  im¬ 
proved  from  five  seconds  to  under  a 
second.  Support  costs  fell. 

And  with  AS/400  Advanced  Series 
financing,  Whiting  could  configure  his 
system  for  less  than  the  depreciation  cost 
of  his  old  computers. 

Interested? 

To  see  how  others  are  using  AS/400 
Advanced  Series  at  99.7  percent  reliabil¬ 
ity,  call  1 800 IBM-3333,  ext  &  U35. 

Or,  if  on  the  Internet,  stop  by  our 
Home  Rage  at  http://www.as400.ibr  .com 
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Pentium 
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If  airplanes  had  electrical  outlets, 
it  wouldn't  matter  so  much  that  most 
Pentium®  processor-based  notebooks  only 
last  an  hour  or  two.  But  when  your  users 
are  on  the  road,  in  the  air,  or  in  the  field, 
they  need  more. 

Introducing  the  Dell®  Latitude™  XPi.  The 
•first  Pentium  processor-based  notebook 
that  can  last  from  take-off  to  touch-down. 
Coast  to  coast. 

Thanks  to  Dell's  smart  Lithium  Ion 
battery  and  power  management  (not  to 
mention  Intel's  new  LM  Pentium  chip),  the 
Latitude  XPi  P75  dual  scan  notebook  lasted 
an  average  of  4  hours  and  40  minutes  in 
"Cross-Country"™  tests  run  by  VeriTest, 
inc.,  a  leading  independent  test  lab.' That's 
LA  to  New  York,  no  problem.  Of  course, 
actual  battery  life  will  vary  depending 
on  configuration  and  nature  of  use. 

Your  users  don't  have  to  sacrifice  the 
battery  life  they  need  to  get  the  power 
they  want.  Call  our  national  account  team  to 
try  the  Pentium  processor-based  notebook 
that  can  last  from  coast  to  coast. 

DOLL 

(800)232-8546 
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‘The  VeriTest  Cross-Country  v2  0  test  simulates  typical  executive  use  of  Microsoft  Office*  applications  in  Microsoft  Windows*  v3  1 1  during  an  airplane  flight  Power  management  was  enabled  and  8MB  of  RAM  was  installed 
VeriTest.  inc.  is  located  in  Santa  Monica.  CA.  tFor  a  complete  copy  of  our  Limited  Warranties,  please  write  to  Dell  USA  L.P.,  2214  W  Braker  Lane,  Bldg.  3.  Austin.  TX  78758.  Prices  and  specifications  valid  in  the  U.S.  only  and  subject 
to  change  without  notice  Pentium  and  the  Pentium  processor  logo  are  registered  trademarks  of  Intel  Corporation  ©1995  Dell  Computer  Corporation.  All  nghts  reserved. 


